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Profile: 

Allan  Ditch- 
field  has  the 
best  of  both 
worlds  at 
MCI,  with 
his  IS  group  on  the  front 
lines  of  new  product  devel¬ 
opment.  Page  59. 

‘Tell  it  to  the  judge,’ say 

more  corporate  buyers,  who 
are  increasingly  filing  liabil¬ 
ity  suits  against  computer 
vendors.  Page  8. 

West  Coast  linkup 

between  Integral  Systems 
and  Data  Design  Associates 
is  good  news  for  SAA  but 
bad  news  for  DEC.  Page  6. 

Back  to  the  Big  Six? An¬ 
dersen/Price  Waterhouse 
merger  could  snag  on  con¬ 
flict  of  interest  in  auditing 
business.  Page  4. 

Big  Blue  bucks  for  Bach¬ 
man  Information  Systems  as 
IBM  invests  in  CASE  soft¬ 
ware  firm.  Page  10. 

ESA’s  song  isn’t  playing 

in  the  plug-compatible  com¬ 
munity,  where  users  are 
delaying  upgrade  decisions. 
Page  25. 

Rats!  A  government  study 
finds  that  a  1986  laptop 
computer  purchase  hasn’t 
helped  IRS  productivity. 
Page  39. 


IBM  hits  Netview  ‘Help’  key 


BY  ELISABETH  HORWITT 

CW  STAFF 

NEW  YORK  —  The  usually  self- 
sufficient  IBM  frankly  and  unex¬ 
pectedly  admitted  last  week  that 
it  needs  help  conquering  the 
telecommunications  market,  an¬ 
nouncing  plans  to  plug  major 
gaps  in  its  network  management 
strategy  with  products  from  five 
smaller  companies. 

“Customers  need  solutions 
now,  and  with  telecommunica¬ 
tions  requirements,  we  need 
outside  help  to  enhance  the  de¬ 
velopment  work  going  on  inter¬ 
nally,’’  said  IBM  Vice-President 
Ellen  Hancock.  Users  were 
shocked  to  learn  that  IBM  will  be 
meeting  their  long-standing  de¬ 
mand  for  a  graphics-based  Net- 
view  interface  with  another  ven¬ 
dor’s  product  —  jettisoning  a 
large  portion  of  a  multiyear  in¬ 
ternal  effort  to  develop  such  an 
offering. 


Wang’s  worst 
enemy  is  time 


BY  PATRICIA  KEEFE 

CW  STAFF 

Every  day  that  goes  by  without  a 
resolution  to  Wang  Laborato¬ 
ries,  Inc.’s  fiscal  straits  not  only 
costs  new  orders  —  the  lifeblood 
of  any  firm  —  but  also  serves  to 
push  its  biggest  accounts  closer 
to  pulling  the  rip  cord. 

“I  have  a  meeting  this  week 
with  a  Fortune  10  company,  one 
of  Wang’s  biggest  users,  that  is 
totally  reassessing  all  of  its  Wang 
investments,’’  said  Steve  Wend- 
ler,  a  program  director  at 
Gartner  Group,  Inc.  in  Stamford, 
Conn.,  last  week. 

Adding  to  the  crisis  atmo¬ 
sphere,  Wang  said  last  week  it 
would  default  on  debt  and  inter¬ 
est  payments  after  rejecting  a 
proposal  from  creditors  to  re¬ 
structure  its  loans  (see  story 
page  97). 

Continued  on  page  97 


Looking  for  help 

IBM  acknowledges  that  it  needs  third-party  assistance  for  its  Netview  strategy 


•  U.S.  West  Graphics-based  Netview  interface 

•  TSB  International:  Device  to  gather  real-time 
PBX  alerts  and  statistics 

•  International  Teleman^ement:  Tools  to  link 
various  network  devices  to  Netview 

•  Cari  Vanderbeek  and  Associates:  Tools  to 
cut  Netview/PC  application  development  time 

•  Computii^  Devices:  Network 
management  system  for  managers 


IBM's  Hancock: 

“We  need  that 
outside  help. " 


CW  CHART;  FRANK  C.  O'CONNEa 


IBM  has  also  enlisted  third- 
party  help  in  its  long  battle  to 
win  vendor  and  user  acceptance 
of  Netview  and  the  Netview/PC 
interface  as  multivendor  net¬ 
work  management  solutions. 

IBM  announced  that  it  will 
purchase  U.S.  West  Network 
Systems,  Inc.’s  Graphics  Net¬ 
work  Monitor,  which  will  pro¬ 
vide  a  user-friendly,  mouse-driv¬ 
en,  icon-based  Netview  front 
end.  “Very  rarely,  if  ever,  in  my 
experience  with  [IBM’s  Commu¬ 
nication  Products  Division]  have 
I  been  caught  by  surprise;  this 
did  [it],’’  said  Gary  Weis,  a  senior 
vice-president  at  Sears  Technol¬ 
ogy  ^rvices,  Inc. 

Sears  thoroughly  evaluated 
U.S.  West’s  product  two  years 
ago  and  was  “quite  pleased  with 
its  capabilities,”  Weis  said.  At 


that  time.  Sears  decided  against 
the  product  because  of  signs  that 
it  might  be  overloaded  by  the  re¬ 
tailer’s  giant  network  and  be¬ 
cause  IBM  hinted  it  had  some¬ 
thing  better  in  the  wings,  Weis 
explained.  “Now  I’m  just 
scratching  my  head,”  he  said. 

Mistrial 

“IBM  was  still  pretty  far  from 
having  a  graphical  interface  to 
Netview  and  got  pretty  poor  re¬ 
views  when  it  ran  a  trial  balloon 
at  a  recent  conference,”  said  Da¬ 
vid  Passmore,  a  partner  at  Ernst 
&  Young  research  subsidiary 
Network  Strategies.  Although 
the  U.S.  West  product  “fills  a 
short-term  need,”  it  will  com¬ 
pound  the  problem  of  integrating 
Netview,  “which  is  already  a 
Continued  on  page  7 


Ashton-Tate 
leaves  SQL 
at  a  loss 

Delays  server  su pport 
again  amid  cutbacks 


BY  JEAN  S.  BOZMAN 

CW  STAFF 

TORRANCE,  Calif.  —  Ashton¬ 
Tate  Corp.  went  back  to  basics 
last  week  in  an  effort  to  cope 
with  its  mounting  financial  crisis. 

The  company  announced  a 
cutback  of  more  than  250  of  its 
1,700  workers  and  a  crash  pro¬ 
gram  to  finish  a  crucial  new  re¬ 
lease  of  Dbase  IV.  In  the  pro¬ 
cess,  however,  Ashton-Tate 
scrapped  plans  to  include  SQL 
communications  in  stand-alone 
versions  of  Dbase  IV  and  further 
delayed  release  of  the  network- 
oriented  products  that  it  had 
once  hoped  would  fuel  its  future 
growth. 

In  a  series  of  repositioning 
moves,  Ashton-Tate  announced 
that  it  has  given  up  trying  to 
shoehorn  both  SQL  and  commu¬ 
nications  functions  into  PC- 
DOS’  memory  space  and  will  re¬ 
lease  two  versions  of  Dbase  IV 
Version  1.1  instead. 

A  package  for  stand-alone 
personal  computers  will  fit 
Continued  on  page  6 


High-tech  weapons,  low-tech  GIs 


BY  JAMES  DALY 

CW  STAFF 


On  a  drowsy  spring  evening  two 
years  ago,  a  sailor  manning  the 
control  room  deep  within  the 

bowels  of  the  frigate  USS  _ 

Stark  was  monitoring 
the  screen  of  a  sophisti¬ 
cated  radar  system  that 
was  designed  to  pinpoint 
and  alert  the  operator  to 
nearby  objects  in  the  wa¬ 
ter  and  airspace  off  Bah¬ 
rain. 

While  the  warm  tur¬ 
quoise  waters  of  the  Per¬ 
sian  Gulf  slapped  lazily 
against  the  ship,  an  Exo- 
cet  missile  fired  from  an 
Iraqi  jet  rocketed  neatly 
above  the  waves  and 
straight  at  the  vessel. 

The  missile  slipped  swift¬ 
ly  through  the  radar’s  de¬ 
fensive  net,  carved  a  jag¬ 


ged  hole  in  the  side  of  the  Stark 
and  brought  the  lives  of  37  sail¬ 
ors  to  a  fiery  and  violent  end. 

The  lingering  distaste  from 
the  debacle  on-board  the  $300 
million  warship,  coupled  with  the 


In  the  chips 

Despite  recent  moderation  because  of  budgetary 
pressures,  D^ense  Department  spending  on  electronics 
has  made  a  big  jump  since  the  start  of  this  decade 
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more  recent  congressional  fight 
over  the  enormously  expensive 
Stealth  B-2  bomber,  highlights  a 
dark  side  of  the  Pentagon’s  in¬ 
creasing  integration  of  high-tech 
weapons  into  its  war  machine. 

Despite  the  invest- 
ment  of  huge  amounts  of 
training  time,  effort  and 
money,  some  critics  ar¬ 
gue  that  today’s  super- 
sophisticated  armaments 
have  become  so  compli¬ 
cated  that  they  have  out¬ 
grown  the  ability  of  sail¬ 
ors  and  soldiers  to  use 
them  effectively. 

“We’re  becoming 
overly  dependent  on 
computers,”  said  Gen. 
Larry  Dilda,  deputy  chief 
of  staff  at  the  Air  Force 
Communications  Com¬ 
mand  at  Offut  Air  Force 
Base  in  Bellevue,  Neb. 

To  page  96 
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Quotable 

‘W  the  De¬ 
ll  partmentof 
Defense  takes  a  big 
bag  of  money  and 
paints  ‘AF  on  it,  this 
instantly  creates  a  lot 
of  believers  in  artifi¬ 
cial  intelligence.  ” 

GARY  MARTINS 
RANDCORP 

See  story  page  1. 
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UPDATE 


ive  years  ago,  IBM 
introduced  the  PC 
AT.  The  market 
praised  the  performance  of  the 
$4,000  machine’s  Intel  80286 
chip  but  lamented  the  lack  of  an 
operating  system  to  support  its 
memory  capacity.  PC  technology 
has  advanced  two  generations 
since  then.  Graphics  monitors 
can  produce  photograph-like 
color  images.  The  first  IG-byte 
disk  drives  for  the  PC  have  hit 
the  market.  IBM  is  producing 
4M-bit  memory  chips.  You  can 
mail-order  a  286  machine  for  less 
than  $700.  And  now,  the  mar¬ 
ket  is  lamenting  the  fact  that  no 
one  wants  to  buy  the  operating 
system  that  supports  the  AT’s 
memory  capacity.  Sometimes 
this  industry  doesn’t  move  as 
fast  as  we’d  like  to  think. 


More  and 
more 
businesses 
are  tak¬ 
ing  their 
computer 
vendors  to 
court 
when  sys¬ 
tems  fail. 
Page  8. 


Connected  workgroups  repre¬ 
sent  the  next  major  stage  of  end- 
user  computing.  Page  67. 


EXECUTIVE  BRIEFING 

■  Should  the  information  systems  ex¬ 
ecutive  be  a  technologist  or  a  business- 
person?  While  most  admit  that  technical 
savvy  is  important,  the  consensus  is  that  un¬ 
derstanding  a  company’s  business  is  the  key 
to  IS  success.  The  systems  professional  must 
be  comfortable  in  the  executive  suite  and  fa¬ 
miliar  with  the  functional  areas  that  IS  sup¬ 
ports.  Page  97. 

■  Some  of  Wang  Labs’  largest  ac¬ 
counts  are  reassessing  their  investments  in 
products  from  the  beleaguered  vendor,  pos¬ 
ing  a  serious  threat  to  Wang’s  already  shaky 
financial  status  if  orders  begin  to  fall.  Page 
1 .  Wang  surprised  customers  last  week  wdth 
an  aggressive  stance  against  its  creditor 
banks  and  the  decision  to  default  on  some 
$300  million  in  debt  payments.  Page  97. 
Meanwhile,  bad  news  spread  to  another  in¬ 
dustry  stalwart  as  Ashton-Tate  announced  a 
15%  layoff  and  another  expected  quarterly 
loss.  Page  1 . 


■  The  computer  indus¬ 
try’s  lu-ge  to  merge  has 
raised  many  concerns  for  in¬ 
formation  systems  managers 
about  pricing,  support  and  ac¬ 
cess  to  source  code.  An  in¬ 
creasing  number  of  managers 
believe  the  safe  haven  against 
the  takeover  tide  lies  not  with 
IBM  but  in  open  systems. 
Page  73. 

■  IBM  says  ‘‘I  can’t  do  it 
alone”  in  telecommunica¬ 
tions.  In  a  major  shock  to  us¬ 
ers,  IBM  will  buy  U.S.  West’s 
graphics-based  interface  for 
Netview  and  plug  gaps  in  its 
networking  lineup  with  prod¬ 
ucts  from  four  other  small 
vendors.  Page  1 . 

■  End-user  computing 
must  evolve  from  the  auto¬ 
mation  of  individual  tasks  to 
automation  of  business  pro¬ 
cesses,  according  to  Nolan 
Norton  &  Co.  Only  by  con¬ 
necting  work  groups  can 
companies  transform  their 
businesses  into  true  informa¬ 
tion-intensive  enterprises. 
Page  67. 

■  New  critical  success 
factors  for  chief  informa¬ 
tion  officers  are  being 
shaped  by  global  competition, 
according  to  a  leading  head¬ 
hunter.  CIOs  should  be  famil¬ 
iar  with  increasingly  impor¬ 
tant  foreign  cultures  and 
resources,  especially  with 
younger  bosses  committed  to 
decentralization  and  out¬ 
sourcing.  Page  78. 

■  User  lawsuits  against 
vendors  are  at  an  all-time 
high.  Legal  experts  attribute 
the  litigation  surge  to  unrea¬ 
sonable  user  expectations. 


shortsighted  vendor  sales 
reps  and  attorneys  landing  in¬ 
creasingly  large  jury  awards 
for  successful  plaintiffs.  Page 
8. 

■  Do-it-yourself  IBM 
VSE  users  are  doing  more 
than  just  resisting  migration 
to  MVS.  They  are  developing 
—  and  marketing  —  their 
own  enhancements  to  the 
IBM  midrange  operating  sys¬ 
tems.  Page  17.  Meanwhile, 
plug-compatible  mainframe 
users  are  in  no  big  hurry  to 
move  to  MVS/ESA.  They  say 
that  in  the  short  term,  the 
cost  outweighs  the  potential 
benefits.  Page  25. 

■  Smaller  and  cheaper 
videoconferencing  sys¬ 
tems  should  open  the  tech¬ 
nology  to  a  new  range  of  us¬ 
ers.  ^th  equipment  vendors 
and  telecommunications  car¬ 
riers  have  lowered  the  barri¬ 
ers  to  the  technology  by  drop¬ 
ping  prices.  Page  49. 

■  Information  systems  at 
MCI  is  both  more  challeng¬ 
ing  and  more  rewarding  than 
at  most  companies,  says  top 
IS  executive  Allan  Ditchfield. 
The  50-year-old  senior  vice- 
president  is  an  integral  part  of 
the  aggressive  firm’s  product 
offerings  as  well  as  its  internal 
networks.  Page  59. 

■  IBM  looms  as  a  major 
hurdle  in  Arthur  Andersen 
and  Price  Waterhouse’s  ef¬ 
forts  to  merge.  IBM’s  rela¬ 
tionship  as  an  Andersen  Con¬ 
sulting  project  partner  and  a 
Price  Waterhouse  audit  client 
runs  head-on  into  SEC  con¬ 
flict-of-interest  rules.  Page 
4. 
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Computer  y^sociotes  piesents 
total  data  center  automation  for  \^Ei 


Computer  Associates  brings 
you  the  industry's  only  compiete 
line  of  VSE  systems  software: 

CA-UNICENTER®/II  VSE,  the  totol  SOlU 
tion  for  data  center  automation. 


With  CA-UNiCENTER/ii  VSE,  you  gain 
extensive  tape  and  disk  manage¬ 
ment  capabilities,  automated 
production  scheduling  and  output 
distribution,  performance  measure 
ment  and  job  accounting  facilities, 
the  industry's  leading  security  soft¬ 
ware,  essential  sorting  and  report 
writing  utiiities  and  even  more. 


Through  advanced  integration 
and  automation,  ca-unicenter/ii  vse 

ensures  efficient  utilization  of  data 
center  resources,  virtualiy  eliminates 
manual  involvement  and  dramatic¬ 
ally  improves  overali  productivity  of 
the  data  center-enabling  you  to 
achieve  levels  of  efficiency  never 
before  possible. 


Automated  service 

CA-UNiSERViCE®/ll 

p '  provides  a  secure 

to  sofftotre 

fixes,  interactive  problem  resolution, 
product  tutoriais  and  more. 


Call  Dana  Williams  today: 

800-645-3003 

©  1989  Computer  Associates  Interrxjtionol,  Inc. 
711  Stewart  Ave.,  Garden  City,  N.Y.  1 1530-4787 


Security 


ITPD  "  •  World’s  leading  independent  software  company, 

v^/vlr  w  I  Cf%  ,  Broad  range  of  integrated  business  and  data  processing 

DISSOCIATES  software  for  mainframe,  mid-range  and  micro  computers. 

Software  superior  by  design.  •  Worldwide  service  and  support  network  of  more  than  100  offices. 

Resource  &  Operations  Management  •  Financial  •  Banking  •  Graphics  •  Spreadsheets  •  Project  Management 
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NEWS 


IBM  could  snag  merger  plan 

A  ndersen  and  Price  Waterhouse  *s  ties  to  IBM  may  trigger  SEC  doubts 


ANALYSIS 


BY  CLINTON  WILDER 

CW  STAFF 


With  their  60-day  merger  nego¬ 
tiation  period  scheduled  to  ex¬ 
pire  early  next  month,  Arthur 
Andersen  &  Co.  and  Price  Wa¬ 
terhouse  are  grappling  with  a 
thorny  and  potentially  merger- 
threatening  conflict  of  interest 
named  IBM. 

IBM,  a  crown  jewel  in  Price 
Waterhouse’s  collection  of  audit¬ 
ing  clients,  also  works  closely 
with  Arthur  Andersen’s  Ander¬ 
sen  Consulting  unit  on  a  variety 
of  contracts  for  systems  integra¬ 
tion  and  software  development. 

However,  the  U.S.  Securities 
and  Exchange  Conunission 
(SEC)  expressly  forbids  any  joint 
ventures  between  audit  firms 
and  their  clients  because  of  the 
possibility  that  the  auditor’s  ob¬ 
jectivity  can  be  compromised. 

Too  close? 

Andersen  Consulting  and  IBM 
“have  more  of  an  involvement 
than  the  SEC  would  allow”  after 
a  Price  Waterhouse-Andersen 
merger,  said  David  Lord,  manag¬ 
ing  editor  of  “Consultants 
News,”  a  newsletter  based  in 
Fitzwilliam,  N.H.  “Could  it  be  a 
deal-breaker?  That’s  a  good 
question.  It  certainly  seems  like 
the  toughest  issue  that  they  have 
to  deal  with.” 

An  Andersen  spokesman  ac¬ 
knowledged  that  IBM  is  “one  of 
the  important  issues  that  need  to 
be  addressed,”  but  Andersen 
and  Price  Waterhouse  have  re¬ 
fused  to  comment  on  the  status 


of  the  negotiations. 

However,  Lord  and  other  ob¬ 
servers  said  they  doubt  that 
Price  would  give  up  the  IBM  au¬ 
dit  business  that  it  has  held  for 
more  than  30  years. 

There  are  several  possible 
scenarios,  according  to  those 
who  follow  the  Big  Eight.  Ander¬ 
sen  Consulting  partners  may  use 
their  voting  power  to  block  the 
merger,  with  the  potential  IBM 
conflict  being  one  reason.  When 
the  proposed  merger  was  an¬ 
nounced,  sources  both  inside  and 
outside  Andersen  viewed  it  as 
motivated  by  the  auditing  side 
[CW,  July  10].  Many  view  the 
current  phase  of  negotiations  as 
being  at  least  as  much  between 
Andersen’s  auditors  and  consul¬ 
tants  as  it  is  between  Andersen 
and  Price. 

“The  [Andersen]  consultants 
are  not  happy  about  this,”  Lord 
said. 

Another  possibility  is  that  An¬ 
dersen  could  sell  part  or  all  of  its 
ownership  of  Andersen  Consult¬ 
ing,  possibly  to  IBM  itself. 

If  Andersen  Consulting  is 
completely  separate  from  a 
Price-Andersen  combination, 
there  would  be  no  SEC  conflict. 
By  formalizing  its  relationship 
with  IBM  through  an  IBM  in¬ 
vestment,  Andersen  would 
strengthen  its  already  formida¬ 
ble  presence  in  the  integration 
and  consulting  market. 

Andersen  would  significantly 
bolster  IBM’s  service  offerings, 
which  the  No.  1  computer  ven¬ 
dor  has  been  moving  to  expand 
at  a  dizzying  pace.  In  recent 
months,  IBM  has  bought  equity 
stakes  in  such  integration  ser¬ 


vices  firms  as  Computer  Task 
Group,  Inc.  and  American  Man¬ 
agement  Systems,  Inc.  and  has 
signed  an  unprecedented  facili¬ 
ties  management  contract  to  run 
Eastman  Kodak  Co.’s  U.S.  data 
centers  for  the  next  10  years 
[CW,  July  31]. 


BY  ELLIS  BOOKER 

CW  STAFF 


BLUE  BELL,  Pa.  —  Facing  ex¬ 
cess  inventories  and  softer  than 
expected  demand  for  its  comput¬ 
ers  worldwide,  Unisys  Corp.  an¬ 
nounced  last  week  that  it  has  em¬ 
barked  on  a  “thorough  top-to- 
bottom  review”  of  its  operations 
and  staff  cutbacks. 

The  review,  results  of  which 
are  expected  in  September,  will 
address  several  broad  initiatives, 
according  to  Unisys  officials,  in¬ 
cluding  a  move  away  from  pro¬ 
prietary  architectures  and  a 
“streamlining”  of  the  firm’s 
product  line  by  using  common 
parts  and  processes  across  prod¬ 
uct  families.  In  addition,  Unisys 
said  it  would  reduce  its  costs  by 
at  least  $400  million  between 
now  and  the  end  of  the  year. 

Staff  reductions  of  7%  to  8% 
—  on  top  of  the  3%  staff  cut  an¬ 
nounced  early  this  year  —  and 
the  elimination  of  overhead  in 
various  corporate,  administra¬ 
tive  and  technical  departments 
are  also  planned,  the  company 


If  IBM  owned  Andersen  Con¬ 
sulting,  however,  it  could  threat¬ 
en  Andersen’s  objectivity  in 
hardware  and  software  recom¬ 
mendations  to  clients. 

A  third  scenario  is  that  Price 
and  Andersen  could  petition  the 
SEC  to  relax  its  rules  on  audit 
client/joint  venture  conflicts  of 
interest.  Several  Big  Eight  firms 
attempted  such  an  effort  last 
year  and  were  rejected,  but  the 
SEC  said  it  would  continue  to  re¬ 
view  future  petitions. 


said.  Two  weeks  ago,  Unisys  an¬ 
nounced  a  hiring  and  salary 
freeze  for  its  90,000  workers. 

“We  intend  to  manage  Unisys 
for  profit  and  cash  flow,”  sum¬ 
marized  Chairman  and  Chief  Ex¬ 
ecutive  Officer  W.  Michael  Blu- 
menthal,  noting  that  while  the 
cost  reduction  plan  is  targeted  at 
1990,  it  will  have  “positive  bene¬ 
fits”  for  the  fourth  quarter  of 
this  year. 

A  move  away  from  high-mar- 
gin  proprietary  systems  toward 
higher  growth  but  lower  margin 
microprocessor-based  systems 
tracks  with  the  strategy  of  Uni¬ 
sys’  competitors,  according  to 
Nikko  Securities  Co.  Interna¬ 
tional  computer  analyst  Michael 
Geran. 

“The  real  issue,”  Geran  said, 
“is  how  do  you  superimpose 
these  open  systems  on  top  of 
proprietary  architectures”  and 
make  the  product’s  cost  perfor¬ 
mance  desirable  to  customers. 
On  the  cost-reduction  plan, 
Geran  speculated  that  Unisys 
has  been  about  6%  out  of  line 
with  its  competitors. 


Bloated  inventory  prompts 
Unisys  to  review  operations 


SAA  Display  write  version  deferred 


BY  STANLEY  GIBSON 

CW  STAFF 


Faced  with  a  difficult  rewrite  of 
its  widely  used  Displaywrite  text 
processing  software  to  make  it 
comply  with  Systems  Applica¬ 
tion  Architecture  (SAA),  IBM 
has  chosen  to  enhance  it  sepa¬ 
rately,  postponing  an  SAA  ver¬ 
sion  of  Displaywrite  for  the  in¬ 
definite  future. 

The  decision  by  IBM  high¬ 
lights  the  difficulty  of  offering 
both  SAA  compliance  and  a  com¬ 
patible  growth  path  for  a  large 
customer  base.  IBM  said  it  will 
continue  to  enhance  the  PC- 
DOS  and  OS/2  versions  of  Dis¬ 
playwrite.  Meanwhile,  the  firm 
is  at  work  on  a  fully  SAA-compli- 
ant  text  processor  that  will  be  in¬ 
tegrated  with  its  Officevision  Of¬ 
fice  Automation  package.  The 
text  processor  and  Displaywrite 
will  gradually  become  more  and 
more  alike,  IBM  said. 

IBM  recently  unveiled  Dis¬ 


playwrite  Version  5.2,  the  first 
OS/2-based  version  of  the  pack¬ 
age.  Despite  being  written  for 
OS/2’s  Standard  and  Extended 
Editions,  Displa)rwrite  offers  no 
compliance  with  SAA’s  Common 
User  Access  (CUA),  a  user  inter¬ 
face  intended  to  give  similar 
screens  with  similar  commands 
to  users  of  SAA  systems.  OS/2 
Extended  Edition  is  one  of  the 
four  SAA  operating  systems. 

One  user  said  IBM’s  approach 
is  fine  with  him  and  that  he  wants 
to  continue  using  MS-DOS  ver¬ 
sions  of  Displajrwrite  for  some 
time.  And  when  an  eventual 
move  to  OS/2  and  SAA  is  in  the 
offing,  a  smooth  transition  be¬ 
tween  text  processors  will  be 
welcome,  said  Michael  Farrell, 
vice-president  of  systems  at 
Automatic  Business  Centers, 
Inc.  in  Moorestown,  N  J. 

“Having  consistency  be¬ 
tween  text  processors  is  impor¬ 
tant.  I  don’t  feel  like  changing 
word  processors  every  two 


years,”  Farrell  said. 

Farrell  currently  uses  Dis- 
playwrite/36,  Displaywrite/400 
and  PC-DOS-based  Displaywrite 
Versions  3  and  4. 

The  difficulty  in  changing  Dis¬ 
playwrite  to  comply  with  CUA  is 
that  Displaywrite  is  written  in 
character  mode  and  would  have 
to  undergo  extensive  modifica¬ 
tion  to  run  in  the  graphical  bit¬ 
map  mode  of  CUA’s  Presenta¬ 
tion  Manager  user  interface, 
IBM  officials  said  they  decided 
against  a  rewrite  to  add  CUA 
compliance  because  of  the  time 
and  expense  required. 

Back  in  Utah  .  .  . 

Meanwhile,  WordPerfect  Corp., 
based  in  Orem,  Utah,  promised 
to  introduce  an  OS/2-based  ver¬ 
sion  of  its  WordPerfect  text  pro¬ 
cessing  software  by  mid-1990. 
Chuck  Middleton,  director  of 
OS/2  product  development  at 
WordPerfect,  said  it  will  offer  an 
SAA-compliant  CUA  based  on 


Microsoft  Corp.  and  IBM’s  OS/2 
Presentation  Manager. 

The  adaptation  of  WordPer¬ 
fect  to  bit-map  mode  is  taking 
WordPerfect  25  to  30  man-years 
of  development,  Middleton  said. 

“We’re  in  a  transition  peri¬ 
od,”  said  Anthony  Mondello, 
head  of  office  products  at  IBM’s 
Application  Systems  Division. 
“We  have  to  keep  the  current 
[Displaywrite]  product  fully  com¬ 
petitive.  Later,  we  will  move  its 
capabilities  under  Presentation 
Manager.” 

IBM  now  offers  a  simple  SAA 
text  processor,  or  notepad,  with 
a  Presentation  Manager  version 
of  CUA  as  part  of  Officevision. 
That  text  processor  will  receive 
a  major  enhancement  in  March 
1990,  Mondello  said,  although 
he  cautioned  that  the  version  will 
not  have  as  much  functionality  as 
Displaywrite. 

Until  Displaywrite  and  Office- 
vision  text  processors  evolve 
into  nearly  identical  packages, 
Mondello  said  users  who  wish  to 
do  so  can  access  Displaywrite 
from  Officevision. 
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ONCE  YOU'VE  TRIED  OUR  SOFTWARE, 
YOU'LL  HAVE  A  DIFFERENT  IMAGE 
OF  THE  COMPETITION. 


even  more. 

And  that  goes  not  only  for  our  sorts,  but 
for  all  our  products. 

Of  course,  seeing  is  believing.  To  arrange 
for  a  test  of  any  Syncsort  product  on  your 
system,  call  201-930-8200. 

With  all  we’ve  told  you,  we're  sure  you 
won’t  be  slow  getting  to  the  phone. 


Next  to  us,  other  software  seems  a 
bit.  .  .well .  .  . leisurely. 

After  all,  our  software  is  so  fast,  it 
dramatically  reduces  the  use  of  your  computer 
resources:  CPU  Time,  SIOs  and  the  like. 
Typically  by  as  much  as  50%.  Frequently, 


©  1989  Syncsort  Incorporated,  50  Tice  Boulevard.  Woodcliff  Lake,  NJ  07675 
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Software  firms’  merger  boosts  SAA 


IRS  arrests  Boston  man  on 
electronic  tax  fraud  charge 


BY  STANLEY  GIBSON 

CW  STAFF 


WALNUT  CREEK,  Calif.  — 
The  merger  of  West  Coast  soft¬ 
ware  companies  Integral  Sys¬ 
tems,  Inc.  and  Data  Design  Asso¬ 
ciates,  Inc.,  announced  last 
week,  promises  to  boost  IBM’s 
Systems  Application  Architec¬ 
ture  (SAA)  at  the  expense  of 
Digital  Equipment  Corp.’s  VAX 
architecture. 

Integral,  a  vendor  of  human 
resources  software,  said  it  paid 
about  $30  million  in  cash  and 
stock  for  Data  Design,  a  Sunny¬ 
vale,  Calif. -based  vendor  of  fi¬ 
nancial  software. 

Data  Design  will  remain  fun¬ 
damentally  intact,  becoming  In¬ 
tegral’s  financial  software  divi¬ 
sion,  said  A1  Duffield,  senior 
vice-president  at  Integral.  The 
firm’s  two  divisions  will  continue 
to  develop  and  sell  software  for 
IBM’s  370  architecture,  Sys¬ 
tem/38  and  Application  Sys¬ 
tem/400. 

Although  Data  Design  offers 
its  software  on  DEC  VAX  hard¬ 
ware,  that  platform  will  be  de- 


emphasized  in  order  to  concen¬ 
trate  the  combined  firms’ 
resources  on  IBM’s  SAA. 

“We  have  thrown  a  lot  of  re¬ 
sources  at  [the  VAX  products], 
but  it  hasn’t  been  a  real  good 
market,’’  Duffield  said.  As  part 
of  its  SAA  strategy,  both 
branches  of  the  company  will  de¬ 
velop  OS/2  Extended  Edition 
versions  of  their  products. 

More  choice  for  users 

The  merger  will  give  users  an¬ 
other  choice  among  vendors  that 
offer  both  financial  and  human 
resources  packages  and  increase 
Integral’s  ability  to  compete 
with  rivals  McCormack  &  Dodge 
Corp.  and  Management  Science 
America,  Inc.,  which  offer  both 
sets  of  applications. 

“People  are  looking  for  an  in¬ 
tegrated  product  line.  There  is  a 
lot  of  linkage  between  benefits, 
payroll  and  financial  applica¬ 
tions,”  said  Tony  Percy,  a  soft¬ 
ware  analyst  at  Stamford,  Conn.- 
based  Gartner  Group,  Inc. 

Dawn  Nelson,  vice-president 
at  Harris  Trust  and  Savings 
Bank  in  Chicago  and  a  user  of  In¬ 


tegral  software,  said  she  would 
have  considered  Data  Design  fi¬ 
nancials  with  Integral’s  products 
had  the  two  firms  been  together 
when  her  bank  purchased  human 
resources  and  financial  applica¬ 
tions  two  years  ago. 

Although  announced  last 
week,  the  transaction,  worth 
$30  million  in  cash  and  stock, 
took  effect  Aug.  10. 

Late  last  year.  Data  Design 
founder  Dave  Lowery’s  ex-wife 
Mary  sold  her  shares  in  Data  De¬ 
sign  to  Integral,  representing 
20%  of  the  company  she  and  her 
ex-husband  had  built  from 
scratch.  Integral  then  bought  an¬ 
other  8%  of  Data  Design  [CW, 
July  30].  Lowery  will  not  have  a 
position  at  Integral  but  will  serve 
as  a  consultant,  an  Integral 
spokesman  said.  Lowery  sold 
most  of  his  Data  Design  shares 
for  cash  rather  than  Integral 
stock,  Duffield  said. 

Duffield  said  the  new  entity 
should  earn  $65  million  to  $70 
million  in  the  fiscal  year  ending 
March  30,  1990.  He  said  both 
firms  have  posted  profits  for  the 
last  five  years. 


BY  RICHARD  PASTORE 

CW  STAFF 


BOSTON  —  In  what  may  be  the 
nation’s  first  charge  of  electronic 
tax  fraud,  the  Internal  Revenue 
Service  arrested  a  man  last  week 
for  allegedly  submitting  45  pho¬ 
ny  returns  via  the  IRS’  new  elec¬ 
tronic  filing  system  and  netting 
$325,000  in  refunds. 

For  the  alleged  perpetrator, 
Alan  N.  Scott  of  West  Roxbury, 
Mass.,  it  may  have  been  wiser  to 
stick  to  the  old-fashioned  enve¬ 
lope-licking  method,  because  his 
use  of  the  computer  system  may 
have  helped  the  IRS  nail  him, 
federal  officials  said. 

The  IRS  requires  electronic 
tax  return  transmitters  to  fill  out 
an  application  before  it  issues  ac¬ 
cess  numbers  and  codes.  The  ap¬ 
plication  process  makes  it  easier 
to  audit  a  transmitter’s  trail  be¬ 
cause  his  personal  code  is  identi¬ 
fied  with  each  return  he  submits, 
bogus  or  otherwise,  an  IRS 
spokesman  said. 


“If  we  have  reason  to  believe 
that  something  inappropriate  is 
occurring,  we  can  immediately 
deny  him  access  to  the  system,” 
the  spokesman  added.  It  would 
be  much  more  difficult  to  catch 
phony  paper  returns  that  contin¬ 
ued  to  be  submitted  by  an  indi¬ 
vidual  under  suspicion,  he  noted. 

The  electronic  filing  system 
processed  1.3  million  returns 
from  36  states  this  past  year. 
Next  year,  the  system  will  be 
made  available  in  all  50  states. 

Scott,  37,  used  a  fake  Social 
Security  number  and  made  false 
statements  on  his  application  to 
foil  the  eligibility  screening,  the 
IRS  charged.  He  then  allegedly 
transmitted  fake  returns  con¬ 
taining  assumed  names  and  bo¬ 
gus  Social  Security  numbers  that 
brought  him  refund  checks  rang¬ 
ing  in  value  from  $3,000  to 
$23,000.  He  was  charged  with 
45  counts  of  fraud. 

If  found  guilty,  he  faces  a  pris¬ 
on  term  and  a  $250,000  fine  for 
each  count. 


Ashton-lkte 

FROM  PAGE  1 

within  the  640K-byte  memory 
limit  of  PC-DOS  and  will  include 
an  SQL  implementation  but  will 
not  be  able  to  communicate  SQL 
queries  to  a  server  or  mainframe 
without  the  use  of  a  third-party 
communications  package.  “You 
can  output  [SQL]  conunands,  but 
you’ll  need  something  to  get  [the 
query]  to  the  server,”  said  Dave 
Micek,  group  product  manager 
for  Dbase. 

A  separate  release,  called 
Dbase  I V  1 . 1  Server  Eklition,  will 
include  SQL  and  communica¬ 
tions  capabilities.  It  will  be  de¬ 
signed  to  run  on  Personal  Com¬ 
puter  AT  class  machines  con¬ 
nected  to  local-area  networks 
running  SQL  Server,  the 
networked  database  manage¬ 


ment  system  being  developed  by 
Sybase,  Inc.,  Microsoft  Corp. 
and  Ashton-Tate. 

The  company  would  not  re¬ 
lease  target  shipment  dates,  but 
it  looks  like  neither  product  will 
be  available  until  next  year.  In 
the  meantime,  Ashton-Tate  wiU 
continue  to  sell  Dbase  IV  1.0. 
Current  users  of  Dbase  IV  will 
get  a  free  copy  of  Dbase  IV  1.1, 
when  it  is  available.  Users  will  be 
able  to  trade  in  their  1 . 1  disks  for 
the  Server  Edition  later  at  no 
charge,  Ashton-Tate  said. 

Ashton-Tate  also  said  third- 
quarter  losses  at  the  firm  are 
growing  and  may  exceed  the 
$19.8  million  loss  sustained  in 
the  second  quarter. 

The  decision  to  split  Dbase  IV 
into  two  parts  is  a  major  strate¬ 
gic  retreat  for  Ashton-Tate.  The 
firm  has  long  pledged  to  include  a 
full  SQL  and  communications 


functions  in  Dbase  FV  and  prom¬ 
ised  to  deliver  a  front  end  for 
SQL  Server  by  the  end  of  1988. 

“We  were  kidding  ourselves 
into  thinking  that  we  could  do  ev- 
er3d;hing  in  a  640K  environ¬ 
ment,”  Ashton-Tate  Chairman 
Ed  Esber  said.  “You  can’t  do  that 
without  sacrificing  perfor¬ 
mance.” 

The  SQL  Server  version  will 
have  to  be  retrofitted  with  a 
DOS  Extender  program  to  en¬ 
able  it  to  address  more  memory. 
Ashton-Tate  did  not  reveal  a  tar¬ 
get  release  date  or  pricing  for 
the  SQL  Server  front  end. 

Disappointment 

Microsoft  expressed  disappoint¬ 
ment  with  the  delay.  When  SQL 
Server  was  announced  in  early 
1988  [CW,Jan.  18, 1988],  it  was 
disclosed  that  Microsoft  was  ac¬ 
quiring  technology  from  Sybase 


Users  say  they’ll  hang  on 


Customers  of  Ashton-Tate  may  stick  with  the 
company  in  the  face  of  dismal  financial  results, 
but  the  company’s  lagging  fortunes  only  add  to  a 
laundry  list  of  factors  keeping  many  corporate 
users  from  moving  to  Dbase  FV. 

Most  users  contacted  by  Computermrld 
said  they  will  continue  to  use  Dbase  III  Plus  at 
least  until  they  upgrade  their  hardware  plat¬ 
forms.  Dbase  IV  requires  a  hard  disk,  an  invest¬ 
ment  few  will  make  until  they  see  a  wider  need 
for  the  added  capacity.  “We  are  not  using  IV  and 
have  little  interest  in  moving  to  it  from  Dbase 
III  Plus,”  said  Jeri  Dick,  manager  of  personal 
systems  at  Banc  One  Services. 

While  some  applications  are  straining  at  the 
640K-byte  memory  constraints  of  Dbase  III 
Plus,  there  are  tools  available  to  help  them 
stretch  the  product  capabilities  and  avoid  mi¬ 


gration.  Among  the  most  popular  is  the  Clipper 
compiler  from  Nantucket  Corp. 

“In  some  applications,  we  are  hitting  the 
edge  on  III  Plus,  and  Clipper  has  allowed  us  to 
ease  that  problem,”  said  T.  Ray  Dollar,  vice- 
president  of  information  systems  at  Gold  Kist, 
Inc.,  an  Atlanta  farm  cooperative.  “That  has  put 
off  the  need  to  go  to  Dbase  IV;  we  have  not  be- 
gim  to  evaluate  it  yet.” 

The  reports  of  bugs  and  disappointing  per¬ 
formance  also  deter  users  from  making  the 
transition  to  Dbase  IV.  “The  list  of  errors  I  have 
read  about  and  the  lack  of  SQL  performance 
have  meant  that  [the  evaluation  copy  of  Dbase 
IV]  has  stayed  on  the  shelf,”  said  Ron  Smith,  se¬ 
nior  information  technology  analyst  at  Best 
Ih'oducts,  a  Richmond,  Va.,  retaUer. 

CHARLES  VON  SIMSON 


Into  an  abyss 

Ashton-Tate’s  latest  moves  stem  from  its  plunge  from  profitability 
to  a  loss 


•  Fiscal  year ’89  revenue:  $307.3M 


•  Number  of  employees:  1,731 

•  Revenue  for  quarter  ended: 

July  ’87  July  ’88  June  ’89 

$63.6M  $71. 9M  $59.5M 


•  Income  for  quarter  ended: 

July  ’87  July  ’88  June  ’89 

$10.1M  $11.5M  -$19.8M 


CW  CHART:  FRANK  C.  O'CONNELL 


and  would  itself  be  the  OEM  for 
the  product,  while  assigning  re¬ 
tail  ffistribution  rights  exclusive¬ 
ly  to  Ashton-Tate. 

“Under  current  conditions, 
what  is  happening  is  somewhat 
disappointing  to  us,”  said  David 
Kaplan,  product  manager  for 
SQL  Server  at  Microsoft. 

Despite  the  dramatic 
changes,  Ashton-Tate  users 
contacted  by  Computerworld 
said  they  were  prepared  to  stick 
with  the  Dbase  product  line  (see 
story  at  left).  But  some  industry 
analysts  said  they  believe  that 
Ashton-Tate  will  eventually 
have  to  draw  the  line  between 
low-end  Dbase  users,  who  prefer 
the  Dbase  III  family,  and  high- 
end  users,  who  are  moving  to¬ 
ward  cooperative  processing. 

“There's  been  this  percep¬ 
tion  at  Ashton-Tate  that  you 
have  to  bring  everybody  along, 
even  if  they’re  using  the  comput¬ 
er  equivalent  of  a  biplane,”  said 
Bob  Faulkner,  an  analyst  at  Alex 
Brown  &  Sons,  Inc.  in  New 


York.  “You  have  to  address  the 
investment  your  customers  have 
made,  but  you  can’t  let  that  be¬ 
come  an  anchor  around  your 
neck.” 

At  the  heart  of  Ashton-Tate’s 
difficulties  is  the  PC-DOS  oper¬ 
ating  system’s  640K-byte  mem¬ 
ory  limit.  The  task  of  communi¬ 
cating  with  an  SQL  Server  back 
end  requires  multiple  megabytes 
of  memory.  Ashton-Tate  execu¬ 
tives  now  admit  that  Dbase  IV 
was  hampered  when  developers 
tried  to  jam  its  500,000  lines  of 
code  within  the  640K-byte 
space.  Dbase  IV  Version  1.1  is 
reportedly  even  larger. 

“In  time,  people  will  under¬ 
stand  that  you  shouldn’t  use 
DOS  for  an  interface  to 
networked  SQL,”  said  Richard 
Finkelstein,  president  of  Perfor¬ 
mance  Computing,  Inc.,  a  Chica¬ 
go  consulting  firm.  “It’s  too 
slow,  you  have  to  use  overlay 
modules  that  bring  in  pieces  of 
the  program,  and  you  have  to 
add  extended  memory.” 
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set  of  different  products,”  he  added. 

Graphics  Network  Monitor,  which  is 
part  of  the  U.S.  West  Netcenter  line  pur¬ 
chased  last  week  by  IBM,  is  said  to  take 
the  information  that  Netview  collects 
from  IBM  Systems  Network  Architec¬ 
ture  (SNA)  networks  and  present  it  to  us¬ 
ers  in  a  graphic  format  that  is  easier  to  un¬ 
derstand.  It  also  allows  users  to  issue 
VTAM  commands  to  change  the  net¬ 
work’s  status  and  access  Netview  applica¬ 
tions  through  a  terminal-emulation  link, 
according  to  IBM  spokesman  Mark  Knit- 
tel. 

IBM’s  still-incomplete  graphical  inter- 

Details  given  of 
Rolm  deal 

No  major  surprises  emerged  last 
week  as  IBM  Wice-President  Ellen 
Hancock  and  Siemens  Information 
Systems,  Inc.  Executive  Vice-Pres¬ 
ident  Peter  Pribilla  put  their  pens  to 
the  contract  that  finalized  the  co- 
ownership  of  IBM’s  former  commu¬ 
nications  subsidiary,  Rolm  Sys¬ 
tems.  The  signing  ended  eight 
months  of  negotiations  since  the 
companies  announced  plans  to  pool 
their  resources  in  the  private 
branch  exchange  (PBX)  market. 

Both  executives  spent  a  lot  of 
time  and  energy  reassuring  custom¬ 
ers  that  the  vendors  were  commit¬ 
ted  indefinitely  to  marketing  and 
supporting  their  major  U.S.  PBX 
lines  through  existing  channels. 

The  agreement  outlined  the  fol¬ 
lowing  arrangements: 

•  Siemens  will  have  sole  ownership 
of  Rolm  Systems,  which  will  devel¬ 
op  and  manufacture  Rolm  PBXs, 
telephones  and  peripherals. 

•  Rolm  Co.,  a  newly  formed  joint 
venture,  will  service  and  market 
Rolm  products  in  the  U.S.  Tel  Plus 
Communications,  a  Siemens  subsid¬ 
iary,  will  remain  responsible  for 
marketing  the  vendor’s  Saturn 
PBX.  Both  companies  will  use  their 
current  marketing  and  support 
channels. 

•  IBM  and  Siemens  will  jointly  de¬ 
velop  voice/data  solutions,  such  as 
the  recently  announced  Integrated 
Services  Digital  Network  (ISDN) 
interface  for  the  Rolm  9751. 

Functional  overlap  —  and  there¬ 
fore  competition  —  between  the 
Saturn  and  Rolm  9751  lines  re¬ 
mains  at  a  minimum,  Pribilla  said. 
However,  some  firms  use  both  sys¬ 
tems  and  will  be  served  through 
joint  calls  by  Rolm  Co.  and  Tel  Plus, 
he  said.  The  two  vendors  also  plan 
to  fulfill  a  perceived  customer  de¬ 
mand  for  integration  between  the 
two  systems,  Pribilla  added. 
Through  their  joint  development  ef¬ 
fort,  IBM  and  Siemens  will  provide 
links  between  the  Saturn  and  Rolm 
9751  line,  through  Tl,  ISDN  and 
other  types  of  integration,  he  said. 

ELISABETH  HORWITT 


face  will  be  merged  with  the  existing  U.S. 
West  product,  and  the  combined  system 
will  be  enhanced,  according  to  IBM.  The 
vendor  also  plans  to  migrate  the  system 
to  its  OS/2  Extended  Edition,  Common 
User  Access  and  other  Systems  Applica¬ 
tion  Architecture  specifications,  Knittel 
said.  Other  potential  enhancements  in¬ 
clude  support  of  non-SNA  devices,  which 
U.S.  West  has  been  working  on. 

IBM  also  announced  agreements  to 
recommend  or  market  the  following  addi¬ 
tions  to  its  telecommunications  arsenal: 

•  Hubview/PC  from  TSB  International  in 
Toronto,  which  is  said  to  collect  real-time 
network  alerts  and  traffic  statistics  from  a 
variety  of  private  branch  exchange  sys¬ 
tems,  including  Rolm  Systems  CBX  9000 
and  9751,  and  forward  them  to  Netview. 


IBM  will  work  with  TSB  to  develop  an 
OS/2  version,  the  vendor  said. 

•  Tools  from  International  Telemanage¬ 
ment  (ITM)  in  Vienna,  Va.,  which  collect 
information  from  a  variety  of  non-IBM 
networking  devices  as  well  as  from  Rolm 
switches.  The  products  currently  include 
a  Netview  interface.  IBM  is  working  with 
ITM  to  port  them  to  its  AIX  operating 
system  and  integrate  them  with  the  U.S. 
West  graphics  package,  Hancock  said. 

•  Network  management  tools  for  carri¬ 
ers’  central  offices  from  Applied  Comput¬ 
ing  Devices  in  Terre  Haute,  Ind. 

•  A  tool  from  Carl  Vanderbeek  and  Asso¬ 
ciates  in  San  Juan  Capistrano,  Calif.,  that 
is  said  to  cut  the  time  it  takes  to  develop  a 
Netview/PC  application  from  several 
months  to  several  days.  IBM  also  unveiled 


a  testing  facility  for  Netview/PC  applica¬ 
tion  developers  that  have  no  access  to  a 
Netview  host. 

These  announcements  demonstrate 
that  IBM  is  “stiU  trying  to  breathe  some 
life  into  Netview/PC  and  Netview  as  mul¬ 
tivendor  network  management  solu¬ 
tions,”  Passmore  said.  “I’m  not  sure  they 
will  be  successful.” 

Last  week  marked  IBM’s  formal  entry 
into  the  network  design  and  management 
services  arena,  through  its  National  Ser¬ 
vice  Division,  Hancock  said.  The  division 
Avill  provide  tools  and  consulting  to  help 
clients  integrate  IBM  and  non-IBM  equip¬ 
ment  into  a  corporate  networking  system 
and  either  work  with  them  to  design  a  net¬ 
work  control  center  “or  take  over  opera¬ 
tions  if  they  choose,”  she  added. 


If  you  are  presently  using 
these  systems,  let  lAM®  reduce 
your  Nightly  Processing  Time 
50%  to  80% 


American  Management  Systems 
CUFS  (College  Financial  Systems) 


American  Software 

General  Ledger 


Cyborg 

Payroll 


Computer  Associates 
CA7  -  Banking  Infopoint  -  CA1 1 


Data  Design  Associates 
Financial  Packages 


Cincom 

Mantis 


Group  1  Systems 
Zipcode  File 
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CICS  -  SMP/E 
RMDS  Netview  DISOSS 


TCC 

Life  70 


HBO  &  CO 

Hospital  Applications 

Florida  Software 
Banking  Applications 


McCormack  &  Dodge 

General  Ledger,  Payroll,  etc. 


Management  Science  of  America 

Accounts  Receivable,  Payable,  etc. 


Pansophic 

Easytrive 


Stockholder  Systems 
PEP+ 


In  House  Applications 


lAM  REDUCES  THE  SIZE  OF  YOUR  VSAM  FILES  BY  30  TO  70% 
lAM  REDUCES  VSAM  EXCPs  BY  50  TO  80% 
lAM  REDUCES  VSAM  CPU  TIME  BY 20  TO  40% 

CICS  and  Batch  applications  make  heavy  use  of  keyed  indexed  VSAM  (KSDS) 
files.  VSAM  is  a  prime  bottleneck  to  the  performance  of  these  systems.  lAM,  a 
transparent  alternative  to  VSAM,  eliminates  the  VSAM  bottleneck  by  slashing 
I/O  and  CPU  time.  lAM's  Real  Time  Tuning  monitors  I/O  activity,  dynamically 
changing  the  number  of  buffers  and  I/O  chaining.  lAM  completely  eliminates  the 
EXCPs  to  the  VSAM  index.  lAM  executes  fewer  instructions  per  record  request. 
Batch  processing  times  are  dramatically  reduced. 
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IBM  buys  into  Knowledgeware 

IBM  continued  its  buying  spree  in  the  software  industry  late 
Friday  by  taking  a  minority  interest  in  Knowledgeware,  Inc. 
The  Atlanta-based  computer-aided  software  engineering  firm 
was  the  second  small  CASE  vendor  favored  by  IBM  last  week. 
IBM  earlier  bought  into  Bachman  Information  Systems,  Inc. 
[see  story  page  10].  Both  Bachman  and  Knowledgeware  have 
been  reported  to  be  working  closely  with  IBM  on  its  application 
development  and  repository  strategy. 


CA-Cullinet  link  gets  SEC  blessing 

Computer  Associates  International,  Inc.  last  week  announced 
that  the  Securities  and  Exchange  Commission  has  given  it  the 
go-ahead  for  its  proposed  merger  with  CuUinet  Software,  Inc. 
Cullinet  shareholders  will  cast  their  votes  on  Sept.  12  in 
Westwood,  Mass.  A  CA  spokesman  said  that  the  merger,  if  ap¬ 
proved,  will  likely  be  consummated  the  same  day. 


AIX/370  date  set 

Six  months  after  postponing  its  mainframe  version  of  Unix, 
IBM  announced  last  week  that  AIX/370  will  be  available  in  the 
first  quarter  of  1990.  The  operating  system  was  scheduled  for 
delivery  in  February  1989  but  was  delayed  for  further  testing. 
At  the  time,  IBM  had  said  it  was  taking  longer  than  anticipated 
to  meet  customer  requirements  and  that  it  would  not  commit 
to  a  general  availability  date.  IBM  also  said  last  week  that  the 
AIX/370  Network  File  System  (NFS),  a  separately  licensed 
program  that  supports  rival  Sun  Microsystems,  Inc.’s  NFS 
protocols,  is  scheduled  to  be  available  in  the  first  quarter  of 
next  year. 


AT&T  joins  object-oriented  team 

The  Object  Management  Group  announced  1 1  new  members 
last  week  —  including  heavyweight  AT&T  —  bringing  its  to¬ 
tal  membership  to  29.  The  group  was  formed  in  April  to  pro¬ 
mote  adoption  of  a  standard  object  management  environment 
based  on  Hewlett-Packard  Co.’s  New  Wave  Object  Manage¬ 
ment  Facility.  Such  a  standard  would  allow  different  applica¬ 
tions  and  data  types  to  be  combined  across  a  network. 


Sun  loss  projections  on  mark 

Eleven  weeks  ^ter  its  first  indications  that  quarterly  financials 
had  soured,  Sun  officially  cast  that  prediction  in  concrete  last 
week  when  it  announced  a  quarterly  loss  of  $20.3  million.  The 
once-unblemished  workstation  manufacturer  reported  a  net 
loss  of  25  cents  per  share  for  the  quarter,  compared  with  prof¬ 
its  of  $25.3  million,  or  33  cents  per  share,  in  the  fourth  quarter 
a  year  ago.  Revenue  for  the  fourth  quarter  was  $431.2  million, 
an  18%  increase  over  the  same  period  a  year  ago. 


HP  profitable,  but .  .  . 

Although  Hewlett-Packard  reported  a  23%  gain  in  revenue 
last  week,  it  said  earnings  decreased  by  3%  in  its  third  quarter. 
Quarterly  earnings  were  $187  million  on  revenue  of  $3  billion. 
The  organization  blamed  most  of  the  loss  on  the  April  acquisi¬ 
tion  of  workstation  maker  Apollo  Computer,  Inc.,  which  was 
expected.  However,  it  also  said  that  the  lack  of  demand  for 
minicomputers  was  another  cause.  According  to  the  company, 
there  have  been  instances  of  order  cancellations  and  reschedul¬ 
ing  of  orders  for  minis. 


German  hackers  prosecuted 

Three  years  after  alleged  forays  into  govenunent,  defense  con¬ 
tractor  and  university  computers  in  the  U.S.  and  other  coun¬ 
tries,  West  Germany  has  indicted  three  men  on  espionage 
charges.  The  men,  two  of  whom  are  in  custody,  are  charged 
with  passing  information  to  the  KGB,  the  Soviet  intelligence 
agency.  Their  activity  was  detected  in  1986  by  then-Universi- 
ty  of  California  at  Berkeley  computer  researcher  Clifford  Stoll, 
who  kept  records  of  the  break-ins  over  Internet  and  set  a  com¬ 
puter  trap  for  the  hackers. 


User-vendor  claims  jam  dockets 


BY  MICHAEL  ALEXANDER 

CW  STAFF 


If  your  computer  hardware  or 
software  fads  to  perform  as 
promised  by  the  vendor,  tell  it  to 
a  judge.  That  is  what  more  cor¬ 
porate  computer  buyers  than 
ever  are  doing,  according  to  le¬ 
gal  and  insurance  experts. 

“The  number  of  [user]  claims 
[against  vendors]  has  escalated 
over  the  last  two  years,  but  it  has 
been  relatively  recently  that  I 
have  seen  a  tripling  of  the  num¬ 
ber  of  user-vendor  litigation 
cases,’’  said  John  Lamberson,  a 
software  industry  specialist  at 
Corroon  and  Black  Corp.,  an  in¬ 
surance  brokerage  firm  in  New 
York. 

No  one  knows  how  many 
computer  liability  cases  are 
pending  around  the  country,  but 
experts  agree  the  number  is 
growing.  “Yes,  there  are  more 
cases;  yes,  there  are  bigger  judg¬ 
ments;  and,  yes,  there  are  a 
greater  variety  of  suits  against 
vendors  and  consultants.  That  is 
all  we  can  be  sure  of,’’  said  Harry 
Armstrong,  editor  of  the  news¬ 
letter  “Computer  Industry  Liti¬ 
gation  Reporter.’’ 

Contract  woes 

At  least  one  recent  computer  li¬ 
ability  case  suggests  that  what 
happens  after  the  sale  is  becom¬ 
ing  a  primary  source  of  worry  for 
many  vendors.  In  May,  the  Ninth 
U.S.  Circuit  Court  of  Appeals 
held  in  a  Reno,  Nev.,  case  that 
claims  made  in  a  preliminary 
sales  letter  written  by  a  then- 
Burroughs  Corp.  sales  represen¬ 
tative  were  an  integral  part  of 
the  firm’s  contractual  agree¬ 
ment  with  Sierra  Diesel  Injec¬ 
tion  Services,  Inc. 

The  decision  is  important  for 
software  and  hardware  vendors 
because  the  trial  court  found  that 
printed  form  contracts  supplied 
by  Burroughs  (and  similar  to 
those  supplied  by  many  vendors) 


were  ambiguous,  according  to  le¬ 
gal  experts. 

In  another  case  in  the  Ninth 
Circuit  Court  in  San  Francisco, 
Unisys  is  appealing  a  $785,000 
award  to  Beaver  Insurance  Co. 
based  on  that  company’s  claims 
that  the  computer  system  that  it 
purchased  from  Burroughs  failed 
to  perform  as  promised. 

However,  an  award  in  a  case 
decided  in  a  federal  court  in  Cali¬ 
fornia  late  last  year  stunned  the 
legal  profession  and  at  the  same 
time  made  clear  that  computer 
liability  cases  were  becoming  a 


lucrative  new  field  for  attorneys 
to  pursue,  according  to  Lee 
Gesmer,  an  attorney  at  Lucash, 
Gesmer  and  Updegrove  in  Bos¬ 
ton. 

In  December  1988,  a  jury 
awarded  $48.3  million  to  (Geo¬ 
physical  Systems  Corp.  based  on 
its  1981  purchase  of  $15  million 
worth  of  allegedly  faulty  comput¬ 
ers  from  Seismograph  Service 
Corp.,  a  subsidiary  of  Raytheon 
Corp.  Geophysical  had  claimed 
that  the  computers,  which  were 
to  be  used  to  process  seismic 
data  and  make  maps  of  under¬ 
ground  oil  and  gas  reservoirs, 
failed  to  perform  as  promised, 
and  as  a  result.  Geophysical  was 
forced  into  bankruptcy  in  1983. 

“It  is  the  largest  by  10  times 
of  any  that  I  have  seen  for  this 
type  of  claim,’’  Lamberson  said. 

In  March,  a  federal  judge  or¬ 
dered  a  new  trial  on  the  damages 
award  that  was  granted  in  the 


user-vendor  dispute. 

With  widespread  use  of  com¬ 
puters  and  a  greater  reliance  on 
them,  it  was  no  doubt  inevitable 
that  the  number  of  computer  li¬ 
ability  lawsuits  would  multiply, 
said  Mark  (jordon,  an  attorney 
at  Gordon  &  Glickson  P.C.,  a  law 
firm  in  Chicago. 

Some  companies  buy  comput¬ 
er  systems  with  unreasonable 
expectations  of  what  the  equip¬ 
ment  will  do  for  them,  Gesmer 
noted.  When  the  system  does 
not  meet  those  expectations,  the 
companies  are  quick  to  sue. 


“Also,  there  is  tremendous  pres¬ 
sure  on  the  sales  rep  to  make  the 
sale  and  get  the  commission,  so 
he  is  not  worried  about  what 
happens  after  the  sale,’’  Gesmer 
said. 

Seismograph  Service,  like 
most  companies  selling  comput¬ 
er  equipment,  was  not  insured 
against  computer  liability  claims 
from  its  customers.  According  to 
Lamberson,  very  few  insurance 
companies  are  willing  to  sell 
what  amounts  to  malpractice  in¬ 
surance. 

“Almost  every  basic  general 
liability  insurance  policy  for  busi¬ 
ness  will  exclude  coverage  if  a 
company  has  failed  to  perform  its 
professional  duties,’’  Lamberson 
explained.  For  that  sort  of  cover¬ 
age,  a  company  must  have  an  er- 
rors-and-omissions  clause  in  its 
liability  insurance  policy,  which 
few  firms  will  underwrite,  he 
said. 


DAVID  FLAHERTY 


Pressing  suits  should  be  a  last  resort 


A  company  should  use  whatever  means 
necessary  to  protect  itself  against 
losses  caused  by  a  computer  system 
that  fails  to  perform  as  promised,  but 
litigation  should  be  the  last  resort,  ac¬ 
cording  to  Mark  Gordon  at  Gordon  &  Glickson. 
“In  the  first  instance,  the  MIS  director  should 
rely  on  the  procurement  document,”  he  said. 

Ask  the  prospective  vendor  to  sit  down  with 
the  company’s  technical  staff  —  and  end  users, 
if  needed  —  to  work  out  “in  excruciating  detail” 
the  expectations  for  the  performance  of  the  sys¬ 
tem,  the  attorney  advised.  “They  must  put  the 
vendor  on  notice  and  tell  the  vendor  that  the 
value  of  [the]  system  is  not  the  price  but  the  cost 
to  the  company  when  it  fails  to  operate  proper¬ 
ly,”  Gordon  said. 

The  procurement  document  should  detail 
who  will  install  the  system,  who  is  responsible 


for  conversions  and  what  responsibilities  the  in¬ 
formation  systems  director  has.  If  the  system  is 
to  be  interconnected  with  products  made  by 
other  vendors,  then  those  vendors  may  have  to 
be  brought  into  the  procurement  process.  Is¬ 
sues  related  to  support  and  maintenance  during 
the  life  of  the  system  must  also  be  spelled  out, 
(Gordon  noted. 

If  you  find  yourself  in  dispute  with  a  vendor, 
exercise  your  contractual  rights  and  refuse  to 
pay,  (jordon  advised.  Do  not  bring  the  lawyers 
in  just  yet.  Explore  ways  to  resolve  the  dispute 
such  as  asking  senior  executives  in  your  compa¬ 
ny  to  meet  with  their  counterparts  on  the  ven¬ 
dor’s  side. 

When  all  else  fails,  sue  for  breach  of  contract, 
fraud  and,  in  some  states,  deceptive  trade  prac¬ 
tices,  (jordon  concluded. 

MICHAEL  ALEXANDER 
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Find  Out  Why  ORACLE  Is  Ranked 
The  Number  One  DBMS.  Attend  A  Free  Data 
Management  Conference  In  Your  Area. 


CONFERENCE  LOCATION 

CONFERENCE  DATE 

NAME 

TITLE 

PHONE 

COMPANY 

STREH  ADDRESS 

CITY 

STATE  ZIP 

HOST  COMPUTERIS) 

OPERATING  SYSTEM(S) 

Your  purchasing  timeframe  (check  one): 

D  Up  to  3  months  □  3  to  6  months  d  6  months  to  1  year 


•  Learn  about  the  fully  relational  DBMS  that’s 
compliant  with  ANSI,  IBM  SQL. 

•  Explore  the  productivity  of  4GL  &  DSS  tools. 

•  See  portable  applications  run  across  micros,  minis 
&  mainframes 

•  Learn  how  CASE  can  end  your  application  backlog. 

•  Integrate  PCs  &  MACs  with  MIS. 

•  See  the  latest  distributed  financial  applications. 


COMPATIBILITY  •  PORTABILITY  •  CONNECTABILITY 


Call  1-800-345-DBMS,  ext.  8134  today 

TO  RECEIVE  PRIORITY  RESERVATIONS  AT  THE  NEXT 
FREE  CONFERENCE. 


as  it  now::. 


With  Rdb,  Digital  has  it  only  on  VMS. 


DECstation  300 
MS-DOS 


Apple  Macintosh 


DECstation  3100 
ULTRIX/RISC 


VAX/ULTRIX 


VAX/VMS 


IBM  Mainframe 


ORACLe 


ORACLe 


ORACLe 


ORACLE 


ORACLE 


ORACLE 


Rdb 


ORACLE®  database  technology  fully  sup¬ 
ports  Digital’s  hardware  strategy.  Rdb 
doesn’t.  Digital  is  embracing  several  different 
architectures  within  their  multi-vendor  net¬ 
worked  environment.  Unfortunately  Rdb  is 
only  available  on  VAXs  running  VMS. 

Only  Oracle  offers  hardware  independ¬ 
ence  across  virtually  every  mainframe,  mini¬ 
computer,  workstation  and  PC.  Nobody  else 
can.  Nobody  else  is  even  trying. 


That’s  why  Oracle  Corporation  is 
the  world’s  largest  database  company, 
and  why  Oracle  is  the  largest 
independent  supplier  to  the  Digital 
marketplace. 

If  Digital’s  multi-architecture  strategy 
makes  sense,  then  Rdb  doesn’t. 

We  invite  you  to  learn  about  ORACLE. 
Register  today  for  the  next  free  data 
management  conference  nearest  you. 


Copyright  ©1989  by  Oracle  Corporation. 
ORACLE  IS  a  reg  trademark  of  Oracle  Corp. 
Digital  has  it  now  is  a  trademark  of  Digital  Equip¬ 
ment  Corp.  The  other  companies  mentioned 
own  numerous  registered  trademarks.  TRBA 


COMPATIBILITY  -  PORTABILITY  -  CONNECTABILITY 

Call  1-800-345-DBMS,  exL8151  today. 


20  Davis  Drive,  Belmont,  CA  94002  ■  World  Headquarters 
(415)  598-8000  ■  ORACLE  Canada  (800)  668-8926  (exce/A 
Quebec)'  Quebec  (514)  663-9900  •  ORACLE  Systems 
Australia  61  -2-959-5080  •  ORACLE  Europe  44-1-948-691 1  ■ 
ORACLE  Systems  Hong  Kong  852-5-26^6 


U.S.  CONFERENCES 

AK  Anchorage . Aug  8 

AL  Birmingham . Aug  16* 

Mobile . Sept  7/ 

AR  Little  Rock . Sept  7 

AZ  Phoenix . Sept  14* 

Scottsdale . Aug  8/ 

CA  La  Jolla . Aug  17* 

Los  Angeles . Aug  15m  Sept  19* 

Newport  Beach  ..  .  Aug  10a  Sept  28/ 

Pasadena . Sept  12/ 

Sacramento . Sept  21/ 

San  Diego . Sept  21%f 

San  Francisco . Aug  24  Sept  28 

Santa  Clara . Aug  17/*  Sept  28am 

CO  Colorado  Springs...  Aug  24 /Aug  24^ 

Denver . Aug  22gb  Sept  lu 

CT  Farmington . Aug  3/ 

Stamford . Sept  12m 

DC  Washington . Aug  17^  Sept  12^ 

FL  Jacksonville . Aug  9/ 

Melborne . Aug  23* 

Miami . Sept  20/ 

Tampa . Sept  6/* 

GA  Atlanta . Sept  13* 

Savannah . Aug  10* 

HI  Honolulu . Sept  14/7 

IL  Chicago . Aug  2ifk 

Sept  14^  Sept  20iif 

Springfield . Sept  7 

IN  Ft.  Wayne . Sept  14 

Indianapolis . Aug  29/ 

KS  Wichita . Aug  15 

KY  Lexington . Sept  19 

LA  Baton  Rouge . Aug  24m 

New  Orleans . Sept  20* 

MA  Boston . Aug  1/ 

Burlington . Aug  10,g 

Framingham . Sept  7/ 

MI  Dearborn . Sept  5^ 

Lansing . Aug  10/ 

Troy . Aug  Sam 

MN  Minneapolis . Aug9^  Sept  12/m 

MO  Kansas  City . Aug  3/*  Sept  20a 

St.  Louis . Aug  8/m  Sept  12^ 

NH  Bedford . Sept  6 

NJ  AsburyPark . Aug8,g 

Iselin . Sept  12m 

Saddlebrook . Sept  9/ 

NY  Amherst . Sept  \y 

East  Syracuse . Aug  10* 

Melville . Aug  l6a  Sept  20/ 

New  York  City . Aug  9/  Aug  2ip 

Sept  13/  Sept  27* 

Rochester . Aug  2^ 

OH  Akron . Aug  2%/’ 

Cincinnati . Aug  17m 

Cleveland . Sept  12m 

Columbus . Aug  15/  Sept  14 

Toledo . Sept  7 

OK  Oklahoma  City . Aug  2fo 

OR  Tigard . Aug  22 

PA  Harrisburg . Aug  15 

King  of  Prussia . Aug  15/ 

Philadelphia . Sept  5^  Sept  25/> 

Pittsburgh . Sept  20* 

TN  Memphis . Sept  19* 

Nashville . Aug  17/ 

TX  Austin . Sept  29fpi‘ 

Dallas . Aug  \pa  Sept  7/o 

Houston . Aug  17/*  Sept  21o 

San  Antonio . Sept  2Sfpa 

UT  Salt  Lake  City . Sept  7* 

VA  Richmond . Sept  21/ 

WA  Bellevue . Sept  20 

Spokane . Sept  26 

WI  Madison . Aug  17/ 

Milwaukee . Sept  12/ 

The  following  key  indicates  additional  afternoon 
seminars  that  are  offered  with  these  seminar  dates: 
a  Macintosh  Networking 
/  Oracle  Financials 
*  CASE/Application  Tools 
/  Oracle  Mail 

m  Computer  Integrated  Manufacturing 
0  On-line  Transaction  Processing 
p  PC  Product  Solutions 
u  Unix 
Please  note: 

g  Seminars  held  for  Federal  Government  only. 
»  Only  the  afternoon  seminar  is  held  that  day. 

CANADIAN  CONFERENCES 

For  registration  call  (800)  668-8926,  except 
in  Quebec,  call  (514)  633-9900. 

Calgary . Sept  14 

Halifax . Sept  26 

Ottawa . Aug  3  Sept  7 

Montreal . Sept  6 

Quebec . Sept  27 

Regina . Sept  2 

Vancouver . Aug  10  Sept  14 

Victoria . Sept  21 

Winnipeg . Aug  10 

FREE: 
Mastering 
ORACLE 

by  Dan  Cronin. 
Pre-register  for  the 
conference  by 
calling  the  800- 
number  on  the 
left,  mention  the  name  of 
this  publication  and  you  will  receive 
a  certificate  at  the  conference,  entitling 
you  to  a  free  copy  of  of  the  $2495  book 
that  has  no-nonsense  answers  to  today’s 
pressing  MIS  and  development  Issues. 
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NEWS 


IBM  puts  money  on  CASE  Hrm 


BYAMYCORTESE 

CW  STAFF 


CAMBRIDGE,  Mass.  —  With 
its  repository  announcement 
looming  on  the  horizon,  IBM 
continued  its  campaign  to  pick 
its  favorites  in  the  independent 


software  market  last  week,  in¬ 
vesting  an  undisclosed  amount  in 
CASE  vendor  Bachman  Informa¬ 
tion  Systems,  Inc. 

While  the  move  appears  to 
put  Bachman  on  the  inside  track 
for  future  IBM  activity  relating 
to  computer-aided  software  en¬ 


gineering  (CASE),  the  vendors 
not  singled  out  remained  out¬ 
wardly  unruffled,  maintaining 
that  it  is  in  IBM’s  best  interest 
for  everyone  to  play  along. 

Bachman  is  one  of  three 
CASE  vendors  that  will  report¬ 
edly  participate  in  IBM’s  reposi¬ 


tory  announcement  next  month 
[CW,  Aug.  14].  According  to 
sources,  the  vendors  are  privy  to 
IBM’s  repository  strategy  and 
will  be  able  to  demonstrate  prod¬ 
ucts  at  that  time,  while  other 
vendors  are  likely  to  announce 
products  to  be  available  at  a  fu¬ 
ture  date.  The  long-awaited  re¬ 
pository  will  play  a  central  role  in 
IBM’s  Systems  Application  Ar¬ 
chitecture  (SAA)  application  de- 


How  Ameritech  helped  The  Dow  Chemical  (Company 


find  the  right  formula. 

msMf 


When  Dow  needed  a  voice  and  data  system  that  could  connect  more  than  10,000  lines  throughout  700  buildings 
in  two  counties,  they  conducted  some  intensive  research  and  chose  Ameritech. 

The  solution  was  a  custom-designed  digital  communications  system  that  could  transport  large  quantities 
of  information  quickly  and  accurately.  A  system  that  could  incorporate  Dow’s  comprehensive  safety  alert  network. 
A  low-risk  system  that  was  designed  and  installed  by  an  Ameritech  team. 

For  Dow,  the  answer  was  Ameritech. 

Because  when  two  businesses  develop  such  a  strong  partnership,  it  produces  good  chemistry. 

Whatever  your  communications  needs,  Ameritech  has  the  solution  for  you.  Call  us;  1  800/242-8580. 


Solutions  that  work.  J'bMERiTECH 


Illinois  Bell  Indiana  Bell  Michigan  Bell  Ohio  Bell  Wisconsin  Bell 
Ameritech  Applied  Technologies  Ameritech  Audiotex  Services  Ameritech  Credit  Ameritech  Development  Ameritech  Information  Systems 
Ameritech  Mobile  Communications  Ameritech  Publishing  Ameritech  Services  Tigon  Voice  Messaging 

C  1989  Ameritedi 


velopment  strategy,  managing 
all  information  alx)ut  applica¬ 
tions  and  data. 

Bachman  made  its  name  in  a 
relatively  new  area  of  CASE  that 
involves  reusing  existing  pro¬ 
gram  code  and  database  designs 
in  new  development  efforts.  The 
firm’s  Bachman/Re-engineering 
Product  Set  can  be  used  to  help 
convert  applications  based  on 
nonrelational  database  manage¬ 
ment  systems  such  as  Cullinet 
Software,  Inc.’s  IDMS  and 
IBM’s  own  IMS  for  DB2.  Bach¬ 
man  has  participated  in  IBM 
campaigns  to  educate  users  who 
are  migrating  from  their  present 
DBMS  to  DB2. 

The  IBM  investment,  pegged 
at  $4  million  by  a  vendor  who 
asked  not  to  be  named,  will  give 
Bachman  the  needed  capital  to 
expand  its  product  line.  Bach¬ 
man  wants  to  add  other  IBM 
DBMSs  as  targets  so  that  any 
database  format  that  is  put  into 
the  Bachman  tool  can  be  re-engi¬ 
neered  into  any  SAA-compliant 
DBMS  format,  according  to  Ar¬ 
nold  Kraft,  president  and  chief 
executive  officer  of  Bachman. 
Additionally,  he  said,  the  firm  in¬ 
tends  to  bring  its  products,  now 
available  for  MS-DOS,  to  OS/2. 

Small  circle 

Although  IBM  instituted  an  “en¬ 
abling”  program  earlier  this  year 
to  encourage  vendors  to  design 
their  tools  to  work  with  the  re¬ 
pository,  a  select  few  vendors 
make  up  an  inner  circle. 
Through  close  ties  with  IBM, 
these  vendors  —  which,  accord¬ 
ing  to  sources,  include  Index 
Technology,  Inc.  and  Know- 
ledgeware,  Inc.  in  addition  to 
Bachman  —  receive  advance 
knowledge  of  IBM’s  repository 
and  application  development 
strategy  and,  in  some  cases, 
technical  and  field  support. 

While  competitors  acknowl¬ 
edge  that  the  select  few  may  get 
to  market  faster,  they  insist  that 
all  can  play  in  SAA.  “All  we’re 
talking  about  is  a  timing  advan¬ 
tage,”  said  Kevin  Bums,  presi¬ 
dent  and  CEO  of  Sage  Software, 
Inc.  IBM’s  CASE  blueprint  “will 
be  an  open  architecture;  any¬ 
body  can  build  products  that 
work  with  it.” 

Under  terms  of  IBM’s  equity 
interest  in  Bachman,  IBM  has 
the  option  of  taking  a  seat  on  the 
company’s  board.  Bachman  is 
the  latest  in  a  string  of  IBM  equi¬ 
ty  investments  in  software 
firms;  however,  it  is  the  first 
CASE  vendor  of  the  bunch.  Kraft 
called  the  deal  a  “precursor  of 
what  is  going  to  have  to  happen 
for  software  firms  in  the  future.” 

In  the  expensive  CASE  mar¬ 
ketplace,  where  development 
consumes  many  resources  but 
payback  is  often  slow,  funding  is 
critical  to  keep  pace.  Ed  Acly,  a 
software  analyst  at  Framing¬ 
ham,  Mass.-based  International 
Data  Corp.,  agreed,  saying  that 
“IBM  realizes  that  and  is  willing 
to  invest  in  and  prop  up  some  of 
the  companies  a  bit.” 
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PDSFAST  Is  About  Time 
and  Money  Saved  by  1  Out  of  Every  3 
MVS  Users  in  the  Foliowing  Critical  Areas. 


•  DASD/SPACE  Management-PDSFAST  interfaces 
transparently  with  all  existing  DASD  Management 
systems,  reclaiming  more  space  and  saving  up  to  90% 
of  the  time  and  resources  used.  SPEAK  TO  ANY  OF 
THE  OVER  4,500  CONTRACTED  PDSFAST  USERS 
WHO,  COMBINED,  HAVE  VIRTUALLY  EVERY  MAJOR 
DASD  MANAGEMENT  SYSTEM  AVAILABLE,  AND  THEY 
WILL  TELL  YOU  “No  DASD  management  configura¬ 
tion  is  complete  without  PDSFAST” 


DASD  Management  System  used  to  compress"  ^  i 
2,679  individual  PDS’s  on  3380  Disk  Pack,  r  J 

Without  mrniimfm  .  ,  < 


Elapsed  Time  CPU  Time  EXCPs^  Job  Cost 

■■...■■■1 . . . . . .  . .  . . . fe"!"""”' . . . . . .  . . . 

157  Min-32  Sec.  67  Min-41  Sec.  .,'^183,492  _  $^3-51 


With  PDSFAST 


m 

■■  :«* 


Elapsed  Time 


CPU  Time  EXCPs  Job  Cost 


18  Min-11  Sec. 


31  Sec. 


8,299 


®  CICS/DATABASE  Libraries  —  PDSFAST  copies  and 
compresses  CICS  and  Database  libraries  in  a  fraction 
of  the  time  presently  used.  Typical  elapsed  time  for  a 
copy  or  compress  of  screen  libraries,  and  other  similar 
datasets  goes  from  about  40  minutes  to  under  1 
minute.  PDSFAST  eliminates  unnecessary  system  down¬ 
time  spent  waiting  for  copy  and  compress  operations  to 
complete. 

®  lEBCOPY/SPFCOPY— PDSFAST  will  replace  all 
batch  and  interactive  lEBCOPY  and  SPFCOPY/COM- 
PRESS  functions.  PDSFAST  will  save  over  80%  of  the 
time  and  resources  presently  used. 

•  SMP  Processing-— SMP  and  SMP/E  both  dynamically 
invoke  lEBCOPY  thousands  of  times  during  a  typical 
run.  PDSFAST  reduces  SMP  and  SMP/E  run  time  and 
resource  consumption  by  over  75%. 

PDSFAST  is  now  used  at  over  4,500  MVS  installa¬ 
tions  worldwide.  PDSFAST  provides  a  competi¬ 
tive  advantage  for  MVS  installations  of  all  sizes, 
saving  many  thousands  of  dollars  in  data  center 
resources  daily.  PDSFAST  is  also  saving  thou¬ 
sands  of  individuals  many  hours  of  unnecessary 
time  spent  waiting  for  work  to  be  completed. 


Isn’t  It  About  Time  You 
Had  The  PDSFAST  Advantage! 


For  further  information  call  1-800-272-7322. 
mr  SOFTWARE  ENGINEERING  OF  AMERICA^ 

MM  WORLD  HEADQUARTERS  •  2001  Marcus  Avenue,  Lake  Success,  New  York  11042 
Tel:  (516)  328-7000  1-800-272-7322  Telex:  6973556  Fax:  (516)  354-4015 

Products  Licensed  In  Over  40  Countries 
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Prime  joins  high-end  Unix  platforms 


BY  ROSEMARY  HAMILTON 

CW  STAFF 


NATICK,  Mass.  —  Prime  Com¬ 
puter,  Inc.  last  week  joined  the 
ranks  of  other  traditional  mini¬ 
computer  vendors  that  are  try¬ 
ing  hard  to  maintain  their  propri¬ 
etary  lines  while  also  making  a 


big  splash  in  the  Unix-based 
open  systems  market. 

With  its  most  aggressive  Unix 
assault  to  date.  Prime  staked  a 
claim  for  commercial  computing 
with  a  Unix-based  system  that 
can  be  expanded  to  a  mainframe- 
class  machine.  The  system  is  a 
result  of  Prime’s  reseller  deal 


with  Sequent  Computer  Sys¬ 
tems,  Inc.  earlier  this  year. 

However,  observers  said  that 
the  new  EXL 1200  series,  which 
was  introduced  last  week,  will 
score  few  points  with  traditional 
mainframe  users.  The  system 
may  run  at  mainframe  speeds  — 
it  clocks  in  at  1 20  million  instruc¬ 


tions  per  second  (MIPS),  accord¬ 
ing  to  Prime  —  and  support  up 
to  1,000  users,  but  it  still  runs 
the  Unix  operating  system.  Fur¬ 
ther,  Unix-based  systems  have 
yet  to  gain  much  acceptance  in 
large-scale  mainstream  comput¬ 
ing  environments,  observers 
said. 

“I  don’t  think  Unix  has  much 
of  a  chance  in  the  production  en¬ 
vironments  of  large  data  cen- 


Since  CA-DEAL,  MoieThan  A  Few 
Programmers  Have  Been  Cau^t  Speeding. 


Put  your  programmers  on  the  fast  track,  too.  With 
CA-IDEAL®  you  get  a  proven,  advanced  application 
development  system  that  eliminates  tedious  coring 
and  allows  you  to  start  writing  your  business  appli¬ 
cations  right  away. 

In  over  1200  MVS,  VSE  and  VM  sites  worldwide, 
CA-IDEAL  has  given  programmers  significant  pro¬ 
ductivity  and  quality  gains  in  developing  industrial 
strength  applications.  It’s  helped  thousands  auto¬ 
mate  ever^hing  from  basic  procedures  to  complex 
production  systems  critical  to  their  operations. 

CA-IDEAL  works  with  the  worid’s  leading  relational 
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data  bases:  CA-DATACOM/DB  and  DB2.  It  includes 
a  powerful  procedural  language,  easy-to-use  panel 
and  report  creation  facilities,  and  intelligent  eitor. 
All  of  which  are  fully  managed  by  an  active  diction¬ 
ary  facility  to  support  the  complete  application 
life  cycle. 

If  you  want  proven  speed  and  performance,  caU 
Jamie  Brooks  right  now  at  800-237-9273  (in  N.]., 
201-874-9000)  and  ask 
about  CA-IDEAL.  Then, 
once  you  get  it,  “Gentie- 
men,  start  your  engines!’ 


(computer 

JnSSOCIATES 

Software  wpetiot  by  design 


ters,”  said  Thomas  Willmott,  a 
vice-president  at  the  Aberdeen 
Group,  a  Boston-based  consult¬ 
ing  firm.  “The  transaction 
throughput  of  [Unbc-based]  rela¬ 
tional  products  has  been  improv¬ 
ing  dramatically,  but  it’s  still 
Unix-based.  It  isn’t  the  operat¬ 
ing  system  of  choice.’’ 

Prime  is  positioning  the  sys¬ 
tem  for  database  management, 
transaction  processing  and  office 
automation  applications,  all  key 
operations  in  large  data  centers. 
While  a  company  official  said 
Prime  “isn’t  trying  to  replace 
what’s  in  the  traditional  MIS 
shop,”  he  also  said  that  users  are 
demanding  Unix. 

“It’s  not  the  vendors  that  are 
forcing  Unix  on  them,”  said  Pe- 


I  DONT  think 
I  Unix  has  much  of 
A  a  chance  in  the 
production  environ¬ 
ments  of  large  data 
centers." 

THOMAS  WILLMOTT 
ABERDEEN  GROUP 


ter  Gibbs,  director  of  the  Unix 
server  marketing  group  at 
Prime.  “The  user  is  getting  a  lot 
smarter  about  where  he  invests 
his  next  dollar.” 

At  Northern  States  Power 
Co.  in  Minneapolis,  however,  the 
new  system  received  a  luke¬ 
warm  response.  Although  the 
company  uses  a  Prime  6350,  it 
relies  on  IBM’s  DB2  nmning  on 
an  IBM  3090  Model  400E  for  da¬ 
tabase  management,  according 
to  technical  services  manager 
David  Schodde,  who  said  he  ex¬ 
pects  the  company  to  stick  with 
DB2  and  does  not  see  a  Unix- 
based  system  taking  over  in  that 
department. 

Gibbs  said  that  beyond  main¬ 
stream  commercial  environ¬ 
ments,  he  expects  the  system  to 
do  well  in  areas  in  which  the 
company  has  traditionally  been 
strong,  such  as  computer-aided 
design  and  manufacturing  and 
the  Pick  Systems’  Pick  operat¬ 
ing  system  arena.  Prime  said  the 
EXL  1200  series  can  run  Pick  on 
top  of  Dynbc,  which  is  Sequent’s 
version  of  Unix  that  also  nins  on 
the  new  Prime  hardware. 

Two  models  make  up  the 
EXL  1200  series:  the  1227,  a 
smaller  version  that  can  be  ex¬ 
panded  to  accommodate  up  to 
five  dual-processor  boards,  and 
the  1281,  a  high-end  model  that 
can  hold  up  to  30  processors. 

The  EXL  1200  series  uses 
the  Intel  Corp.  80386  micro¬ 
processor;  it  was  designed  as  a 
scalable  system,  allowing  users 
to  add  processor  boards,  each  of 
which  contains  two  micro¬ 
processors.  An  entry-level  ver¬ 
sion  costs  $94,500,  for  which  a 
user  gets  an  8-MIPS  machine 
with  one  CPU  board  and  8M 
bytes  of  main  memory. 


y. 
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Swell. 

The  developers  are 
all  over  your  mini. 
Which  is  all  well  and 
good,  as  long  as  you 
have  another  machine 
for  production  stuff.  But 
you  don’t.  So  your  mini 
bogs  down.  And  who 
do  people  complain  to? 
You.  Before  you  know 
it,  the  whole  world’s 
on  your  case  to  buy 
another  mini. 

No  problem.  What’s 
another  $500,000  out 
of  your  budget? 


Develop  with  ORACLE  on  the  PC,  instead.  Call  1-800-ORACLE 1,  Ext.  8155. 


Professional  ORACLE  on  a  PC  is  exactly 
like  ORACLE  on  a  mini  or  mainframe.  Same 
tools,  same  documentation,  same  everything. 

Which  means  anything  developers  can  do  on 
the  mini,  they  can  now  do  on  a  PC.  Only  faster. 
And  without  slowing  down  the  production  system. 

And  they  can  port  the  new  application  to  the 
mini  with  no  changes. 

You  can  have  Professional  ORACLE  for  only 
$1,299.  Or  the  Trial  Version  for  $199. 

Which  frees  up  the  mini  to  be  what  it  was 
meant  to  be— a  production  platform. 

And  if,  after  30  days,  you’re  not  happy,  send 
it  back  for  a  full  refund. 

Call  1-800-ORACLE 1,  Ext.  8155  to  order.  And 
enter  the  computing  environment  of  the  90s. 

ORACLG’ 

Compatibility  •  Portability  •  Connectabiiity 
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Offer  vatid  «  US  only  ProfessioMi  ORACLE  Requiremenis  MS'OOS-Ma86/M386  PC  with  MS4X)S  V3.}+,  turd  disk,  640ICB  of  memory  and  896K  extended  memory  required  25MB  of  extended  memory  recommended  (required  for  SQL*ReportWriier^  OS/2-M28d/8(BW  PC  05/2  Vli)+,  hard  disk  3M8  memory  SQL'ReportWrher  • 
not  avatlaUe  for  OS^  and  is  repl«ed  by  SQl’Repon*  Copyrighi  Ct989  by  Oracfe  Corporation  CKACLE  and  SQl'Repon  are  registered  trademarks  of  Oracle  Corponiuon.  SQl*ReponWnler  u  a  (rademadi  of  OncKCorporaUon  MS-OOS  is  a  trademark  of  Microiofl  Corp  OS>^  is  a  trademark  of  Imemationaf  Business  V<r '  t-  Corp 


Informix  is  thel  ( 

And  the  only  c 


To  develop  your  application 
faster,  you  need  a  4GL  that 
doesn’t  rely  on  COBOL 
or  C  to  fill  in  the  missing 
pieces. 

INFORM1X-4GL. 

A  complete  COBOL 
replacement. 

Unlike  other  DBMS 
products,  INFORMIX-4GL 
is  a  complete  application 
development  language  for  SQL 
databases.  It’s  the  only  4GL  with  full 
screen-building,  report-writing  and  SQL 
database  I/O  capabilities  designed  into  a 
single  programming  language.  Which  means 
it’s  a  real  COBOL-replacement-caliber  tool. 
So  you’ll  rarely  have  to  revert  to  COBOL  or 
C  to  customize  an  application. 

10  times  fester  than  COBOL. 

3  times  fester  than  any  other  4GL. 

When  you  leave 
COBOL  and  C 
behind,  high  pro¬ 
ductivity  kicks  in. 

In  fact,  with 
INFORMIX-4GL, 
you’U  be  able  to 
deliver  even  the 
most  complex  cus¬ 
tom  applications 
at  least  10  times 


faster  than  you  can  with  COBOL  or  C.  And 
3  times  faster  than  with  any  other  4GL. 

Moreover,  application  debugging  and 
maintenance  are  a  breeze  with  our 
INFORMIX-4GL  Interactive  Debugger.  You 
can  view  and  debug  your  4GL  source 
code  while  the  program  runs.  Even  main¬ 
tenance  time  will  be  reduced  drastically 

After  all,  with  the  non¬ 
procedural  syntax 
there’s  less  code  to 
maintain.  And  the 
debugger  makes  it 
easy  for  others  to  un¬ 
derstand  and  main¬ 
tain  your  code. 

What’s  more,  our  i 

INFORMIX-4GL  j 

Rapid  Development  | 

i 

i 
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Here's  what  it  takes  to  make  a  complete  4GL 
And  only  Informix  has  it  all 

^  Complete  report- writing  screen-building  and 
database  I/O  language  in  a  single  product. 

Language  comprised  of  non-procedural 
statements. 

Language  flexibility  equal  to  COBOL  or  C. 

^  Full  SQL  implementation. 

^  Application  portability  without  recompiling.* 
Complete  source  code  debugger  capability 
*  A 10  to  1  increase  in  developer  productivity. 
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Please  answer  questions  to  qualify  for  this  rate. 


1  .  SUSINCSS/tNOUSTRY  (Ctfde  cxw} 

10.  Manufacturer  (Otner  man  computer) 

20.  Firw«e'tnaurance/Real  Estate 
)0  Medone/Law/Education 
40  Whoiesaie.'RetaA  Trade 
SO  Business  Service  (except  DP) 

•0  Government  —  State/Federal^Locat 
OS  Communcatioos  Systems^PuOlM:  (Jtiirties< 
Transportation 
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IS/MfS/DP  MANAGEMENT 
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21.  Dir  Mgr  Suprv  IS/MIS'DP  Services 

22  Dir  Mgr  Suprv  of  Operations  Planning 
Adm  Services 

23  Otf  Mgr  Suprv  .  Analyst  Of  Systems 
31  Oir  Mgr  Suprv  of  Programming 

Basic  rate:  $48  per  year.  ‘U.S.  Only 


32  Programmer.  Methods  Analyst 
3S.  Dir  Mgr  Suprv  OA/WP 
30  Data  Comm  NetwvorK/Systems  Mgt 
OTHER  COMPANY  MANAGEMENT 
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12.  Vice  PreSNleni/Asst  VP 
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41.  Engmeermg.  Soentific  R40  Tech  Mgt 
$1  Safes/Mktg  Mgt 
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B.  Minicomputers/ Smaii  Business  Computers 
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atabase  in  UNIX, 
omplete  4GL 


course,  most  every  known 
version  of  UNIX.  Better  yet, 
it  runs  on  more  machines 
(over  200)  from  more  manu¬ 
facturers  (85)  than  any 
other  DBMS. 


System  lets  you  compile  your  code  in  a 
fraction  of  the  time  you’d  normally  take. 

And  you  can  port  your  applications  to  other 
operating  systems  without  rewriting  or 
recompiling  a 
single  line  of 
4GL  codef  g 
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INFORMIX-UGLisas 
flexible  as  conventional 
Languages,  hutprmndes 
all  the  pcneer  of  a  4GL 
urith  its  non  procedural 
syntax  for  handling 
menus,fonns,  reports 
and  SQL. 


A 

INFORMIX-4GL 

Application 

Generators 

▲ 

Non-integrated 

database 

A  COBOL 

language  tools 

A 

c 

A 

Assembler 

LANGUAGE  FLEXIBILITY 


All  that  and 
a  best-seller,  too. 

Informix  DBMS 
products  for 
UNIX,  including 
INFORMIX-4GL, 
outsell  their  clos- 
' '  '  est  competitors 

by  a  substantial  margin.  So  if  you  subscribe 
to  the  theory  that  there  is  safety  in  num¬ 
bers,  rest  assured.  With  INFORMIX-4GL, 
the  numbers  are  on  your  side. 

Free  booklet, 

“How  To  Choose  A  4GL? 

Fbr  a  free  copy  of  our  new  guide,  “How 
To  Choose  A  4GL’,’  call  or  write  Informix 
Software,  Inc.,  4100  Bohannon  Drive, 
Menlo  Park,  CA  94025.  (415)  322-4100. 

And  solve  the  4GL  puzzle.  Completely 


INFORMIX-4GLVS. 
other  application-building  tools. 

Plus  it’s  more  portable. 


U  INFORMIX 


You  can  take  INFORMIX-4GL  just  about 
anywhere— MS-DOS,  OS/2,  VMS,  and,  of 


^1  for  good  reason. 


'Obviously,  mixed  4GL/C  programs  or  cxxle  written  to  take  advantage  of  specific  operating  system  features  may  rteed  to  be  rewritten  or  recompiled. 

Informix  is  a  registered  trademark  of  Informix  Software,  Inc.  UNIX,  MS-DOS,  OS/2  and  VMS  are  registered  trademarks  of  their  respective  manufacturers.  0 1988,  Informix  Software,  Inc. 
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How  to  speak  higji-tech 
with  the  Japanese. 

An  action  seminar  for  U.S.  companies.  Its  not  enough  to  be  sharp.  Its  not  enough  to  be  powerful.  Entering 
the  Japanese  high-tech  market  is  a  game  of  subtlety,  innovation,  and  understanding.  And,  as  a  top  executive  in  your  com¬ 
pany,  its  a  game  you  must  win  to  keep  your  company  competitive  in  the  global  marketplace. 

Presenting  ALLIANCE  JAPAN  •  October  6,  1989  •  Hotel  Nikko— San  Francisco. 

ALLIANCE  JAPAN  may  be  the  most  important  conference  in  the  high-tech  industry  for  the  rest  of  the  year. 

That’s  because,  for  the  first  time,  a  select  group  of  U.S.  and  Japanese  business  executives  will  meet  to  discuss  the  technical, 
business,  and  cultural  issues  your  company  must  address  to  become  successful  in  the  Japanese  high-tech  market. 

More  than  a  conference,  ALLIANCE  JAPAN  will  be  an  action  seminar  with  speeches,  work  sessions,  and 
actual  case  studies  designed  to  bring  your  company  an  important  step  closer  to  the  Japanese  market.  Session  topics  will 
include:  •  Current  opportunities  in  Japan  •  Japanese  distribution  •  The  Japanese  business  culture  •  Marketing  and 
advertising  in  Japan  •  Future  trends  in  strategic  partnering  and  management  styles  •  Localization  and  manufacturing  issues. 

The  conference  will  conclude  with  a  panel  discussion  of  actual  case  histories  of  U.S.  high-tech  companies  in  Japan 
featuring  some  of  Silicon  Valley’s  most  influential  leaders. 

Alliance  ’90:  the  process  continues.  The  ALLIANCE  JAPAN  Conference  also  provides  vital  prepara¬ 
tion  for  the  Alliance  ’90  conference  in  Tokyo  (January  31  to  February  2,  1990).  A  vital  forum  for  launching  your  com¬ 
pany  in  Japan,  Alliance  90  provides  a  unique  face-to-face  meeting  with  key  decision-makers  from  Japanese  companies. 
And  ALLIANCE  JAPAN  can  prepare  you  to  make  the  most  of  this  opportunity. 

One  call  could  change  your  company’s  future.  The  information  you  will  receive  at  ALLIANCE 
JAPAN  isn’t  just  current  and  comprehensive;  it’s  essential.  If  your  company  is  planning  to  enter  the  Japanese  market, 
or  wants  to  make  an  existing  operation  a  success,  you  must  attend  ALLIANCE  JAPAN.  Call  today,  your  company  is 
depending  on  it. 

Call  ALLIANCE  JAPAN  Today  1-415-863-5074.  Or  FAX:  I  415  621 8038. 
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Organized  by: 

Data  Con  erol  Ltd./ 

DEFTA  Inc. 
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Militant  VSE  users  upbeat  but  impatient 


BYAMYCORTESE 

CW  STAFF 


Weeks  after  IBM  publicly  pro¬ 
claimed  its  support  for  VSE  — 
long  the  poor  stepchild  to  MVS 
—  users  are  encouraged  that 
VSE  will  be  assured  a  respect¬ 
able  place  in  the  company’s 
pocketbook,  if  not  its  heart. 
However,  impatient  with  IBM’s 
pace,  users  are  still  relying  on 
their  own  ingenuity  for  quick 
fixes. 

IBM  has  been  slow  to  provide 
enhancements  to  VSE,  and  users 
have  spawned  an  underground 
market  for  their  own  VSE  add¬ 
ons. 

At  the  Guide,  Inc.  user  group 
conference  in  July,  a  set  of  modi¬ 
fications  expanding  VSE  work 
load  capacity  was  announced, 
but  not  by  IBM.  John  Baker,  a  se¬ 
nior  systems  programmer  at 
Policy  Management  Systems 
Corp.  in  Columbia,  S.C.,  devel¬ 
oped  the  modification  that  ex¬ 
tends  available  partitions  from 
12  to  15.  Coincidentally,  IBM 
took  a  20%  equity  interest  in  the 
firm  shortly  afterward. 


BM  SAYS  it 
won’t  let  VSE  die. 
I  hope  they  keep 
their  word.” 

MIKEJHUBOOLALL 
PHILLIP  BROTHERS 


Similarly,  another  user,  Pete 
Clark  at  Olan  Mills,  Inc.,  made 
available  last  year  an  enhance¬ 
ment  that  he  developed  extend¬ 
ing  virtual  memory  space  under 
VAE,  or  Virtual  Address  Ex¬ 
tended.  IBM  subsequently  incor¬ 
porated  Clark’s  mo^ication  into 
Release  3.2  of  VSE. 

Unofficially  known  as  VSE 
15,  the  partition  support  patch  is 
a  critidd  patch  for  people  run¬ 
ning  a  large-scale  VSE  machine, 
according  to  Rich  Roth,  a  senior 
systems  programmer  at  Ameri¬ 
can  Federal  Bank  in  Greensville, 
S.C.  The  modification,  which  al¬ 
lows  users  to  split  their  system 
into  15  partitions,  will  be  distrib¬ 
uted  free  of  charge  by  Smartech 
Systems,  Inc.  in  Dallas. 

“I  think  Pete  [Clark]  has  real¬ 
ly  started  a  crusade,”  said  Eric 
Vaughan,  president  of  Smar¬ 
tech. 

At  a  briefing  last  month,  IBM 
said  it  intended  to  bring  the  mid¬ 
range  operating  system  closer  to 
MVS  [CW,  July  10].  Users  antici¬ 
pate  an  IBM  Enterprise  Systems 
Architecture  version  of  VSE, 
which  will  likely  include  capacity 
enhancements  that  go  weU  be¬ 
yond  15  partitions.  But  they  said 
the  new  version  is  not  expected 
to  arrive  for  18  to  24  months. 

According  to  Vaughan,  in  ad¬ 
dition  to  patches  developed  by 


users  such  as  Baker  and  Clark, 
members  of  the  VSE  chapter  of 
Guide  have  traditionally  shared 
homegrown  solutions  and  patch¬ 
es.  For  instance,  a  collection  of 
enhancements  contributed  by 
users  called  the  “contributed  fa¬ 
cilities  tape”  is  regularly  made 


available  at  Guide. 

VSE  users’  dogged  resistance 
to  IBM’s  pressure  to  migrate  to 
MVS  and  the  success  of  VSE 
among  new  9370  users  have 
largely  forced  IBM’s  about-face 
on  VSE.  Users  said  they  are  en¬ 
couraged  by  IBM’s  recent  show 


of  support  for  the  operating  sys¬ 
tem,  but  memories  linger  of  its 
attempts  to  kill  VSE  and  move 
users  to  MVS,  and  some  are  still 
wary. 

“IBM  wanted  to  get  rid  of 
VSE  and  migrate  users  to 
MVS,”  said  Mike  Jhuboolall,  a 


VSE  systems  programmer  at 
Phillip  Brothers,  Inc.  in  New 
York.  Now,  he  added,  “IBM  says 
it  won’t  let  VSE  die.  I  hope  they 
keep  their  word.” 

Roth  was  more  optimistic.  “It 
appears  there  has  been  a  definite 
move  to  a  bigger  commitment  on 
the  part  of  IBM,”  he  said.  “I  feel 
more  comfortable  with  VSE’s 
long-term  viability  than  I  ever 
have.” 


If  you  need  fast 
data  transmission, 

go  with  the 
company  that  set 
the  speed  record 


In  1980,  we  set  the  speed  record  with  the  first  14.4  kbps  modem. 
In  1981, we  broke  our  ow  n  record  with  the  first  16.0  kbps  modem. 
Then  in  1983, we  set  another  mark  with  the  first  modem  to 
transmit  at  192  kbps.  And  that  record  has  gone  unbeaten  for  six  \’ears. 

Not  only  do  w^e  set  the  pace  in  speed  and  technolog);  but 
AT&T  Paradyne  products  are  of  superior  quality  as  w'ell.  So  you  know 
your  data  will  get  through.  On  time  and  intact.  Arn  w  here  in  the  world. 

So  w^hy  go  with  a  company  that’s  been  following  the  pack?  Vie’ve 
been  setting  the  pace  for  )'ears. 

For  more  information,  contact  )'our  AT&T  Parad)  nc  Account 
Executive  or  call  1 800  482-3333,  Ext.  215. 

Europe  (44)  923-55550  Fax-  (44)  923-55638,  Japan  (81)  3-245-0431  Fax:  (81)  3-245-0433, 

Hong  Kong  (85)  25-430083  Fax:  (85)  25-413767  Latin  America  (1)  813-530-2873  Fax:  (1)  813-530-2575 
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Vendors  opt  for  a  high-f  iber  diet 

FDDI standard  may  win  users  with  Token-Ring  link,  vendor  support 


BY  ELISABETH  HORWITT 

CW  STAFF 

Several  leading  vendors  gave  the 
FDDI  fiber  networking  standard 
a  much-needed  boost  toward 
greater  user  acceptance  last 


week  with  announcements  that 
promise  to  lower  equipment 
pricing  and  provide  broader  con¬ 
nections  between  FDDI  back¬ 
bones  and  popular  local-area  net¬ 
work  and  computer  installations. 

Right  now,  only  a  handful  of 


available  vendor  products  sup¬ 
port  the  American  National 
Standards  Institute’s  Fiber  Dis¬ 
tributed  Data  Interface  (FDDI), 
which  defines  lOOM  bit/sec.  fi¬ 
ber-based  networks. 

About  200  FDDI  interfaces 


will  be  installed  in  user  sites  by 
year’s  end,  according  to  Kessler 
Marketing  Intelligence  (KMI),  a 
research  company  based  in  New¬ 
port,  R.I.  But  the  fiber  network¬ 
ing  standard  could  start  taking 
off  next  year,  with  3,000  inter¬ 
faces  installed  in  1990  and  ap¬ 
proximately  188,000  installed  in 
1993,  KMI  predicted. 

The  standard  will  penetrate 
two  market  areas,  according  to 


Transmit 

into 

the  next 

century 


ATxT  Paradync’s  qualit}'  manufacturing  and  unique  archi¬ 
tecture  allow  us  to  olfer  products  today  that  will  be  transmitting 
data  well  into  the  21st  century 

That’s  because  we  design  our  technology  with  the  future  in 
mind.  Our  3400  Series  modems,  for  instance,  let  you  change  speeds 
and  applications  by  changing  our  unique  “personality  module."  And 
they’re  the  only  modems  that  are  upgradable  from  analog  to  digital. 
Al’xT  Paradyne.  Qualit\'  is  our  commitment  to  the  future. 

For  more  information,  contact  your  ATxT  Paradyne  Account 
Executive  or  call  1 800  482-3333,  Ext.  214. 

Europe  (44)  923-55550  Fax.  (44)  923-55638.  Japan  (81)  3-245-0431  Fax;  (81)  3-245-0433. 

Hong  Kong  (85)  25-430083  Fax  (85)  25-413767  Latin  America  (1i  813-530-2873  Fax:  (1 . 813-530-2575 
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KMI  analyst  Richard  Mack:  in 
the  near  term,  backbones  that 
interconnect  existing  LANs  and 
in  the  longer  term,  “high-end 
networking  [for]  workstations 
that  require  high  throughput  — 
specifically,  imaging  or  graph¬ 
ics.’’ 

Fibronics  International,  Inc. 
in  Hyannis,  Mass.,  announced 
several  products  last  week  that 
were  designed  to  position  its 
FDDI  products  more  strongly  in 
the  LAN  backbone  niche.  A  ma¬ 
jor  introduction  was  a  dual-LAN 
interface,  which  is  said  to  allow 
Fibronics’  existing  FX8210 
FDDI  to  LAN  Bridge  to  connect 
two  Ethernet  LANs  —  instead 
of  one  —  to  an  FDDI  backbone. 
This  cuts  the  price  per  connec¬ 
tion  from  $25,000  to  $1 1,500. 

Fibronics  also  announced  in¬ 
terfaces  that  are  said  to  provide 
FDDI  connections  for  one  or  two 
IBM  or  CCITT  802.5  Token- 
Ring  LANs.  The  interfaces  cost 
$7,000. 

Beer  and  Token-Rings 

Coors  Brewing  Co.,  which  cur¬ 
rently  uses  Fibronics’  FX8210 
FDDI  interfaces  to  interconnect 
six  Ethernet  LANs  over  a  high¬ 
speed  campus  backbone,  is  plan¬ 
ning  to  install  the  Token-Ring  in¬ 
terface  during  the  first  quarter 
of  1990,  said  Coors  network 
planner  John  Andrews. 

The  Token-Rings  will  allow 
IBM  terminal  users  to  access 
hosts  at  4M  bit/sec.  speeds,  as 
opposed  to  the  9.6K  or  19.2K 
bit/sec.  remote  links  currently 
provided  by  Novell,  Inc.  PCOX 
gateways,  he  added. 

The  Boulder,  Colo.,  beverage 
company  may  also  install  the 
dual  Ethernet  interface  as  a  way 
to  segregate  electronic  mail  us¬ 
ers  from  computer-aided  design 
workstation  users  who  poten¬ 
tially  could  cause  response-time 
problems,  said  William  Rolfe, 
also  a  Coors  network  planner. 

Fibronics  also  introduced  the 
FX8322  Mainframe  Channel  At¬ 
tached  Network  Controller. 
Priced  at  $35,000,  it  is  said  to  at¬ 
tach  an  IBM  mainframe  channel 
directly  to  an  FDDI  network  us¬ 
ing  Transmission  Control  Proto- 
col/Intemet  Protocol. 

Also  last  week,  Hewlett- 
Packard  Co.,  Siemens  Informa¬ 
tion  Systems,  Inc.  and  AT&T 
announced  a  multisourcing 
agreement  said  to  ensure  inter¬ 
changeability  among  the  compo¬ 
nents  manufactured  by  their 
FDDI  transceiver  subsidiaries. 

The  goal  of  the  trio  is  to  cre¬ 
ate  a  de  facto  industry  standard 
for  FDDI  transceiver  compo¬ 
nents  that  will  eliminate  the 
need  for  FDDI  vendors  to  design 
their  products  around  a  single 
supplier’s  products,  according  to 
an  HP  spokesman.  The  long¬ 
term  effect  of  standardized  com¬ 
ponents  will  be  to  ensure  quality 
and  to  significantly  decrease 
FDDI  equipment  prices,  he  add¬ 
ed.  One  major  FDDI  transceiver 
firm  has  already  announced  sup¬ 
port. 
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As  one  of  the  world’s  leaders 
in  desktop  connectivity,  it’s  hardly 
surprising  that  Businessland® 
is  itself  one  of  the  most  heavily 
networked  organizations  in 
the  world. 

In  fact,  Businessland  operates 
its  own  business  through  over 
130  connected  LANs,  integrat¬ 
ing  components  from  dozens 
of  different  hardware  and  software 
manufacturers.  Connecting 
micros  to  minis  and  mainframes 


located  throughout  the  United 
States,  Canada  and  England. 

So,  we  don’t  just  know  how  to 
network.  We  also  know  how 
connectivity  impacts  a  business 
environment.  How  electronic 
mail  not  only  improves  communi¬ 
cation  and  reduces  “meeting” 
times,  but  how  it  opens  up  entirely 
new  and  more  productive  ways 
to  work. 

And  how  sharing  resources 
can  reduce  expenses  and 


support  staff. 

The  proof?  At  Businessland, 
the  sales  per  employee  has  more 
than  doubled  in  five  years. 

So  if  you’d  like  to  learn  more 
about  networking  from  someone 
who  really  understands  it,  just 
give  us  a  call  at  1-800-328-8383 
for  the  Businessland  Center 
nearest  you. 

BUSIfESSiAfO, 

A  Different  Kind  of  Computer  Company 
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VIEWPOINT 


EDITORIAL 

Coming  clean 

IN  THE  PAST  month,  three  high-fliers  have 
come  crashing  rudely  to  earth.  The  once- 
powerful  Wang  Laboratories  today  is  fight¬ 
ing  for  its  life.  Sun  Microsystems  is  con¬ 
fronting  a  management  crisis  and  financial  chaos, 
and  last  week  Ashton-Tate  admitted  to  a  series 
of  management  miscues,  cut  its  work  force  and 
put  some  significant  product  plans  on  hold. 

Rather  than  belabor  the  mistakes  that  led 
these  companies  into  dire  straits,  consider  how 
they  handled  the  news.  Wang  and  Ashton-Tate 
elected  to  take  the  big  hits  all  at  once,  come  clean 
with  their  customers  and  lay  out  their  survival 
strategies,  for  better  or  for  worse. 

Sun,  on  the  other  hand,  dropped  a  bomb  and 
then  scurried  for  cover.  No  one  is  sure  yet  how 
serious  the  company’s  troubles  are. 

Wang  and  Ashton-Tate  took  the  smart  ap¬ 
proach.  In  a  mature  industry,  the  major  players 
own  up  to  bad  business  times  and  make  the  cuts 
that  need  to  be  made.  Big  steel  and  automotive 
companies  found  out  years  ago  that  it  doesn’t 
make  sense  to  take  scissors  to  the  operating 
budget  when  an  ax  is  needed.  They  also  learned 
that  bad  times  present  the  opportunity  to  reeval¬ 
uate  the  business  and  structure  it  better. 

The  computer  industry  isn’t  there  yet.  Per¬ 
haps  it  is  the  history  of  35%  annual  growth  rates 
and  the  accompanying  perception  that  failure  — 
any  failure  —  is  catastrophic.  Perhaps  it  is  the 
stock  market’s  tendency  to  group  high-tech 
stocks  in  one  amorphous  lump,  which  it  seizes  or 
dumps  at  the  drop  of  a  dividend.  But  these  are  at¬ 
titudes  that  must  change. 

Ashton-Tate’s  troubles  do  not  spell  the  end  of 
the  company.  Dbase  will  continue  to  be  the  mar¬ 
ket  leader,  though  its  margin  of  leadership  may 
shrink.  Now  that  the  firm  has  admitted  its  mis¬ 
takes  and  vowed  to  do  better,  it  probably  will. 
Users  may  not  be  happy  with  the  company’s 
moves  last  week,  but  at  least  they  know  where  it 
stands. 

Wang’s  customers,  meanwhile,  are  proving 
resilient  in  the  face  of  their  supplier’s  problems. 
While  a  recent  Computerworld  survey  re¬ 
vealed  that  users  are  worried  about  Wang’s  fi¬ 
nancial  problems,  they’re  not  rushing  to  cut  back 
on  spending  [CW,  Aug.  14].  Their  loyalty  is  strik¬ 
ing,  given  the  depth  of  Wang’s  crisis. 

Contrast  that  with  Sun,  whose  financial  bomb¬ 
shell  was  so  unexpected  that  speculation  and 
truth  have  since  become  indistinguishable.  Lo¬ 
tus  is  still  suffering  from  a  history  of  raising  cus¬ 
tomer  and  investor  hopes  and  then  missing  key 
deadlines.  Give  Lotus  Chairman  Jim  Manzi  and 
Senior  Vice-President  Frank  King  credit:  In  the 
past  year  the  company  has  decided  to  keep  its 
head  down  and  its  mouth  shut. 

There  is  a  lesson  in  this.  When  bad  news  can’t 
be  avoided,  the  best  course  is  usually  to  face  up 
to  it.  Customers  have  too  much  invested  in  then- 
vendors  to  turn  tail  and  run  at  the  first  sign  of 
trouble.  On  the  contrary,  computer  users  are  a 
strikingly  loyal  lot.  It  would  be  refreshing  to  see 
more  vendors  look  for  silver  linings  in  bad  busi¬ 
ness  news  instead  of  trying  to  hide  the  clouds. 
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LETTERS  TO  THE  EDITOR 

Cutting  costs  not  all  it’s  cracked  up  to  be  True  distribution 


I  was  shocked  to  read  “Cost-cut- 
ting,  revisited”  [CW,  July  17]  in 
which  you  say  that  “you  can  con¬ 
sider  two  (Merent  approaches 
for  improving  productivity:  im¬ 
plementing  computer-aided  soft¬ 
ware  engineering  (CASE)  prod¬ 
ucts  or  switching  development 
languages.”  I  thought  that  our 
industry  was  finally  beginning  to 
get  beyond  throwing  technology 
at  our  productivity  problems, 
but  your  story  has  highlighted 
my  naivete. 

What  about  quality?  If  we 
built  systems  properly  in  the 
first  place  we  might  not  have  a 
productivity  problem.  What 
about  education?  If  our  analysts 
knew  how  to  do  structured  anal¬ 
ysis  and  logical  data  analysis 
manually,  maybe  the  CASE  tools 
would  not  be  perceived  as  pana¬ 
cea.  What  about  methodology?  If 
we  forced  ourselves  to  under¬ 
stand  the  problem  before  coding 
maybe  we  would  not  need  new 
programming  languages. 

Also,  what  good  will  my  his¬ 
torical  line-of-code  productivity 
knowledge  base  do  me  after  I 
have  switched  programming  lan¬ 
guages?  The  story’s  lip  service 
to  Function  Pbints  only  high¬ 
lights  the  fact  that  we  vdue  the 
technology  we  use  more  than  the 
function  we  deliver. 

If  we’re  serious  about  produc¬ 
tivity,  let’s  move  on  to  cost-qual¬ 
ity  as  our  industry-preferred 
metric.  If  we’d  stop  wasting 
money  on  nonconformance  and 
start  investing  in  conformance, 
we  wouldn’t  have  a  productivity 
problem.  Quality’s  not  the  prob¬ 
lem  —  it’s  the  solution! 

Richard  E.  Biehl 
Senior  Consultant 
Data-Oriented 
Quality  Solutions 
Pequannock,  N.  J. 


I  found  “Cost-cutting,  revisited” 
to  be  a  disappointing  and  overly 
simplistic  approach  to  measuring 
and  improving  developer  pro¬ 
ductivity.  Counting  lines  of  code 
(LOC)  remains  an  archaic  mea¬ 
sure  of  productivity;  this  is  par¬ 
ticularly  so  in  older  systems 
where  it  often  exhibits  an  in¬ 
verse  relationship  to  functional 
effectiveness. 

Counting  Function  Points 
may  yield  better  productivity 
factors  than  LOC,  but  regard¬ 
less,  the  evaluation  of  these  fac¬ 
tors  against  future  options  was 
flawed  and  superficial. 

To  suppose  that  CASE  might 
be  implemented  with  immediate 
productivity  gains  and  a  two- 
year  payback  is  pure  fiction.  The 
culture  change  and  the  front-end 
investment  required  to  establish 
an  effective  data  architecture 
can  take  two  years  alone.  This 
effort  is  typically  followed  by  an 
extensive  learning  curve  while 
developers  are  taught  to  proper¬ 
ly  utilize  the  accompanying 
structured  techniques. 

The  comparison  of  Cobol  to 
SQL  is  unfounded.  In  most  appli¬ 
cation  programs,  SQL  repre¬ 
sents  a  subset  of  code  primarily 
associated  with  I/O  functions.  It 
is  unreasonable  to  assume  that 
productivity  gains  based  on  the 
low  LOC  required  for  SQL  will 
impact  50%  of  program  func¬ 
tions.  Were  SQL  compared  in¬ 
stead  with  another  database  ac¬ 
cess  method,  the  benefits  would 
not  be  nearly  so  dramatic. 

In  sum,  any  evaluation  that 
measures  code  volume  to  the  ex¬ 
clusion  of  appropriateness  and 
effectiveness  for  the  function  is 
measuring  the  wrong  thing. 

Denise  Modrick 
Modrick  Consulting 

Collegeville,  Pa. 


This  is  in  response  to  your  story 
“Oracle  Version  6.0  covers  the 
distributed  data  ‘bases’  ”  [CW, 
June  26].  Lately,  there  appears 
to  be  quite  a  lot  of  confusion  in 
the  industry  over  just  what  rep¬ 
resents  a  truly  distributed  data¬ 
base.  Some  observers  may  right¬ 
ly  say  that  the  ability  to  access 
data  from  a  remote  server  loca¬ 
tion  for  purposes  of  a  query  qual¬ 
ifies  an  engine  to  be  properly 
called  distributed. 

I  believe  a  much  stronger  ar¬ 
gument  can  be  made  that  in  or¬ 
der  to  be  truly  distributed,  an  en¬ 
gine  must  also  be  able  to  update 
data  in  remote  servers,  while  en¬ 
suring  data  integrity  and  concur¬ 
rency. 

Furthermore,  such  updates 
must  be  authorized,  and  they 
should  also  be  transparent,  in 
that  neither  the  application  nor 
the  user  need  know  in  which 
server  location  the  desired  data 
resides. 

If  cost  considerations  are  im¬ 
portant,  it  is  essential  that  such 
systems  be  able  to  access  data  di¬ 
rectly  from  other  remote  LAN 
database  servers  without  being 
force-routed  through  a  main¬ 
frame.  Therein,  some  highly  re¬ 
garded  people  believe,  lies  the 
single  biggest  threat  to  IBM’s 
growth  plans  for  their  main¬ 
frame  product  line. 

P.E.  Borkovitz 
President 

VIA  Information  Systems  Corp. 

Princeton,  N.  J. 


Computerworld  welcomes  com¬ 
ments  from  its  readers.  Letters 
may  be  edited  for  brevity  and 
clarity  and  should  be  addressed 
to  Bill  Laberis,  Editor,  Comput¬ 
erworld,  P.O.  Box  91 71,  375  Co- 
chituate  Road,  Framingham, 
Mass.  01701. 
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Curious  alliances  for  information 


AMY  D.  WOHL 


Recently,  the 
press  has  hinted 
that  a  curious  al¬ 
liance  is  under 
way.  Nintendo, 
the  Japanese 
game  manufac¬ 
turer,  and  AT&T  will  combine 
forces,  the  press  suggests,  to 
provide  a  consumer  service  that 
allows  householders  to  access  a 
variety  of  information  services 
from  inexpensive,  ubiquitous  de¬ 
vices:  Nintendo  games  attached 
to  their  TVs. 

Intrigued,  I  investigated. 
AT&T  says  it  is  more  interested 
in  other  strategies,  especially 
the  delivery  of  audio  information 
through  your  phone  (for  which 
they  have  already  filed  a  petition 
with  the  Federal  Communica¬ 
tions  Commission).  Nintendo, 
AT&T  firmly  explains,  ap¬ 
proached  them  as  a  prospective 
customer  interested  in  bujdng 
telephone  services  to  support  a 
Nintendo  project.  Nintendo 
wouldn’t  comment  but  suggest¬ 
ed  that  in  a  few  months  things 
would  be  clearer. 

Information  services  are 
nothing  new.  Banks,  for  in¬ 
stance,  have  long  tried  to  offer 
personal  computer  users  a  vari¬ 
ety  of  home  banking  and  other 
services.  Few  have  succeeded  in 
reaching  a  critical  mass  of  sub¬ 
scribers.  Most  users  find  the  ser- 


Wohl  is  president  of  Wohl  Associates  in 
Bala  Cynwyd,  Pa.,  and  editor  of  “The 
Wohl  Report  on  End-User  Computing” 
newsletter. 


vice  too  expensive  relative  to 
any  perceived  benefits.  Many  in¬ 
formation  services  providers 
find  that  most  of  their  customers 
are  businesses  rather  than 
households. 

IBM  and  Sears  are  doing  well 
with  Prodigy.  After  seven 
months  of  general  distribution, 
they  have  75,000  subscribers  in 
more  than  10  metropolitan  ar¬ 
eas.  They  expect  millions  of  us¬ 
ers  by  mid-1990. 

Will  this  work?  I  wonder.  In¬ 
formation  services  are  a  classic 
“chicken  and  egg”  problem, 
reminiscent  of  the  early  days  of 
TV.  Consumers  said  they  would 
buy  TVs  as  soon  as  there  were 
enough  good  programs  (one 
could  argue,  of  course,  that  this 
never  happened).  Producers 
claimed  they  would  be  able  to  af¬ 
ford  more  programming  when 
the  installed  base  of  TVs 
reached  critical  mass. 

Somehow,  it  happened.  Of 
the  91.1  million  households  in 
the  U.S.,  98%  now  have  at  least 
one  TV  (compared  with  92.9% 
that  have  telephone  service). 

It  could  be  that  way  for  infor¬ 
mation  services.  They  may  just 
wobble  around,  and  suddenly 
some  breakthrough  (much 
cheaper  PCs  perhaps?)  may  car¬ 
ry  through  to  a  different  kind  of 
America,  where  dialing  up  for  in¬ 
formation  —  and  acting  on  it  — 
may  become  a  common  house¬ 
hold  activity. 

The  French  government  ex¬ 
perimented  with  the  potential  of 
such  information  services  by 
providing  free  terminals  that 
permitted  the  elimination  of  di¬ 


rectory  services.  Once  in  place, 
these  terminals  provided  a  criti¬ 
cal-mass  platform  for  the  growth 
of  all  kinds  of  consum 
er-oriented  informa¬ 
tion  services. 

It  is  harder  to 
accomplish  this 


But  District  Judge  Harold  H. 
Greene  must  review  and  ap¬ 
prove  AT&T’s  current  request 
to  enter  the  information  services 
market.  Currently,  AT&T  could 
provide  an  information  service, 
with  FCC  approval,  but  it 
couldn’t  own  the  in¬ 
formation  it  was 


in  the  U.S.  Individ¬ 
ual  firms  can  try  to 
provide  for-profit  services, 
but  they  require  deep-pocket 
investments.  Potential  custom¬ 
ers  must  buy  into  these  services 
by  investing  in  some  kind  of  com¬ 
puter  workstation  when  the  val¬ 
ue  of  the  service  is  still  pretty 
small.  Growing  a  customer  base 
requires  big  investments  in  di¬ 
rect  mail  and  other  forms  of  con¬ 
sumer  marketing. 

AT&T’s  efforts  to  provide  in¬ 
formation  services  have  been 
impeded  by  the  consent  decree 
of  1982.  Soon  the  ban  on 
AT&T’s  joining  the  electronic 
publishing  market  will  expire. 


providing.  With  full  approval 
from  Greene  and  the  FCC, 
AT&T  is  likely  to  become  a  ma¬ 
jor  provider  of  such  services  — 
and  a  major  competitor  for  IBM 
and  Sears’  Prodigy  service. 

AT&T  intends  to  start  with 
phone-based  services.  This 
seems  natural  —  nearly  every¬ 
one  has  a  phone  (and  can  use  it), 
while  computers  are  not  yet 
common  household  devices. 
Prodigy,  for  instance,  supports 
only  IBM-compatible  Personal 


Computers.  Users  of  millions  of 
Apple,  Commodore,  Radio 
Shack  and  other  PCs  aren’t  in¬ 
cluded. 

With  16  million  households  as 
users,  the  Japanese  game  maker 
already  has  a  potential  installed 
base  of  critical  mass.  The  ques¬ 
tions  remain: 

Are  they  the  “right”  house¬ 
holds?  That  is,  are  they  middle- 
and  upper-middle-class  house¬ 
holds  that  will  demand  and  pay 
for  information  services? 

Can  the  Nintendo  devices  in 
place  be  used  as  is  or  with  small 
and  inexpensive  upgrades,  or  do 
they  need  extensive  and  expen¬ 
sive  add-ons  or  replacements? 

If  the  devices  can  be  used  as  is 
or  with  inexpensive  plug-in  en¬ 
hancements,  Nintendo  has  a  real 
chance  at  this  market.  Other¬ 
wise,  they  have  name  recogni¬ 
tion  as  a  premier  game  manufac¬ 
turer  and  not  much  else. 

What  will  the  services  cost? 
Nintendo  seems  to  be  looking  at 
AT&T  to  provide  the  communi¬ 
cations  glue.  But  the  point  of  in¬ 
formation  services  is  informa¬ 
tion.  Will  Nintendo  have  such  a 
large  customer  base  that  it  can 
command  and  pass  along  big  dis¬ 
counts,  finally  making  electronic 
information  cheap  enough  to  be  a 
mass  market?  Or  do  they  intend 
to  provide  their  own  informa¬ 
tion? 

The  information  age  is  upon 
us.  Knowledge  is  power,  and 
those  of  us  with  access  to  knowl¬ 
edge  are  the  empowered.  Is  it 
time  to  share  this  bounty?  Are 
users  ready  to  recognke  and  pay 
for  information?  And  wouldn’t  it 
be  ironic  if,  after  all  the  failed  at¬ 
tempts  at  providing  this  service, 
a  gamemaker  —  and  a  Japanese 
one  to  boot  —  finally  got  it  right? 


Redefining  marketing 
for  the  technology  age 

BY  REGIS  McKENNA 


Ten  or  20  years 
ago,  life  was 
simpler.  We  saw 
less  competition 
in  all  areas  of 
business.  We 
sold  to  defined 
categories  of  customers  all  neat¬ 
ly  targeted  and  accessible.  All 
goods  were  commodity-like. 
Customers  were  statistics.  We 
sold  computers  to  people  who 
understood  computers  or,  at  the 
very  least,  knew  what  comput¬ 
ers  were  capable  of  doing.  Tech¬ 
nology  was  limited  and  limiting. 

However,  the  events  and  pat¬ 
terns  of  history  have  created  an 
entirely  different  world.  How  do 
we  define  the  computer  business 


McKenna  is  chairman  of  Regis  McKen¬ 
na,  Inc.,  an  international  high-technology 
marketing  consulting  firm.  He  is  also  a 
noted  author  and  venture  capitalist. 


today?  We  have  seen  the  rise  of 
several  thousand  computer  com¬ 
panies  in  the  past  20  years.  In  ad¬ 
dition,  the  definition  of  the  busi¬ 
ness  is  changing  as  we  enter  the 
so  called  “information  age.” 

Companies  that  were  in  a  to¬ 
tally  different  business,  but  re¬ 
lated  to  the  subject  of  data  or  in¬ 
formation,  have  become  players 
in  the  computer  revolution.  Ev¬ 
eryone  in  business  today  defines 
their  business  in  terms  that  en¬ 
compass  information.  And  the 
tools  to  effectively  use  that  infor¬ 
mation  come  from  increasingly 
diverse  sources. 

All  this  change  calls  for  new 
and  innovative  ways  to  approach 
marketing.  In  a  world  that  is 
changing  so  rapidly  and  is  in¬ 
creasingly  competitive  and  un¬ 
predictable,  we  must  look  for 
new  ways  to  do  just  about  every¬ 
thing.  Our  old  patterns  of  think¬ 
ing  have  to  change. 

Beyond  our  personal  use,  the 


computer  is  changing  the  way 
we  work,  think,  build  and  distrib¬ 
ute  products.  It  is  changing  the 
competitive  makeup  of  every  in¬ 
dustry.  It  is  changing  the  face  of 
marketing. 

Alvin  Toffler  said  in  the  book 
Future  Shock,  “We  will  soon  see 
the  day  when  diversity  will  cost 
no  more  than  uniformity.”  Com¬ 
puters,  of  course,  are  at  the 
heart  of  diversity.  And  diversity 
is  the  most  significant  element 
causing  dramatic  changes  in  our 
businesses  and  personal  lives. 
We  are  finding  that  the  world  is 
becoming  more  diverse  in  just 
about  every  dimension. 

There  is  more  of  everything. 
Conventional  wisdom  says  that 
all  industries  are  supposed  to 
shrink  to  a  few.  Yet,  in  the  world 
today,  we  have  more  computer 
companies,  more  automobile 
companies,  more  cookie  compa¬ 
nies  and  more  ice  cream  compa¬ 
nies. 

We’ve  seen  an  increase  from 
700  to  almost  1,500  computer 
companies  during  the  last  10 
years.  When  I  was  in  the  semi¬ 
conductor  industry  in  the  early 
1960s,  there  were  fewer  than  90 
semiconductor  companies.  To¬ 


day,  there  are  more  than  300  in 
the  U.S.  alone.  I  can  remember 
interviews,  10  or  20  years  ago, 
with  presidents  of  companies 
saying,  “This  industry  is  too  cap¬ 
ital-intensive  for  there  to  be  new 
competitors  to  enter  this  busi¬ 
ness.”  I  remember  industry 
leaders  saying  the  same  thing 
about  the  personal  computer  in¬ 
dustry  in  the  mid-1980s. 

We  now  have  a  myriad  of 


computer  markets.  There  are  at 
least  two  or  three  start-ups  per 
week  in  the  computer  business. 
In  about  ten  years  from  now,  we 
will  see  more  computer  compa¬ 
nies  than  we  see  today,  because 
the  underlying  technologies  are 
making  it  easier  and  easier  for 
companies  to  get  into  and  diver¬ 
sify  the  business. 

The  computer-aided  tools  of 


diversity  are  allowing  us  to  pro¬ 
duce  more  solutions  for  narrow 
segments  of  industry  or  society 
than  was  economically  possible 
before.  The  average  number  of 
items  available  on  the  grocery 
store  shelf,  for  example,  has  dou¬ 
bled  in  the  last  10  years,  increas¬ 
ing  from  approximately  10,000 
items  to  almost  20,000  items. 
Computers  not  only  help  pro¬ 
duce  more  varieties  of  goods  and 


services,  they  enable  us  to  han¬ 
dle  increasing  numbers  of  prod¬ 
ucts  through  distribution  and 
channel  management  systems. 

We  see  increased  options  and 
choices  as  individuals  and  as 
businessmen.  Along  with  the  in¬ 
creasing  numbers  of  things,  a 
certain  sameness  exists.  There 
is  less  perceived  differentiation. 

Continued  on  page  22 


Beyond  our  personal  use,  the 

computer  is  changing  the  way  we  work, 
think,  build  and  distribute  products.  It  is 
changing  the  competitive  makeup  of  every 
industry.  It  is  changing  the  face  of  marketing. 
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VIEWPOINT 


McKenna 

FROM  PAGE  21 

“Choice”  is  rapidly  replacing 
“brand”  as  the  premium  con¬ 
sumer  value.  The  AchiUes’  heel 
of  “choice”  is  consumer  fickle¬ 
ness.  With  increased  options,  the 
consumer  gains  the  power  of 
choice.  Thus  we  see  the  rise  of 
“other”  dominating  the  largest 


market  share  for  personal  com¬ 
puters,  pharmaceuticals,  gate 
arrays,  software,  jeans,  beer, 
bottled  water,  ice  cream  and 
even  cookies. 

Obstacle  illusion 

Daniel  Boorstin,  the  librarian  of 
the  U.S.  Congress,  says  that 
“the  great  obstacle  to  progress 
is  not  ignorance,  but  rather  the 
illusion  of  knowledge.” 


In  this  whole  area  of  informa¬ 
tion,  we  often  take  the  informa¬ 
tion  available  to  us,  but  we  don’t 
make  the  right  judgments.  We 
don’t  draw  the  right  conclusions 
from  it.  It’s  not  being  in  the  in¬ 
formation  business  that  makes 
us  successful  —  it  is  understand¬ 
ing,  and  it  is  knowledge  of  the 
customer,  knowledge  of  the 
business,  as  well  as  knowledge 
of  the  competiton  that  makes 


us  successful. 

We  can  have  reams  of  data  on 
competitors,  but  it  doesn’t  al¬ 
ways  make  us  more  competitive. 
We  can  have  reams  of  informa¬ 
tion  about  our  customers  but  it 
won’t  necessarily  help  us  to  inte¬ 
grate  the  customer  into  our  busi¬ 
ness.  After  the  space  shuttle  di¬ 
saster,  I  heard  a  NASA  official  on 
television  say,  “We  were  so 
overwhelmed  with  data,  we  lost 


“WITH 
KELLY 
COMPUTER 
TEMPORARIES, 
WE  GET 

PROFESSIONALS 
WHO  GET  THE 
JOB  DONE 
WITH 

ACCURACY.” 


“From  programming  to  data  entry,  Kelly  assigns  us  people  they  know  can  do  the 
job.  That  saves  us  time  and  money.  Kelly  is  the  best.” 


'  1989  Kelly  Services.  Inc.  The  Kelly  GirFPeople  -The  First  and  The  Best  ” 


sight  of  common  sense.” 

In  this  regard,  we  must  re¬ 
evaluate  the  meaning  and  sub¬ 
stance  of  marketing.  We  are  so 
deluged  with  information  today 
that  everything  begins  to  sound 
alike.  Not  too  long  ago  we 
thought  that  “quality”  was  a  box 
on  the  production  chart  that 
gave  the  “go”  or  “no-go”  to  the 
final  product.  Then  we  began  to 
learn  that  quality  was  a  process 
that  enveloped  the  whole  busi¬ 
ness  from  the  chairman  of  the 
board  to  the  telephone  operator. 

I  see  marketing  as  the  same 
process.  Marketing  is  the  way 
you  do  business.  In  an  age  when 
the  consumer  can  be  deluged 
with  options  and  has  innumera¬ 
ble  choices  available  to  him,  cus¬ 
tomer  loyalty  must  be  achieved 
within  a  new  context. 

We  have  to  look  at  our  busi¬ 
nesses  as  not  just  purveyors  of 
data  or  purveyors  of  informa¬ 
tion.  Marketing  is  a  corporate 
learning  process.  We  are  con¬ 
stantly  learning  things,  and 
learning  doesn’t  mean  that  I 
send  out  more  information  or 
that  I  set  up  a  more  efficient  net¬ 
work  that  allows  information  to 
flow  more  freely. 

Integrate  information 

Now,  we  must  think  about  how 
people  are  going  to  use  that  in¬ 
formation  to  gain  knowledge,  to 
understand  and  make  decisions, 
to  participate  in  and  “feel”  a  part 
of  a  particular  business.  We  have 
to  learn  how  to  integrate  people 
into  the  information  system. 
Systems  must  become  interac¬ 
tive  and  integrate  the  customer 
as  a  key  player  in  the  process.  In¬ 
tegrating  a  customer  into  your 
environment  transforms  then- 
view,  their  knowledge,  under¬ 
standing  and  commitment  to 
you. 

I  don’t  know  of  a  technology 
business  that  was  built  on  mass 
promotion.  Every  technology 
that  I’ve  been  involved  with  was 
built  by  market  education,  the 
development  of  people,  through 
seminars,  training  programs, 
working  with  the  customers  and 
development  of  references. 
Many  technology  products  take 
a  relatively  long  time  to  develop. 
They  aren’t  instant  successes. 

The  average  individual  is  ex¬ 
posed  to  over  2,500  commer¬ 
cials  per  day.  We’re  exposed  to 
so  much  information  that  we  dis¬ 
miss  it.  But  you  do  remember  ex¬ 
periences.  Businesses  must  be¬ 
gin  to  understand  and  market  as 
if  they  were  service  businesses. 

The  product  now  becomes 
the  person  who  represents  it, 
the  tangible  evidence  you  leave 
behind,  the  future  of  the  prod¬ 
uct,  the  references,  the  competi¬ 
tive  advantage  it  provides  and 
the  improvement  in  our  way  of 
life.  This  new  world  isn’t  going 
to  be  easy.  It  was  much  easier  to 
think  about  marketing  as  a  laun¬ 
dry  list  of  things  and  promotions 
done  to  gain  recognition.  How¬ 
ever,  “acceptance”  is  the  new 
challenge,  not  just  recognition. 
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Look  at  AT&T’s  ads.  They  talk  savings  guaranteed  minimum  savings  of  24% 
as  compared  to  t^&T’s  own  rates ...  to  as  much  as  37%  during  evening  hours.* 

never  as  compared  to  US  Sprint’s®prices.  And  whether  it’s  WATS  lines,  800 

For  the  simple  reason  that  AT&T  is  service,  FONCARD”  or  traditional  Dial 

not  competitive  to  US  Sprint.  On  the  1  long  distance,  you  always  save 
other  hand,  SPRINT  PLUS*  offers  you  a  with  U S  Sprint.  Aid  we’re  not  kidding. 

1-800-877-2000 


. US  Sprint 

Talk  With  The  Best!" 
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Remote  Control 


For  data  centers  that  need  more 
than  piecemeal  solutions. 


SAA  lets  you  support  more  sites,  more  platforms,  and  more 
environments  than  ever  before.  But  there’s  a  catch:  you  stiU  have 
to  manage  performance  effectively  across  the  entire  Enterprise 
system  and,  at  the  same  time,  ensure  the  highest  levels  of  end 
user  service.  Suddenly,  partial  solutions  just  won’t  work. 

The  task  can  be  overwhelming  .  .  .  unless  you  enter  the 
Center  —  Candle’s  OMEGACENTER,™  an  integrated  service  level 
management  system  for  today’s  forward-looking  data  centers. 

OMEGACENTER  is  a  completely  integrated  solution  that 
simphfies  the  coordinated  operation  of  the  four  essential  compo¬ 
nents  of  Enterprise  Performance  Management:  early  detection, 
in-depth  analysis,  automation,  and  remote  control. 

At-a-glance  Simplicity 

The  Status  Monitor^'"  detects  problems  in  the  making 
and  alerts  you  immediately  with  intui¬ 
tive  graphics.  It  provides  single-point 
monitoring  of  up  to  34  systems  or 
subsystems  anywhere  on  your  VTAM 
network. 


Analysis  —  Once  the  Status  Monitor  spots  a  problem,  you 
can  zoom  directly  into  any  OMEGAMON®  for  in-depth  analysis. 

Two-Way  Control 

Automation  —  Candle’s  AF/OPERATOR^“  has  the  only 
effective  interface  to  OMEGAMON.  This  bi-directional  connection 
makes  it  easy  to  automate  a  wide  variety  of  performance 
solutions  —  at  machine  speed  and  without  the  need  for  human 
intervention. 

Remote  Control  —  When  human  assistance  is  required, 
AF/REMOTE  ™  swifdy  notifies  designated  personnel  so  they  can 
solve  the  problem  prompdy  from  a  remote  ASCII  terminal  or  PC. 

Because  you’ll  never  find  peace  with  piecemeal  solutions. 
Candle  has  integrated  all  the  essentials.  OMEGACENTER  —  where 
performance,  automation,  and  productivity  join  forces.  For 

details,  call  Terry  Forbes  or  your  Candle  ; 

account  representative  at  (800)  i 

541-8515.  j 

fCandle® 

Copyright  ©  1989  Candle  Corporation. 
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HARD 


TALK 


J.  A.  Savage 

Life  after 
Boy  Scouts 

“Suburban  Fa¬ 
thers  on  the 
Rampage,” 

“Boy  Scouts 
Go  Heavy  Met¬ 
al,”  “Beaver 
Cleaver’s  Big 

These  aren’t  the  titles  of 
cult  movies  like  “Attack  of  the 
Killer  Tomatoes.  "No,  they  are 
phrases  that  have  been  used  to 
describe  the  formerly  stodgy 
Hewlett-Packard.  (OK,  I  made 
up  the  heavy  metal  part.) 

While  HP’s  new  image 
doesn’t  have  quite  the  flamboy¬ 
ance  and  bluster  of  Sun  Micro¬ 
systems’  marketing  department, 
HP  is  taking  its  cue  from  Sun’s 
success. 

Nearly  every  business  suc¬ 
cess  lies  in  marketing.  Reliability 
and  word  of  mouth  will  only  get 
you  so  far.  Stockholders  don’t 
cash  their  check  on  reliability. 
So,  after  six  years  of  ironing  out 
the  fine  points  in  its  reduced  in¬ 
struction  set  computing-based 
Precision  Architecture,  HP  is 
going  beyond  the  quiet  Boy 
Scout  image  and  is  flinging  it¬ 
self  into  the  world  of  glitz. 

It  started  about  a  year  ago 
when  the  company  gained  confi¬ 
dence  in  Precision  Architec¬ 
ture,  once  presented  as  just  a 
way  to  build  a  faster  minicom- 

Continued  on  page  33 


PCM  sites  put  off  ESA  until  1990 


ANALYSIS 


BY  J.  A.  SAVAGE 

CW  STAFF 


Despite  analyst  convictions  that 
50%  of  the  mainframe  market 
will  instaU  IBM’s  MVS/ESA  op¬ 
erating  system  by  the  end  of  the 
year,  users  of  IBM  plug-compati¬ 
ble  mainframes  contacted  by 
Computerworld  appear  to  be 
putting  the  move  off  for  at  least 
one  year. 

Analysts  such  as  Bob  Djurdje- 
vic,  president  at  Phoenix-based 
Annex  Research,  and  Mark 
Hess,  an  analyst  at  the  Gartner 
Group,  Inc.  in  Stamford,  Conn., 
said  that  Enterprise  Systems  Ar¬ 
chitecture  (ESA)  is  taking  off 
among  mainframe  users.  They 
subscribe  to  the  50%  ratio  by 
early  1990. 

The  catch,  according  to  Bon¬ 
nie  Digrius,  an  analyst  at  Santa 
Clara,  Calif. -based  Infocorp.,  is 
that  the  total  number  of  plug- 


compatible  users  in  the  IBM  370 
architecture  market  is  low  — 
perhaps  20%  —  and  most  have 
smaUer  size  and  older  machines. 


such  as  those  associated  with 
IBM’s  4381-  or  3080-class 
mainframes.  “There’s  no  reason 
for  them  to  get  on  the  bandwag¬ 


on,”  Digrius  said. 

Users  of  IBM  plug-compati¬ 
ble  machines  from  Amdahl  Corp. 
and  National  Advanced  Systems 


—  two  companies  that  demon¬ 
strated  their  ESA  implementa¬ 
tions  within  the  past  month  — 
said  they  will  eventually  migrate 


to  ESA  but  are  not  convinced  of 
the  benefits  in  the  short  term. 

“We’re  not  completely  con¬ 
vinced  of  the  benefits  to  us  right 
now,”  said  Pat  Cleary,  manager 
of  computing  services  at  Unocal 
Corp.  Refining  and  Marketing  in 
Schaumburg,  Ill.,  which  has  an 
Amdahl  5890.  “We’re  waiting 
for  IBM  to  drop  some  more 
shoes,”  added  Unocal’s  Jim  Hall, 
general  manager  of  information 
services. 

Most  users  have  said  that 
they  do  not  see  a  clear  effect  on 
their  businesses  from  ESA. 
“ESA  is  not  in  the  plan  until 
1991  or  ’92.  You  can  pay  the 
price  now,  but  what  will  it  get 
you?”  said  Dick  Goodspeed, 
vice-president  of  information 
services  at  North  American  Van 
Lines,  Inc.  in  Fort  Wayne,  Ind. 
“We  also  recognize  that  it  is  the 
future,  but  at  that  point,  the 
prices  will  be  down,”  said  Good- 
speed,  who  uses  an  older  Amdahl 
Continued  on  page  32 


An  IBM  world,  but .  .  . 


The  high-end  mainframe  market,  MVS/ESA’s  target,  remains  IBM's 
realm,  but  Amdahl  and  NAS  are  catching  up 


Jan.  '87 

Jan.  '88 

Jan.  '89 

Amdahl  5890,  5990 

2% 

7% 

9% 

IBM  3090  series 

97% 

90% 

88% 

NAS  AS/XL,  EX 

1% 

3% 

3% 

Total  estimated 
population: 

1,419 

2,709 

3,981 

SOURCE:  COMPUTER  INTELUGENCE  CW  CHART:  DOREEN  DAHLE 


Geographic  info  systems  span  the  globe 

URISA  conference  features  latest  GIS  products  for  urban  technology 


BY  MARYFRAN  JOHNSON 

CW  STAFF 


BOSTON  —  The  expanding 
world  of  geographic  information 
systems  (GIS)  was  evident  at  the 
recent  annual  Urban  and  Re¬ 
gional  Information  Systems  As¬ 
sociation  (URISA)  conference, 
where  2,000  to  3,000  attendees 
got  a  look  at  the  latest  in  hard¬ 
ware,  software  and  services. 

Emphasizing  the  role  of  GIS 


in  urban  technology,  the  four- 
day  convention  featured  75  ex¬ 
hibitors  offering  products  in  ev¬ 
erything  from  database  design, 
land  records  and  infrastructure 
management  to  systems  integra¬ 
tion  and  regional  planning. 

Among  the  products  and  part¬ 
nerships  unveiled  at  the  confer¬ 
ence  were  the  following: 

•  Tydac  Technologies  Corp.  in 
Arlington,  Va.,  announced  a 
business  partnership  arrange¬ 


ment  with  IBM  to  market  Ty- 
dac’s  Spans  GIS  under  DOS  on 
IBM’s  Personal  System/2  line. 
Billed  as  an  advanced  analytical 
tool.  Spans  was  designed  for 
stand-alone  desktop  worksta¬ 
tions  and  includes  data  integra¬ 
tion,  analysis  and  modeling  capa¬ 
bilities. 

•  Pledging  to  deliver  a  “county 
in  a  box”  turnkey  GIS,  Atlanta- 
based  Erdas,  Inc.  announced  its 
partnership  with  Spot  Image 


Corp.,  Eosat,  Geographic  Data 
Technolgy,  Inc.  and  STX  Re¬ 
mote  Sensing  Services  to  pro¬ 
vide  the  Erdas  Databundle. 

Aimed  at  local  government 
users,  the  $75,000  product  pro- 
Continued  on  page  34 


Inside 

•  Financial  Technologies 
saves  money  with  IBM’s 
PR/SM.  Page  29. 

•  Symbolics  catches  up. 

Page  32. 

•  Natural  language  interface 
for  VAXs  launched.  Page  34. 


PLATINUM  REPORT  ¥AQ\IAT\  overcomes  QMF’s 
limitations: 

•  Easy  to  Use.  Generate  queries  and  reports  using  a 
comprehensive  menu-driven  system. 

•  Multiple  Environments.  Execute  under  CICS, 
TSO,  and  batch. 


A  Burst  of  Splendor  in  the  DB2  Jungle 


•  Multiple  Report  'Types.  Utilize  up  to  five  report 
types  (column,  label,  letter,  block,  and  free  form) 
to  fulfil  your  reporting  requirements. 

PLATINUM  REPORT  FACILI’TY.  A  burst  of  splen¬ 
dor  in  the  DB2  jungle.  From  The  DB2  Company.” 


Performance.  Optimize  resource  consumption 
(memory,  spill  file,  and  data)  by  user  and  by  en¬ 
vironment.  Under  CICS,  use  the  Activity  Monitor 
to  control  and  manage  PRF  usage. 

Online  Report  Display.  View  the  full  page  layout 
including  headers,  footers,  and  sub-pages.  Use  the 
PREVIEW  feature  to  simulate  the  report  data 
without  accessing  DB2.  Set  row  limits  to  reduce 
the  amount  of  DB2  access  for  online  report  review. 


Call  today  for  more  information  or  a  free 
PRODUCT  EVALUATION: 


PIAIINVM 


1-800-442-6861 

1-800-848-0140 


(In  Canada) 


PLATINUM  technology,  inc. 
The  DB2  Company” 


555  WalersEdge  Drive 


Lombard,  IL  6014S 


(312)620-5000 
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orporation. 


Maj.  Gen.  Guy  H. Watkins 
Chief  Executive 
The  Royal  Hong  Kong 
Jockey  Club 


msm 


“With  a  transaction 
processing  network 
from  Digital, The 
Royal  Hong  Kong 
Jockey  Club 
helps  community 
charities  finish 
in  the  money” 


“Racing  is  part  of  the  way  of  life 
in  Hong  Kong  where  on  average  race- 
days,  The  Royal  Hong  Kong  Jockey 
Club  handles  more  than  10  million 
transactions -a  peak  rate  of  500 
bets  a  second.  To  provide  one  of  the 
world’s  most  sophisticated  betting 
services,  the  Club  relies  on  Digital’s 
transaction  processing  network  and 
its  own  Club -developed  software. 

“But  the  Club  is  more  than  a 
racing  authority  and  extremely  suc¬ 
cessful  business.  It  is  a  non-profit 
company  that  channels  all  surplus 
funds  to  community  causes.  This  year 
alone,  over  US$100  million  will  go  to 
help  the  sick,  the  handicapped,  the 
homeless  and  elderly;  also  to  help 
build  a  new  university,  new  public 
parks  and  new  leisure  facilities. 

“Without  Digital’s  computer 
network,  the  Club  could  not  achieve 
its  transaction  requirements.  More 
transactions  mean  increased  revenue 
which,  in  turn,  means  more  to  benefit 
the  people  of  Hong  Kong.” 

The  rewards  of  working  together. 

Digital’s  approach  to  transaction 
processing  means  everyone  can  now 
have  ready  access  to  a  large  volume  of 
information  that  is  always  up-to-date. 

With  this  ability  to  share  infor¬ 
mation,  Digital  gives  you  an  elegantly 
simple  way  for  your  people  to  work 
together  more  productively,  more 
creatively,  more  efficiently,  more 
competitively. 

To  learn  more,  write  to  Digital 
Equipment  Corporation,  200  Baker 
Avenue,  Concord,  MA  01742-2190. 

Or  call  your  local  Digital  sales  office. 

A  way  to  work  together  like 
never  before. 


Digital 

has 
it 

now 


You  wouldn’t  build  a 
house  on  sand.  So  why 
build  your  company’s 
critical  systems 
on  uncertainty? 


The  Proven  CASE  Solution. 


Information  systems,  like  houses,  require  the  right  plans,  procedures, 
and  tools  for  proper  construction.  Otherwise  they  could  come  crashing 
down  around  you.  FOUNDATION  software  firom  Arthur  Andersen  &  Co. 
helps  you  put  your  house  in  order  with  premier  technology  and  a  proven 
framework  for  applications  development 

FOUNDATION  is  the  automated,  full  life  cycle  CASE  solution  that 
integrates  every'  phase  of  systems  development  From  planning  and  design 
through  gener  ation  and  maintenance.  Using  FOUNDATION,  hundreds  of 
companies  worldwide  have  delivered  quality  applications  of  all  sizes,  on-time 
and  on-budget 

And  you  can  lay  out  your  own  blueprint  for  success,  with  optional 
implementation  and  education  programs.  All  modeled  from  over  35  years  of 
sy  stems  development  experience  that  only  Arthur  Ander^n  8c  Co.  can  provide. 

Find  out  how  FOUNDATION  can  put  your  systems  on  solid  ground. 
Call  (800)  458-8851  or  (312)  507-5161. 


Arthur 

Andersen 


SYSTEMS  THAT  SHARE  YOUR  VISION.' 
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SYSTEMS  &  SOFTWARE 


S  O  F  T 
TALK 


From  three  mainframes  to  one  with  PR/SM 


Stanley  Gibson 

They  came  to 
praise  DB2 

H  How’s  that  for  a 
button  slogan 
to  be  handed  to 
attendees  of 
the  recent  first 
annual  Interna¬ 
tional  DB2  Users  Group  meeting 
in  Chicago? 

OK,  I’ll  stick  to  writing  col¬ 
umns.  But  judging  from  the  re¬ 
sponse  of  users  to  the  meeting, 
many  DB2  users  did  just  that. 
The  turnout  at  the  meeting  was 
600  users  and  140  vendors  — 
about  twice  the  break-even 
point  for  the  organizers.  That  in 
itself  was  a  success.  And  there 
was  considerable  interest  in  the 
technical  sessions,  many  of 
which  were  well  served  by  very 
informative  speakers.  The  ven¬ 
dor  contingent  was  of  a  healthy 
size,  and  users  seemed  to  spend 
a  good  deal  of  time  visiting  ven¬ 
dors’  displays.  The  turnout  and 
interest  was  proof  that  DB2  has 
to  be  taken  seriously. 

The  conference  prospered 
despite  the  regrettable  absence 
of  Mgar  Codd,  who  is  known  as 
the  father  of  relational  technol¬ 
ogy.  Because  of  a  serious  fall, 
he  was  unable  to  attend  and  re¬ 
ceive  the  career  achievement 
award  bestowed  on  him. 

It  was  clear  that  users  at  the 
gathering  who  ciurently  have 
DB2  are  happy  with  it  for  sev¬ 
eral  reasons:  They  praise  its 
ease  of  use  and  relational  char¬ 
acteristics  and  say  performance 
Continued  on  page  33 


ON  SITE 


BY  STANLEY  GIBSON 

CW  STAFF 


CHANTILLY,  Va.  —  A  young 
bank  service  bureau  is  keeping  a 
lid  on  high  hardware  costs  by  us¬ 
ing  IBM’s  PR/SM  partitioning 
facility  on  an  IBM  mainframe. 

Financial  Technologies,  Inc. 
had  three  IBM  370  architecture 
mainframes  but  was  able  to  re¬ 
place  them  with  one  3090  Model 
180S  using  PR/SM  partitions. 

Frank  Leser,  president  of  Fi¬ 
nancial  Technologies,  terms  his 
partitioned  3090  a  “computer 
condominium.’’  The  single  main¬ 
frame  now  runs  two  partitions 
under  MVS/XA  and  one  under 
VM/SP  with  IBM’s  high-perfor¬ 
mance  option.  The  first  partition 
nms  MVS  in  production  and  uses 
an  average  of  70%  of  the  CPU. 
The  second  runs  VM  and  uses 
25%.  The  third,  using  the  re¬ 
maining  CPU  capacity,  also  nms 
MVS  and  is  used  for  testing. 

The  operations  staff  monitors 
CPU  use  in  each  of  the  PR/SM 
partitions  with  Candle  Corp.’s 
Omegamon-CICS.  “We  can 
change  the  bias  on  the  fly,” 
Leser  said,  explaining  that  the 
size  of  each  partition  can  be  in¬ 
creased  or  decreased  to  match 
required  utilization. 

“When  VM  asks  for  re¬ 
sources  and  MVS  doesn’t  need 
them,  VM  can  use  them,”  Leser 
said.  “The  condominium  ap¬ 
proach  allows  us  to  make  the  cy¬ 
cles  available  as  needed.”  He 
praised  PR/SM’s  ease  of  use. 
“It’s  PC-like,”  he  said. 

Financial  Technologies  saves 
money  not  only  on  hardware  but 
also  on  software.  It  is  less  expen¬ 
sive  to  license  software  for  one 
CPU  running  in  several  parti¬ 
tions  than  to  pay  multiple  soft¬ 


ware  licenses  for  more  than  one 
CPU.  There  are  labor  savings  as 
well,  Leser  said,  as  operations 
staff  needs  to  keep  up  fewer  op¬ 
erating  systems. 

The  downside,  according  to 
Leser,  is  that  he  must  pay  a  high¬ 
er  license  fee  for  a  CPU  in  a  more 
expensive  graduated  pricing  cat¬ 


egory.  But  that  higher  fee  does 
not  erase  the  net  savings.  “They 
would  have  had  to  jack  up  the 
price  a  lot  to  do  away  with  the  in¬ 
trinsic  advantages  of  PR/SM 
flexibility,”  he  asserted. 

Consolidation 

Financial  Technologies  current¬ 
ly  nms  a  3090  Model  180S  and 
wall  add  another  180S  to  that  to 
create  a  280S.  The  company 
plans  to  operate  eight  PR/SM 
partitions  with  the  Model  280S. 
The  bureau  will  be  moving  a 
number  of  applications  now  on 
two  of  Unisys  Corp.’s  former 
Burroughs  Corp.  systems  onto 
the  enlarged  processor.  Thus, 
the  work  that  had  been  per¬ 
formed  by  five  CPUs  will  eventu¬ 
ally  be  accomplished  on  one. 

Formerly  the  division  of  the 


Pentagon’s  information  systems 
department  that  handled  pro¬ 
cessing  for  the  credit  unions  of 
the  armed  forces.  Financial 
Technologies  was  founded  in 
1984  as  a  wholly  owned  subsid¬ 
iary  of  Pentagon  Federal  Group, 
which  is  in  turn  owned  by  the 
Pentagon  Credit  Union.  Three 


years  ago,  the  firm  moved  to  an 
all-new  data  center  here  con¬ 
structed  from  Financial  Technol¬ 
ogies’  specifications. 

The  firm  offers  remote  com¬ 
puting  services  to  credit  unions, 
banks  and  other  financial  institu¬ 
tions  in  West  Virginia,  Virginia, 
Maryland  and  Delaware.  A  large 
chunk  of  the  bureau’s  work  is 
servicing  the  Defense  Depart¬ 
ment’s  credit  unions,  which  have 
offices  worldwide. 

Financial  Technologies  inher¬ 
ited  the  Unisys  processors  and 
its  applications  from  the  Defense 
Department.  Thus,  when  the 
firm  started  up,  it  already  had  a 
prime  customer  and  plenty  of 
work  from  the  Pentagon. 

Financial  Technologies  is  in 
the  process  of  converting  those 
applications  to  the  Hogan  Sys¬ 


tems,  Inc.  applications  it  already 
runs  for  its  other  customers  on 
IBM  hardware. 

“The  IBM  gear  is  extremely 
reliable,  and  the  worldwide  sup¬ 
port  is  great,”  Leser  said.  Global 
support  is  important  because  the 
armed  forces’  credit  union 
branches  are  scattered  in  many 
remote  locations  around  the 
world.  Strong  support  also  miti¬ 
gates  the  risk  of  consolidating 
applications  onto  a  single  main¬ 
frame,  Leser  pointed  out.  The 
firm  also  retains  Sungard  Recov¬ 
ery  Services,  Inc.  for  disaster  re¬ 
covery  protection. 

In  addition  to  Hogan  banking 
applications.  Financial  Technol¬ 
ogies  also  offers  Management 
Science  America,  Inc.’s  General 
Ledger,  IBM’s  Professional  Of¬ 
fice  System  and  text  processing 
and  computer-based  training  for 
tellers. 

Both  Hogan  and  MSA  have, 
to  different  degrees,  been  taken 
under  IBM’s  wing.  Hogan  soft¬ 
ware  is  sold  by  IBM,  and  IBM  re¬ 
cently  invested  in  MSA.  “Hav¬ 
ing  a  large  company  stand  behind 
a  smaller  one  helps,”  Leser  said. 
“When  we  saw  IBM  buy  a  little 
piece  of  the  [MSA]  business,  we 
thought  that  was  a  good  sign.” 

Down  the  road.  Financial 
Technologies  plans  to  move  to 
MVS/ESA,  which  will  offer  the 
performance  necessary  to  run 
IBM’s  Image  Plus  software, 
Leser  said. 

But  as  the  central  mainframe 
grows,  remote  terminals  will 
gradually  change  to  personal 
computers,  offloading  process¬ 
ing  from  the  host. 

In  the  long  term,  a  move  to 
distributed  processing  will  make 
the  3090  into  “a  kind  of  giant 
network  server,”  Leser  said, 
with  user  screens  being  handled 
by  intelligent  workstations. 


K.A.  BROWN 

Leser  (left),  Vincent  DiStefano,  Jake  Jacobstein  save  resources 


Popcorn,  videos  and  a  Microvax 


ON  SITE 


BY  MAR YFRAN  JOHNSON 

CW  STAFF 


DALLAS  —  The  last  thing 
“America’s  Family  Video  Store” 
wants  on  one  of  its  shelves  is  an 
X-rated  movie. 

That  is  one  reason  Blockbust¬ 
er  Entertainment  Corp.,  the  na¬ 
tion’s  largest  video  rental  com¬ 
pany,  is  outfitting  each  of  its  750 
stores  with  Digital  Equipment 
Corp.’s  Microvax  3100  system, 
announced  in  July. 

“We  need  to  manage  the  qual¬ 
ity  of  the  allowable  inventory,” 
said  Wilbur  Smithers,  vice-presi¬ 
dent  of  information  systems  at 
Blockbuster’s  headquarters. 
“There  are  rules  on  what  we 
want  to  rent  in  our  stores.” 

But  the  most  compelling  rea¬ 
son  behind  Blockbuster’s  com¬ 


puterized  operation  is  the  com¬ 
petitive  advantage  it  gives  the 
giant  video  rental  chain. 

“Blockbuster  stores  are  clear 
leaders  in  a  very  huge  and  frag¬ 
mented  industry,”  said  An¬ 
drew  Beja,  an  industry  ana¬ 
lyst  at  Advest  Group,  Inc.  in 
Hartford,  Conn.  “This  in¬ 
dustry  is  not  heavily  com¬ 
puterized,  and  that  gives 
Blockbuster  a  big  competi¬ 
tive  advantage.  Their  MIS 
systems  are  head-and- 
shoulders  above  everybody 
else,  and  these  new  systems 
they’re  planning  on  bringing 
on-line  will  just  widen  that  gap.” 

Smithers  called  the  Microvax 
3100s  “a  key  part  of  our  expan¬ 
sion.  They  have  bigger  capacity, 
a  smaller  box,  they  run  faster 
and  they’re  cheapier,”  he  noted. 
“They  are  also  compatible  with 
the  hardware  and  applications 


software  we  are  using  now,  so 
we  don’t  have  to  make  changes 
to  present  operations”  from  the 
Microvax  2000s. 

The  company  has  ambitious 


acquisition  and  consolidation 
plans,  aiming  for  the  1,000-store 
mark  by  the  end  of  the  year.  Cur¬ 
rently,  the  highest  concentra¬ 
tion  of  its  “superstores”  is  found 
in  the  Midwest  and  Southeast, 
Smithers  said,  but  development 
plans  include  all  the  major  met¬ 


ropolitan  areas  in  the  country. 

The  3100  system  will  be  used 
for  point-of-sde  processing  as 
well  as  office  management  and 
inventory  tasks.  The  individual 
stores  will  funnel  information  to 
company  headquarters  via  Dec- 
net,  the  networking  software 
that  comes  packaged  with 
the  3100  system. 

At  this  point,  the  stores 
will  communicate  only  with 
the  main  office,  not  with 
each  other. 

“We  use  Decnet  in  a  dial¬ 
up  polling  mode  to  collect 
revenue  and  inventory  in¬ 
formation  and  to  provide 
certain  information  back  to 
our  stores,”  Smithers  said. 
“We’re  not  on-line  constantly.” 

In  the  beginning  .  .  . 

Blockbuster  Yideo  has  been  a 
DEC  shop  from  the  outset,  with 
DEC  hardware  and  software  in 
all  the  stores.  The  oldest  stores 
started  off  with  Microvax  IIs, 


then  moved  up  to  the  2000  line, 
Smithers  said. 

About  half  the  company’s 
stores  are  independently  run 
franchises,  but  the  film  inven¬ 
tory  is  centrally  controlled 
through  IS  headquarters. 

With  1988  sales  of  $137  mil¬ 
lion,  the  company  is  expected  to 
make  “a  huge  jump”  this  year  to 
$300  million  or  more  in  sales, 
Beja  said.  “There  is  no  one  else 
in  their  class,”  he  noted.  “The 
industry  is  ripe  for  consolidation, 
and  they’re  doing  it.” 

Low-cost  computing  power 
and  efficient  networking  are  the 
main  selling  points  for  the  Micro¬ 
vax  3100  to  retailing  companies 
with  multiple  locations,  a  DEC 
spokesman  said. 

Retailing  at  a  price  of  $8,480 
for  the  minimum  configuration, 
the  3100  is  currently  the  lowest 
priced  VAX  with  multiuser  capa¬ 
bilities.  The  machine  provides 
2^/2  times  the  power  of  the  Mi¬ 
crovax  2000. 
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The  IBM  Proprinter  X24E’s  handy  front 
feed  and  Propark  feature  help  you  juggle 
correspondence  and  spreadsheets  with  the 
greatest  of  ease. 

The  letter  quality  Proprinter™  X24E  is  part  of  a 
growing  family  of  IBM  desktop  printers  with  a  host 
of  innovative  features  designed  to  make  your  life 
simpler. 

Like  the  X24Es  front  and  back  feeds,  which  let 
you  insert  envelopes  or  letterheads  into  a  handy  front 
slot,  without  having  to  waste  time  unloading,  then 
reloading,  the  continuous  forms  in  back. 

Instead,  all  you  have  to  do  is  push  the  Propark 

IBM  « r.gts1ered  t™denw1<  and  Pioprioter  is  a  trademaih  o1  International  Business  Mactanes  Corporaiion  ©  1989  IBM  Corp 
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button  on  the  X24E’s  sim¬ 
ple  3-button  operating 
panel.  And  faster  than 
with  any  other  printer,  you’re 
ready  to  print  single  sheets  or 
envelopes  in  up  to  15  hand¬ 
some  fonts. 

Then,  with  just  another  quick  press  of  the  but¬ 
ton,  you’re  all  set  up  to  race  through  spreadsheets. 


Now  having  more  than 

make  your 


one  mouth  to  feed  can 
life  easier. 
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mailing  labels  or  multipart  forms  at  speeds 
up  to  288  cps. 

The  Proprinter  X24E  will 
^press  you  with  its  high- 
lesolution  graphics,  speed, 
versatility  and  ease  of  use. 

And  its  reliable  construc¬ 
tion  helps  ensure  that  it  will 
be  with  you  for  years. 


So  if  you’re  looking  for  an  easy  way  to  increase 
your  productivity,  ask  you  IBM  Authorized  Dealer  or 
IBM  marketing  representative  to  demonstrate  this 
outstanding  member  of  the  Proprinter  family.  For  the 
nearest  dealer  call  1  800  IBM- 2468,  ext.  162. 

You’ll  quickly  see 
how  the  X24E  can  be  a 
very  welcome  addition 
to  your  office. 
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5870  mainframe. 

Cost  was  a  consideration  with  all  the 
users  contacted.  “You  may  get  an  in¬ 
crease  in  performance  of  3%,  and  you  can 
possibly  get  a  loss  [of  performance].  For 
another  $4,000  a  month,  we  don’t  need  it 
now,”  said  Bill  Vetter,  manager  of  the  bu¬ 
reau  of  information  and  communications 
services  at  the  Illinois  Department  of 
Central  Management  Services  in  Spring- 
field.  Vetter  has  an  IBM  3090  600S,  a 
3084  and  an  Amdahl  5880. 

“The  benefits  are  out  there,  but  it’s 
not  pressing,”  agreed  Ralph  McGonegal, 
director  of  information  systems  at  Con¬ 
sumers  Pbwer  Co.  in  Jackson,  Mich. 
McGonegal  has  an  IBM  3090  and  an  Am¬ 
dahl  5880.  He  said  that  the  company 
could  use  some  ESA  products,  such  as 
Home  Address  Spaces  and  Linkage 
Spaces,  but  he  has  found  none  that  are 
compelling.  Consumers  are  waiting  until 
its  systems  become  obsolete  —  McGone¬ 
gal  figures  that  will  be  about  1992  —  be¬ 
fore  installing  ESA. 

Then  there  are  users  who  would  mi¬ 
grate  to  ESA  if  there  was  a  way  to  get 
there.  The  city  of  Milwaukee  has  a  NAS 
EX/30.  Randy  Guyer,  city  technical  ser¬ 
vices  manager,  said  his  problem  is  that 
there  is  no  reasonable  migration  path  to 
ESA  from  the  city’s  VM/VSE  operating 
system.  “We’re  trying  to  go  from  1960 
forward,  not  start  all  over,”  Guyer  said. 

While  vendors  and  analysts  see  a 
whopping  demand  for  ESA,  the  other 
50%  of  users  may  not  make  the  move  un¬ 
til  they  have  to. 


The  results  are  in,  and  not  one,  but  fouL  of  the  industry's 
leading  publications  name  Multi-Tech  as  the  modem 
of  choice. 

Magazine  editors  and  corporate  buyers  alike  put  nearly 
every  modem  on  the  market  under  close,  demanding 
scrutiny, 

"Solid  buy". .  .'Top  performer". .  ."Slew  of  extras". . . 

"Well  built". .  ."The  price  is  right". . .  these  are  phrases 
used  by  mviewers  to  describe  the  Multi-Tech  MultiModem. 


Editors  at  PC  MAGAZINE  in  a  review  of  87  modems 
chose  Multi-Tech  for  their  Editor's  Choice.  Corporate  I 
buyers  surveyed  by  PC  WEEK  gave  Multi-Tech  their 
highest  scores  for  quality,  overall  performance  and 
organized  documentation.  INFOWORLD,  in  detailed  line  j 
impairment  testing,  named  Multi-Tech  the  unques¬ 
tionable  "top  performer'  And  results  of  the  DATA 
COMMUNICATIONS  Datapro  User  Review  prompted 
editors  to  comment,  "It's  no  wonder  that  Multi-Tech's 
performance  and  market  share  continue  to  grow!' 


Reprinted  frorrf  PC  Magazine.  May  12.  1987  Copyright  Ol987  Ziff  Communications  Company  •  Copynght  1989  by  InfoWorld  Publishing  Corp .  a  subsidiary  of  IDG  Commur^icatioos.  Ir>c  Repnnted  from  InfoWortd 
•  Reprinted  from  PC  Week.  March  6. 1989  Copynght  ©1989  Ziff  Communications  Cwnpany  •  Repnnted  from  October  1988  Data  Commur>icaiions  Copynght  1CV88  McGraw-HiH.  Inc  AH  rights  reserved 


Symbolics  aims  to  make  a  place  in  the  Sun 


BYAMYCORTESE 

CW  STAFF 


Only  a  year  ago,  it  seemed  that  Symbo¬ 
lics,  Inc.  was  doomed  to  share  the  fate  of 
several  other  artificial  intelligence  firms 
that  had  not  made  the  transition  from  spe¬ 
cialized  to  general-purpose  systems. 

That  reality  was  driven  home  when  the 
troubled  firm  vacated  its  Cambridge, 
Mass.,  headquarters  last  year  for  more 
modest  offices  in  Burlington,  Mass.,  leav¬ 
ing  its  space  to  the  Open  Software  Foun¬ 
dation,  whose  attempts  to  create  an  in¬ 
dustry-standard  operating  system  epito¬ 
mized  the  trend  toward  open  and  standard 
systems. 

Earlier  this  month,  the  rebounding  AI 
firm  took  a  step  toward  standards  by  in¬ 
troducing  a  plug-in  coprocessor  board  for 
Unix  systems  vendor  Sun  Microsystems, 
Inc.’s  Sun-3  and  Scalable  Processor  Ar¬ 
chitecture-based  workstations.  This 
board  will  enable  Symbolics’  advanced 
software  to  run  on  the  widely  used  ma¬ 
chines. 

The  UX400S  will  be  packaged  with 
Symbolics’  Genera  object-oriented  soft¬ 
ware  environment  and  can  be  used  with 
other  software  applications  from  the  com¬ 
pany  to  develop  and  run  high-level  AI  ap¬ 
plications. 

The  UX400S  is  the  latest  in  Symbo¬ 
lics’  next-generation  product  line  based 
on  the  Ivory  chip,  essentially  a  LISP  pro¬ 
cessor  on  a  chip  that  can  be  embedded  in 
conventional  systems.  The  Macivory,  a 
plug-in  board  for  the  Apple  Computer, 
Inc.  Macintosh,  was  unveiled  last  year,  al¬ 


though  a  previous  agreement  with  Sony 
Corp.  to  jointly  market  an  Ivory  board  for 
its  News  workstation  has  been  dropped. 

The  Ivory  product  line  signals  a  move 
away  from  the  firm’s  specialized,  propri¬ 
etary  workstations  that  propelled  it  to  the 
top  of  the  AI  market  in  the  early  1980s. 
As  Symbolics  leaves  the  hardware  to  oth¬ 
ers,  it  is  becoming  more  of  a  software 
company.  “We  realized  our  true  value  is  in 
software,”  said  Howard  Cannon,  Symbo¬ 
lics’  co-founder  and  vice-president  of 
product  marketing. 

The  inclusion  of  a  standard  bus  for  its 
proprietary  workstations  and  the  mar¬ 
riage  of  the  Ivory  chip  with  conventional 


platforms  are  the  first  steps  in  the  transi¬ 
tion  to  a  software  company,  said  Bonnie 
Billings,  an  analyst  at  Boston-based  Tuck¬ 
er  Anthony. 

Symbolics’  software  was  designed  for 
rapid  prototyping  of  complex  applica¬ 
tions.  In  addition  to  the  Genera  environ¬ 
ment,  Symbolics  provides  an  object-ori¬ 
ented  database  management  system 
called  Statice;  Joshua,  an  expert  systems 
development  tool;  and  Plexi,  an  environ¬ 
ment  for  constructing  neural  networks, 
among  other  programs. 

The  shift  to  conventional  systems, 
along  with  moves  taken  to  restructure  the 
company,  have  apparently  paid  off,  as 


Symbolics  completed  its  fourth  profitable 
quarter  in  a  row  in  June  following  two 
years  of  losses. 

The  Ivory  coprocessors  running  on 
conventional  platforms  will  expand  the 
audience  for  Symbolics’  software.  Ac¬ 
cording  to  Sun,  advanced  AI  applications 
are  one  of  its  fastest  growing  markets. 
Further,  Symbolics  officials  indicated  that 
more  platforms  are  in  store  for  the  future. 

A  development  version  of  the 
UX400S,  including  the  coprocessor  board 
and  20M  bytes  of  memory,  will  be  avail¬ 
able  in  September  for  $21,000.  A  base 
model  with  lOM  bytes  of  memory  and  the 
Genera  software  for  application  delivery 
is  slated  for  October  at  a  price  of  $13,900. 
The  Genera  development  software  is  also 
available  separately  for  $9,500. 
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Savage 
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puter.  Then,  armed  with  benchmark 
data,  the  sales  division  descended  into  the 
land  of  the  potential  customer  instead  of 
the  comfy  old  installed  base.  Now  HP 
sales  reps  are  walking  into  information 
systems  shops,  some  of  which  have  little 
experience  with  HP  minicomputers,  and 
offering  a  spectrum  of  technologies. 

This  year,  HP  is  speeding  up  the  pace 
of  transformation.  Even  if  the  salespeople 
aren’t  dressing  for  success  in  heavy  met¬ 
al  rock  style,  the  company  has  replaced 
those  dull,  green  Boy  Scout  bermudas 
and  is  dressing  in  merger  and  acquisition 
style.  When  HP  bought  Apollo,  it  was  the 


first  significant  merger  for  the  company 
in  23  years,  and  the  only  major  one  since 
it  branched  into  the  computer  business. 
Apollo,  known  for  some  whizzy  technol¬ 
ogy,  has  lent  HP  some  bright  colors  to  add 
to  its  wardrobe. 

Now,  watch  out.  Nearly  every  new 
press  release  signals  another  “HP  way” 
falling  by  the  wayside. 

Just  in  the  last  month,  HP  announced 
that  it  is  licensing  its  Precision  Architec¬ 
ture  to  two  other  companies,  Samsung 
and  Hitachi.  Not  only  are  they  both  for¬ 
eign  companies,  but  get  this:  One  of 
them,  Samsung,  will  be  making  the  com¬ 
puters  for  HP  to  sell  as  its  own.  Talk 
about  changing  the  if-we-don’t-make-it, 
we-don’t-sell-it  philosophy. 

Also  in  the  past  couple  of  weeks.  I’ve 


VEN  IF  THE 
salespeople  aren’t 
dressing  for  success  in 
heavy  metal  rock  style,  the 
company  has  replaced  those 
dull,  green  Boy  Scout 
bermudas  and  is  dressing  in 
merger  and  acquisition  style. 


seen  some  fast  moves  after  a  preliminary 
judgment  in  the  Apple  vs.  Microsoft  and 
HP  lawsuit  over  the  look-and-feel  soft¬ 
ware  interface.  HP’s  object-oriented 
New  Wave  software,  which  indeed  looks  a 
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adding  Multi-Tech  to  your  communications  system. 

And  judging  from  these  reviews,  the  experts  think  so  too. 

Callus  today  at  1-800-328-9717  and  we  ll  send  you 
the  full  reprints  of  these  reviews.  We'll  also  include 
information  on  all  of  our  modems,  multiplexers  and  other 
datacomm  products . . .  just  to  prove  that  good  news 
really  does  multiply. 
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Systems 

TTie  right  ansv/er  every  time 

Multi-Tech  Systems,  Inc 

2205  Woodale  Drive 

Mounds  View,  Minnesota  55112  U  S  A. 

(612)785-3500  (800)328-9717 
U  S  FAX  (612)  785-9874 
International  Telex  4998372  MLTTC 
International  FAX  (612)  375-9460 


lot  like  a  Mac  interface,  was  kept  pretty 
low-key  while  the  lawyers  went  at  each 
other.  But  the  July  ruling  said  the  inter¬ 
faces  were  fair  game  because  they  were 
governed  by  an  earlier  licensing  agree¬ 
ment.  Now,  HP  is  marketing  its  New 
Wave  software  through  Canon  in  Japan, 
with  Canon  developing,  in  cooperation 
with  HP,  New  Wave  for  Microsoft’s  MS- 
DOS,  IBM’s  OS/2  and  Unix  for  the  Japa¬ 
nese  market.  Watch  for  HP  to  sign  up 
more  large  —  and  foreign  —  distributors, 
Pretty  soon  the  merit  badges  will  be 
ripped  off  their  chests.  The  little  green 
hats  will  be  stomped  on.  And  little  old 
ladies  will  have  to  jaywalk  alone. 


Savage  is  a  Computerworld  West  Coast  corre¬ 
spondent. 
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is  generally  not  a  problem. 

The  attendees  were,  by  and  large,  da¬ 
tabase  administrators.  In  many  cases, 
they  had  not  made  the  decision  to  go 
with  DB2  —  that  had  already  been  made 
at  a  higher  level.  Instead,  they  had  been 
given  the  task  of  implementing  the  soft¬ 
ware.  Those  who  were  just  beginning  to 
work  with  DB2  stressed  that  their  compa¬ 
nies  need  to  examine  the  potential  of  re¬ 
lational  technology  to  enhance  current 
applications  and  create  new  ones  that 
v^l  be  of  strategic  importance  to  their 
business. 

The  pitfall  that  many  are  striving  to 
avoid,  and  that  many  of  the  conference 
speakers  urged  should  be  averted,  is 
that  of  simply  tacking  SQL  onto  existing 
applications  running  on  VSAM  files. 

Such  an  approach  fails  to  use  relational 
technology. 

The  issue  of  DB2  performance,  once 
irksome,  has  quieted,  although  some  us¬ 
ers  said  DB2’s  page-level  locking  is  still  a 
potential  problem.  In  any  case,  IBM 
promises  to  put  performance  issues  to 
rest  once  and  for  all  when  it  announces 
the  general  availability  of  DB2  Version 
2,  Release  2  in  the  weeks  to  come.  IBM 
said  there  are  performance  improve¬ 
ments  in  that  version  that  have  not  yet 
been  announced  publicly.  The  version 
has  reportedly  been  in  beta  testing  since 
early  this  year. 

In  fact,  although  Version  2.2  has  be¬ 
come  known  as  the  first  step  toward  dis¬ 
tributed  DB2  because  of  its  “multiple- 
site  read/single-site  update”  features,  it 
could  become  known  more  for  its  perfor¬ 
mance. 

Users  at  the  conference  were  dis¬ 
tinctly  lukewarm  about  the  issue  of  a  dis¬ 
tributed  relational  database  manage¬ 
ment  system  —  they  just  aren’t  ready  for 
that  yet.  So  if  the  performance  gains  are 
truly  impressive,  it’s  likely  users  will  re¬ 
member  the  release  for  those  merits. 

The  first  IDUG  meeting  did  have  a 
few  rough  edges  —  mainly  some  users 
who  were  unaccustomed  to  giving  pre¬ 
sentations.  Their  delivery,  subject  matter 
and  visual  aids  could  not  hold  the  atten¬ 
tion  of  attendees.  But  it  should  be  possible 
to  correct  that  for  next  year’s  IDUG 
meeting,  at  which  organizers  are  expect¬ 
ing  about  twice  as  many  attendees. 

It  looks  like  DB2’s  day  really  has 
come. 


Gibson  is  Computerworld’s  senior  editor,  soft¬ 
ware. 
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Oracle  touts  Easytalk  language  interface  for  VAXs 


BY  JEAN  S.  BOZMAN 

CW  STAFF 


BELMONT,  Calif.  —  Oracle 
Corp.  recently  announced  a  new 
natural  language  interface  for  its 
relational  database  management 
system  for  Digital  Equipment 
Corp.  VAXs,  agreeing  to  jointly 
market  a  natural  language  inter¬ 
face  built  by  Intelligent  Business 
Systems,  Inc.  in  Milford,  Conn. 

Called  Easytalk,  the  new 
product  is  one  of  several  natural 


language  interfaces  offered 
through  Oracle  and  is  a  combina¬ 
tion  interface/expert  system.  It 
was  developed  by  EBS,  which  has 
its  roots  in  research  conducted 
at  Yale  University  during  the 
1970s  and  early  1980s.  Founded 
by  artificial  intelligence  theorist 
Roger  Shank  and  other  Yale  pro¬ 
fessors  in  1983,  IBS  has  re¬ 
ceived  $26  million  in  venture 
capital  from  Xerox  Corp.  and  Oli¬ 
vetti  USA.  Until  now,  the  firm 
has  met  with  limited  commercial 
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vides  hardware,  software,  train¬ 
ing  and  data  needed  to  begin 
building  a  GIS.  The  package, 
which  is  available  for  shipping 
now,  includes  both  Erdas  and 
PCarc/Info  software  on  a  Com¬ 
paq  Deskpro  386/25  with  graph¬ 
ics  monitor,  digitizer,  plotter  and 
printer. 

•  Erdas  also  announced  the  re¬ 
lease  of  an  advanced  image-pro¬ 
cessing  capability  for  personal 
computer  users  with  its  Multi¬ 
variate  Image  Analysis  module 
for  data  evaluation  techniques  in 
the  geosciences  and  chemical 
image  analysis.  The  product, 
which  costs  $3,900,  is  available 
as  an  add-on  module  to  Erdas-PC 
users. 

•  McDonnell  Douglas  Corp.  in 
St.  Louis  announced  the  addition 
of  polygon  processing  capabili¬ 
ties  to  its  GDS  infrastructure 
management  software  package. 
The  PCN  Spatial  Modeling  Sys¬ 


tem,  scheduled  to  be  released 
early  next  year,  enhances  the  da¬ 
tabase  capabilities  of  GDS  for 
large,  topologically  structured 
databases. 

•  Intergraph  Corp.  in  Huntsville, 
Ala.,  announced  the  availability 
of  its  Unix  workstation-based 
software  for  surveying  data  col¬ 
lection.  The  new  product,  In- 
surv,  links  computer-aided  de¬ 
sign  and  engineering  and 
GIS/facilities  management  sys¬ 
tems  to  provide  data  for  a  range 
of  engineering  projects  handled 
by  Intergraph’s  transportation 
design  software.  It  costs  $3,000. 

•  Intergraph  also  set  April  1990 
as  the  delivery  date  for  a  com¬ 
puter-based  mapping  system  to 
assist  with  transportation  man¬ 
agement.  The  Cadmap/Dis- 
patcher,  priced  at  $20,000,  will 
initially  be  marketed  to  public 
safety  agencies  for  their  911 
emergency  dispatch  centers. 
Four  other  modules  in  the  Cad- 
map  line  nm  the  gamut  from 
$5,000  to  $60,000  for  a  work¬ 
station  license. 
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success,  analysts  said. 

Easytalk  was  designed  for 
nontechnical  users  who  have  had 
trouble  building  SQL  queries  us¬ 
ing  conventional  pick-and-point 
interfaces.  “Relational  database 
companies  have  made  it  easier 
for  technicians  to  build  and  main¬ 
tain  databases,”  said  Steven 
Shwartz,  senior  vice-president 
of  advanced  development.  “But 
it’s  almost  impossible,  without 
understanding  the  structure  of 
that  database,  to  ask  any  ques¬ 
tion  about  the  real  world  and  get 
a  simple  SQL  statement.” 

The  new  software  will  inter¬ 
pret  an  end  user’s  English  lan¬ 
guage  queries  and  convert  them 


into  SQL  statements  through  an 
underlying  expert  system.  Ini¬ 
tially,  the  interface  will  run  only 
on  VAXs  under  VMS,  but  Oracle 
plans  support  for  other  plat¬ 
forms. 

Key  approach 

The  main  IBS  approach  is  its  use 
of  the  natural  language  interface 
to  generate  a  “meaning  repre¬ 
sentation.”  Once  the  meaning 
representation  is  created,  it  can 
be  used  to  navigate  multiple  Ora¬ 
cle  DBMSs  scattered  over  a  cor¬ 
porate  network. 

Sample  questions  that  can  be 
asked  through  Easytalk  include 
the  following:  “Show  the  1988 


NEW  PRODUCTS  —  SOFTWARE 


System 

software 

Phoenix  Technologies  Ltd.  has 
aimounced  a  workstation  ver¬ 
sion  of  its  Phoenixpage  systems 
software. 

Phoenixpage  reportedly  per¬ 
forms  printer  management  func¬ 
tions  typically  handled  by  a  laser 
printer’s  controller,’  thereby 
permitting  the  user  to  have  full 
functions  of  such  standards  as 
Adobe  Systems,  Inc.’s  Post¬ 
script  while  using  a  lower  cost  la¬ 
ser  printer.  Requirements  are 
said  to  include  2M  bytes  of  ran¬ 
dom-access  memory,  AT&T 
Unix  System  V,  Release  3.2  or 
equivalent,  a  small  computer 
systems  interface  and  a  printer 
(Wver.  The  software  is  aimed  at 
the  OEM  market,  and  the  price 
depends  on  quantity  sold. 
Phoenix  Technologies 
846  University  Ave. 
Norwood,  Mass.  02062 
617-551-4000 

Adollar  Software  announced 
software  for  IBM  Application 
System/400  and  System/38 
sites  that  instantly  answers 
QSYSOPR  messages  that  cause 
job  halts  and  executes  com¬ 
mands  when  these  messages  ar¬ 
rive. 

Supermon,  or  Night  Opera¬ 
tor,  addresses  messages  for 
printer  form  changes,  batch  job 
errors  and  the  overflow  of  spool 
and  physical  files;  restores  com¬ 
munications  to  remote  sites  af¬ 
ter  failures  without  terminating 
active  jobs;  and  has  a  time-delay 
option  to  allow  operators  to  an¬ 
swer  first.  The  license  costs 
$495  with  a  30-day  free  trial. 
Adollar  Software 
P.O.  Box  898 
Myrtle  Beach,  S.C.  29578 
803-236-5527 


Utilities 

Universal  Software,  Inc.  an¬ 
nounced  Release  1.7  of  VSAM- 
Lite,  its  automatic  file  compres- 

COMPUTERWORLD 


sion  package  for  the  IBM 
VSE/SP  operating  environment. 

The  disk  management  prod¬ 
uct  was  enhanced  to  include  an 
improved  method  for  managing 
VSAM-Lite  files  in  multiple  CPU 
and  VM/VSE  environments,  the 
vendor  said. 

The  software  is  priced  from 
$7,500,  depending  on  the  user’s 
configuration,  according  to  the 
vendor. 

Universal  Software 
Brookfield  Office  Park 
Brookfield,  Conn.  06804 
203-792-5100 


Development 

tools 

Concurrent  Computer  Corp.  has 
released  Laboratory  Workbench 
Version  2.0,  an  object-oriented, 
icon-based  software  package. 

The  product  was  developed 
to  simplify  establishing  and  con¬ 
trolling  high-performance  data 
acquisition  modules  and  real¬ 
time  Unix  signal  processing 
computers,  the  company  said. 
Enhancements  include  an  “in¬ 
visible  mode,”  which  reportedly 
allows  the  software  to  perform 
data  acquisition  and  analysis  as  a 
background  operation.  The  pro¬ 
gram  nms  on  all  the  company’s 
5000  and  6000  multiprocessing 
systems. 

Prices  range  from  $3,000  to 
$4,900,  depending  on  configura¬ 
tion. 

Concurrent  Computer 
106  Apple  St. 

Tinton  Falls,  N.J.  07724 
201-758-7000 

Sage  Software,  Inc.  announced 
the  second  generation  of  its 
APS/PC  Workstation,  Release 
1.8. 

The  software  was  designed 
for  mainframe-oriented  develop¬ 
ers  migrating  to  the  personal 
computer  workstation  environ¬ 
ment.  The  latest  release  report¬ 
edly  provides  Intel  Corp.  80386- 
based  architecture,  a  full- 
function  IBM  ISPF  platform  and 
shared  dictionary  support  in  lo- 


budget  for  the  Northeast  Re¬ 
gion”  and  “Give  me  this  year’s 
and  last  year’s  expenses  for  the 
Northeast  Region  by  depart¬ 
ment.”  If  the  expert  system  is 
not  clear  on  the  query’s  mean¬ 
ing,  it  will  prompt  the  user  to 
ask  the  question  differently, 
Shwartz  said. 

IBS’  system  differs  from  the 
rest  of  the  handful  of  commer¬ 
cially  available  natural  language 
interfaces,  said  AI  software  ana¬ 
lyst  Ken  Sonenclar,  chairman  of 
New  Science  Associates,  Inc.  in 
Southport,  Conn.  “IBS  has  tried 
to  combine  these  technologies  to 
solve  business  problems.  But 
some  have  considered  the  Yale 
professors  as  renegades  in  the 
AI  arena  because  of  their  ap¬ 
proach,”  Sonenclar  said. 


cal-area  network  environments. 
The  product  is  targeted  at  IBM’s 
ISPF,  CICS  and  IMS/DC  appUca- 
tions  that  access  DB2,  IMS/DB 
and  VSAM  data  structures. 

It  is  priced  at  $7,500  per  de- 
.  veloper. 

Sage  Software 
3200  Tower  Oaks  Blvd. 
Rockville,  Md.  20852 
800-638-8703 

American  Business  Computer 
(ABC)  Development  Systems, 
Inc.  released  a  report  generator 
and  query  language  for  use  with 
IBM  System/36  Model  5362 
RP(j-II  applications. 

CaUed  On-Q,  the  software  re¬ 
portedly  provides  a  report  writ¬ 
er,  an  English  query  language 
system,  a  graphics  package,  re¬ 
porting  tools  and  file-transfer  ca¬ 
pabilities.  The  product  runs  on 
the  IBM  Personal  Computer  and 
compatibles  and  requires  a  hard 
disk.  Pricing  ranges  from  $500 
for  a  single-user  system  to 
$1,500  for  an  unlimited-user 
system,  the  vendor  said. 

ABC  Development  Systems 
Suite  260 

3433  Broadway  St.  N.E. 
Minneapolis,  Minn.  55413 
612-331-8844 

DSA  Software  introduced  an 
ANSI  standard-compatible  C 
source-code  generator.  Comple¬ 
menting  DSA’s  Cobol  and  Pascal 
generators,  the  C  generator  re¬ 
portedly  executes  under  the  per¬ 
sonal  computer-based  user  in¬ 
terface  for  DSA  Version  2.6. 

According  to  the  company, 
the  programming  tool  produces 
compiler-ready,  error-free,  do¬ 
cumented  source  code  for  use  on 
personal,  mini  and  mainframe 
computers  from  a  variety  of 
companies,  including  IBM,  Digi¬ 
tal  Equipment  Corp.  and  Wang 
Laboratories,  Inc. 

The  price  for  the  single-user 
version  is  $2,750;  a  multiuser 
version  is  available,  the  vendor 
said. 

DSA  Software 
Suite  209 
202  S.  22nd  St. 

Tampa,  Fla.  33605 
813-248-1217 
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This  year,  an  elite  group 
of  dedicated  engineers 
united  to  develop  a 
new  line  of  computers 
and  printers  for  the 
most  important 
company  in  the  world. 


he  engineers  at  NEC  have  done  it.  Working 
T  with  an  unprecedented  R&D  budget, 
they’ve  developed  six  new  computers  and 
printers  that  are  going  to  make  things  better  for  you  in 
more  ways  than  one. 

With  a  multi-million  dollar  media  blitz  that’s  going  to 
bring  the  customers  to  you.  With  point-of-purchase  sup¬ 
port.  With  promotions  designed  to  motivate  your  sales¬ 
people  and  excite  your  customers.  And  with  our  enhanced 


optional  built-in  Super  EGA  graphics.  And  its  low  cost 
makes  it  the  perfect  entry-level  system  or  LAN  workstation. 

The  new  PowerMate  286 
Plus  goes  even  further.  It’s  a 
high  speed  12  MHz,  0  wait  state 
machine.  And  the  NEC  engi¬ 
neers  have  fully  integrated  the  \VVV.\^\\\ 

mouse ,  serial  and  parallel  ports  PoiverMate  286  Pius 

and  VGA  graphics  on  the  motherboard.  Which  frees  up  its  5 


NEC  Authorized  Service  Center  program  that’s  going  to 
make  it  easier  and  more  profitable  to  sell  and  service  NEC 
computers  and  printers. 

WE’RE  MAKING  COMPUTERS  BETTER  FOR  YOU. 
Introducing  the  PowerMate®  286.  Your  customers  have 
been  asking  for  it.  And  now  you  can  finally  let  them  have  it: 
a  high  quality,  industry -standard,  286-based  desktop  com¬ 
puter  for  less  than  $1300.  The  PowerMate  286  is  a  small 
footprint,  10  MHz  machine  with  4  expansion  slots  and 


expansion  slots  for  greater  customization  (and  greater 
sales).  As  for  memory:  1  MB  standard,  expandable  to  16  MB. 
The  new  PowerMate  SX  Plus  is  for  another  breed 
of  customer  altogether.  The  kind 
that  wants  to  be  ideally  positioned 
to  run  all  of  today’s  386-based 
software  as  well  as  tomorrow’s. 
And  all  without  having  to  make 
a  gargantuan  investment. 
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One  tough  customer  to  satisfy,  right?  Not  anymore.  Our 
PowerMate  SX  Plus  has  a  386SX™  microprocessor  that  runs 
at  16  MHz.  It  has  2  MB  of  memory  standard  and  Super  VGA 
graphics  on  the  motherboard.  And  it’s  got  one  of  the  most 

popular  features  in  the  computer 
industry:  386  power  without  the 
386  price. 

If  you  have  workaholic  custo¬ 
mers,  put  our  new  PowerMate 
Portable  Plus  in  their  hands.  It 
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PowerMate  SX  Plus 


lets  them  take  work  home  without  sacrificing  performance. 
This  machine  keeps  them  humming  along  at  12  MHz  (0  wait). 
It  features  built-in  VGA  graphics 
and  a  black-on-white  LCD  screen 
displaying  8  shades  of  gray.  And  it 
has  3  internal  expansion  slots  for 
modems,  networking,  expanded 
memory  and  other  options. 

WE’RE  MAKING  PRINTERS 
BETTER  FOR  YOU. 


workhorse  increases  productiv¬ 
ity  dramatically  and  handles 
graphics-intensive  applications 
easily.  It  has  a  PostScript®  inter¬ 
preter,  35  resident  type  fonts 
and  accepts  many  more.  All  of 
which  makes  it  ideal  for  desktop 
publishing  environments  and 
work  group  settings. 

WE’RE  MAKING  THINGS 
BETTER  FOR  YOU. 
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Pinwriter  P2200XE 


Silentwriter  LC  890XL 


It’s  one  thing  to  develop  six  new  computers  and 

printers.  It’s  quite  another  to  sell 
and  support  them.  And  that’s 
exactly  what  NEC  Information  Sys¬ 
tems  intends  to  do.  Just  in  time  for 


Yours. 


the  crucial  fall  selling  season. 

Our  television  commercials 


Our  family  of  Pinwriter® 
printers  has  long  set  the  standard 
for  reliability  and  print  quality.  And 
now  we’ve  raised  the  standard  even  higher. 

Introducing  the  Pinwriter 
P2200XE.  The  perfect  printer  for  your 
budget-conscious  customers.  It  deliv¬ 
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ers  24-wire  print  quality  at  a  9-wire 


PowerMate  .  x  ,  .  i  i  ...  • 

Portable  Plus  pnce.  It  has  increased  font  capabiuties, 

a  redesigned  ribbon  and  improved  paper  handling  capabili¬ 
ties.  And  with  our  unique  Fhst  Focus™  font,  it  consistently 
delivers  high  quality  output  at  impressively  high  speeds. 

Our  new  Silentwriter® page  printer,  the  LC  890XL,  is  a 
laser-class  printer  in  a  class  all  its  own.  With  a  68020  micro¬ 
processor,  4  MB  of  main  memory  (expandable  to  8  MB),  this 


will  start  airing  with  our  sponsor¬ 
ship  of  the  NEC  World  Series  of 
Golf.  They  also  will  be  seen  on  news 
and  sports  programs  on  the  three 
major  networks:  ABC,  NBC  and 
CBS.  Your  customers  will  read  our  print  ads  in  newspapers 
like  The  Wall  Street  Journal  and  USA  Ihday  and  in  maga¬ 
zines  from  T^me  to  PC  World. 

With  our  enhanced  NEC  Authorized  Service  Center 
program,  it  will  be  easier  (and  more  profitable)  than  ever  to 
sell  and  service  NEC  computers  and  printers. 

And  all  the  while,  you’ll  have  the  resources  of  NEC, 
a  $22  billion  world  leader  in  computers  and  communica¬ 
tions  at  your  fingertips.  The 
one  company  dedicated  to 
making  things  better  for  you. 

WE’RE  MAKING  THINGS  BETTER  FOR  YOU. 
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Not  too  long  ago,  a  few  dozen  people  sharing  the  same  pro¬ 
grams,  resources,  and  information  on  a  single  computer  at 
the  same  time  meant  only  one  thing — a  mainframe. 

Powerful,  big,  expensive,  and  proprietary. 

More  recently,  the  same  people  could  be  found  doing  exactly  the 
same  things — simultaneously  sharing  programs,  resources,  and 
information — on  a  minicomputer. 

A  lot  cheaper,  a  lot  smaller,  yet  powerful  enough  to  do  the  same 
jobs.  And  just  as  proprietary. 

T  hen  along  came  the  latest  generation  of  personal  computers. 

And  now,  the  same  people  are  more  and  more  likely  to  be 
found  doing  exactly  the  same  things — simultaneously  sharing 
programs,  resources,  and  information — on  a  PC. 

And  not  a  whole  officeful  of  PCs  networked  together,  either,  but 
a  single  PC  powering  the  whole  office  at  once. 

A  lot  cheaper,  a  lot  smaller,  yet  still  easily  powerftil  enough  to  do 
the  same  jobs.  Built  to  non-proprietary,  open  system  standards 
that  allow  complete  freedom  of  choice  in  hardware  and  software. 

And  mnning  the  industry-choice  multiuser,  multitasking  UNIX® 
System  V  platform  that  gives  millions  of  286-  and  386-based  PC 
users  mainframe  power  every  business  day. 

The  UNIX  System  standard  for  PCs — SCO.’“ 


Today,  SCO  UNIX  System  solutions  are  installed  on  more  than 
one  in  ten  of  all  leading  386  computers  in  operation  worldwide. 

Running  thousands  of  off-the-shelf  XENIX-  and  UNIX  System-based 
applications  on  powerhil  standard  business  systems  supporting  32 
or  even  more  workstations — at  an  unbelievably  low  cost  per  user. 
And  with  such  blazing  performance  that  individual  users  believe 
they  have  the  whole  system  to  themselves. 

Running  electronic  mail  across  the  office — or  around  the  world — 
in  seconds. 

Running  multiuser  PC  communications  to  minis  and  mainframes 
through  tcp/ip  and  SNA  networks. 

And  doing  some  things  that  no  mainframe — or  even  DOS-  or 
.OS/2'"-based  PC — ever  thought  about,  such  as  running  multiple 
DOS  applications.  Or  networking  DOS,  OS/2,  XEND(  and  UND( 
Systems  together.  Or  mnning  UND(  System  versions  and  workalikes 
of  popular  DOS  applications  such  as  Microsoft®  Word,  1-2-3®,  and 
dBASE  III  PLUS.® 

Or  even  letting  users  integrate  full-featured  multiuser  productivity 
packages  of  their  choice  under  a  standard,  friendly  menu  interface. 

Today’s  personal  computer  isn’t  just  a  “PC”  anymore,  and  you  can 
unleash  its  incredible  mainframe-plus  power  for  yourself — today. 

Just  add  SCO. 


The  SCO  family  of  UNIX  System  software  solutions  is  available  for  all  80286-  and  80386-based  industry -standard  and  Micro  Channel"  computers. 
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THE  SANTA  CRUZ  OPERATION 


(800)  626-UNIX  (626-8649) 

(408)  425-7222 

FAX:  (408)  458-4227 

E-MAIL: . . . !  uunet !  sco !  info  info@  sco.COM 


PCs  &  WORKSTATIONS 


MICRO 
BITS 

Michael  Alexander 

Big  Apples 
aren’t  sweet 

The  word  on 
the  street  is  that 
Apple  Comput¬ 
er  will  officially 
introduce  its 
much-anticipat¬ 
ed  portable 
Macintosh  Sept.  20.  Those  who 
have  already  seen  the  machine 
say  that  it  won’t  be  worth  the 
wait. 

The  portable  will  be  priced 
at  $6,500  with  two  megabytes  of 
random-access  memory  and  a 
40-megabyte  hard  disk  drive,  ac¬ 
cording  to  company  insiders.  It 
will  apparently  weigh  about  15 
to  17  pounds  and  will  be  named 
—  no  surprise  —  the  Macintosh 
Portable.  The  name  is  not 
catchy,  but  it  does  the  trick,  I 
must  admit. 

The  Macintosh  Portable 
sports  a  black-and-white  LCD, 
although  it  lacks  backlighting,  I 
hear.  The  display  uses  active  ma¬ 
trix  technology  that  will  go  a 
long  way  toward  boosting  con¬ 
trast. 

This  is  what  we’ve  all  been 
waiting  for?  A  portable  that 
weighs  15  or  more  pounds  and 
sports  a  $6,500  price  tag?  Any¬ 
one  who  has  to  travel  regularly 
knows  that  with  the  usual  two- 
suit  carry-on  bag  in  one  hand 
and  a  briefcase  in  the  other,  any¬ 
thing  more  than  10  pounds 

Continued  on  page  42 


IRS  laptop  gains  not  realized 

Move  to  Zen  ith  portables  didn  Y  boost  efficiency,  govern  men  t  study  finds 


BY  MITCH  BETTS 

CW  STAFF 


WASHINGTON,  D.C.  —  When 
the  Internal  Revenue  Service 
awarded  a  highly  publicized  con¬ 
tract  for  18,000  laptop  micro¬ 
computers  in  1986,  the  IRS 
thought  the  portables  would 
make  its  field  auditors  so  produc¬ 
tive  that  newfound  tax  revenue 
would  come  pouring  in. 

But  due  to  serious  software 
development  problems,  those 
productivity  benefits  have  not 
been  realized,  according  to  a 
study  by  the  U.S.  General  Ac¬ 
counting  Office  (GAO), 

The  contract  award  to  Zenith 
Data  Systems,  a  unit  of  Zenith 
Electronics  Corp.,  was  the  larg¬ 
est  single  purchase  of  laptop 


computers  ever  reported  [CW, 
March  3, 1986]. 

The  GAO  cited  problems  with 
the  custom  software  used  for  ex¬ 
amining  Form  1040  returns  on 
the  laptop  micros.  The  first  ver¬ 
sion  of  this  software,  delivered 
to  revenue  agents  in  July  1986, 
was  extremely  cumbersome  be¬ 
cause  it  required  agents  to  juggle 
18  different  diskettes  to  perform 
an  audit,  the  GAO  reported. 

A  May  1988  study  found  that 
77%  of  the  revenue  agents  were 
dissatisfied  with  the  software, 
and  only  one-third  actually  used 
it.  Another  study  quoted  field 
managers  as  expressing  serious 
doubts  that  the  software  could 
ever  save  the  agents  time  in  per¬ 
forming  their  work. 

Responding  to  these  con¬ 


cerns,  the  IRS  revised  the  soft¬ 
ware  and  has  now  fielded  a  sec¬ 
ond  version  that  performs  the 
same  functions  using  seven  disk¬ 
ettes. 

Another  problem  was  caused 
by  the  change  in  the  program¬ 
ming  language  used  for  the  cus¬ 
tom  software.  Although  the  IRS 


had  approved  the  use  of  Turbo 
Pascal,  it  reversed  its  position  af¬ 
ter  the  software  had  been  writ¬ 
ten  because  it  did  not  want  to  re¬ 
tain  programmers  skilled  in 
Turbo  Pascal,  the  GAO  said.  The 
IRS  is  now  rewriting  the  soft¬ 
ware  in  the  C  programming  lan¬ 
guage  and  has  completed  about 
one-third  of  it. 

The  IRS  has  spent  about  $36 
million  on  the  laptop  micros  por¬ 
tion  of  the  Automated  Examina¬ 
tion  System  (AES),  an  integrat- 
Continued  on  page  46 


Plans  gone  awry 

The  IRS’  original  cost  estimate  for  the  Automated  Examination  System  — 
now  six  years  behind  schedule  —  was  off  by  $800  million 


Date  of  estimate 

Estimated  costs 

Estimated  benefits  Scheduled  annpletim  I 

May  1985 

$1  billion 

$16.2  billion 

Fiscal  1989 

January  1987 

$12  billion 

$42.7  billion 

Fiscal  1991 

March  1988 

$1.8  billion 

$162  billion 

Fiscal  1995 

SOURCE;  U.S.  GENERAL  ACCOUNTING  OFFICE 
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IBM  claims  largest  capacity  drive 

BY  RICHARD  PASTORE 

CW  STAFF 


ROCHESTER,  Minn.  —  IBM 
announced  earlier  this  month 
that  it  has  developed  a  SVz-in. 
hard  disk  drive  with  a  capacity  of 
320M  bytes  —  believed  to  be 
the  highest  capacity  of  any  drive 
of  this  size  yet  released.  At  the 
same  time,  IBM  awarded  mar¬ 
keting  contracts  for  the  drive  to 
Western  Digital  Corp.  and  CMS 
Enhancements,  Inc. 

The  product  will  initially  find 
a  home  with  technical  and  graph¬ 
ics  workstation  users,  said  James 
Porter,  president  of  Disk/Trend, 
Inc.  in  Los  Altos,  Calif. 


The  drive,  which  has  an  aver¬ 
age  seek  time  of  12.5  msec  and  a 
data  transfer  rate  of  4M  byte/ 
sec.  via  the  small  computer  sys¬ 
tems  interface  II  port  on  IBM 
machines,  is  the  vanguard  of  a 
coming  battalion  of  high-capaci¬ 
ty  products  from  various  ven¬ 
dors,  Porter  said. 

“This  will  be  the  high  end  into 
1991,  but  within  a  few  years, 
we’ll  see  higher  capacities,”  he 
added.  “Right  now,  there  is  ad¬ 
vanced  planning  being  done  on 
760M-byte  drives.” 

Irvine,  Calif. -based  Western 
Digital  and  Tustin,  Calif. -based 
CMS  will  market  the  drive  under 
their  own  labels.  CMS  said  the 


drive  is  available  now  at  a  price 
of  $2,995,  while  Western  antici¬ 
pates  rolling  out  its  version  by 
Sept.  1.  Dan  Brown,  Western’s 
vice-president  of  storage  mar¬ 
keting,  said  he  expects  the  firm 
to  sell  30,000  to  50,000  units  in 
the  first  year. 

Disk/Trend  estimates  the 
market  for  3V2-in.  drives  of  this 
capacity  to  reach  $972  million  in 
1991  on  sales  of  382,000  units 
worldwide. 

Though  IBM  said  it  is  negoti¬ 
ating  to  sell  the  drive  through 
other  marketers.  Porter  said 
that  IBM’s  main  interest  in  de¬ 
veloping  the  drive  was  for  even¬ 
tual  use  in  its  own  products. 


Specifically,  Porter  projected 
that  the  drive  will  turn  up  in 
IBM’s  RT  workstations,  a  desk¬ 
top  version  of  its  tower-config¬ 
ured  Personal  System/2  Model 
80  and  its  low-end  Application 
System/400,  which  may  then 
have  “a  smaller  box  size  —  prob¬ 
ably  with  a  smaller  number  of 
terminals  attached  much  like  the 
System/36  was,”  he  said. 

Inside 

•  The  fresh  and  the  funky  at 
Macworld  Expo.  Page  41. 

•  Barney’s  breaks  out  with 
standardized  point-of-sale 
system.  Page  41. 

•  Newest  Planperfect  hoes 
down  the  1-2-3  trail.  Page  41. 


Technology  Breakthrough:  IMS  DB/DC  on  a  PC  ! 


Micro  Focus  COBOL/2  Workbench^*^  with  the  IMS  Option:  IMS  and  MORE  on  a  PC  Workstation! 


Relieves  the  Mainframe  of 
TSO/BTS/SPF  Burden 
Visual  Source  Code  Debugging 
ANIMATE  your  code  and  watch 
it  run.  Unique  and  powerful! 
Programmer  can  control  execu¬ 
tion  path  and  data  content. 


Immediate  System  Regeneration 
DBD,  PSB,  MFS,  ACB  Gens 
done  in  seconds! 

Offload  IMSVS,  CICSVS,  CICS- 
DL/I,  COBOL,  SPF,  DB2 
Consistent  subsecond  response 
time 


*  Installed  in  major  Fortune  1000 
Data  Centers  worldwide! 

For  the  most  efficient  development  of 
your  mainfi-ame  IMS  DB/DC  ^plica¬ 
tions,  call  us  now. 

1-800-872-6265 


US:  2465  E.  Bayshore  Road 
Palo  Alto,  CA  94303 
(415)856-4161 

MICRO  FOCUS* 

A  Better  Way  of  Programming'*' 
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Introducing  The  Networker. 

It  delivers  all  the  power  ancf  performance  of  a 
12.5MHz  286  PC.  With  all  the  styling  and  ergo¬ 
nomics  of  a  \^e  terminal. 

And  while  The  Networker  puts  PC  capa¬ 
bilities  on  user’s  desks,  it  provides  MIS  man¬ 
agement  with  data  and  software  security.  Users 
access  disk  storage  over  the  network.  There’s 
no  local  storage  —  no  removable  disks. 

The  W^e  Networker  fits  comfortably  on 
less  than  a  square  foot  of  desk  space.  Yet  it 


comes  loaded  with  a  full  megabyte  of  RAM  and 
built-in  VGA.  Plus  the  flexibility  to  work  with 
virtually  any  network,  from  3Com  and  Novell 
to  IBM  Token  Ring  and  Ethernet.  Because  it’s 
modular.  The  Networker  will  adapt  readily  to 
other  network  environments,  as  well. 

The  Networker  is  also  part  of  System- 
\^^e^  So  it  links  easily  with  powerful  Wyse  286 
or  386  file  servers  to  create  network  solutions 
with  compatibility  and  connectivity  built  in. 

The  all  new  Wyse  Networker.  Only  a  com¬ 


pany  that’s  a  leader  in  both  personal  computers 
and  computer  terminals  could  come  up  with 
a  product  like  it.  Which  is  why  W^e  Technology 
is  the  company  that  did.  IBOO-GET-WYSE. 

is  a  registered  trademark  of  Wyse  Technology,  Inc.  SystemWV^e  is  a  trademark 
of  Wyse  Technology.  Other  trademark^ownere:  3C^/3Coni  Corp.;  Novell/Novell.  Inc. 
Ethemet/Xerox  Corp.;  Token  Ring.  IBM/Intemational  Business  Machines. 
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Appetizers  at  Macworld 

Attendees  get  an  assorted  taste  of  tools  to  come 


OS/2  suits  Barney’s 
for  point-of-sale  net 


BY  RICHARD  PASTORE 

CW  STAFF 


BOSTON  —  An  estimated 
30,000  attendees  at  the  Mac¬ 
world  Expo  held  earlier  this 
month  got  to  see  and  sample  a 
smorgasbord  of  introductions. 
There  were  abundant  samples  of 
connectivity  products,  a  dash  of 
mainframe-descended  business 
tools  and  multiplatform  applica¬ 
tions  and  even  a  mouse-under¬ 
glass. 

•  First  there  was  the  Uncola; 
now  there  is  the  Unmouse. 
Microtouch  Systems,  Inc.  in  Wil¬ 
mington,  Mass.,  has  unleashed  a 
mouse-size  touch-sensitive  glass 
tablet.  To  position  the  cursor,  a 
user  shdes  his  finger  over  the 
glass;  there  is  no  need  to  drag 
the  product  across  a  mouse  pad. 
It  also  includes  a  key  pad  under 
the  glass  for  programming  and 
executing  common  commands 
and  macros.  The  Unmouse  sells 
for  $235  and  is  available  now. 

•  Informix  Software,  Inc.  for  the 
first  time  publicly  demonstrated 
its  Wingz  spreadsheet  add-in 
that  allows  desktop  users  access 
to  remote  SQL  databases.  With 
the  Wmgz  add-in,  users  can  ac¬ 
cess  SQL  databases  across  a  net¬ 
work  and  import  the  query  re¬ 
sults  into  the  Wingz  spread¬ 
sheet. 

The  add-in  allows  non-SQL- 
literate  users  to  query  existing 
database  tables  through  point- 
and-click  options.  Advanced 
SQL  users  can  exploit  the  prod¬ 
uct’s  capabilities  to  build  applica¬ 
tions  that  can  remotely  create, 
modify  and  query  databases. 

The  Lenexa,  Kan.,  firm  said 
the  product  will  ship  after  the 
fourth  quarter. 

•  An  OEM  version  of  Novell, 
Inc.’s  Netware  debuted  from 
Dayna  Communications,  Inc.  in 
Salt  Lake  City.  Dajmanet  offers 
print  and  file  services  to  as  many 
as  100  concurrent  Apple  Com¬ 
puter,  Inc.  Macintosh  and  IBM 
Personal  Computer  users  over 


Localtalk  and  compatible  sys¬ 
tems.  It  is  now  available  for 
$1,249. 

•  The  Timbuktu/Remote  Access 
Pack  from  Farallon  Computing, 
Inc.  allows  users  to  access,  oper¬ 
ate  and  retrieve  files  from  a  re¬ 
mote  Mac  with  only  a  modem 
call.  The  bundled  system  will  sell 
for  $1,295  when  it  starts  ship¬ 
ping  next  month,  the  Berkeley, 


Calif. -based  firm  said. 

•  Avatar  Corp.  introduced  Mac- 
mainframe  SE/DFT  and  Mac- 
mainframe  SE/30/DFT,  adding 
distributed  function  terminal  ca¬ 
pabilities  to  the  company’s  Mac- 
to-IBM  mainframe  communica¬ 
tions  products.  The  products 
allow  up  to  five  simultaneous 
host  sessions  on  Mac  SE  and 
SE/30  machines.  They  will  be 
priced  at  $1,295  —  or  $495  as 
an  upgrade  —  and  will  be  avail¬ 
able  in  the  third  quarter,  accord¬ 
ing  to  the  Hopkinton,  Mass.- 
based  firm. 

•  Longtime  mainframe  statisti¬ 
cal  data  analysis  package  maker 
SPSS,  Inc.  has  introduced  a  Mac¬ 
intosh  version  of  its  SPSS  flag¬ 
ship.  The  package  is  slated  to  be 
released  in  the  fourth  quarter 
and  will  retail  for  $795. 

A  spokesman  for  the  Chicago 


company  said  the  announcement 
reflects  an  industry  trend  to 
bring  mainframe-style  business 
products  down  to  the  Mac  plat¬ 
form,  but  the  company  is  also 
bringing  the  user-friendy  inter¬ 
face  developed  for  its  microcom¬ 
puter  versions  back  to  its  main¬ 
frame  release,  completing  a 
circle  of  sorts. 

•  SBT  Corp.  in  Sausalito,  Calif., 
previewed  a  multiuser  Database 
Accounting  Library  version 
known  as  Mac/Series  Six  Plus, 
which  can  nm  simultaneously  on 
a  mixed  network  of  IBM  and  Mac 

computers.  It  is  avail¬ 
able  now  and  costs 
$495. 

•  NEC  Home  Electron¬ 
ics,  Inc.  annoimced  a 
portable  compact  disk/ 
read-only  memory 
reader  for  the  Mac  and 
IBM  PC  platforms.  The 
2.2-pound  unit  has  an 
access  time  of  1.5  sec. 

The  Intersect  CDR- 
35  reader  features  an 
optional  battery  pack 
that  allows  90  minutes 
of  continuous  use.  The 
reader  preserves  bat¬ 
tery  time  by  powering 
down  when  not  access¬ 
ing  disks. 

The  PC  adapter  ca¬ 
ble  will  ship  Sept.  5  and 
sell  for  $199;  the  Mac  adapter 
will  be  available  in  the  fourth 
quarter  and  will  cost  $99,  NEC 
said.  The  reader  itself  retails  for 
$599. 

•  Adobe  Systems,  Inc.  in  Moun¬ 
tain  View,  Calif.,  unveiled  the 
Adobe  Type  Manager,  which 
brings  the  Adobe  Postscript  lan¬ 
guage  outline  fonts  to  the  screen 
display  and  to  Quickdraw  print¬ 
ers  such  as  the  Apple  Image- 
writer.  The  product  be  avail¬ 
able  at  the  end  of  October  for 
$99,  Adobe  said. 

•  Symantec  Corp.  unveiled  SUM 
II,  an  upgrade  of  its  Symantec 
Utilities  for  the  Macintosh 
(SUM)  program.  The  new  ver¬ 
sion  adds  file  backup  and  data  en- 
ciyption  features  to  aid  security. 

SUM  II  will  be  available  this 
month  for  $150,  the  Cupertino, 
Calif.,  company  said. 


BY  ROBERT  MORAN 

CW  STAFF 


In  the  midst  of  a  major  expansion 
of  its  specialty  stores,  Barney’s 
New  York  will  standardize  its 
point-of-sale  system. 

The  retailer  plans  to  open  ap¬ 
proximately  30  specialty  stores 
in  the  New  York  tristate  area, 
each  with  an  Atrium  9000  —  an 
OS/2-based  point-of-sale  system 
that  Fujitsu  Systems  of  America 
in  San  Diego  introduced  this 
month. 

According  to  David  Sam,  di¬ 
rector  of  sales  and  point-of-sale 
control  at  Barney’s  New  York, 
each  specialty  store  will  use  the 
Atrium  9000  for  standard  regis¬ 
ter  functions,  layaway  tracking 
and,  eventually,  electronic  mail 
and  scanning. 

“Barney’s  has  very  unusual 
and  complicated  transactions,’’ 
Sam  said.  “We  do  special  order¬ 
ing  and  have  programmed  tax  ta¬ 
bles  for  multistate  environments 
and  track  these  to  ensure  that 
they  are  in  keeping  with  state 
regulations.” 

Flexibility  a  plus 

Sam  said  that  the  system  is  flexi¬ 
ble  and  offers  many  possibilities, 
such  as  scanning,  for  the  future. 

In  addition,  the  company’s 
Data  General  Corp.  DG/MV 
15000  “will  poll  the  registers 
each  night  and  periodically 
download  information  over  stan¬ 
dard  telephone  lines.”  Commu¬ 
nications  between  the  Atrium 
9000  and  the  host  are  achieved 
with  a  2780/3780  bisynchron¬ 
ous  connection. 

According  to  David  Shoemak¬ 
er,  North  American  sales  man¬ 
ager  for  STS  Systems,  Inc.,  a 
value-added  reseller  that  in¬ 
stalled  the  Barney’s  system,  en¬ 
tering  markdowns,  price 
changes  and  inventory  counts 
are  performed  in  the  same  way 


as  any  other  transaction  at  the 
register  and  will  not  tax  the  con¬ 
troller. 

However,  when  downloading 
information  from  a  host,  the  reg¬ 
isters  are  not  usable  because  the 
system  is  in  polling  or  communi¬ 
cations  mode,  he  said. 

STS  Systems  also  offers  its 
own  E-mail  system  for  the  Atri¬ 
um  9000. 

Each  system  at  Barney’s, 
which  served  as  one  of  two  beta- 
test  sites  for  the  product,  con¬ 
sists  of  one  controller,  two  ter¬ 
minals  and  two  satellites. 

The  controller  contains  an  In¬ 
tel  Co^.  80286  motherboard, 
which  is  built  into  the  register 
and  functions  as  a  terminal.  Ter¬ 
minals  attached  to  the  controller 
also  contain  intelligence  that  of¬ 
fers  redundancy  if  the  master 
system  goes  down.  “A  terminal 
can  maintain  a  data  capture  and 
transactions  for  itself  and  any  of 
the  satellites,  which  are  dumb 
terminals,”  Shoemaker  said. 

Piecemeal 

According  to  Fujitsu,  the  Atrium 
9000  can  be  built  from  a  selec¬ 
tion  of  five  controllers  and  termi¬ 
nals  that  are  compatible  with  the 
IBM  Personal  Computer.  A  basic 
system  costs  approximately 
$14,000,  the  company  said. 

A  full  system  can  perform 
transaction  processing  for  ap¬ 
proximately  64  point-of-sale  ter¬ 
minals  in  addition  to  typical  retail 
fimctions,  which  can  be  selected 
from  menus  to  meet  individual 
retailers’  needs,  the  company 
said. 

According  to  Fujitsu,  use  of 
the  OS/2  operating  system  will 
position  the  company  to  take  ad¬ 
vantage  of  future  technologies. 
Shoemaker  said  the  multitasking 
operating  system  enables  the 
Atrium  9000  to  nm  more  appli¬ 
cations  on  the  controller  than 
ones  on  just  the  transaction  set. 


Microtouch’s  Unmouse  tries  to 
quench  Mac  users’  thirst 


Planperfect  braids  in  1-2-3  strands 


BY  RICHARD  PASTORE 

CW  STAFF 


OREM,  Utah  —  WordPerfect 
Corp.’s  Planperfect  spreadsheet 
package,  in  addition  to  its  key- 
stroke-for-keystroke  compati¬ 
bility  with  the  company’s  word 
processor,  now  incorporates  fea¬ 
tures  that  mimic  Lotus  Develop¬ 
ment  Corp.’s  1-2-3  menu  inter¬ 
face  and  ease  the  importing  of 
1-2-3  files. 

To  make  Planperfect  5.0, 
which  began  shipping  earlier  this 
month,  easier  for  current  1-2-3 
users  to  work  with,  the  company 
has  added  a  1-2-3-style  bottom- 
screen  menu  bar.  Other  inter¬ 


faces  new  to  this  version  are 
Wordperfect-style  function  keys 
and  pull-down  menus,  slash  com¬ 
mands  and  a  user-programmable 
keyboard. 

The  release  also  introduces  a 
macro  conversion  option  that  al¬ 
lows  users  to  choose  whether 
they  want  to  convert  1-2-3  mac¬ 
ros  when  importing  1-2-3  work¬ 
sheet  files.  If  users  want  to  ma¬ 
nipulate  an  imported  1-2-3 
worksheet  within  Planperfect, 
the  program  can  convert  95%  of 
its  macros,  according  to  Ken¬ 
neth  King,  WordPerfect  manag¬ 
er  of  personal  computer  product 
marketing. 

Alternately,  users  can  opt  not 


to  convert  the  1-2-3  macros 
when  importing  files,  which  al¬ 
lows  them  to  print  a  copy  of  the 
unadulterated  worksheet  if  they 
wish. 

“People  may  buy  Planperfect 
just  to  print  the  spreadsheets 
they  do  on  Lotus,”  King  said. 
The  company  bases  this  supposi¬ 
tion  on  Planperfect’s  printing  ca¬ 
pabilities.  The  package  supports 
more  than  450  printer  drivers 
and  can  access  WordPerfect’s 
1,700  characters  in  14  different 
character  sets.  Users  can  print 
up  to  32  different  fonts  per 
worksheet,  change  fonts  an  un¬ 
limited  number  of  times  within 
the  worksheet  and  preview  the 


printed  version  on  the  screen. 

King  added  that  he  expects 
the  on-line,  context-sensitive 
help  system  to  give  Planperfect 
an  edge  in  the  easy-to-use  con¬ 
test.  A  user  looking  for  help  in 
the  printing  stage,  for  instance, 
can  call  up  a  box  containing 
printing  instructions  without 
having  to  scroll  through  a  lot  of 
unrelated  information. 

All  you  con  sheet 

The  program  also  allows  for  un¬ 
limited  spreadsheet  linking, 
something  1-2-3  Release  2.2 
does  not  provide  for.  King  noted. 
Planperfect  does  not  have  a  com¬ 
prehensive  Undo  feature,  how¬ 
ever;  it  can  only  restore  the  pre¬ 
vious  deleted  command. 

Planperfect  5.0  is  fully  com¬ 


patible  with  WordPerfect  5.0. 
“Sixty-five  percent  of  the  key¬ 
strokes  are  exactly  the  same  or 
similar,”  which  may  make  the 
product  most  tempting  for  the 
nearly  2.25  million  current 
WordPerfect  customers  who 
also  use  spreadsheet  software. 
King  said. 

Planperfect  requires  384K 
bytes  of  random-access  memory 
and  two  floppy  disk  drives  (512K 
bytes  and  a  hard  disk  are  recom¬ 
mended).  It  runs  on  IBM  Person¬ 
al  Computers,  PC  XTs,  ATs, 
Personal  System/2s  and  compat¬ 
ibles  and  retails  for  $495.  It  is 
available  as  an  upgrade  for  $75 
and  is  free  through  Oct.  1  to 
those  who  purchased  Version 
3.0  after  April  1,  according  to 
the  company. 
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Alexander 

FROM  PAGE  39 

weighs  a  ton  after  a  few  min¬ 
utes.  I  can’t  believe  that  there 
are  going  to  be  that  many  peo¬ 
ple  willing  to  tote  this  arm-  and 
wallet-buster  through  an  air¬ 
port.  It  probably  goes  without 
sa)nng  that  this  new  baby  won’t 
fit  on  the  tray  attached  to  the 


back  of  an  airplane  seat.  Never 
mind  that  people  seldom  use 
them  that  way:  It’s  the  thought 
that  counts. 

Moreover,  I  would  never 
buy  a  portable  whose  screen  is 
not  backlit.  An  active  matrix 
display  is  OK  on  the  eyes,  but 
without  backlighting,  LCD 
screens  are  only  legible  at  high 
noon  or  in  the  glare  of  one  of 
those  lights  that  are  used  to  spot 


planes  during  night  bombing 
runs. 

In  sum,  Apple’s  soon-to-be 
introduced  box  sounds  about  as 
appealing  as  learning  that  your 
15-year-old  daughter  has  had 
her  boyfriend’s  initials  tattooed 
on  her  backside. 

I’m  disappointed.  I  need  a 
Mac  portable  to  go  with  the  Mac 
on  my  desktop  at  home.  The 
Mac  Pbrtable,  however,  I  can 


live  without. 

Now,  however,  I  have  my 
eye  on  a  Boulder,  Colo.,  compa¬ 
ny  called  Wallaby  Systems. 

Within  weeks  after  Apple 
unveils  its  portable.  Wallaby  Sys¬ 
tems  claims  it  will  start  ship¬ 
ping  a  $2,995,  nine-pound  Mac- 
compatible  portable.  Although 
it  isn’t  easy  to  make  an  apple-to- 
apple  comparison  between  the 
two  portables,  the  Wallaby  ma¬ 


chine  seems  to  be  a  winner. 
Wallaby’s  portable  includes  a 
back-lit,  double  super-twist 
screen,  one  megabyte  of  RAM 
and  a  floppy  disk  drive  that 
reads  disks  from  Macintosh  and 
MS-DOS  machines.  Among  its 
other  features  is  an  infrared  key¬ 
board  and  what  the  company 
calls  an  “isopoint”  cursor  con¬ 
troller  and  a  “silicon  disk”  or 
RAM  drive  that  can  be  expanded 
to  16  megabytes. 

The  portable  is  3V2  in.  thick 
and  12  in.  long,  according  to 
Mike  Higgins,  the  company’s 
marketing  manager.  “You 
should  only  have  to  carry  as 
much  as  you  will  need  when  trav¬ 
eling,”  he  says.  “With  a  40- 
meg  hard  disk  drive,  Apple’s  por¬ 
table  is  a  whole  desktop.” 


Anyone  who 

HAS  to  travel 
regularly 

knows  that  with  the 
usual  two-suit  carry- 
on  bag  in  one  hand  and 
a  briefcase  in  the  oth¬ 
er,  anything  more  than 
10  pounds  weighs  a 
ton  after  a  few  min¬ 
utes. 


There’s  a  catch,  though:  Us¬ 
ers  who  want  the  portable, 
dubbed  the  Wallaby  Laptop 
System,  must  be  willing  to  trans¬ 
fer  the  Apple  read-only  memo¬ 
ry  (ROM)  chips  in  their  Mac  Plus 
or  SE  to  the  portable. 

The  laptop  is  being  posi¬ 
tioned  as  “an  add-on  to  the  Mac 
Plus  and  SE”  for  that  and  other 
reasons,  Higgins  says.  The  ma¬ 
chine  can  be  operated  as  a  bat¬ 
tery-powered  laptop  or  plugged 
into  a  Mac  Plus  or  SE.  )^en  a 
Mac  and  Wallaby  are  connected 
on  a  desktop,  the  two  systems 
use  a  Motorola  68000  processor 
installed  in  the  laptop. 

The  68000  runs  at  15  MHz, 
two  times  as  fast  as  the  proces¬ 
sor  in  either  the  Mac  Plus  or 
SE,  Wallaby  says.  Also,  the  setup 
can  make  use  of  disk  drives, 
screens  and  memory  in  both  ma¬ 
chines. 

Higgins  says  that  the  com¬ 
pany  is  not  worried  that  using 
Apple  ROMs  in  its  laptop  will 
expose  it  to  patent  or  copyright 
infiingement  litigation  from 
Apple.  He  says  users  have  been 
free  to  transfer  ROMs  on  add¬ 
in  boards  and  other  devices  from 
one  computer  to  another  and 
that  this  instance  is  no  different. 
Apple  may  have  something  to 
say  about  the  matter  after  the 
Wallaby  is  introduced,  howev¬ 
er. 

It’s  an  intriguing  product. 
Maybe  even  one  worth  waiting 
for . . . 


Alexander  is  a  CompuUrworld  senior 
editor,  PCs  and  workstations. 


At  IPL,  we've  built  a  15-year  reputation 
of  providing  low-cost,  high-dependability 
IBM  compatibles.  We  not  only  produce 
fuUy-compatible  memory  cards  for  all 
your  4381  models;  we  also  guarantee 
them  with  a  lifetime  warranty  and  over¬ 
night  replacement. 

Our  4381  boards  are  available  in 
8, 16  and  32MB  4-card  sets. 


giving  you  maximum 
expansion  flexibility. 

Call  EPL  today  for  specification 
and  ordering  information,  and  join 
other  4381  users  who  already  count  on  ^ 
IPL  for  reliable,  low-cost  memory  cards. 

Call  IPL  today  at  l-800-338-8ipl, 
in  MA  (617)  890-6620.  Or  contact 
us  at  360  Second  Avenue, 
Waltham,  MA  02154. 


IBM  is  a  registered  trademartof  IntemaJion^ 
BusinesaMadiines  Coiporation.  -a- 
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OS/2 
BRINGS 
NEW  POWERS 
TO  PCs. 


SAA  to  be  Cornerstone 
'For  New  Office  Apps. 


;AA  Flag  Unfurled 
As  IBM  Sets  Course. 


Multiu^ 
‘support  in 
OS/2  plan. 


iDifferent  systems, 
rone  standard,  SAA.j 


SAA  TO  PROVIDE 
COMMON  LOOK 
AND  FEEL, 

BUT  WHEN? 


IBM 

ANNOUNCES 
SYSTEMS 
APPLICATION 
ARCHITECTURE. 


)SAA:  The  Yelknv  Brick  Road  1 
to  Cooperat ii’e Processing. 


How  Soon 
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IBM's  first  SAA  application:  IBM  OfficeVision. 
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SA  A  is  a  reality  you  can  plan  on. 

Tuo  years  ago  IBM  had  a  vision  for  the  future.  We 
called  it  Systems  Application  Architecture^  or  SAA. 

We  said  that  SAA  would  bring  IBM  systems  closer 
together.  So  that  PC,  midrange,  and  mainframe 
screens  could  look  alike.  So  that  people  accustomed 
to  one  could  feel  at  home  at  another. 

We  also  said  that  SAA  would  make  it  easier  for 
systems  to  work  with  each  other. 

So  here  we  are,  two  years  hence.  Only  now,  SAA  is 
much  more  than  a  promise.  We’ve  announced  our  first 
SAA  application. 

It’s  called  IBM  OfficeVision,  and  it  could  change 
the  way  your  company  works,  even  the  way  it  thinks. 

A  familiar  face  at  every  desk. 
IBM  Offic^ision. 

Imagine  a  desktop  with  a  self-dialing  phone, 
electronic  mail,  a  connected  calendar,  an  automatic 
address  book,  a  terrific  word  processor. 

Then,  imagine  every  other  desk  in  your  company 
with  all  the  same  things,  always  there,  arranged  the 
same  way. 

Finally,  imagine  several  computers  working  as  one, 
running  different  programs  at  once,  just  for  you. 

That’s  the  idea  behind  IBM 
OfficeVision. 

Your  screen  is  the  desktop,  and 
it  will  give  you  the  basic  necessities 
of  office  life — phone,  mail,  calendar, 
etc.  But  more  to  the  point,  because 
OfficeVision  will  run  across  multiple 
IBM  environments-VM:  MVS;“ 

OS/400“  and  OS/2— it  can  be  a 
launching  pad  for  bigger  things, 
especially  at  workstations  powered 
by  OS/2. 

In  the  middle  of  an  OfficeVision 
screen,  you’ll  be  able  to  “snap-in” 
familiar  PC  applications  like  Lotus 
1-2-3®  or  Microsoft  Excel?  At  the 
same  time,  you  can  run  larger 
business  applications  on  host  com¬ 
puters,  get  files  from  a  mainframe, 
crunch  numbers  on  a  midrange 
and  send  a  report  on  your  local 
area  network. 

You’ll  also  be  able  to  swap  infor¬ 
mation  right  on  your  screen — for 
example,  paste  a  graph  from  a 
spreadsheet  into  a  memo.  Icons  and 
mouse  clicks  make  it  very  simple. 

What’s  more,  OfficeVision  will 
protect  your  previous  investments.  It 
not  only  accommodates  your  DOS 
and  nonprogrammable  terminals,  it 


On  o  PC  network. 


extends  their  power,  and  it  will  work  with  existing 
office  applications  like  IBM  PROFS." 

And  your  programmers  will  be 
able  to  create  compatible  applications 
for  OfficeVision,  thanks  to  SAA’s  open 
architecture. 

Ib  be  delivered  over  the  next  12  months, 
OfficeVision  will  unite  your  systems  as  never  before, 
including  your  most  valuable  “data  processors,” 
your  people. 

Unleashing  the  power 
of  OS/2. 

OS/2  Extended  Edition  is  the  high-test 
fuel  of  personal  computing,  but  it’s  also  a  cornerstone 
of  SAA. 

Which  means  that  IBM  OffieeVision  can  really  put 
OS/2  EE  to  work,  building  on  advances 
like  multitasking  and,  even  more  exciting, 
cooperative  processing. 

With  cooperative  processing,  an  j 
OfficeVision  user  can  have  several  com-  1— 
puters  sharing  one  task.  A  midrange  computer  might 
search  files  in  a  mainframe  for  constructing  a  graph 
that’s  displayed  on  a  PC. 

Each  system  does  its 
part,  but  as  a  user  you’re 
completely  unaware.  You 
simply  ask  for  the  work 
to  be  done.  How  it  gets 
done  isn’t  your  worry. 

A  single  standard. 
Multiple  solutions. 


On  a  midrange  computer. 


We  can  call  SAA  a 
standard,  but  that  doesn’t 
mean  much  unless  soft¬ 
ware  developers  agree  with 
us.  And  indeed  they  do. 

Major  software  firms  are  embrac¬ 
ing  SAA,  creating  applications  of 
their  own  for  everyone  from  secretar¬ 
ies  to  CEOs,  for  needs  ranging  from 
manufacturing  to  human  resources 
to  finance  to  telecommunications. 

The  question  is,  when  should  you 
embrace  SAA?  With  applications  like 
IBM  OfficeVision,  companies  who 
adopt  SAA  will  enjoy  a  clear  advan¬ 
tage  over  those  who  don’t.  So  the 
time  to  start  planning  is  now. 

Td  learn  more  about  SAA, 
OfficeVision  and  vour  future,  eall 
your  IBM  Marketing  Representative 


On  a  mainframe. 


©  1989  IBM  Corporation  Systems  ApplicatKXi  Architecture,  MVS.  VM,  OS/400.  OS/2,  and  PROFS  are  trademarks  of  the  IBM  Corporation  Lotus  1-2-3  is  a  registered  trademark  of  the  Lotus  Development  Corporation 
Microsoft  Excel  is  a  registered  trademark  of  the  Microsoft  Corporation. 
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NEW  PRODUCTS 


IRS 

CONTINUED  FROM  PAGE  39 

ed  database  management  system  that  in¬ 
cludes  laptop  micros,  desktop  computers 
and  minicomputers. 

Overall,  the  AES  project  is  sbc  years 
behind  schedule  and  will  cost  $800  million 
more  than  originally  estimated,  the  study 
concluded.  “The  development  of  AES 
presents  a  bleak  picture,”  the  GAO  audit 
said.  “To  date,  despite  spending  about 
$187  million,  only  the  laptop  computer 
phase  of  AES  is  operational,  and  tangible 
benefits  for  that  phase  have  not  been 
demonstrated.” 

The  IRS  had  estimated  the  AES  proj¬ 
ect  would  produce  $16.2  billion  in  bene¬ 
fits  over  its  nine-year  life,  but  the  GAO 
showed  little  confidence  in  that  figure. 
The  key  assumption  used  in  making  the 
estimate  was  that  AES  would  enable  audi¬ 
tors  to  examine  more  returns,  thereby  in¬ 
creasing  tax  revenue.  “However,  the  IRS 
has  been  unable  to  verify  that  the  use  of 
laptops  has  actually  resulted  in  the  exami¬ 
nation  of  additional  tax  returns  or  in¬ 
creased  tax  revenues,”  the  GAO  said. 

As  a  result,  the  IRS  has  now  aban¬ 
doned  its  original  justification  and  is  devis¬ 
ing  a  new  system  for  determining  benefits 
on  the  basis  of  potential  labor  reductions. 

Faced  with  the  development  prob¬ 
lems,  elusive  benefits  and  tight  budgets, 
the  White  House  Office  of  Management 
and  Budget  has  scaled  back  1990’s  fund¬ 
ing  of  the  program  by  82%,  from  $110 
million  to  $20  million. 


Software  applications 
packages 

Xerox  Corp.  has  enhanced  its  Expert  Se¬ 
ries  engineering  graphics  software  pack¬ 
ages  for  the  company’s  6085  and  8010 
computer  workstations. 

Expert  Version  4.0  was  designed  to  aid 
engineering  and  technical  professionals 
by  enabling  them  to  integrate  mechanical 
and  schematic  drawings  into  text  and 
graphics  documents,  such  as  manuals, 
specifications,  proposals  and  reports,  the 
company  said.  The  latest  version  sup¬ 
ports  integration  with  Xerox  Viewpoint 
desktop  software  and  reportedly  provides 
schematics  packages  for  creating  two-di¬ 
mensional  diagrams. 

The  Expert  4.0  Drafting  package  costs 
$2,000,  and  the  Expert  4.0  Schematics 
program  is  available  for  $2,900. 

Xerox 

Xerox  Centre 

101  Continental  Blvd. 

El  Segundo,  Calif.  90245 
800-832-6979 

Dynatech  Computer  Systems,  formerly 
Cromenco,  Inc.,  has  created  a  system  that 
allows  updates  to  existing  computer-aid¬ 
ed  design  (CAD)  documents  and  draw¬ 
ings. 

Called  D-Image,  the  PC  application  re¬ 
portedly  allows  vector,  raster  or  ASCII 
editing  of  the  desired  portion  of  a  scanned 


raster  image.  According  to  the  vendor, 
the  286  or  386  system,  running  DOS,  al¬ 
lows  vector-type  CAD  processing  to  be 
merged  with  raster  images  and  ASCII 
characters  on  a  single-color  screen. 

Consisting  of  software,  a  20-MHz  Intel 
80386  machine  with  an  85M-byte  hard 
disk,  2M  bytes  of  random-access  memory 
and  a  13-in.  IBM  Enhanced  Graphics  Ar¬ 
ray  color  multis3Tic  monitor,  the  basic 
system  costs  $29,250,  and  the  unbundled 
software  is  $19,750.  Dynatech  will  scan 
15  documents  free  of  charge  for  systems 
shipped  before  Aug.  31, 1989. 

Dynatech  Computer  Systems 
P.O.Box  7400 
280  Bernardo  Ave. 

Mountain  View,  Calif.  94039-7400 
415-964-7207 

Management  Information  Corp.  (MIC) 
has  announced  a  product  line  of  computer 
and  communications  information  services 
that  set  up  a  personal  database  on  the  us¬ 
er’s  personal  computer. 

The  Personal  Online  Information  Ser¬ 
vices  product  line  reportedly  includes 
MIC/Info,  weekly  tracking  of  computer 
and  communications  industry  news;  MIC/ 
Tech,  monthly  feature  and  cost  compari¬ 
sons  of  computer  and  communications 
specifications;  MIC/Sub,  monthly  product 
evaluations;  and  MIC/Index,  a  master  in¬ 
dex  of  all  MIC  hard-copy  subscription 
publications. 

The  services  are  available  for  both  sin¬ 
gle  stations  and  Novell,  Inc.  local-area 
networks.  Prices  vary  based  on  the  ser¬ 
vice  and  version;  MIC/Tech  is  priced  at 


$660  per  year  for  the  single  station  and 
$  1 ,980  for  the  network  version. 

MIC 

401  East  Route  70 
P.O.  Box  5062 

Cherry  Hill,  N.J.  08034-5062 
609-428-1020 


Data  storage 

Systems  Integration  Associates  has  an¬ 
nounced  high-speed  disk-caching  control¬ 
ler  options  for  its  33-  and  25-MHz  com¬ 
puters. 

The  add-in  caching  boards  reportedly 
make  disk  operations  up  to  15  times  fast¬ 
er  and  support  enhanced  small  device  in¬ 
terface  hard  drives  and  two  floppy  drives. 
The  controller  is  aimed  at  network  serv¬ 
ers,  large  databases  and  other  disk-inten¬ 
sive  operations. 

The  basic  caching  controller  is  priced 
at  $1,410  and  includes  512K  bytes  of 
memory.  Priced  at  $1,990,  an  additional 
4M  bytes  of  controller  memory  is  avail¬ 
able.  A  mirror  disk  option  is  $995. 
Systems  Integration  Associates 
222  East  Pearson 
Chicago,  III.  60611 
312-440-1275 

An  extra-high-density  3V4-in.  floppy  disk 
drive  for  any  IBM  Personal  Computer,  PC 
XT  or  AT  computer  system  has  been  in¬ 
troduced  by  Practical  Computer  Technol¬ 
ogies,  Inc. 

The  Practidisk  EXD  series  is  said  to  of¬ 
fer  4M  bytes  of  data  storage  capacity  with 
a  transfer  rate  of  IM  byte/sec.  and  will 
automatically  accommodate  standard 
2M-byte  and  IM-byte  disks,  the  vendor 
said. 
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Because  in  every  major  market  of  the  world,  the 
Computer  Connectivity  Series  of  the  ICCs  gives 
the  PC  networking  professionals  what  they  need 
to  know  about  LANs,  networking, 
modems,  software,  personal  com¬ 
puters  and  associated  products. 

Through  product  demonstra¬ 
tions  and  technical  seminars,  the 
attendees,  in  one  day,  learn  the 
latest  technology  and  discuss 
their  application  requirements. 
Manufacturers  have  the  oppor¬ 
tunity  to  meet  one-on-one  with  industry  leaders. 
Corporate  MIS/DP  managers  and  third  party 
distribution  personnel,  to  demonstrate  their 
products  and  reinforce  their  commitment  to 
customer  support  on  a  regional  basis. 


JOIN  THE  1989/90 

COMPUTER  CONNECTIVITY  SERIES 
U.S.  LOCATIONS 


Los  Angeles,  CA 
Ft.  Lauderdale,  FL 
New  York  City,  NY 
Boston,  MA 
Palo  Alto,  CA 


October  26, 1989 
November  30, 1989 
April  12, 1990 
May  8,  1990 
May  24, 1990 


EUROPE  LOCATIONS 

Madrid,  Spain 
Paris,  France 
Brussels,  Belgium 
London,  England 


September  19, 1989 
October  2, 1989 
October  4, 1989 
February  8,  1990 


ASK  ABOUT  THE  ASIA/PACIFIC  SERIES! 

For  more  information  contact:  Invitational  Computer 
Conferences,  a  division  of  Dataquest,  3151  Airway  Ave., 
C-2,  Costa  Mesa,  CA  92626, 

Telephone:  (714)  957-0171, 

Telex:  5101002189 ICCDQ, 

FAX:  (714)  957-0903. 
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KEDIT™  is  a  text  editor  for  DOS  and 
OS/2  that  supports  most  com¬ 
mands  and  features  of  XEDIT, 
IBM's  editor  for  VM/CMS.  But  KEDIT 
goes  beyond  XEDIT  compatibility 
with  special  PC-based  fea¬ 
tures  for  a  first-rate  combina¬ 
tion  of  mainframe  power 
and  PC  flexibility. 

■  More  than  100  XEDIT  com¬ 
patible  commands  and  SET 
options,  including  the  ALL 
command. 

■  XEDIT  prefix  commands, 

targets,  and  fullscreen 
layout, 

■  Multiple  files,  multiple 
windows. 

■  Built-in  subset  of  the  REXX 

macro  language  included. 


■  Interfaces  to  Personal  REXX, 

our  complete  implementation 
of  REXX. 

■  Enhanced  block  operations. 

■  And  much,  much  more. 


"While  KEDIT  remains  true  to  its 
heritage  in  retaining  compatibility 
with  the  mainframe  XEDIT,  it  is  also 
one  of  the  most  feature-packed 
PC  text  editors  around!' 

PC  Magazine,  10131188 


MANSHBJ) 


P.O,  Box  532,  Storrs  CT  06268 

(203)429-8402 


KEDIT  Version  4.0  is  available  at 
$150;  OS/2  version  is  $175.  Add 
$3  shipping.  MC,  VISA,  American 
Express.  Demo  version  available. 


KEDIT  is  a  trodemork  of  the  Monsfield  Softwoce  Group.  Inc 
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The  system  includes  drive,  controller, 
utility  software  and  interconnect  cable, 
according  to  the  company.  Internal  ver¬ 
sions  and  quantity  discounts  are  offered. 

The  removable  drive  subsystem  has  an 
introductory  price  of  $399,  the  company 
said.  The  floppy  drive  is  reportedly  sched¬ 
uled  to  be  available  by  the  third  quarter. 
Practical  Computer  Technologies 
3972  Walnut  St. 

Fairfax,  Va.  22030 
703-385-3332 

Hard  disk  drives  with  21M  to  95M  bytes 
of  storage  for  the  Apple  Computer,  Inc. 
Macintosh  have  been  introduced  by  Heart 
Data  Corp. 

Marketed  under  the  name  Datacase, 
the  drives  reportedly  include  internal  and 
external  models,  are  rated  between  27 
and  40  msec  and  have  Unix  formatting 
compatibility  and  one-button  small  com¬ 
puter  systems  interface  setup.  This  series 
complements  the  higher  capacity,  faster 
access  Heart  Data  line. 

Prices  for  external  drives  range  from 
$780  for  the  21M-byte  DCX20  to  $1,330 
for  the  85M-byte  DCX85  model.  Internal 
drive  prices  range  from  $620  for  the 
2lM-byte  DCI20  to  $1,495  for  the 
DCI95  model. 

Heart  Data 

9009  Independence  Ave. 

Canoga  Park,  Calif.  91304 
818-998-1691 

Advanced  Logic  Research,  Inc.  has  an¬ 
nounced  an  IBM  Micro  Channel  Architec¬ 
ture-compatible  computer  based  on  Intel 
Corp.’s  i486  microprocessor. 

The  Powercache  4  system  reportedly 
uses  a  128K-byte  read-and- write-back 
cache  design.  The  computer  comes  stan¬ 
dard  with  2M  bytes  of  random-access 
memory,  expandable  to  32M  bytes,  and  it 
also  includes  both  a  1.44M-byte  IBM  Per¬ 
sonal  System/2-compatible  floppy  disk 
drive  and  a  15-MHz  130M-byte  hard-disk 
subsystem  with  a  32K-byte  hardware 
cache.  According  to  the  company,  users 
can  expand  the  system’s  hard-disk  stor¬ 
age  for  use  as  a  file  server. 

Pricing  starts  at  $9,990  with  ship¬ 
ments  slated  for  September.  Graphics 
packages  are  optional. 

Advanced  Logic  Research 
9401  Jeronimo  Road 
Irvine,  Calif.  92718 
714-581-6770 

Systems  Peripherals  Consultants,  Inc. 
has  introduced  a  line  of  portable  hard  disk 
drives  that  offer  29  msec  average  access 
time  to  reach  20M  to  80M  bytes  of  data  in 
a  removable  module. 

According  to  the  company,  adapter 
cards  for  the  Export  series  of  drives  are 
available  for  Toshiba  Corp.  and  Tandy 
Corp.  machines,  in  addition  to  IBM  Con¬ 
vertible,  Zenith  Electronics  Corp.  Z-171 
and  IBM  XT/AT  compatibles. 

All  drives  fit  into  the  identical  docking 
mechanism  can  be  used  concurrently  with 
internal  drives  in  the  user’s  laptop  or 
desktop.  The  80M-byte  version  has  an 
average  access  time  of  15  msec  and  sells 
for  $1,695. 

Systems  Peripherals 

Consultants 

7950  Silverton  Ave. 

San  Diego,  Calif.  92126 
619-693-8611 


Peripherals 


duced  a  color-image  scanner  with  a  fixed 
flatbed  scan  system.  Designated  the  SC- 
7500,  the  unit  reportedly  works  with 
most  popular  hardware  platforms,  includ¬ 
ing  Apple  Computer,  Inc.  Macintoshes. 

The  device  offers  a  400  dot/in.  resolu¬ 
tion  and  includes  stop  and  restart  func¬ 
tions.  It  sells  for  $8,950. 

Mitsubishi  International 
Computer  Graphics  Dept. 

701  Westchester  Ave. 

White  Plains,  N.Y.  10604 
914-997-4999 

Pacific  Data  Products  has  announced  the 
release  of  an  Adobe  Systems,  Inc.  Post¬ 
script  language-compatible  plug-in  car¬ 
tridge  for  Hewlett-Packard  Co.  LaserJet 
Series  II  printers.  According  to  the  com¬ 


pany,  Pacificpage  gives  the  user  access  to 
35  Apple  Computer,  Inc.  LaserWriter  font 
families  in  unlimited  point  sizes. 

In  addition,  it  also  provides  Adobe 
Postscript  Version  47  capabilities,  includ¬ 
ing  reversed  text,  scaled  fonts  and  high- 
resolution  graphics  such  as  arcs  and  half¬ 
tone  images. 

The  cartridge  can  be  used  with  IBM 
Personal  Computers  or  compatibles  and 
Apple  Computer  Macintoshes.  It  sup¬ 
ports  any  application  that  allows  output  to 
an  Adobe  Postscript  printer. 

Available  to  users  in  September, 
Pacicfipage  is  priced  at  $695. 

Pacific  Data  Products 
6404  Nancy  Ridge  Drive 
San  Diego,  Calif.  92121 
619-552-0880 


C.  Itoh  Electronics,  Inc.  announced  that  it 
has  released  a  24-pin,  multispeed  docu¬ 
ment  and  label  printer  for  high-resolution 
uses. 

According  to  the  company,  the  Pro¬ 
writer  C610  is  targeted  towards  applica¬ 
tions  that  require  high-resolution,  high- 
density  printing  on  a  wide  variety  of 
single-  and  multipart  forms,  labels  and  pa¬ 
per  stock. 

The  high-resolution  printer  has  a  re¬ 
ported  print  speed  of  240  char. /sec.  at  12 
char. /in.  and  66  char. /sec.  at  10  char. /in. 
for  letter-quality  output.  The  printer  is 
priced  at  $799. 

C.  Itoh  Electronics 
2505  McCabe  Way 
Irvine,  Calif.  92714 
800-347-2484 


‘Thanks  to  the  Printer  Professionals, 
Our  High-Speed  Laser  Printers  are  a 
Blue  Chip  Investment” 


Charles  Schwab  &  Company,  Inc. 
revolutionized  the  brokerage 
business  over  a  decade  ago  by 
enabling  its  customers  to  buy 
and  sell  stocks  at  drastically 
reduced  commission  rates. Today, 
as  America’s  largest  discount 
brokerage,  Schwab  continues  to 
outpace  the  competition  through 
a  strong  commitment  to  tech¬ 
nology,  quality,  and  service. 

“Last  year  we  decided  to  install 
in-house,  high-speed  laser 
printers  which  would  enable  us 
to  provide  our  customers  with 
detailed,  yet  easy-to-understand 
statements. . .  processed  and  in 
the  mail  within  five  days  of 
each  month  end. 

Selecting  the  right  laser  printer 
for  the  job  was  not  an  easy  task. 
Our  challenge  was  to  achieve  the 
highest  possible  quality  without 
compromising  reliability. 

The  solution?  High-speed  laser 
printers  from  Siemens,  because 
we  could  meet  the  quality  and 
customized  print  requirements 


of  our  new  statements. .  .without 
additional  software. 

The  results  are  impressive. 
Significant  cost  savings. 

Greatly  improved  quality  and 
reliability.  All  with  a  system  that 
is  not  only  easy  to  operate,  but 
maintains  consistent  speed, 
even  on  the  most  complex 
statement  pages. 

In  1984,  Charles  Schwab  & 
Co.,  Inc.  produced  3  million 
pieces  of  mail  annually.  Today 
we  generate  more  than  1 
million  in  an  average  month.  To 
keep  pace  with  these  demands, 
Schwab  relies  on  five  2200 
Laser  Printing  Systems  . .  .and 
the  Printer  Professionals  from 
Siemens.” 


Mary  V.  Goracy 

Vice  President 

Corporate  Distrtxrtion  and  Scpport  Services 
Charles  Schwab  &  Co.,  Inc. 


High-speed 
laser  printing 
systems 


Contact  the  Printer 
Professionals  at: 

Siemens  Infomnation  Systems,  Ina 
Peripheral  Systems  Division 
240  East  Palais  Road 
Anaheim,  CA  92805 
(714)  991-9700 


003030035  WL’.t  876 
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C  )989  D«l«  General  Corporation 


"The  Data  General  difference:^ 

When  it  comes  to  being  IBM  friendly, 
we're  better  plugged  in." 


Data  General’s  wealth  of  IBM®  communication  and 
networking  products,  make  it  easier  than  ever  to  plug 
the  advantages  of  our  ECLIPSE®  MV/Family  computers 
into  your  IBM  environment.  With  minimal  risk.  And  lit¬ 
tle  or  no  disruption  to  your  existing  network. 

We  offer  a  wide  range  of  IBM  interoperability 
products  for  connectivity  in  both  local  and  wide  area 
networks.  To  help  you  access  applications  cmd  share 
resources  more  efficiently. 

Connecting  is  easy,  thanks  to  our  asynchronous, 
bisynchronous,  SNA/SDLC,  X.25, 802.3, 802.5  and  other 
premier  communications  products.  And  once  plugged 
in,  you’ll  enjoy  all  the  power,  flexibility  and  compatibil¬ 
ity—!  to  50  MIPS— of  our  MV/Family  computers. 

You’ll  benefit  from  improved  resource  sharing,  too. 
DG/3270  and  DG/RJE  let  you  access  IBM  host  applica¬ 
tions  in  terminal  emulation  mode.  And,  our  CEO  DXA^“ 
and  CEO  PXA’^”  enable  you  to  send  mail  and  messages 
to  IBM  DISOSS,  PROFS*  and  SNA/DS  environments. 


DG-to-IBM  communications  and  networking 
products  are  unsurpassed  at  linking  systems  in  a  net¬ 
work.  Our  APILU  6.2  and  NETBIOS  (DG/PC*I)  provide 
interfaces  between  software  programs.  So  applications 
in  your  IBM  environment  can  “plug  and  play”  with 
those  on  Data  General  systems. 

To  find  out  more,  send  the  coupon  below.  Or  call: 
1-800-DATAGEN.  In  Canada,  call  416-823-7830. 

I  r  Data  General 

3400  Computer  Drive.  Dept.  ADV/IBM,  Westboro,  MA  01580 

Name _ 

Company _ 

Address _ Phone _ 

City - State _ Zip _ 

CALL  1-800-DATAGEN 

ECLIPSE  is  a  registered  trademark  of  Data  General  Coiporation.  CEO  DXA  and  CEO  PXA 
are  trademarks  of  Data  General  Corporation.  IBM  and  PROFS  are  registered  trademarks 
of  International  Business  Machines  Corporation. 
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NETWORKING 


Videoconferencing  eyes  masses 


DATA 

STREAM 


Patricia  Keefe 

The  littered 
LANs 

Oh  the  wacky, 

■  wacky  land  of  lo- 

U  cal-area  net- 

works.  It  is  filled 
with  tongue- 
twisting  stan- 
wKPLjtKm  dards,  a  rat’s 
nest  of  cabling  choices,  stand¬ 
alone  applications  kludged  into 
network  compliance,  religious 
wars  over  network  topologies 
—  not  to  be  confused  with  shoot- 
outs  over  operating  system 
software  —  more  server  options 
than  you  can  shake  a  diskless 
node  at  and  many  sleepless 
nights  spent  worrying  about 
whether  the  window  is  open  or 
closed. 

Despite  all  this,  or  perhaps 
because  of  it,  vendors  and  mar¬ 
ket  researchers  are  still  trying 
to  answer  the  eternal  question: 
What  do  users  want?  This  reaUy 
translates  into  “What  can  I  sell 
’em,”  but  hey,  this  is  America. 

Anyhow,  what  with  a  soften¬ 
ing  economy  and  a  predicted 
slowdown  in  the  annual  rate  of 
growth  in  LAN  sales,  now  is  a 
good  time  to  take  a  look  at  what 
users  will  spend  dollars  on,  not  to 
mention  what  they’d  pay  good 
money  for,  if  only  they  could  find 
it. 

The  consensus  represented 
by  the  stack  of  research  reports 
piled  under  my  desk  paints  the 
following  picture  of  1990  LAN 
purchasing  strategies: 

Continued  on  page  54 


ANALYSIS 


BY  ELISABETH  HORWITT 

CW  STAFF 


After  languishing  for  years  in  a 
few  large  firms’  boardrooms, 
videoconferencing  is  finally 
reaching  users  at  large,  via  lower 
cost  systems  with  more  modest 
bandwidth  requirements. 

This  is  evident  among  indus¬ 
tries  that  pioneered  the  use  of 
such  technology.  Aerospace 
companies,  for  example,  increas¬ 
ingly  use  videoconferencing  to 
hold  meetings  about  anything 
from  working  together  on  a  de¬ 
sign  to  making  management  de¬ 
cisions,  according  to  Don  Augus¬ 
tine,  division  leader  of  technical 
computing  at  McDonnell  Doug¬ 
las  Aerospace  Information  Sys¬ 
tems  Co.  With  videoconferenc¬ 
ing,  Augustine  said,  “you  can 
usually  get  all  the  right  people  at 


BY  MITCH  BETTS 

CW  STAFF 


WASHINGTON,  D.C.  —  User 
groups  were  not  thrilled  with  the 
Federal  Communications  Com¬ 
mission’s  price  caps  regulation 
for  AT&T.  But  they  are  really  in¬ 
censed  over  the  FCC’s  plan  to 
extend  price  caps  to  the  local 
telephone  companies. 

Representatives  of  the  newly 
formed  coalition  Telecommuni¬ 
cations  Users  for  Regulatory 
Fairness  (TURF)  said  it  was  “lu- 


both  ends,  where  if  you  have 
travel  involved,  it  might  be  diffi¬ 
cult  and  too  costly.” 

Aerospace  companies  are  us¬ 
ing  the  technology  to  do  business 
not  only  internally  but  also  with 
their  suppliers,  customers  and 
subcontractors,  he  added. 

Once  a  luxury 

Videoconferencing  first  came 
out  several  years  ago  as  a  luxury 
few  firms  could  afford,  with 
equipment  and  conferencing  fa¬ 
cilities  costing  $1  million,  ac¬ 
cording  to  Michael  Kennedy,  a 
senior  consultant  at  Cambridge, 
Mass.-based  consulting  firm  Ar¬ 
thur  D.  Little,  Inc.  Those  costs 
are  coming  down,  however.  Last 
year,  Picturetel,  Inc.  in  Peabody, 
Mass.,  introduced  the  C-3000 
video  coder/decoder,  priced  at 
$25,000  to  $35,000,  compared 
with  $75,000  for  the  company’s 
older  systems. 


dicrous”  for  the  FCC  to  give  so 
much  price  flexibility  to  local  ex¬ 
change  carriers,  which  are  regu¬ 
lated  monopolies. 

The  FCC  proposal  would  al¬ 
low  local  carriers  to  raise  rates 
for  monopoly  services  by  5%  a 
year  with  only  cursory  review  by 
the  agency,  the  user  coalition 
said. 

“The  fatal  flaw  in  the  FCC’s 
plan  is  its  total  disregard  for  the 
simple  fact  that  the  local  ex¬ 
change  carriers  are  monopo- 
Continued  on  page  54 


The  cost  of  transmitting  full- 
motion  video  has  also  taken  a 
dive  recently,  for  two  reasons. 
First,  equipment  vendors  such 
as  Picturetel  have  introduced 
equipment  that  provides  high- 
quality  resolution  over  less  and 
less  bandwidth:  from  6M  bit/sec. 
over  a  decade  ago  to  112K  bit/ 
sec.  systems  last  year. 

Second,  AT&T  competitors 
U.S.  Sprint  Communications  Co. 
and  MCI  Communications  Corp. 
have  come  out  with  low-cost 
switched  56K  bit/sec.  digital  ser¬ 
vices,  forcing  AT&T  to  cut  its 
own  rates,  Kennedy  said.  Tjq)i- 
cal  carrier  prices  have  dropped 
from  $75  an  hour  transcontinen¬ 
tal  last  year  to  around  $15  per 
hour  this  year,  sources  said.  U.S. 
Sprint  reportedly  just  got  Feder¬ 
al  Communications  Commission 
approval  for  a  $7  per  hour 
switched  56K  bit/sec.  tariff. 

The  112K  bit/sec.  systems 
have  approximately  the  same 
resolution  as  an  ordinary  televi¬ 
sion,  so  they  cannot  be  used  to 
present  “working  papers”  that 
include  printed  matter  and 
graphics,  Augustine  said. 

However,  they  are  quite  ade¬ 
quate  for  “presentation  graph¬ 
ics,”  such  as  transparencies,  and 
are  easier  and  less  expensive  to 
deploy  than  higher  resolution, 
higher  bandwidth  systems,  Au¬ 
gustine  said. 

Another  development  that 
should  boost  videoconferencing 
use  is  multivendor  interoperabi¬ 
lity.  The  Consultative  Commit¬ 
tee  for  International  Telephony 
and  Telegraphy  is  preparing  to 
finalize  a  videoconferencing 
standard  that  promises  inter¬ 
operability  between  different 
vendors’  systems.  Called  PX64, 
the  standard  supports  speeds  be¬ 


tween  64K  and  2M  bit/sec.  in 
64K  increments  and  should  be 
formally  adopted  next  July,  ac¬ 
cording  to  Robert  Mitro,  vice- 
president  of  sales  and  marketing 
at  Picturetel. 

Both  Picturetel  and  archrival 
Compression  Labs,  Inc.  said  that 
they  plan  to  introduce  upgrades 
that  will  enable  their  existing 
products  to  conform  to  the  stan¬ 
dard. 

Picturetel  plans  to  introduce 
an  upgrade  to  support  a  low-res¬ 
olution  (256-pixel  by  240-line) 
version  of  the  standard  within  30 
days  of  its  finalization.  However, 
both  vendors  said  it  will  take  ap¬ 
proximately  six  months  to  up¬ 
grade  their  systems  to  support 
the  full-resolution  (352-pixel  by 
288-line)  standard,  spokesmen 
said.  Upgrades  will  cost  approxi¬ 
mately  $9,000. 

Standardized  multivendor  in¬ 
teroperability  would  promote 
user  acceptance  of  videoconfer¬ 
encing  just  as  it  did  for  facsimile 
machines,  Kennedy  said.  But  he 
added  that  vendors  still  must 
overcome  one  more  obstacle  to  a 
market  explosion:  resistance  en¬ 
trenched  in  the  user  culture. 

“First-time  participants  are 
not  as  comfortable”  with  video- 
conferencing,  Augustine  agreed. 
But,  he  added,  “We  have  had  our 
systems  for  quite  a  whUe,  and  a 
lot  of  people  have  used  them,  and 
it  seems  natural  to  go  into  the 
room  and  have  ordinary  conver¬ 
sation  with  people”  who  could  be 
hundreds  of  miles  away. 

Inside 

•  Can  you  play  OSI?  Service 
industries  need  someone  to 
hum  a  few  bars.  Page  53. 

•  NSFnet  ready  for  the  45M 
bit/sec.  leap.  Page  55. 

•  Fujitsu  introduces  modular 
storage  for  PC  nets.  Page  58. 


Users  wage  price  caps 
war  on  their  own  TURF 


IBM  backs  Phaser  s  Netware  links 


BY  PATRICIA  KEEFE 

CW  STAFF 


I  SAN  FRANCISCO  —  Phaser 
I  Systems,  Inc.’s  efforts  to  im- 
’  prove  the  integration  of  Novell, 
£  Inc.’s  network  software  into 
J  IBM’s  mainframe  environment 
j  have  received  an  endorsement  of 
fc  sorts  from  IBM,  which  has 
^  agreed  to  reference-sell  Phaser- 
developed  software. 

“IBM  recognizes  the  poten¬ 
tial  of  having  Netware  reach 
higher  into  corporate  accounts,” 
said  Phaser  Vice-President  of 
Marketing  Raymond  T.  Gran- 
vold. 

In  turn,  Phaser  has  been  ap¬ 
pointed  an  IBM-authorized  ap¬ 
plication  specialist  for  its  recent¬ 


ly  announced  Netware  for  VM 
and  Netware  for  MVS  main¬ 
frame  connectivity  products. 

The  new  software  will  report¬ 
edly  enable  multiple  Novell 
Netware  servers  to  talk  to  one 
another  under  an  IBM  Systems 
Network  Architecture  (SNA) 
backbone.  Available  in  Septem¬ 
ber,  Phaser’s  programs  will  al¬ 
low  Netware  users  to  access  and 
store  data  on  an  IBM  host,  while 
also  providing  remote  local-area 
network  administration  fea¬ 
tures,  security, backup  recovery 
and  electronic  software  distribu¬ 
tion  [CW,  Aug.  7]. 

Both  products  will  be  listed  in 
IBM’s  National  Solutions  Center 
Database.  IBM  will  also  refer¬ 
ence-sell  them  to  customers.  In 


addition,  IBM  said  it  will  insti¬ 
gate  joint  sales  and  marketing 
activities  with  Phaser  at  its  dis¬ 
cretion.  IBM  already  sells  sever¬ 
al  versions  of  Novell’s  Netware 
software. 

Phaser  also  executed  a  sepa¬ 
rate  agreement  with  Novell,  en¬ 
abling  it  to  sell  an  OEM  version 
of  Netware.  The  deal  gives 
Phaser  the  right  to  sell  a  modi¬ 
fied  version  of  Novell  Netware 
for  IBM  mainframe  operating 
system  environments,  including 
MVS  and  VM.  Novell  Chairman 
Raymond  Noorda  owns  Phaser. 

In  a  recent  interview,  Gran- 
vold  outlined  an  ambitious 
growth  path  for  his  Netware  for 
MVS/VM  products,  including 
Continued  on  page  53 


Closing  the  loop 

Phaser  Systems  promises  tighter  integration  among  IBM  hosts  and 
Novell  networks 


IBM  host 
running  MVS 
or  VM 


Phaser  host 
batch  ser\ices 

Phaser  SNA  router 
VTAM 


Phaser  host 
file  services 


Pha.ser  virtual 
disk  server 


Novell  Netware 
file  server 


Novell  3270  SNA  API 

Phaser  value-added  Phaser  value-added 
processors  disk  driver 

Netware  2.15  operating  system 
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Workstations 
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To  understand  the  advantages  of  compatibility, 
consider  the  consequences  of  incompatibility. 

“Someone  get  me  some  aspirin.” 

Now  you  know  why  we’re  such  fanatics  about 
compatibility. 

We’re  Bull.  A  computer  company  for  a 
business  environment  that’s  faster,  harder,  and 


more  punishing  every  year.  An  environment  in 
which  traditional  ideas  no  longer  work. 

To  succeed  today,  you  need  a  different  kind  of 
computer  company.  A  new  one. 

Know  Bull. 

1-800-543-6699.  Phone  for  a  copy  of  our 
corporate  brochure. 


Worldwide 

Information 

Systems 


W)rk  with  BMC 


♦ 


DB2  can  be  a  lot  more  work  than  you  ex¬ 
pected  with  quite  a  bit  less  help  than  you 
need.  But  when  you’ve  got  BMC  Software’s 
DB2  Masterplan'^'^ — a  comprehensive 
series  of  DB2  products —  your  work  is 
complemented  by  a  company  that  has 
worked  extensively  with  DB2  and  knows 
what  you  need  to  keep  your  system 
running  efficiently. 

DB2  MASTERMINDS'^ — complete  DB2 
administration  in  one  product  consisting  of: 
DB2  ALTER  —  provides  complete 
support  for  changing,  copying  and 
migrating  DB2  data  structures;  includes 
data  conversions,  authorization-id 
switching  and  restart  capabilities. 

DB2  CATALOG  MANAGER  — gives 
quick  and  easy  catalog  information, 
execution  of  SQL  statements  and 
DB2  utilities,  audit  logs  and  extended 
SQL  function. 

DB2  DASD  MANAGER — controls 
the  life  cycle  of  physical  objects 
with  comprehensive  space  analysis 
statistics;  also  includes  space  estima¬ 
tion,  AMS  command  and  utility  job- 
stream  generation,  and  triggers. 


DB2  ACTIVITY  MONITOR— displays  and 
collects  real-time  and  historical  data  from 
MVS,  IMS,  CICS  and  DB2;  provides  more 
functionality  than  any  other  DB2  monitor 
available. 


For  more  information,  or  to  begin  a 
30-Day-Plus  Free  Trial  of  any  or  all  of 
these  products,  complete  and  return  this 
coupon.  Or  call  BMC  Software,  Inc., 

The  Complete  DB2  Company^'^; 

1-800-841-2031 


DB2  REORG  PLUS — reorganizes  DB2 
tables  4-10  times  faster  than  the  supplied 
DB2  utility;  reduces  elapsed  times,  CPU 
cycles  and  EXCPs. 

DB2  COPY  PLUS — substantially  reduces 
copy  times  and  resource  utilization;  pro¬ 
vides  single  or  dual  copies  in  one  pass. 

DATA  PACKERT'^/DB2— reduces  DASD 
requirements  for  DB2  tables  an  average  of 
50%  to  70%;  reduces  EXCPs. 


BMC  Software,  Inc. 


P.O.  Box  2002 

•  Sugar  Land,  Texas  77487-2002 

Contact  me  about; 

Free 

More 

Trial 

Info 

□ 

□ 

DB2  MASTERMIND^'' 

DB2  ALTER 

DB2  CATALOG  MANAGER 
DB2  DASD  MANAGER 

□ 

□ 

DB2  ACTIVITY  MONITOR 

□ 

□ 

DB2  REORG  PLUS 

□ 

□ 

DB2  COPY  PLUS 

□ 

□ 

DATA  PACKERT''/DB2 

□ 

□ 

All  BMC  DB2  products 

M© 

SOFTWARE 

P.O.  Box  2002 

Sugar  Land,  Texas  77487-2002 
71 3-240-8800 

BMC  also  has  offices  in  Australia,  England, 
France,  Italy,  Japan  and  West  Germany. 
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Company: . 
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State/Prov.: . 
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Service  industries  look  to  connect  with  OSI 


BY  MARYFRAN  JOHNSON 

CW  STAFF 


NATICK,  Mass.  —  Banks,  insurance 
companies  and  other  service  industries 
are  poised  to  jump  on  the  OSI  bandwagon 
as  soon  as  it  strikes  up  a  tune  they  can  rec¬ 
ognize,  a  market  research  survey  found 
recently. 

Products  supplying  the  Open  Systems 
Interconnect  (OSI)  networking  protocol 
are  fast  becoming  a  requirement  of  doing 
business  in  a  multivendor  environment, 
said  Venture  Development  Corp.’s  Mau¬ 
rice  Klapfish.  However,  there  is  no  “OSI 
magic”  in  the  air,  he  hastened  to  add. 

“The  product  has  no  entree  just  be¬ 
cause  it’s  got  OSI,”  Klapfish  said.  “Users 
are  not  asking  for  OSI  but  for  solutions  to 
business  problems”  with  integration  of 
multivendor  computer  environments. 

VDC,  a  market  research  and  consult- 


THESE  people  are 

telling  us,  The  time 
has  come.  We're 
ready.  We’re  receptive.  Show 
us  your  stuff,  vendors.’  They 
expect  to  lay  out  dollars  by 
1993  or  so.” 

MAURICE  KLAPFISH 
VENTURE  DEVELOPMENT 


ing  firm,  conducted  a  telephone  survey 
among  50  to  100  likely  users  of  OSI  prod¬ 
ucts.  The  findings  confirmed  the  notion 
that  service  industries  are  receptive  to 
OSI  and  are  avidly  watching  its  progress, 
Klapfish  said. 

“These  people  are  telling  us,  ‘The 
time  has  come.  We’re  ready.  We’re  re¬ 
ceptive.  Show  us  your  stuff,  vendors,’  ” 
he  added.  “They  expect  to  lay  out  dollars 
by  1993  or  so.” 

In  1988,  there  were  $49  million  worth 
of  OSI  products  shipped  worldwide,  VDC 
research  shows.  The  firm  is  forecasting 


tremendous  market  growth  of  $700  mil¬ 
lion  to  $2  billion  by  the  mid-1990s. 

“The  market  has  been  positioned,  but 
there’s  not  a  lot  available  now,”  Klapfish 
said.  “If  the  products  are  not  available, 
vendors  will  miss  an  opportunity.” 

The  survey  found  increasing  interest 
in  user-friendly  interfaces  “to  hide  the 
complexity  of  the  OSI  protocol,”  Klapfish 
said. 

The  three  major  areas  for  OSI  prod¬ 
ucts  are  in  manufacturing,  technical/of¬ 
fice  and  government  markets.  The  bulk  of 
OSI  products  currently  available  in  the 
U.S.  are  in  the  manufacturing  area,  but 
Klapfish  said  this  will  change  by  the  mid- 


1990s  as  the  interest  of  nonmanufactur¬ 
ing  industries  peaks.  The  availability  of 
standard  OSI  products  from  major  ven¬ 
dors  will  fuel  this  growth,  the  survey  sug¬ 
gested. 

High  expectations 

In  the  long  term,  businesses  expect  the 
OSI  protocols  to  be  embedded  in  the  ven¬ 
dors’  products  and  hardware,  making  OSI 
“an  inexpensive  commodity,”  Klapfish 
said. 

The  banking  and  financial  industries  in¬ 
dicated  that  they  would  judge  OSI  prod¬ 
ucts  against  their  expectations  for  other 
technologies. 


“That  means  ease  of  networking  when 
the  products  are  available  and  how  they 
are  integrated  with  software,”  Klapfish 
explained. 

The  survey  respondents  in  the  insur¬ 
ance  industry  voiced  a  greater  commit¬ 
ment  to  IBM’s  proprietary  Systems  Net¬ 
work  Architecture. 

“But  they  are  interested  in  OSI,” 
Klapfish  said.  “They  were  just  more  likely 
to  use  it  to  communicate  to  the  outside 
world  rather  than  integrate  it  in  their  own 
multivendor  environment.” 

In  the  transportation  industries,  the 
survey  detected  a  cautious  approach  to 
OSI  products.  “Their  plan  is  to  introduce 
advanced  technology  where  it  makes 
sense,  to  improve  performance  and  con¬ 
nectivity,”  lUapfish  said. 


FT’S  NOT  CLEAR  WHO  MAKES 
THE  SECOND-BEST  CHANNEL 
MANAGEMENT  SYSTEM. 


Feature 

Dynatech 

3900 

DataSwitch 

1200 

IBM 

3814 

Single  cross-point  architecture 

YES 

NO 

NO 

Architecture  capable  of  rate  to  6  MB 

YES 

NO 

NO 

All  48  leads  of  bus  tag  interface 

YES 

NO 

YES 

8x  16  matrix  on  one  2-foot  floor  tile 

YES 

NO 

NO 

Easy  online  expansion  and  maintenance 

YES 

NO 

NO 

PC-based  control  system 

YES 

(standard) 

YES 

(optional) 

NO 

Phaser 


CONTINUED  FROM  PAGE  49 

LU6.2  support  and  an  IBM  Systems  Ap¬ 
plication  Architecture  (SAA)/Common 
Programming  Interface  for  Communica- 
tions-compatible  interface  to  provide  ties 
to  Netware. 

However,  strategy  regarding  IBM’s 
SAA  Officevision  implementation  is  a  lit¬ 
tle  less  clear.  Technical  analysts  have 
speculated  that  Officevision/LAN  could 
pose  a  serious  threat  to  Novell  in  IBM  ac¬ 
counts,  which  make  up  an  estimated  60% 
of  Netware’s  user  base. 

“There’s  no  real  direct  link  in  the  im¬ 
mediate  time  frame  to  tying  Netware  into 
Officevision,”  Granvold  said.  In  the  mean¬ 
time,  he  suggested  the  SNA  backbone 
could  be  used  to  provide  Officevision-like 
functionality  to  Netware  users,  by  broad¬ 
casting  mail  messages  and  data  across  the 
backbone. 

Meanwhile,  Phaser's  efforts  to  study 
Officevision  have  hit  a  slight  snag,  said 
company  President  John  Mullen:  “We’ve 
had  trouble  getting  development  prod¬ 
ucts  from  IBM  and  Metaphor.” 


While  Other  channel 
management  systems 
race  neck-and-neck  to¬ 
ward  obsolescence, 

Dynatech’s  CMS  3900 
STARPLEX  sprints  to¬ 
ward  the  future. 

Only  the  STAR¬ 
PLEX  applies  today’s 
technology  to  maximize 
systems  availability  and  reliability,  erational  ease  and  superior  quality 

Every  feature  of  the  CMS  that  has  made  Dynatech  a  world 
3900  STARPLEX  reflects  the  op-  leader  in  data  communications 


equipment  for  more  than  30  years. 

And  Dynatech’s  global  exper¬ 
tise  and  proven  financial  strength 
ensure  total  support  for  your  in¬ 
stalled  system — anywhere  in  the 
world. 

Call  us  at  703-550-0011,  ex¬ 
tension  39,  to  learn  more  about  the 
world’s  best  channel  management 
system.  In 
Canada,  call 
Dynatech  at 
416-289-2000. 


'Moiugtng  a  WxU  of  Chan^* 


y  Dynatech  Communications 

Dynatech  Communications  991  Annapolis  Way  Woodbridge,  VA  22191  Phone  (703)550-001 1 
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lies,”  according  to  TURF’s  official  state¬ 
ment.  “Because  the  plan  would  all  but  de¬ 
regulate  these  carriers’  rates,  it  would 
cost  consumers  at  least  $4.1  billion” 
more  than  ratepayers  would  pay  under 
the  current  regulatory  regime  during  the 
next  four  years,  TURF’s  statement  said. 

The  FCC  has  already  implemented 
price  caps  for  AT&T  and  has  issued  a  pro¬ 
posal  for  extending  the  new  form  of  incen¬ 
tive-based  regulation  to  the  local  carriers 
next  year  [CW,  March  20].  The  FCC  said 
that  price  caps  regulation  will  earn  local 
carriers  higher  profits  if  they  make  signif¬ 
icant  gains  in  productivity  and  efficiency 


while  capping  rates  to  protect  consumers. 

The  TURF  coalition  was  formed  earli¬ 
er  this  month  to  fight  the  proposal.  It  in¬ 
cludes  the  International  Communications 
Association  (ICA),  the  Ad  Hoc  Telecom¬ 
munications  Users  Committee,  the  Tele¬ 
communications  Association  and  groups 
representing  residential  consumers. 

Brian  R.  Moir,  counsel  to  the  ICA,  said 
the  group  will  begin  by  lobbying  the  new 
FCC  chairman,  Alfred  C.  Sikes,  to  halt  the 
extension  of  price  caps  to  the  local  carri¬ 
ers.  Failing  that,  TURF  will  seek  assis¬ 
tance  from  the  U.S.  Congress,  he  added. 

TURF  released  a  set  of  user-oriented 
principles  to  guide  policymakers  in  their 
deliberations  (see  story  this  page),  includ¬ 
ing  the  notion  that  local  carriers  should 
pass  on  to  consumers  the  lower  costs 


brought  on  by  technological  advances  and 
productivity  improvements. 

Moir  said  the  FCC  is  basing  its  price 
caps  formula  on  a  “meager”  productivity 
factor  of  2.5%  annual  growth,  but  the  co¬ 
alition  has  calculated  that  the  productivity 
factor  should  be  more  like  6%  or  7%. 

In  addition,  the  FCC  should  ensure 
that  any  new  regulatory  scheme  prevents 
deterioration  of  service  quality,  according 
to  Ken  Adler,  manager  of  telecommunica¬ 
tions  and  computer  policy  for  the  Boeing 
Co.  and  spokesman  for  the  Ad  Hoc  Tele¬ 
communications  Users  Committee. 

The  FCC’s  proposal  requires  the  local 
carriers  to  submit  service-quality  moni¬ 
toring  reports  that,  according  to  the  coali¬ 
tion,  would  be  ineffective  in  identifying 
and  correcting  problems. 


Fair’s  fair 


TURF  issued  some  principles  for 
any  new  form  of  FCC  regulation  for 
the  local  exchange  carriers. 

•  Recognize  that  the  locals  are  mo¬ 
nopolies  and  will  remain  so  for  the 
foreseeable  future. 

•  Before  incentive-based  regulation 
begins,  existing  telephone  rates 
must  be  reduced  and  restructured. 

•  The  increasing  productivity  of  the 
local  carriers  must  be  fully  reflected 
in  lower  telephone  rates. 

•  Users’  legitimate  expectations  of 
rate  stability  should  be  satisfied. 

•  The  local  carriers’  ability  to  cross- 
subsidize  and  manipulate  customer 
service  choices  should  be  con¬ 
strained. 

•  Open  Network  Architecture  ser¬ 
vices  should  be  given  special  treat¬ 
ment  in  order  to  hasten  universal 
access  to  information  services. 

•  Strong  safeguards  are  needed  to 
prevent  deterioration  of  service 
quality. 


Keefe 
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•  Novell  Netware  stands  out  as  the  net¬ 
work  operating  system  against  which  all 
other  LAN  software  is  measured,  accord¬ 
ing  to  a  recent  Oppenheimer  &  Co.  study. 
It  is  obvious  that  the  specter  of  LAN  Man¬ 
ager  functionality  to  come  is  not  enticing 
users  to  delay  purchasing  decisions.  LAN 
Manager  has  made  little  headway,  and 
some  of  us  are  wondering  whether  Micro¬ 
soft  can  really  afford  to  wait  until  mid- 
1990  to  gain  market  share. 

•  Network  management  is  a  key,  particu¬ 
larly  given  the  rising  interest  in  remote 
LAN  and  WAN  connections.  The  problem 
here  is  that  LAN  management  is  an  oxy¬ 
moron.  There  isn’t  much  out  there  be¬ 
yond  analyzers  and  administrative  pack¬ 
ages,  says  analyst  Mary  Modahl  at 
Forrester  Research. 

Users  seem  pretty  serious  about  inter¬ 
connecting  multiple  LANs,  which  are  tied 
in  turn  to  the  enterprise  backbone.  Ven¬ 
dors  need  to  get  equally  serious  about 
producing  packages  capable  of  managing 
multiple  networks  with  some  level  of 
ease,  not  to  mention  automation. 

•  Popular  networked  applications  include 
graphics  (computer-aided  design  and 
manufacturing  and  business);  electronic 
mail,  particularly  for  wide-area  messag¬ 
ing;  and  desktop  publishing. 

Unfortunately,  it  doesn’t  go  without 
saying  that  developers  of  these  packages 
should  keep  the  cc^e  tight,  the  protocols 
open  and  design  with  networking  in  mind. 

•  In  the  future,  happy  offices  will  support 
a  mix  of  flexible  unshielded  twisted-pair 
and  fiber  optics,  no  matter  the  network 
riding  above.  It’s  become  uncool,  not  to 
mention  unprofitable,  to  look  down  at  Ma 
Bell’s  lifeblood  —  lowly  telephone  cable, 
(jot  that,  IBM? 

•  Connections  to  remote  bridges,  Apple 
Computer’s  Macintosh,  mainframe  files 
and  multiple  platforms  are  hot.  But  not  as 
hot  or  as  absent  as  good  LAN  support  ser¬ 
vices. 


Keefe  is  a  Computerworld  senior  editor,  PCs  and 
workstations. 


Announcing  a  Unique  Senior  Data  Processing  Management  Event. 

INTERNATIONAL 
EXECUTIVE  MANAGEMENT 
SYMPOSIUM  ON 
INFORMATION  SYSTEMS 

October  22  -  25,  1989 

The  Burlington  Marriott  Burlington,  Massachusetts 

Notable  Pioneers  and  Prominent  Experts  in  CASE  Technology  will  present  three  interac¬ 
tive  executive  level  seminars  on  major  issues  concerning  you,  the  Senior  Data  Processing 
Manager: 

Caring  for  Existing  Information  Systems  - 
Monday,  October  23,  1989 

Introduction  by:  William  Hoffman,  Price  Waterhouse 

Your  Educators:  Steve  Perkins,  Booz,  Allen  &  Hamilton;  William  Ulric,  XA  Systems,  Inc.; 

Steve  Errico,  Errico  Technologies,  Inc.;  and  Scott  Berlinger,  Coopers  &  Lybrand. 

Creating  an  Environment  for  Building  New  Systems  - 
Tuesday,  October  24,  1989 

Introduction  by:  Dr.  Doug  Ingram,  Life  Cycle  Technology,  Inc. 

Your  Educators:  Fred  Throne,  Deloitte  Haskings  -t-  Sells;  Steve  Perkins,  Booz, 

Allen  &  Hamilton;  Tom  McCabe,  Mccabe  &  Associates,  Inc.;  Dr.  Doug  Ingram,  Life 
Cycle  Technology,  Inc.;  and  Paul  Radding,  CASE  Technology  Group. 

Preparing  Your  Organization  for  CASE  Technology  - 
Wednesday,  October  25,  1989 

Introduction  by:  A1  Case,  Nastec  Corportation 

Your  Educators:  Barbara  Bouldin,  Bouldin,  Inc.;  Dave  Sharon,  Case  Technology 
Group;  and  Paul  Radding,  CASE  'Technology  Group. 

Join  us,  our  distinguished  speakers,  and  an  audience  of  your  peers  for  an  Executive  infor¬ 
mation  management  symposium  unlike  any  you’ve  ever  attended. 

Please  call  for  additional  information  on: 

-  Symposium  registration:  (617)  696-0427  or  (508)  668-6543 

-  Participating  in  the  Vendor  Reception:  (503)  656-0986 

-  Purchasing  a  copy  of  the  Symposium  Proceedings:  (617)  696-0427 
or  (508)  668-6543 

Presented  by: 


Evolving  Technologies  Corporation 

7  Lafayette  Drive 
East  Walpole,  Massachusetts  02032 


Educators  in  Evolving  Technologies 
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National  network  prepares 
for  a  new  speed  limit  posting 


BY  ELISABETH  HORWITT 

CW  STAFF 


WASHINGTON  D.C.  —  After  approxi¬ 
mately  a  year  of  operation,  the  National 
Science  Foundation’s  (NSF)  academic 
and  research  network,  NSFnet,  has  suc¬ 
cessfully  migrated  its  users  to  full  T1 
speeds  and  is  making  ready  for  the  next 
big  jump  to  45M  bit/sec.  rates.  In  the  pro¬ 
cess,  certain  elements  of  the  original  sys¬ 
tem  are  likely  to  be  discarded  or  at  least 
significantly  revamped,  according  to 
Steve  Wolff,  director  of  networking  for 
the  foundation. 

Built  by  Ann  Arbor,  Mich.,  network 


I 


Positioned  for  a  shift 

Already  representing  almost  one-third  of 
NSFnet’s  capacity,  interactive  applications 
are  expected  to  grow 


services ; 


SOURCE:  NATIONAL  SCIENCE  FOUNDATION  CW  CHART:  DOREEN  DAHLE 


consortium  Merit,  Inc.,  NSFnet  blends 
MCI  Communications  Corp.  leased  lines. 
Network  Equipment  Technologies,  Inc.’s 
T1  switches  and  IBM’s  customized  pack¬ 
et  switches. 

But  increasing  traffic  is  not  the  main 
reason  why  NSFnet  is  a  likely  candidate 
for  a  future  overhaul.  The  foundation  is 
currently  very  pleased  with  IBM’s  pack¬ 
et-switching  system,  which  is  “a  great, 
fully  distributed  solution”  entirely  based 
on  off-the-shelf  products,  Wolff  said. 

Each  switch  is  actually  a  Token-Ring 
network  of  IBM  RTs  that  share  routing 
and  packet  transport  tasks.  More  RTs  can 
be  added  to  support  greater  traffic  loads. 
According  to  Wolff,  the  switches’  only 
major  drawbacks  are  that  “they’re  big, 
take  up  a  lot  of  power,  are  expensive  and 
need  a  refrigerated  room.” 

The  switches  currently  support  Trans¬ 
mission  Control  Protocol/Internet  Proto¬ 
col  (TCP/IP),  although  NSFnet  will  also 
be  able  to  route  Open  Systems  Intercon¬ 
nect  (OSI)  packets  by  year’s  end,  in  com¬ 
pliance  with  the  government  OSI  pro¬ 
curement  poUcy,  Wolff  said. 

The  backbone  handled  969  million 
packet/sec.  in  May,  and  usage  has  been  in¬ 
creasing  roughly  20%  per  month,  Wolff 
said.  The  network  should  not  show  signs 
of  degradation  for  about  five  months, 
when  traffic  will  have  doubled,  he  added. 
The  network  will  continue  to  expand, 
with  five  to  10  institutions  likely  to  be 
added  by  year’s  end,  Wolff  said. 

The  big  changes  in  NSFnet’s  future 
have  less  to  do  with  sheer  numbers  of  us¬ 
ers  than  with  the  types  of  applications 
supported  —  and  the  high-speed  connec¬ 
tivity  they  require. 


i  i 
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The  network  connects  the  systems  of 
various  academic  —  and,  ultimately,  gov¬ 
ernment  and  military  —  research  groups 
to  one  another  and  to  supercomputer  cen¬ 
ters  around  the  country.  Such  collabora¬ 
tion  was  seriously  stymied  by  the  56K  bit/ 
sec.  bandwidth  of  the  original  network,  so 
the  first  goal  of  NSFnet  was  to  migrate  to 
1.5M  bit/sec.  T1  connections. 

Now  the  first  phase  is  completed,  and 
each  application  takes  up  a  full  T1  link.  As 
a  result,  NSF  plans  to  phase  out  the  NET 


T1  switches,  which  are  used  to  subdivide 
the  T1  bandwidth  among  different  users 
and  applications,  Wolff  said. 

But  even  T1  links  are  not  sufficient  to 
support  real-time  collaboration  between 
different  user  workstations  and  super¬ 
computers.  The  next  phase  of  NSFnet, 
planned  for  next  summer,  will  involve  mi¬ 
grating  to  45M  bit/sec.  links. 

The  stage  after  that,  Wolff  said,  will  be 
to  extend  the  network’s  range  to  1,000 
research  institutions  and  its  transmission 
rates  to  IG  bit/sec.  “We  don’t  know  how 
to  do  this  yet,”  he  added. 

One  potential  source  of  help  will  be  the 
National  High-Performance  Computer 
Technology  Act  of  1989,  a  bill  now  before 
Congress  that  would  provide  $1.75  billion 
in  federal  funding  for  research  into  super¬ 


computing  and  information  superhigh¬ 
ways  [CW,  Aug.  14].  This  fund  includes 
$400  million  that  is  earmarked  for  the  Na¬ 
tional  Research  and  Education  Network, 
a  multi-gigabit-per-second  network  to 
link  researchers  and  computing  resources 
around  the  country. 

NSFnet  would  be  “one  major  piece”  of 
that  network  and  would  partake  of  what¬ 
ever  fruits  evolved  from  research  on  high¬ 
speed  networking  protocols,  Wolff  said. 
That  research  could  well  define  protocols 
and  technologies  that  go  beyond 
NSFnet’s  current  switches  and  the  proto¬ 
cols  they  support.  “Some  people  feel  that 
both  OSI  and  TCP/IP  will  run  out  of  steam 
around  200M  bit/sec.”  over  remote  links, 
although  both  can  support  high  speeds 
over  local  links,  Wolff  seiid. 


"Vrtalink 

connected  our  token  rings. 
Now  our  users  think 
I'm  a  magician." 


No  smoke  and  mirrors.  Vitalink’s  new  Trans- 
RING  bridges  connect  token  ring  networks  to 
form  a  single,  high-speed,  wide  area  network. 

Even  when  you  want  to  run 
dozens  of  different  applications 
and  protocols,  our  TransRlNG 
lets  you  link  all  your  sites  over 
thousands  of  miles.  Your  users 


benefit  from  better  connectivity  and  improved 
response  times.  They’ll  process  more  transac¬ 
tions,  bring  products  to  market  faster,  or  simply 
get  information  sooner. 

If  you’re  ready  to  work  magic 
with  your  network  call  Vitalink. 
The  LAN  Bridging  Company. 
800-443-5740  or  415-794-1100. 


VITALINK 


The  LAN  Bridging  Company 


COMPUTERWORLD 


55 


As  you’ll  see,  a  lot  goes  on.  Because  suddenly, 

16  users  can  share  their  ideas,  files  and  printers. 
Thanl^  to  the  Micro  Channel™  bus  on  the  PS/2f 
they  can  all  work  simultaneously,  without 
1 1  1  hampering  each  other’s 

Connect  all  your  people  performance. 

•/  X  JL  11  these  are  things 

to  the  PS/2  386  with  AIX,and 

lust  watch  what  goes  on.  1 . 

O  a  multiuser  system  on 

the  IBM  PS/2  386™ 

platform  (or  on  the  486 ^  coming  soon)  is  an 
extremely  bright  idea. 

The  fact  that  the  PS/2  runs  with  AIX™  IBM’s 
enriched  version  of  the  UNIX® 
operating  system,  turns  up  the 
wattage  even  more.  Because  AIX 
happens  to  be  the  system  recently 
chosen  by  the  Open  Software 
Foundation  as  its  core  operating 
system. 

And  AIX  runs  like  a 
dream  on  the  PS/2  platform.  It  allows 
you  to  merge  DOS  and  UNIX  functions,  which 
protects  your  current  DOS  investment.  At  the  same 
time,  it  gives  you  access  to  all  the  AIX  and  other 
UNIX  applications  appearing  daily  for  this  popular 
platform. 

And  with  AIX,  your  network  is  expandable  in 
many  directions.  Both  across  multivendor  plat¬ 
forms,  from  SUN®  to  HP®  to  AT&T®  and  across  a 
broad  range  of  IBM  systems — from  the  PS/2  to  the 
RT7  all  the  way  up  to  the  System/370® 

If  you’d  like  to  see  a  system  like  this  turning  on 
the  juice  in  your  company,  call  I  800  IBM-2468, 
ext.  150  to  find  your  nearest  IBM  Authorized 
Dealer.  Or  contact  your  IBM  marketing  representa¬ 
tive  or  IBM  Business  Partner  today.  Both  will  gladly 
shed  additional  light  on  this  exceptional  system 
from  IBM.  The  IBM  PS/2  with  AIX. 

Maldng  your  business  come  together. 


IBM  PS/2  and  Svstem/370  regisiered  tradem^s  ary)  Mn^to  Channel «  a  trademark  ol  International  Busvwss  Machines  Corporation  AT&T  and  UNP(  are  regrsiered  traderrarks  ol  American  Telephone  and  Telegraph  Company  SUN  a  a 
legistered  trademwk  ot  Sun  KAcrosysiem.  Inc  HP  is  a  regislered  tradem»k  of  Hewlett  Packard  Company  386  ary)  486  are  trademarks  of  Ir^  Corp  AIX  «  BMs  Advanced  iraeractive  Executive  wrxch  «  a  tradema^  of  maemational 
Mactwies  Corporation.  ®  1989  IBM  Corp. 
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NETWORKING 


NEW  PRODUCTS 


Local-area  networking 
hardware 

Fujitsu  America,  Inc.  has  introduced  Stor- 
edge,  a  modular  data  storage  system  for 
personal  computers  and  networks. 

The  first  members  of  this  family  are 
reportedly  available  for  systems  running 
Novell,  Inc.  Advanced  Netware  286  and 
MS-DOS  2.0  or  higher.  According  to  Fu¬ 
jitsu,  the  flexible  modular  structure  can  be 
configured  with  up  to  three  320M-byte, 
S'A-in.  hard  disks  and  tape  drives,  and  the 
units  can  be  linked  to  provide  up  to  2G 
bytes  of  on-line  storage. 


The  product  is  said  to  be  ready  to 
“plug  and  play,”  and  its  price  starts  at 
$4,595. 

Fujitsu  America 
3055  Orchard  Drive 
San  Jose,  Calif.  95134 
408-432-1300 

PC-Office,  Inc.  has  introduced  a  miniature 
local-area  network  workstation  with  a  4- 
by  6-in.  footprint. 

Called  the  ST/16,  the  smart-terminal, 
16-bit  workstation  is  reportedly  based  on 
Intel  Corp.’s  Wildcard-88  and  was  devel¬ 
oped  for  use  in  personal  computer-based 
systems. 


According  to  the  company,  the  ST/ 16 
is  made  up  of  the  PC  Office  backplane  and 
LAN  Terminal  System,  combined  with 
off-the-shelf  components,  allowing  for 
customization. 

Prices  range  from  $195  to  $495,  de¬ 
pending  on  component  configuration.  The 
LAN  Terminal  System  board  may  be  pur¬ 
chased  separately  for  $  1 95. 

PC-Office 

4631  Viewridge  Ave. 

San  Diego,  Calif.  92123 
619-268-3235 

Esprit  Systems,  Inc.  has  announced  the 
Lanterm  Model  E  interface,  a  networking 
terminal  that  provides  users  with  Ether¬ 
net  connectivity  to  local-area  networks 
while  providing  host  communications 


through  Digital  Equipment  Corp.  VTIOO 
terminal  emulation. 

The  product  reportedly  is  able  to  link 
the  Ethernet  controller  and  the  CPU  di¬ 
rectly,  without  the  need  for  an  Ethernet 
card  being  inserted  into  a  bus  slot.  Ac¬ 
cording  to  the  company,  the  Lanterm 
Model  E  features  diskless  boot  support 
for  running  Novell,  Inc.  Netware  0/S 
software  products,  read-only  memory- 
based  menus  for  setup  and  built-in  pro¬ 
ductivity  tools,  including  calendar  and  key 
macros. 

The  price  is  listed  at  $  1 , 1 95. 

Esprit  Systems 
2115  Ringwood  Ave. 

San  Jose,  Calif.  95131 
408-954-9900 


Local-area  networking 
software 

Lattice,  Inc.  has  announced  a  communica¬ 
tions  library  that  includes  high-  and  low- 
level  C  fimctions  to  create  applications 
that  perform  asynchronous  communica¬ 
tions. 

The  Lattice  Communications  Library 
reportedly  supports  DOS,  OS/2  and  Ami- 
gados  environments  with  a  set  of  func¬ 
tions  for  a  variety  of  protocols. 

The  library’s  functions  allow  program¬ 
mers  to  select,  open  and  close  a  communi¬ 
cations  port;  set  bit/sec.  rate,  data  bits, 
parity,  stop  bits  and  buffer  size;  and  send 
and  receive  characters  from  the  commu¬ 
nications  port.  The  price  is  $250. 

Lattice 

2500  South  Highland  Ave. 

Lombard,  Ill.  60148 
312-916-1600 

Lan  Systems,  Inc.  has  announced  Lan- 
space,  a  utihty  program  that  supplies  ad¬ 
ditional  random-access  memory  for  No¬ 
vell,  Inc.  networks.  It  takes  the  Novell 
Netware  drivers  out  of  conventional 
memory  and  puts  them  into  extended 
memory,  thereby  saving  35K  bytes  of 
RAM.  An  additional  2 IK  bytes  are  saved 
by  letting  the  user  to  load  and  unload  Net- 
bios  without  rebooting,  the  company  said. 

The  program  sells  for  $495  per  file 
server  with  unlimited  use  on  the  network. 
Lan  Systems 

599  Broadway/  1 1th  Floor 
New  York,  N.Y.  10012 
212-431-8484 


Links 

Avatar  Corp.  has  announced  an  enhanced 
version  of  its  Macmainframe  3270/CUT 
software  package. 

According  to  the  company.  Version 
2.1  now  supports  Macmainframe  DX,  an 
external  box-level  solution  that  allows  re¬ 
mote  and  local  IBM  3270  mainframe  com¬ 
munications  from  any  Apple  Computer, 
Inc.  Macintosh  computer. 

The  software  reportedly  provides 
user-definable  color  support  and  is  priced 
at  $200  per  copy.  Site  licenses  are  also 
available. 

Current  Macmainframe  DX  users  can 
upgrade  existing  hardware  by  purchasing 
an  upgrade  kit.  The  kit  contains  upgraded 
read-only  memory,  a  Macmainframe  Ver¬ 
sion  2.1  software  package  and  installation 
instructions,  according  to  the  vendor. 

The  upgrade  kit  is  available  for  a  price 
of  $100. 

Avatar 
65  South  St. 

Hopkington,  Mass.  01748 
800-289-2526 
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“For  my  office,  the 
right 286  desktop  PC  has 
got  to  be  big  on  power... 
but  small  on  space.” 

t 

1 

J 

ZENITH  INNOVATES  AGAIN 

The  world’s  number  one  family  of  PC  compatible^  now  brings  you 
everything  you  expect  in  a  286  desktop...  except  the  size. 

Big  power  in  a  small  package.  That’s  the  idea  behind  the  Z-286  LP  Another 
Zenith  Data  Systems  innovation  to  fit  your  workload  and  your  work  space. 

On  the  inside,  the  Z-286  LP  is  unmistakably  a  286-based  system  — 
with  enough  “zero  wait  state”  speed  and  power  to  handle  heavy-duty  word 
processing,  large  spreadsheets  and  huge  databases.  It’s  also  compatible  with 
literally  thousands  of  industry  standard  peripherals. 

For  more  advanced  performance,  the  Z-286  LP  easily  lets  you  move  up 
to  MS  OS/2*  applications.  It’s  truly  a  desktop  PC  that’s  built  for  today... 
and  tomorrow. 

The  Z-286  LP  also  features  1MB  of  RAM— expandable  to  6MB  without 
using  an  expansion  slot.  Plus,  it  comes  standard  with  MS-DOS?  And  all  hard 
drive  models  include  Microsoft®  Windows. 

It’s  on  the  outside,  however,  that  the  Z-286  LP  offers  you  the  biggest  advan¬ 
tage:  a  dramatically  smaller  footprint  than  conventional  desktops  for  more 

productive  use  of  your  desk  space.  ^ 
So  free  up  your  workload  and 
your  work  space  with  Zenith’s  p 
Z-286  LP.  For  your  nearest  IC 

Zenith  Data  Systems  authorized 
dealer,  call: 

1-800-553-0350 
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THE  QUALIPr'  GOES  IN  BEFORE  THE  NAME  GOES  ON* 


^Source;  Dataquest 

Graphics  simulate  Microsoft*  Windows,  a  product  and  trademark  of  Microsoft  Corporation. 
MS-DOS  and  MS  OS/2  are  registered  trademarks  of  Microsoft  Corporation. 
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“Jack”Archi- 
bald  Jr.  has 

HKuk!M  computer  opera¬ 
tions  in  the  management  in¬ 
formation  systems  depart¬ 
ment  of  RIGHA,  a  Provi¬ 
dence,  R.I.-based  health 
maintenance  organization. 

In  his  new  post,  Archibald 
will  manage  RIGHA’s  data 
center  and  supervise  the  or¬ 
ganization’s  computer  opera¬ 
tors.  Prior  to  joining 
RIGHA,  Archibald  held  simi¬ 
lar  posts  at  Masoneilan  and 
Lebow  Industries.  He  has  an 
associate  degree  in  business 
administration  from  Johnson 
and  Wales  College  and  a 
bachelor’s  degree  in  business 
administration  from  Bryant 
College.  Archibald  lives  in 
Riverside,  R.I. 


Robert  J.  Becker  has 
joined  Elkhart  General 
Hospital  as  director  of  in¬ 
formation  systems.  In  his  new 
position,  Becker,  47,  will  be 
responsible  for  all  patient- 
care  systems  development, 
financial  systems  develop¬ 
ment,  information  systems 
and  personal  computer  activi¬ 
ties.  He  will  report  to  Rob¬ 
ert  F.  Granger,  vice-presi¬ 
dent  of  finance. 

Becker  was  formerly  di¬ 
rector  of  system  services  at 
Holy  Cross  Health  System 
Corp.  in  South  Bend,  Ind.  He 
holds  a  bachelor’s  degree  in 
management  from  Purdue 
University  and  is  a  past 
chapter  president  of  the  Data 
Processing  Management 
Association  and  a  member  of 
the  Society  for  Information 
Management  and  the  Health¬ 
care  Information  and  Man¬ 
agement  Systems  Society. 


Who’s  on  the  go? 

Changing  jobs?  Promoting 
an  assistant?  Your  peers  want 
to  know  who  is  coming  and 
going,  and  Computerworld 
wants  to  help  by  mentioning 
any  IS  job  changes  in  Execu- 
'  tive  Track.  When  you  have 
news  about  staff  changes,  be 
sure  to  drop  a  note  and  pho- 
V  to  or  have  your  public  rela- 
^ ,  tions  department  write  to 
“Clinton  Wilder,  Senior  Exiitor, 
Management,  Comput- 
erux)rld,  Box  9171, 375  Co- 
chituate  Road,  Framing¬ 
ham,  Mass.  01701-9171. 


Making  systems  and  managing  them 

MCFs  Ditchfield  keeps  a  hand  in  product  development  and  a  foot  on  the  IS  gas  pedal 


PROFILE:  Allan  Ditchfield 


KATHERINE  LAMBERT 


Position:  Senior  vice-president  of  MIS,  MCI  Communications  Corp. 

Mission:  To  build  a  software-based,  intelligent  telecommunications  network  and  provide 
related  customer  services 


BY  MITCH  BETTS 

CW  STAFF 


At  MCI  Communications 
Corp.,  it’s  hard  to  tell  where 
information  systems  ends 
and  product  development  be¬ 
gins,  because  the  MIS  de¬ 
partment  actually  creates  the  soft¬ 
ware-based  products  and  services  that 
MCI  offers  to  its  customers. 

“In  essence.  I’m  implanted  in  the 
middle  of  the  business,’’  says  Allan 
Ditchfield,  senior  vice-president  of 
MIS,  who  is  obviously  pleased  to  be  in 
that  central  position  at  the  U.S.’  No.  2 
telecommunications  firm. 

For  example,  Ditchfield’s  staff  is 
now  working  on  MCI’s  forthcoming  In¬ 
tegrated  Network  Management  Ser¬ 
vice,  which  will  allow  customers  to 
peer  into  MCI’s  systems  for  the  pur¬ 
pose  of  monitoring  network  opera¬ 
tions.  In  the  future,'customers  will  be 
able  to  order  new  services  from  their 
workstations. 

Scanning  MCI  advertisements  that 
tout  such  features  as  operator  assis¬ 
tance  and  800  service,  Ditchfield  says, 
“I  provided  all  of  the  software  —  not 
just  for  billing  —  to  enable  it  to  hap- 
pen. 

In  other  words,  he  has  no  problem 
marrying  technology  to  business  ob¬ 
jectives  —  an  issue  for  many  other  IS 
executives  —  because  a  full  50%  of  his 
work  is  product-oriented.  Ditchfield 
also  has  the  luxury  of  having  MCI’s  so¬ 
phisticated  network  at  his  disposal  to 
link  the  company’s  regional  and  local 
data  centers. 

Ditchfield,  50,  came  to  MCI  in  June 
1986  after  a  six-year  stint  as  director 
of  IS  at  archrival  AT&T  during  the  tu¬ 
multuous  days  of  the  Bell  System  di¬ 
vestiture.  From  an  MCI  building  not 
far  from  the  Pentagon  in  Arlington, 


Va.,  he  runs  an  MIS  department  with  a 
budget  of  roughly  $200  million  and  a 
hefty  staff  of  1,400  people  (plus  100 
consultants,  mostly  programmers). 

Ditchfield  says  he  is  fortunate  to 
have  technology  champions  in  the  ex¬ 
ecutive  suite  who  tout  the  MIS  depart¬ 
ment  as  a  key  corporate  asset. 

Stuart  A.  Mencher,  senior  vice- 
president  of  marketing,  claims  that 
MCI’s  internal  software  gives  the  firm 
a  competitive  advantage  by  providing 


timely  and  accurate  bills  with  more  de¬ 
tailed  customer  information  than  com¬ 
petitors  provide. 

Richard  T.  Liebhaber,  executive 
vice-president  for  technology,  says 
MCI  basically  is  “a  digital  information 
processing  network  based  on  general- 
purpose  computers’’  such  as  IBM 
3090s  and  Digital  Equipment  Corp. 
VAXs.  MCI  has  always  wanted  its  net¬ 
work  software  to  be  run  on  commercial 
Continued  on  page  66 


Brave  new  world  for  IS,  study  concludes 


BY  CLINTON  WILDER 

CW  STAFF 


By  the  year  2000,  30%  of  the 
production  cost  of  an  auto¬ 
mobile  will  be  for  infor¬ 
mation  technology-related 
components.  And  that  is  just 
the  tip  of  the  iceberg  in  the  new  busi¬ 
ness  world  facing  information  systems 
executives,  according  to  a  recent  Die- 
bold  Research  Program  study  on  the 
changing  role  of  IS. 

The  study  detaUs  the  ever-increas¬ 
ing  responsibilities  placed  upon  IS  ex¬ 
ecutives  and  managers  to  integrate 
technology  more  fully  with  business 
strategy  in  manufacturing,  marketing, 
distribution  and  customer  service,  as 
well  as  to  create  new  business  oppor¬ 
tunities.  “There  are  challenging  and 


exciting  opportunities  for  today’s  in¬ 
formation  technology  managers,”  says 
Anthony  DiRomualdo,  associate  direc¬ 
tor  of  the  research  program  at  the 
New  York-based  Diebold  Group,  Inc. 

The  study  outlines  four  imperatives 
for  the  IS  function  to  succeed  in  the 
next  decade: 

•  It  must  link  together  more  and  more 
systems,  networks,  data,  functions  and 
processes,  and  the  IS  executive  must 
guide  and  facilitate  the  most  effective 
technology  infrastructure  to  achieve 
those  links. 

•  It  must  be  used  to  achieve  strategic 
goals,  primarily  by  crossing  organiza¬ 
tional  and  functional  boundaries.  IS  ex¬ 
ecutives  must  forge  partnerships  with 
all  end-user  departments. 

•  It  must  seek  a  different  mix  of  skills 
in  IS  employees.  In  recruiting,  train¬ 


ing,  retraining  and  rewarding,  the  IS 
function  must  tackle  the  difficult  task 
of  finding,  developing  and  retaining 
people  who  can  move  between  the 
business  and  technology  worlds.  How¬ 
ever,  the  study  notes  an  important  ca¬ 
veat:  Highly  skilled  technical  talent  in 
critical  areas  such  as  networking  and 
data  management  will  be  in  short  sup¬ 
ply  and  must  not  be  overlooked. 

•  At  the  corporate  management  level, 
senior  executives  must  recognize  the 
importance  of  fully  integrating  IS  stra¬ 
tegic  planning  into  the  business  plan¬ 
ning  process. 

With  IS  playing  a  major  strategic 
role,  DiRomualdo  notes,  the  successful 
organizations  of  the  1990s  will  be 
those  flexible  enough  to  change  both 
systems  and  organizational  structures 
in  a  rapidly  changing  maricetplace. 
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FIRST  LOOK 


DCA’s  Convertible:  Is  It  IRMA?  Or  Sybil? 


By  David  Strom 


Though  officially  dubbed  the  IRMA  3 
Convertible,  a  more  accurate  moniker 
for  the  new  multiple-personality  board 
from  Digital  Communications  Asso¬ 
ciates  Inc.  CDCA)  would  be  Sybil.  A  few 
deft  twists  of  the  wrist,  and  the  board 
adopts  whatever  persona  or  configura¬ 
tion  is  needed  at  that  moment. 

The  wealth  of  choices — Micro  Chan¬ 
nel  or  AT  bus,  coaxial  or  twisted-pair 
cabling,  IBM-  or  IRMA-style  emula¬ 
tion-makes  DCA’s  board  an  engineer¬ 
ing  marvel.  At  the  same  time,  however, 
the  Alpharetta,  Ga.,  firm  wisely  bor¬ 
rowed  some  tips  from  its  competitors. 
For  example,  it  uses  single  appUcatmn- 
specific  chips  a  la  NoveU  Inc  s  PCOX,  a 
nifty  configuration  utility  a  la  Attach- 
mate  Corp.’s  board,  and  two  items 
found  on  many  products:  a  built-m 
balun  for  twisted-pair  wiring  and 
downloadable  microcode  that  makes 
upgrading  firmware  less  painful. 

But  one  tiling  the  Convertible  has 
that  all  others  lack  is  the  ability  to  run 
on  all  current  PCs^-Micro  Channe  ar- 
cliitecture  (MCA),  PC  and  AT  ^Uke. 
And  switching  from  classic  bus  to  MCA 
takes  even  the  most  fumble-fingered 
user  just  a  few  minutes:  Simply  remove 
the  back-edge  connector,  flip  a  series  of 
switches,  invert  the  business  end  so 
that  the  coax  Bayonet  Nut  Coupli^ 
connector  is  aligned  with  the  rest  of  the 
card,  and  put  everything  back  together. 

We  tried  several  3270  software  pack¬ 
ages,  including  DCA’s  e78,  e78  Plus  and 
Crosstalk  Mk.4,  Relay  Communicatior® 
Inc.’s  Relay  Gold,  Attachmate  s  Extra!  and 
IBM’s  3270  Emulation  Program  version 
3.0.  When  the  Convertible  was  configu^ 
as  an  IBM  board  supporting  distributed- 
function  terminals,  the  IBM,  Attachrnate 
and  Relay  emulation  software  work^ 
flawlessly  on  both  machines;  this  mduded 
the  multiple-session  support  that  Extra. 

RJDSFILE  file  transfer  also  worked 
well  with  the  IBM  and  Attachmate 
products. 


DCA’S  IRMA  3  Convertible 
Rides  Either  Bus 

It’s  Simple  To  Switch  from  Standard  Bus  to  MCA 

ov  iMkiArt  fho 


1)  Flip  switches  and  jumpers.  .tk..,- 

Switches  change  the  board's  Personaldy  from  AT  bus 
to  MCA.  Jumpers  enable  it  to  use  either  coax 
or  twisted-pair  cabling. 


2)  Invert  the 
BNC  connector. 

Since  the  board  will 
be  placed  upside- 
down  in  the  machine, 
the  connector  must 
be  rotated  so  that  it 
aligns  with  the  rest 
of  the  card. 


®il3 

. 


3)  Attach  blue  plastic 
card  tabs. 

These  align  the  board 
in  the  MCA  machine 


5)  Insert  the  board. 


4)  Attach  a  metal  back- 
^ge  connector. 

This  holds  the  board  in 
place  in  an  MCA  slot. 

6)  Configure  software. 

Download  microcode  to 
the  board  to  specify  either 
IBM  or  IRMA  personality. 


kAs  far  as  we  could  determine,  our  soft- 

r  Are  functioned  identicaUy  when  the 

vertible  board  was  swapped  for  IBM  3^0 
hardware.  All  we  needed  to  do  was  con 
ure  the  DCA  personaMty  •'n'* 
download  the  apor'"' 

All  thre<* 
iP”  ' 
tl 
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and  1.31  of  Extra!  di'^ 
rectly  form-’*^' 
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Customer  Representative 
Marketing  Information  Group 


DGA 


1000  Alderman  Drive  1 

;  \ 

^  \ 

u  \ 

Alpharetu,  GA  30201-4199 

1-800-241-4762,  Ext.  54 

In  Georgia  404-  442  •  4500,  Ext.  54  | 
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BOOK  REVIEW 


Too  many  managers, 
not  enough  leaders 

THE  MANAGERIAL  MYSTIQUE 

By  Abraham  Zaleznik 
Harper  &  Row,  $22.95 


What’s  wrong  with  American  business?  It 
is  populated  by  managers,  not  leaders, 
says  Abraham  Zaleznik  in  The  Manageri¬ 
al  Mystique. 

The  book’s  theme  is  simple  and  intu¬ 
itively  obvious.  The  image  of  the  insuffer¬ 
able,  bureaucratic  company  man  who 


cares  only  for  his  own  turf  is 
an  archetype  of  odium  scarce¬ 
ly  in  need  of  having  another 
shovelful  of  dirt  heaped  on  it. 

In  contrast,  charismatic  en¬ 
trepreneurs  have  been  idol¬ 
ized  as  folk  heroes  many 
times  over  and  are  hardly  in 
need  of  another  song  of 
praise. 

The  message  of  The  Man¬ 
agerial  Mystique  may  not  be 
new,  but  it  is  reiterated  with  telling  intel¬ 
lectual  power.  This  is  the  age-old  theme 
of  the  doer  vs.  the  doodler  —  the  manag¬ 
er  vs.  the  leader  —  set  forth  with  unas¬ 
sailable  scholarly  logic. 

Zaleznik,  a  clinical  psychologist,  pro¬ 
fessor  of  leadership  at  the  Harvard  Busi¬ 


ness  School  and  author  of  12 
books,  describes  the  current 
unhealthy  reliance  on  man¬ 
agement  as  but  a  link  in  the 
chain  of  business  history.  It  is 
a  link,  however,  that  is  rusted 
and  almost  broken. 

Managers  took  over  busi¬ 
ness  from  the  heroic  entre¬ 
preneurial  autocrats  of  the 
late  19th  and  early  20th  cen¬ 
turies.  Some  outstanding 
managers  cited  are  ITT  Corp.’s  Harold 
Geneen  and  General  Motors  Corp.’s  Al¬ 
fred  Sloan.  The  leaders  they  replaced 
were  typified  by  Andrew  Carnegie,  Henry 
Ford  and  J.  P.  Morgan.  But  now,  Zaleznik 
says,  managers  have  had  their  day,  and  it 
is  time  to  move  on  to  a  new  era  of  more 


forceful,  albeit  humane,  leadership. 

What  does  the  executive  of  tomorrow 
do?  He  must  take  charge,  put  himself  on 
the  line,  risk  his  reputation  to  be  account¬ 
able  and  get  something  done.  The  reward 
will  be  the  joy  of  accomplishment  both  for 
the  executive  and  his  subordinates. 

Managers,  on  the  other  hand,  will  inev¬ 
itably  drain  a  corporation  of  energy  by  or¬ 
ganizing  committees  and  manipulating  of¬ 
fice  politics  to  create  inefficient  stability. 
The  result  is  loss  of  productivity  for  a 
business  and,  further,  possible  psychiatric 
problems  for  the  executive  that  come 
from  incomplete  self-realization.  To  Za¬ 
leznik,  the  “managerial  mystique”  is  like 
a  disease  that  afflicts  not  only  business  but 
managers  themselves. 

That  illness  is  characterized  by  a  sepa¬ 
ration  of  thinking  and  feeling,  which  can 
be  clinicaUy  diagnosed  according  to  ac¬ 
cepted  psychological  procedure.  Zaleznik 
takes  apart  the  psyches  of  several  man¬ 
agement-plagued  executives.  He  finds 
that  some  of  their  problems  are  due  to  dif¬ 
ficult  relationships  with  their  parents. 

Although  interesting,  the  chapters 
that  deal  with  the  management  problem 
in  these  terms  risk  blurring  the  book’s  fo¬ 
cus.  Are  managers  simply  the  bad  fruit  of 
an  out-of-date  chapter  in  American  busi¬ 
ness,  or  is  the  management  problem 
traceable  to  the  negative  childhood  expe¬ 
riences  of  those  managers?  If  it  is  the  lat¬ 
ter,  then  it  is  not  a  business  trend  we  have 
to  fight  against.  Instead,  parents  must  be 
better  parents.  Is  the  battle  to  be  fought 
in  the  home  or  the  workplace?  Is  the  man¬ 
agement  problem  spawned  by  a  bad  busi¬ 
ness  culture  or  a  bad  psyche? 

Whatever  its  source,  however,  once 
management  (as  opposed  to  leadership) 
sets  in,  the  manager  resembles  the  cap¬ 
tain  of  an  oil  tanker  whose  ship  is  bound 
for  the  rocks. 

A  symptom  of  the  management  culture 
is  the  notion  of  deniability,  as  practiced  to¬ 
day  in  both  government  as  well  as  busi¬ 
ness.  By  creating  deniability,  subordi¬ 
nates  can  be  blamed  for  failures  that  had 
their  genesis  in  flawed  management  strat¬ 
egy  or  directives,  thus  insulating  manage¬ 
ment  from  culpability. 

It  may  seem  incongruous  that  Zaleznik 
should  even  attempt  to  codify  something 
as  ineffable  as  leadership,  but  The  Mana¬ 
gerial  Mystique  is  a  convincing  case  that 
leadership  can  be  approached  as  a  schol¬ 
arly  subject. 

The  book,  although  complex,  is  still 
readable.  However,  one  never  forgets  for 
long  that  the  author  is  a  teacher.  The  am¬ 
ply  footnoted  volume  is  thorough  and  has 
a  certain  pedantry  —  drumming  home 
the  theme  that  leadership  is  good,  man¬ 
agement  is  bad.  Some  executives  may  find 
the  fire  and  brimstone  of  a  Tom  Peters 
speech  the  necessary  medicine.  The 
Managerial  will  appeal  to  more 

introspective  readers.  If  the  book  moves 
one  executive  to  speak  his  mind  instead  of 
creating  a  committee,  it’s  worthwhile. 

STANLEY  GIBSON 


Gibson  is  Computerworld's  senior  editor,  soft¬ 
ware. 


Computerworld  is  initiating  a  new 
series  of  reviews  that  will  focus  on 
business  and  management  books. 
New  books  that  fit  into  this  arena 
should  be  sent  to  the  attention  of 
Glenn  Rifkin,  Book  Review  Editor, 
Computertoorld,  375  Ck)chituate 
Rd.,  Framingham,  Mass.  01701. 


Win  a  free  trip  to,? 


And  get  all  the  details  on  America’s  premier  communications  conference  just  by  entering; 

3.  Free  conference  admission.  'Third  prize,  valued  at 
$895,  includes  your  choice  of  one  day-long,  in-depth 
tutorial  and  full  conference  and  exposition  admission. 

There’s  no  way  you  can  lose! 

Whether  you  win  a  prize  or  not,  you  win.  You  will  get 
information  on  a  conference  and  exposition  that  can  give  you 
the  expertise  you  need  to  stay  ahead  of  your  competitors. 
Send  in  the  form  today,  or  FAX  it  to  508-872-8237. 


Next  February,  a  mtyor  event  in  voice  and  data  com¬ 
munications  will  take  place  in  Washington,  D.C.  In  just  four 
days,  you  will  be  able  to  gather  the  latest,  most  up-to-date 
information  on  the  fast-changing  world  of  communications  at 
the  12th  annual  Communication  Networks  ’90. 

Fifteen  in-depth  tutorials  will  cover  everything  from 
“Integration  and  Connectivity”  to  “Regulatory  Issues  in  'Tele¬ 
communications.”  More  than  80  conference  sessions  will  bring 
you  up-to-date  on  subjects  like  LANs,  Network  Management, 
High  Band-Width  'lYansmission,  ISDN,  Standards,  Security 
and  Inter-enterprise  Networking.  And  400  industry-leading 
exhibitors  will  give  you  information  about  their  newest  com¬ 
munications  products  and  services. 

Selected  by  the  Department  of  Commerce  for  the  second 
year  in  a  row  to  participate  in  its  elite  Foreign  Buyer  pro¬ 
gram,  Communication  Networks  ’90  wiU  give  you  access  to 
the  entire  world  of  voice  and  data  communications  technol¬ 
ogy.  As  one  of  the  winners  of  our  contest,  you  could  win  a  free 
trip  to  this  unique  event. 

Just  send  in  the  fom  to  enter. 

When  you  complete  and  return  the  form  below,  we’ll 
make  sure  you  get  complete  details  on  Communication  Net¬ 
works  ’90  as  they  become  available.  AND,  we’ll  automatically 
enter  you  in  our  contest  for  one  of  these  three  prizes: 

1.  Free  air  fare,  hotel  and  conference  admission.  As  First 
Prize  winner  you  will  get  round-trip  airfare  from  your 
nearest  major  airport,  three  nights  at  the  luxurious 
Grand  Hyatt  Hotel,  free  admission  to  three  days  of  con¬ 
ferences  and  the  exposition,  plus  your  choice  of  one  day¬ 
long,  in-depth  tutorial.  Approximate  total  value:  $1,875. 

2.  Free  accommodations  and  conference  admission. 
Second  Prize  winner  will  receive  three  nights  accommo¬ 
dations  at  the  Grand  Hyatt,  plus  one  in-depth  tutorial 
and  Iree  admission  to  the  full  conference  and  exposition. 
Approximate  total  value:  $1,375. 
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Please  enter  my  name  in  your  Communication  Networks  ’90  con¬ 
test  and  send  me  full  details  about  the  conference  and  exposi¬ 
tion.  I  understand  I  must  fill  in  this  form  completely  in  order  to 
be  ehgible. 


Summary  of  Contest  Rules 

Entry  Form  must  be  filled  out  with  all  information 
requested  and  received  at  the  address  shown  NO  LATER  'THAN 
November  30th,  1989.  One  entry  per  person;  one  prize  per  person. 
No  registration  is  required  to  enter,  but  if  you  win  after  you  have 
registered,  you  will  receive  a  full  refund.  Winners  will  be  chosen  at 
random  and  announced  on  December  15th,  1989.  Decision  of  the 
judges  is  final.  All  residents  of  the  continental  U.S.  and  Canada  18 
years  or  older  are  eligible,  except  employees  of  International  Data 
Group,  its  agencies,  filiates  or  subsidiaries.  Winners  must  con¬ 
sent  to  the  use  of  their  names  and  photographs  in  contest 
publicity. 

For  a  copy  of  the  complete  contest  rules,  or  a  list  of  winners, 
send  a  self-addressed  stamped  envelope  to  Communication  Net¬ 
works  ’90,  P.O.  Box  9171,  Framingham,  MA  01701. 
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CONFERENCE  &  EXPOSITION 

Taking  Networking  into  the  90’s 

Washington,  D.C.  •  February  5-8, 1990 
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List  the  five  communications/ networking  topics  in  which  you  are 
most  interested: 


Name 
Title  _ 


(please  print  or  type) 


2. 

3. 


Company . 
Address  . 
City _ 


-State. 


.ZIP- 


CNBI 


Telephone  (_ 


FAX  (if  available)  (_ 


When  filled  in  completely,  mail  to: 
Communication  Networks  Contest 
P.O.  Box  9171,  Framingham,  MA  01701-9171 
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Come  see  “Where  CASE  meets  DBMS” 


Presented  by  Dr.  Peter  Chen  and  Peter  Page 

“Where  CASE  meets  DBMS”-a  one-day 
the  object-oriented,  Entity-Relationship  approach  to  information 
management  can  fulfill  the  promise  of  CASE  techn 


Boston:  Tuesday,  September  12 
Chicago:  Tuesday,  September  26 
Dallas:  Wedii^^day,  September  27 


Los  Angeles:  Thursday  Sepltcimber  28 
New  Yor&;^^|^^^dn^eiiih3&5efilember  13 
Washington^  D.C,:^^^T^  September  14 


One  of  the  most  important  goals  of  CASE  technology— the  develop¬ 
ment  of  applications  that  reflect  the  structure  of  information  used  by  your 
organization— cannot  be  reached  with  typical  (or  strictly  relational)  DBMS 
technologies. 

The  Entity-Relationship  (ER)  approach  to  systems  analysis  and  data 
base  design  has  been  successfully  applied  in  system  design  projects  all  over 
the  world— including  the  construction  of  a  new  generation  of  data  base 
management  systems. 

This  September,  the  theory  and  application  of  Entity- Relationship/ CASE 
technology  will  be  fully  described  in  a  series  of  public  seminars,  presented  by 
two  of  the  most  prominent  experts  in  the  field: 

Professor  Peter  Chen— the  “father”  of  the  Entity-Relationship  approach... 
author  of  the  landmark  “Entity-Relationship  Model:  Toward  a  Unified  View 
of  Data”  while  at  M.I.T...now,  Foster  Distinguished  Chair  at  Louisiana 
State  University. 

Peter  Page— Executive  Vice  President  of  Software  AG,  the  first  major  systems 
software  company  to  develop  extended  data  base  technology  based  on  the 
Entity-Relationship  model. 

Together,  Prof.  Chen  and  Mr.  Page  will  present  “Where  CASE  meets 
DBMS,”  a  one-day  seminar  which  fully  explores  the  ways  in  which  these 
two  major  technologies  merge  to  create  truly  strategic  information  manage¬ 
ment  solutions. 


Register  now  for  the  one-day 
seminar,  “Where  CASE  meets 
DBMS”  in  the  city  nearest  you. 
CaUtoU-free:  1-800-843-9534 


(In  Virginia  or  Canada,  call 


703-860-5050). 
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If  you’re  not  using 
your  calls  could  be 
the  same  fate 


ASS3i  has  the  most  reliable 
800  service  in  the  world. 

If  you’re  not  using  AT&T  800  Service, you’re  running 
the  risk  of  losing  54%  more  calls.The  reason  is  no  mystery 
The  AT&T  Network  has  far  greater  switching  capacity 
three  times  the  alternate  routing  capability  and  the  high¬ 
est  percentage  of  call  completions  of  any  long  distai^ce 
carrier.  This  allows  AT&T  to  provide  the  most  reliable  800 
service  in  the  world. 

The  fact  is, we  have  more  ways  to  get  800  calif  J 
through  than  any  other  network.  AIM  has  40  sigih^ 
transfer  points  compared  to  six  each  for  Sprint  and  tel 
And  while  Sprint  and  MCI  have  only  three  netwx)fkion 
trol  points  apiece,  AT&T  has  94.  - 

When  it  comes  to  performance,  no  one  comes  ^Ipse 
to  AT&T  800  Service.  We  connect  calls  faster  than  anj^ij^ 
else.  On  average,  our  nearest  competitor’s  call  set4ip  tm^ 
is  50%  slower.  And  we  have  the  fewest  blocked  callsbf  a 
800  service.  AT&T’s  network  routing  s>"ste]ga^yi5$mic 
Non-Hierarchical  Routing)  is  so  sophistiGat^i|#&akes 
different  routes  available  for  every  single  800  call.  MCI 
and  Sprint  can’t  offer  that  advantage.  Which  explains  why 
they  have  30%  more  blocked  calls  than  we  do. 

So  really  the  only  unexplained  phenomenon  here  is 
why  you’d  risk  having  \^ur  valuable  800  calls  disaj^ear 
when  they  could  be  traveling  the  safest  route. 

We're  so  sure yoti'll  want  the  reliability,  ‘  - 

performance  and  competitive  pricing  ATcST  800 
Service  offers,  we'll  even  pay  to  get  you  started.  * 

If  you  sign  up  py  October  ^ 1989,  wetlpwyth^M 
installation  chaf^ffgrAT&T 800  Service  cm%Jll 
a^v0nced  8Q(^^uy0^. 
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Making  systems 

CONTINUED  FROM  PAGE  59 

systems  —  rather  than  embedded  in  tele¬ 
phony  equipment  —  so  it  can  be  quickly 
adapted  to  customer  needs,  he  explains. 

At  the  very  top,  MCI  Chairman  Wil¬ 
liam  G.  McGowan  stresses  in  public  pre¬ 
sentations  that  “we  are  not  ody  provid¬ 
ers  of  information  technology;  we  are  also 
massive  users  of  information  technol¬ 
ogy.”  He  then  proceeds  to  list  statistics 
about  MCI’s  internal  networks,  which  in¬ 
clude  150  local-area  networks,  105  T1 
lines  and  an  internal  MCI  Mail  usage  that 
exceeds  400,000  messages  per  week. 

While  Ditchfield  enjoys  many  advan¬ 
tages  that  other  IS  executives  only  dream 
about,  he  faces  the  challenge  of  coping 
with  the  company’s  fast  growth.  Last 
year,  MCI  revenues  increased  30%,  and 
long-distance  traffic  over  MCI’s  network 
increased  32%  over  1987. 

Meanwhile,  the  MIS  department  was 
helping  MCI  chum  out  a  nearly  constant 
stream  of  new  products  and  services.  The 
biggest  management  challenge.  Ditch- 
field  says,  is  trying  to  find  enough  time  left 
over  for  the  basic  tasks  of  “building  an 
MIS  infrastructure”  for  the  1990s. 

“If  I  could  just  get  some  breathing 
room  . . .”  he  says  wistfully.  But  then  he 
adds,  “We’re  not  going  to  get  any  breath¬ 
ing  room,  so  we’ll  have  to  make  it  our¬ 
selves.”  In  fact,  one  thing  Ditchfield  says 
he  likes  about  his  job  is  that  “the  chal¬ 
lenges  are  immense  and  constant.” 

However,  MCI’s  corporate  culture  of 
fast  action  and  no  bureaucracy  borders  on 
anarchy,  according  to  some  observers. 
For  example,  in  years  past,  MCI  had  no 
formal  methodology  for  systems  develop¬ 
ment,  Ditchfield  says,  adding  that  he  now 
requires  more  discipline  in  such  areas  as 
testing  and  documentation  to  raise  the 
level  of  quality  and  professionalism. 

“Some  people  say  MCI  is  a  ready-fire- 
aim  company.  I’d  portray  the  company  as 
having  a  tendency  to  fire-fire-fire  —  and 
now  we  also  aim,”  he  says. 

The  demanding  corporate  environ¬ 
ment  can  be  tough  on  employees.  Ditch¬ 
field  says  the  attrition  rate  was  30%  when 
he  came  to  MCI  but  now  is  down  to  about 
13%  because  “we’ve  found  a  better  pro¬ 
cess  that  aUows  people  to  work  together 
better.” 


IS  builder 


With  its  walls,  which  are 
lined  with  pictures  of 
various  buildings  un¬ 
der  construction,  Al¬ 
lan  Ditchfield’s  con¬ 
ference  room  at  MCI  doesn’t  look 
very  high-tech.  But  Ditchfield  says 
the  buildings  are  really  quite  appro¬ 
priate  because  he  is  in  the  business 
of  building  systems  to  support 
MCI’s  intelligent  telecommunica¬ 
tions  network. 

“I’m  not  an  architect  —  I  was  a 
business  management  major  —  but 
that’s  how  I  see  systems  engineer¬ 
ing,”  he  says.  “Building  programs  is 
a  great  opportunity  for  you  to  be¬ 
come  the  architect,  builder  and  tes¬ 
ter,  taking  them  from  plans  to  oper¬ 
ations.” 

When  trying  to  explain  the  diffi¬ 
culty  of  “managing  user  expecta¬ 
tions,”  Ditchfield  again  turns  to  the 
building  analogy:  “Users  have  a 
tendency  to  treat  our  [systems] 
building  process  differently  than 
they  treat  building  a  house.  They 
understand  that  if  you  want  to  move 
the  [house’s]  plumbing  two  feet  to 
the  left,  the  contractor  says  it  will 
cost  another  $50,000  and  a  three- 
month  delay.  But  they  don’t  under¬ 
stand  when  I  tell  them  that  moving 
something  two  feet  to  the  left  [in  an 
information  system]  will  cost  them 
two  months  and  $200,000.” 

MITCH  BETTS 


Nevertheless,  he  adds,  “We  want 
some  attrition  to  occur,  because  some 
people  aren’t  going  to  be  entirely  happy 
with  MCI.  We’re  going  to  continue  to 
push  people.” 

Of  course,  the  quintessential  MCI  per¬ 
son  is  hard-charging  Bill  McGowan.  V^at 
is  it  like  to  have  him  as  your  chairman? 
Ditchfield  smiles  and  says,  “The  phone 
call  you  get  could  be  either  application- 
based  or  technology-based  when  you  have 
a  chairman  who  is  so  literate  in  telecom¬ 
munications  and  information  systems.” 


ANSTO  Pascal  8000  V  3.0 


It’s  time 

to  run  your  Borland  Turbo  Pascal 
programs  on  an  IBM  mainframe! 


Features  • 

Mainframes  • 
Running  • 

Recommended 
Retail  Price  • 


Proven  compiler,  variable  names  to  120  characters,  type  string, 
string  operations,  conformant  arrays,  and  lots  more. 

IBM  360, 370, 303X,  308X,  309X  and  43XX  or  equivalent. 
DOSASE,  MVT,  VSl ,  SVS,  VS2,  MVS  (SP  and  XA)  or  VM/CMS. 

J600  (or  $A750  Australia). 


Send  your  enquiry,  or  your  payment,  to  one  of  our  distributors. 

In  North  America: 

Pearl  Systems  Company,  Inc.,  81  Great  Valley  Parkway, 
Suite  800,  Malvern,  PA,  19355,  U.S.A. 

Phone  21 5  647  2210,  FAX:  2 15  647  2 195, 


or  elsewhere: 

Graeme  Grimsdale  &  Associates  P/L,  3 1  Bangalla  St., 
Warrawee,  NSW,  2074,  AUSTRALIA. 

Phone:  61  2  489  5052,  FAX:  61  2  552  1731, 

Telex:  AA  23532. 


TAKING 

CHARGE 


Clinton  Wilder 

One  large  pie 
with  extra  info 

News  item:  Domino’s 
Pizza  is  criticized  for 
drivers’ safety  record; 
detractors  say  guaran¬ 
teed  30-minute  deliver¬ 
ies  cause  speeding  and 
reckless  habits. 

On  the  surface,  this  item  may  not  appear 
to  have  too  much  relevance  to  informa¬ 
tion  technology.  But  Domino’s  has 
earned  the  No.  1  spot  in  the  pizza  delivery 
business  for  the  same  reason  that  many 
other  companies  are  spending  millions  on 
teleconununications  and  information 
systems.  They  are  all  seeking  the  edge  in 
time-based  competition. 

In  his  insightful  book  Competing  in 
Time,  Peter  G.  W.  Keen  points  to  exam¬ 
ples  of  time-based  competitive  success 
in  virtually  every  industry.  From  an  indus¬ 
trial  equipment  maker’s  automatic  diag¬ 
nostic  system  to  the  European  hotel  with 
a  registration  desk  that  doubles  as  an  air¬ 
line  check-in  counter.  Keen  cites  firms 
that  have  gained  an  edge  by  saving  their 
customers  precious  minutes.  Domino’s 
has  built  an  entire  fast-food  empire  on 
the  same  concept  —  and  no  customer  is 
more  time-sensitive  than  a  hungry  one. 

But  Domino’s  can’t  deliver  pepperoni 
and  mushroom  pies  over  fiber-optic  net¬ 
works.  Its  network  links  to  customers 
are  the  nation’s  highways  and  city 
streets,  which  in  many  areas  are  falling 
into  disrepair  as  fast  as  information  net¬ 
works  are  increasing  in  speed  and  reli¬ 
ability.  There  isn’t  too  much  help  that 
computers  can  give  to  drivers  facing 
traffic,  potholes  and  a  strict  time  limit. 

However,  information  technology 


can  do  a  lot  to  help  businesses  detour 
around  the  physical  barriers  of  our  im¬ 
perfect  world.  At  Federal  Express,  for  ex¬ 
ample,  information  on  where  a  package 
is  at  any  given  time  is  almost  as  important 
as  the  package  itself. 

Federal  Express  guarantees  that  if  a 
package  is  not  delivered  on  time,  the  com¬ 
pany  will  be  able  to  tell  the  customer 
why,  where  the  package  was  last  tracked 
and  how  soon  they  can  expect  delivery. 
That’s  using  information  as  a  competitive 
weapon. 

I’m  not  suggesting  that  Domino’s 
should  install  a  worldwide  pizza-tracking 
system.  But  I  do  believe  the  customer’s 
hunger  pangs  would  feel  a  little  better  if 
he  knew  how  close  his  pizza  was  when 
his  30-minute  delivery  failed  to  occur. 

When  I  travel  on  an  airplane,  I  under¬ 
stand  that  weather,  traffic  and  mechanical 
problems  are  beyond  the  airline’s  con¬ 
trol.  But  what  is  not  beyond  its  control  is 
informingiis  passengers  what  is  caus¬ 
ing  a  delay.  I’m  a  lot  more  comfortable 
when  I  know  that  my  plane  is  20th  in  line 
on  the  runway  and  won’t  take  off  for  40 
minutes  than  when  I’m  wondering  for  40 
minutes  what’s  going  on  until  the  pilot  fi¬ 
nally  says,  “We’re  No.  1  for  takeoff.”  I’ll 
return  to  fly  on  an  airline  that  tells  me. 

In  a  column  in  The  Wall  Street  Jour¬ 
nal  earlier  this  year,  management  guru 
Peter  Drucker  observed  that  informa¬ 
tion  technology  is  redefining  the  role  of 
the  urban  center  as  the  necessary  place 
to  do  business.  Technologies  such  as  elec¬ 
tronic  mail  networks  and  teleconferenc¬ 
ing  are  changing  the  needs  of  people  to  be 
in  the  same  location.  It’s  cheaper,  easier 
and  safer  to  move  data,  not  people. 

But  the  movement  of  tangible  goods, 
whether  it  is  a  Domino’s  pizza  or  the  new 
blast  furnace  for  your  factory  floor,  will 
always  face  the  physical  barriers  of  space 
and  time.  Information  technology  can’t 
eliminate  a  traffic  jam  or  repair  a  crum¬ 
bling  bridge.  But  better,  faster  informa¬ 
tion  delivery  can  reduce  much  of  the  anxi¬ 
ety  caused  by  those  physical  barriers. 


Wilder  is  Computerworld’s  senior  editor,  manage¬ 
ment. 


CALENDAR 


The  Eighth  International  Enterprisewide  Information  Management  Conference, 
“Achieving  Success  in  Strategic  Planning,”  will  be  held  Sept.  6-8  in  St.  Louis. 

The  conference  will  focus  on  topical  areas  such  as  global  information  and  compe¬ 
tition,  real-world  experiences  in  strategic  planning,  service  industry  planning,  revi¬ 
talizing  the  information  systems  organization  and  linking  business  planning  to  infor¬ 
mation  technology.  Speakers  include  management  consultants,  corporate 
executives  and  vendor  company  representatives.  The  sponsors  are  Washington 
University’s  Center  for  the  Study  of  Data  Processing  at  the  School  of  Technology 
and  Information  Management  in  St.  Louis  and  IBM’s  Los  Angeles  Scientific  Center. 

For  more  information,  contact  EwIM  Registration,  Campus  Box  1141,  Washing¬ 
ton  University,  One  Brookings  Drive,  St.  Louis,  Mo.  63130. 


AUG.  27-SEPT.  2 


Long  Rang*  Information  Systoms  Planning.  Chica¬ 
go,  Aug.  28-30  —  Contact:  American  Management  Associ¬ 
ation,  135W.50thSt.,NewYork,N.Y.  10020. 

Southooatom  Tolocommunlcations  Association 
Annual  Conforonco  and  Exposition.  Nashville,  Aug. 
28-30  —  Contact:  Trade  Associates,  Suite  200,  12250 
Rockville  Pike,  Rockville,  Md.  20852. 

XI  World  Computor  Congress.  San  Francisco,  Aug. 
28-Sept.  1  —  Contact:  11th  World  Computer  Congress, 
Convention  Service  Center,  P.O.  Box  18-P,  Denver,  Colo. 
80218. 

Notional  Seminar  Series  on  IBM’s  AIX.  New  York, 
Aug.  29-31  —  Contact  Patty  Price,  Locus  Computing, 


9800  La  Cienega  Blvd.,  Inglewood,  Calif.  90301-4440. 

The  Three  Rs  of  Software  Automation:  Reengi¬ 
neering,  Repositories,  Reusability.  Chicago,  Aug. 
29-31  —  Contact:  C&F  Management,  Suite  402,  372  W. 
Ontario,  Chicago,  Dl.  60610. 


USENIX  Large  Installation  Systems  Administra¬ 
tion  Workshop.  Austin,  Texas,  Sept.  5-8  —  Contact: 
USENIX  Conference  Office,  Suite  613, 22672  Lambert  St., 
ElToro,  Calif.  92630. 

Achieving  Success  in  Strategic  Planning.  St.  Louis, 
Sept.  6-8  —  Contact  Robert  J.  Benson,  Washington  Uni¬ 
versity,  Campus  Box  1141,  One  Brookings  Drive,  St.  Louis, 
Mo.  63130-4899. 
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Reaping  the  full  benefits 
of  end-user  computing 

The  connected  work-group  stage  should  be  next  on  IS  investment  agendas 


BY  RON  EVANS 


Corporate  productivity  is 
declining,  despite  accel¬ 
erating  investments  in 
office-focused,  end-user 
computing.  Today’s  in¬ 
formation  systems  orga¬ 
nizations  have  the  ability 
to  reverse  the  trend  by 
establishing  more  effec¬ 
tive  end-user  computing 
strategies. 

In  the  1980s,  almost  45%  of 
all  capital  spending  has  been  on 
information  technology.  Today, 
office-focused,  end-user  comput¬ 
ing  represents  roughly  40%  of 
the  total  IS  investment. 

At  the  same  time,  many  ob¬ 
servers  say,  while  blue-collar 
productivity  continues  to  grow 
at  the  same  rate  that  it  did  before 
World  War  II,  white-collar  pro¬ 
ductivity  is  declining  at  the  rate 
of  1%  per  year.  There  is  clearly  a 
discrepancy  in  the  investment 
being  made  and  the  payoff  being 
realized. 

To  investigate  this  phenome¬ 
non,  Nolan,  Norton  &  Co.  stud¬ 
ied  89  large  companies  in  a  vari¬ 
ety  of  industries  located  in  a 
number  of  countries.  The  results 
of  the  study  aUowed  the  identifi¬ 
cation  of  three  distinct  phases  of 
investment  in  end-user  comput¬ 
ing  (see  chart  page  72). 

The  first  phase,  the  personal 
phase,  sees  the  entry  and  prolif- 


Evans  is  director  of  end-user  comput¬ 
ing  at  Lexington,  Mass.-based  Nolan, 
Norton  &  Co.,  an  information  technol¬ 
ogy  firm  of  KfMG/Peat  Marwick.  This 
article  was  adapted  from  portions  of  a 
seminar  presented  jointly  by  Nolan,  Nor¬ 
ton,  Corporate  Software,  Inc.  and  Mi¬ 
crosoft  Corp. 


eration  of  end-user  computing 
through  an  organization.  Based 
on  the  knowledge,  skills  and  ex¬ 
perience  built  during  this  initial 
phase,  the  second,  connected 
work-group  phase  takes  end- 
user  computing  to  new  levels  of 
effectiveness  and  benefits.  While 
the  personal  phase  is  an  essential 
starting  point,  it  is  in  the  con¬ 
nected  work-group  phase  that 
real  productivity  benefits  are  re¬ 
alized. 

The  business  transformation 
phase  is  the  third  stage  and  a  fi¬ 
nal  goal,  but  simply  getting  their 
companies  to  the  first  and  sec¬ 
ond  phases  is  the  major  concern 
of  most  information  systems 
managers  today. 

To  this  end,  IS  must  under¬ 


stand  and  learn  how  to  manage 
the  distinct  characteristics  of  the 
first  two  stages. 

The  personal  phase 

The  personal  phase  defines  the 
time  period  during  which  end- 
user  computing  enters  an  orga¬ 
nization  and  achieves  first-level 
benefits.  Generally,  in  this 
phase,  personal  computers  pen¬ 
etrate  the  organization  at  a  rate 
of  about  one  computer  to  4V2 
people. 

It  is  a  period  characterized  by 
opportunistic  use  of  technology. 
Individual  users  make  discrete 
use  of  the  technology  to  auto¬ 
mate  the  tasks  associated  with 
their  jobs.  They  use  spread¬ 
sheet,  word  processing  and 


graphics  packages  to  analyze  the 
same  financial  data  and  produce 
the  same  reports  and  presenta¬ 
tions  they  once  did  manually. 

Lack  of  an  organization^  per¬ 
spective  means  that  little  is  done 
to  coordinate  this  activity.  As  a 
result,  technologies  and  applica¬ 
tions  proliferate  as  time  passes 
and  new  opportunities  arise.  As 
more  powerful  technologies  are 
introduced,  complex  multiven¬ 
dor  environments  emerge.  In¬ 
terconnections  develop  to  sup¬ 
port  end  users’  growing  need  for 
data.  By  the  end  of  the  personal 
phase,  end-user  computing  has 
usually  penetrated  the  organiza¬ 
tion  quite  broadly. 

However,  knowledge  and  ex¬ 
perience  in  the  use  of  the  tech¬ 
nology  remain  isolated  to  indi¬ 
vidual  users. 

At  this  point,  a  centralized 
end-user  support  group  typically 
emerges  to  meet  the  needs  of 
this  environment.  This  group  fo¬ 
cuses  on  supporting  individual 
users  in  a  reactive,  problem¬ 
solving  mode.  With  a  typical  ra¬ 
tio  of  one  support  person  to  50 
or  more  users,  the  group’s  pri¬ 
mary  responsibility  is  getting  the 
technology  running  and  keeping 
it  running. 

As  a  result,  its  efforts  are  fo¬ 
cused  heavily  on  user  support 
and  maintenance  —  identifying 
and  installing  hardware  and  soft¬ 
ware  upgrades,  responding  to 
user  problems  and  managing  the 
growing  infrastructure  of  re¬ 
sources  required  to  maintain  this 
environment. 

User  training  during  this  time 
tends  to  be  focused  on  technical 
proficiency  with  individual  pack¬ 
ages.  Whatever  time  remains  is 
usually  invested  in  reviewing  a 


•  Is  PC  knowledge  isolated  in  individual  users? 

•  Going  from  task  to  process  automation 
•  Financial  payoff  could  be  1 0  times  amount  spent 
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proliferating  number  of  new  technologies 
and  applications  to  identify  those  that 
meet  burgeoning  end-user  demand.  Obvi¬ 
ously,  this  leaves  scant  resources  avail¬ 
able  for  developing  critical  applications  or 
examining  long-term  computing  strate¬ 
gies. 

On  average,  end-user  computing  in  the 
personal  phase  consumes  between  15% 
and  20%  of  the  central  IS  budget,  with  the 
t3T)ical  investment  per  user  averaging 
about  $3,000  —  including  hardware, 
software,  support  and  training. 

There  is  a  return  on  that  investment; 
benefits  do  occim  during  the  personal 
phase.  However,  in  most  cases,  the  bene¬ 
fits  achieved  in  the  personal  phase  are 
task-focused  and  remain  locked  in  the  or¬ 
ganization,  rarely  having  any  bottom-line 
or  strategic  impact. 

Connected  work  groups 

In  the  connected  work-group  phase,  end- 
user  computing  becomes  integral  to  the 
business.  While  in  the  personal  phase  us¬ 
ers  automate  existing  tasks  with  technol¬ 
ogy,  their  mission  in  the  connected  work¬ 
group  phase  is  to  rethink  work  activities 
within  the  context  of  possibilities  present¬ 
ed  by  information  technologies.  The  ob¬ 
jective  is  to  use  technology  to  improve  the 
effectiveness  of  the  end  user.  To  achieve 
this  goal,  the  IS  organization  must  be  able 
to  get  the  right  data  to  the  right  person. 
This  requires  an  architected  perspective 
to  define  the  structure  of  all  information 
technology  for  doing  business. 

The  architected  system  acknowledges 
and  complements  the  way  businesses 


WHILE  THE  personal 
phase  is  an  essential 
starting  point,  it  is  in 
the  connected  work-group 
phase  that  real  productivity 
benefits  are  realized. 


gather  and  interpret  data.  That  includes 
access  to  host  applications,  file-transfer 
facilities,  electronic  mail  and  personal 
productivity  tools  that  are  consistent  in 
use,  sophisticated  in  function  and  commit¬ 
ted  to  achieving  business  benefits. 

The  first  step  in  developing  the  archi¬ 
tected  information  technology  system  is 
to  recognize  that  each  computing  location 
—  whether  it  is  a  sales  office,  a  ware¬ 
house,  a  manufacturing  facility  or  execu¬ 
tive  offices  at  headquarters  —  has  its  own 
unique  subarchitecture.  To  develop  an 
appropriate  global  architecture,  informa¬ 
tion  systems  must  first  imderstand  what 
happens  within  each  of  these  subarchitec¬ 
tures. 

Take,  for  example,  a  typical  sales  of¬ 
fice,  which  carries  out  order  processing, 
customer  accounting  and  management 
functions.  Leads,  orders,  products,  pric¬ 
ing,  customers  and  prospect  data  fills  out 
the  picture  of  the  information  required  by 
the  end  users  there.  The  users  manipu¬ 
late  the  data  with  applications  such  as 
spreadsheets,  word  processing  and  data¬ 
bases.  Communications  technology  com¬ 
pletes  the  sales  office  subarchitecture, 
providing  the  interconnections  necessary 
to  access  data  from  other  locations,  such 
as  marketing  and  manufacturing,  and 
transports  information  via  applications 
such  as  electronic  mail. 

In  this  scenario,  a  client/ 
server  architecture  is  often  implemented 


to  manage  large  amounts  of 
data  efficiently  and  consis¬ 
tently.  The  net  result  is  the 
automation  of  the  sales  pro¬ 
cess,  not  just  related  tasks. 
Sales  representatives  in  the 
field,  using  laptop  comput¬ 
ers  and  modems,  will  have 
access  to  customer  records, 
updated  pricing  and  inven¬ 
tory  information  and  so  on. 
They  will  be  able  to  enter  or 
update  orders  while  at  the 
customer  site,  thereby  pro¬ 
viding  an  increased  level  of 
service  and  an  additional 
seUing  point  for  the  organi¬ 
zation.  In  this  way,  a  corpor¬ 
atewide  architecture  is  cre- 


The  three  phases  of  end-user  computing 

While  the  expense  of  implementing  a  formal  end-tiser  computing  strategy  gets 
higher  over  time,  the  overall  financial  return  can  increase  dramatically 
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ated  by  integrating  the  sub¬ 
architectures  from  all 
computing  locations. 

In  the  connected  work¬ 
group  phase,  management 
should  take  a  long-term 
view  of  end-user  computing. 
The  support  organization 
can  be  refocused  to  leverage 
the  business-mission  exper¬ 
tise  of  the  end-user  comput¬ 
ing  support  personnel.  Addi¬ 
tional  support  in  the  tactical 
areas  of  evaluation,  acquisi¬ 
tion,  support  and  mainte¬ 
nance  can  be  offloaded  to 
third-party  suppliers.  Ser¬ 
vice-oriented  suppliers  be¬ 
come  the  backup  support  to 
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lower  level  support  personnel,  allowing 
support  personnel  wi^  more  refined  abili¬ 
ties  to  concentrate  on  critical  systems  de¬ 
velopment,  organizational  analysis  and 
technical  and  strategic  architectures. 
Progress  in  these  areas  provides  the 
greatest  payback  in  strategic  impact  on 
an  organization. 

Making  the  transition 

The  transition  to  the  connected  work¬ 
group  phase  may  not  be  easy.  It  usually 
requires  large,  focused  investments  in 
planning,  technology  and  training;  com¬ 
mitted  partnership  among  business,  end- 
user  computing  and  IS  organizations;  and 
restructuring  the  support  organization  to 
minimize  nonstrategic  costs. 

To  reach  the  connected  work-group 


phase,  upper  manage¬ 
ment  must  rethink  the 
role  of  information 
technology  in  the  pur¬ 
suit  of  corporate  busi¬ 
ness  goals.  The  organi¬ 
zation  must  make  a 

transition  from  thinking  - 

in  terms  of  automating 
tasks  —  doing  the  same  things  better  or 
faster  —  to  transforming  processes  — 
conducting  business  in  entirely  new  ways. 

Ironically,  the  focus  of  the  personal 
phase  of  end-user  computing  may  have 
created  both  the  technological  and  orga¬ 
nizational  barriers  to  making  this  transi¬ 
tion.  The  bubble-up  implementation  of 
technology  and  the  task  orientation  prev¬ 
alent  in  the  personal  phase  may  have  re- 


N  AVERAGE,  END-USER  COMPUTING  in  the  personal  phase 
consumes  between  15%  and  20%  of  the  central  IS  budget,  with  the 
typical  investment  per  user  averaging  about  $3,000  —  including 
hardware,  software,  support  and  training. 


suited  in  isolated  pockets  of  experience 
that  are  focused  on  existing  activities. 
Technical  barriers  include  numerous  in¬ 
compatible  environments,  in  which  an  al¬ 
most  constant  churning  occurs  as  new 
technologies  are  introduced.  The  result¬ 
ing  data  infrastructure  stays  rather  thin 
and  is  typically  absorbed  in  the  day-to- 
day,  tactical  support  of  the  technology  — 
that  is,  keeping  it  running. 


It  seems  like  every  computer 
company  wants  you  to  count  on 
their  commitment  to  open 
systems, total  solutions  and  a 
customer-oriented  outlook. 

And  then  there’s  Unisys.  We’re 
not  just  asking  you  to  count  on 
some  vision  of  the  future.  We’re 
here  to  show  you  a  complete 
UNIX  offering  built  on  a  solid 
framework  of  deliverable 
products,  designed  to  reflect 
what  we’ve  learned  from  our 
customers. 

AN  UNMATCHED  LINE 

Consider  our  UNIX  hardware. 

It’s  the  most  comprehensive 
commercial  UNIX  line  in  the 
business.  From  PC  to  multiple- 
processor  mainframe  power, 
from  one  to  hundreds  of  users. 

Our  U  Series,  for  example, 
combines  superior  price/ 
performance  throughout  the  line, 
with  PC  integration  capabilities 
built  right  in. 

Then  there’s  UNIX  System  V, 
itself.  We  adopted  it  years  ago 
because  our  customers’ needs 
pointed  to  it. Today,  it’s  the  open 
system  with  thousands  of 
applications  already  available. 
And  a  worldwide  base  of 
customers  already  investing  in  it. 

We’ve  added  simplified 


networking  capabilities  to  make 
our  UNIX  systems  readily 
compatible  with  networks  like 
Ethernet. 

And  we’ve  put  the  most  popular 
database  software  on  our 
systems.  Plus  productivity  tools 
like  Unisys  MAPPER,  LINC  and 
ALLY systems  that  go  beyond  4GLs 
and  CASE  to  ease  implementation 
and  help  reduce  training  costs. 

BUSINESS  AS  USUAL 

The  point  of  it  all  is  to  put  the  real 
power  of  the  UNIX  operating 
system  in  your  hands.  Freedom 
to  design  optimal  (cost/perfor¬ 
mance/quality)  solutions  without 
technical  constraints  or  changing 
the  way  you  do  business. 

When  you  think  about  open 
systems, think  about  UNIX 
System  V— the  open  system 
that’s  working  today.  And  when 
you  think  about  the  UNIX 
operating  system,  think  of  your 
freedom  to  choose  any  vendor 
you  want. 

Then  choose  Unisys— the 
computer  company  that’s  put 
it  all  together.  Right  now,  we’re 
offering  a  free  booklet.  How  to 
Speak  Open  Systems.  A  fun  and 
helpful  glossary  of  generic  Open 
Systems  terms,  it’s  yours  for  the 
asking.  1-800-547-8362. 

UNISYS  AND  YOU. 

The  power  of* 


UNISYS 
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Creating  the  ability  to  restructure 
business  processes  to  take  advantage  of 
both  emerging  technologies  and  past 
learning  represents  the  biggest  challenge 
to  IS  in  making  the  transition  to  the  con¬ 
nected  work-group  phase.  Pilot  projects 
that  explore  new  ways  of  working  togeth¬ 
er  must  be  undertaken  in  select  business 
units.  These  units  must  be  also  managed 
by  enlightened  executives  who  are  genu¬ 
inely  committed  to  changing  the  way  busi¬ 
ness  is  conducted. 

The  objective  of  training  programs 
must  be  to  enable  users  to  embrace  a 
change  in  process,  not  just  to  understand 
product  functionality.  Competitive 
awareness  must  be  emphasized  over 
technology  awareness. 

Thus,  information  center  and  IS  sup¬ 
port  staffs  as  well  as  management  should 
consider  forming  active  partnerships  or 
business-unit  councils.  These  councils 
should  be  responsible  for  directing  all  IS 
investments,  regardless  of  technology 
platform. 

Consider  the  case  of  a  large  pharma¬ 
ceuticals  company  that  moved  its  organi¬ 
zation-design  group  from  the  human  re¬ 
sources  function  to  IS.  The  company 
formed  a  special  group  that  contained 
members  of  the  organization-design,  sys¬ 
tems  development  and  end-user  comput¬ 
ing  staffs.  The  new  group  was  chartered 
to  help  departments  that  showed  genuine 
interest  in  moving  to  a  connected  work¬ 
group  environment  develop  the  business 
case  and  implement  pilot  projects.  Be¬ 
cause  of  this  emphasis,  interested  busi¬ 
ness  units  were  required  to  explore  orga¬ 
nizational  restructuring  before  they  could 
get  the  funding  necessary  to  become  con¬ 
nected. 

Investment  focuses 

In  addition  to  organizational  restructur¬ 
ing,  implementing  connected  work-group 
architectures  will  probably  require  large, 
focused  investments  in  next-generation 
operating  systems  such  as  OS/2,  local- 
area  networking  products  and  communi¬ 
cations  technologies. 

More  important,  the  commitment  to 
an  advanced  computing  architecture  such 
as  the  client/server  model  is  imperative. 
A  multitude  of  platforms  are  connected  to 
the  LAN,  including  PCs  running  Unix, 
DOS  and  OS/2,  as  well  as  Macintoshes 
and  mainframes.  The  “connected  user” 
will  have  access  to  host  applications  —  ei¬ 
ther  mainframe  or  departmental  —  as 
well  as  the  ability  to  transfer  files  within 
and  beyond  the  LAN. 

One  key  to  the  success  of  these  en¬ 
abling  teclmologies  is  an  integrated  tech¬ 
nical  environment  that  frees  the  end  user 
from  the  need  to  master  numerous  inter¬ 
faces,  protocols  and  operating  systems. 
One  obvious  benefit  is  that  training  is  fo¬ 
cused  on  learning  the  business  application 
rather  than  on  the  technology  behind  it. 

Inherently,  common  user  access  will 
lead  to  faster  training,  less  retraining  and 
effective  cross-training  on  new  or  multi¬ 
ple  applications. 

Getting  to  the  connected  work-group 
phase  will  also  require  a  refocusing  of  end- 
user  support  personnel.  In  order  for  a 
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Meet  the  ^  Software 
fora  Growing Ramly 


The  more  you  rely  on  the  expanding 
family  of  VAX™  computers,  the 
more  you  need  the  SAS®  %stem— 
the  leading  data  analysis  and 
graphics  software  in  the  VAX 
market.  No  other  software  has  the 
power  and  flexibility  to  handle  all 
your  data  management,  analysis, 
and  presentation  needs.  Across  the 
entire  range  of  VAX  systems. 

The  SAS  %stem  brings 
you  more  choices  for  data  entry, 
retrieval,  and  management . . . 
report  writing  and  graphics.  .  . 
statistical  and  mathematical 
analysis  (including  quality 
control).  .  .business planning, 
forecasting,  and  decision 
support.  .  .operations research 
and  project  management. .  .and 
apphcations  development.  All 
fully  integrated.  All  backed  by 
VMS-specific  technical  support, 
training,  and  documentation. 


The  SAS®  System. 

More  Choices 

for  More  Applications 

than  Any  Other  Software. 


SAS  Institute  Inc. 

SAS  Circle  □  Box  8000 
Cary,  NC  27512-8000 
Phone  (919)  467-8000 
Fkx  (919)  469-3737 
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And  now  we’ve  extended 
the  family  with  specialized  tools 
for  evaluating  VAX  computer 
performance,  as  well  as  interfaces 
to  popular  data  bases  such  as 
ORACLE®  and  BdhT  No  wonder 
experts  call  the  SAS  l^stem 
“.  .  .perhaps  the  most  sophisticated 
and  versatile  family  of  products  on 
the  market.”* 

Yours  for  30  days. . .  FREE 

Find  out  why  the  SAS  %stem  is 
the  software  you  won’t  outgrow. 
Ask  for  our  free  12-page  executive 
summary  and  details  about  a  free 
30-day  software  evaluation.  Call 
us  today  at  (919)  467-8000.  In  / 
Canada,  call  (416)  443-9811.  / 


♦Digital  Review.  Reprint  available. 

The  SAS  ^stem  runs  on  the  entire  family  of  VAX 
minicomputers  and  workstations  under  VMS. 

Mainframes,  personal  computers,  and  UNIX-based 
workstations  from  other  vendors  are  also  supported. 

SAS  is  a  registered  trademark  of  SAS  Institute  Inc. 

VAX,  VMS,  and  VAX  RdbATMS  are  trademarks  of  Digital 
Equipment  Corp.,  and  ORACLE  is  a  registered  trademark 
of  Oracle  Corp. 

Copyright  ©  1989  by  SAS  Institute  Ina 
Printed  in  the  USA. 
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IN  DEPTH:  MAXIMIZING  THE  END-USER  COMPUTING  PAYOFF 


corporation  to  maximize  its  investment  in 
information  technology,  it  will  have  to  le¬ 
verage  the  business-mission  knowledge 
of  its  IS  personnel  and  minimize  the  cost 
of  nonstrategic  activities.  Part  of  the  solu¬ 
tion  for  your  company  may  be  to  offload 
generic,  tactical  support  activities  —  for 
example,  product  evaluations,  compatibil¬ 
ity  testing  and  upgrade  procedures  —  to 
such  appropriate  third  parties  as  vendors, 
resellers  and  distributors. 

By  relinquishing  some  tactical  support 
activities,  IS’  internal  resources  can  be 
refocused  to  concentrate  on  guiding  the 
design  of  a  strategic  architecture  to  facili¬ 
tate  the  advanced  end-user  environment 
of  the  connected  work-group  phase.  Fur¬ 
ther,  end-user  support  personnel  should 
be  better  able  to  assist  end  users  in  re¬ 
thinking  the  tasks  and  activities  of  their 
jobs  in  light  of  all  the  possibilities  present¬ 
ed  by  technology. 

The  transition  to  the  connected  work¬ 
group  phase  will  require  a  larger  invest¬ 
ment,  as  much  as  50%  of  the  overall  IS 
budget,  with  the  cost  per  user  reaching 
$30,000,  which  includes  hardware,  soft¬ 
ware,  networking,  communications, 
training  and  so  on.  However,  the  payoff 
can  be  two  to  five  times  the  investment, 
compared  with  the  estimated  10%  return 
on  the  smaller  investment  in  the  personal 
phase. 

One  example  of  the  difference  in  the 
payoff  provid^  by  process  automation  vs. 
task  automation  is  seen  in  a  savings  and 
loan  institution  that  attempted  to  auto¬ 
mate  its  three-week  loan  approval  pro¬ 
cess  by  providing  PCs  to  each  of  the  five 
application  reviewers.  After  purchasing 
five  PCs,  software  and  training,  the  bank 
increased  its  loan  application  processing 
capability  by  30%. 

However,  the  new  two-week  approval 
cycle  did  not  provide  sufficient  competi¬ 
tive  advantage  to  create  the  correspond¬ 
ing  increase  in  demand  that  would  make 
the  new  capability  pay  off.  The  bank  had 
successfully  automat^  the  tasks  associ¬ 
ated  with  the  process,  but  the  real  bene¬ 
fits  were  to  be  realized  only  by  automat¬ 
ing  the  process,  which  the  bank  event¬ 
ually  did. 

It  recognized  that  the  application  re¬ 
view  process  was  dependent  on  access  to 
historical  data  that  resided  on  the  bank’s 
corporate  mainframe  and  among  outside 
database  services.  The  appropriate  sub¬ 
architecture,  the  bank  fmally  realized, 
consisted  of  PCs  connected  to  the  main¬ 
frame  and  to  outside  database  vendors. 
After  a  major  process  transformation  ef¬ 
fort,  the  bank  today  offers  next-day  loan 
approval,  and  the  increased  traffic  is  han¬ 
dled  by  just  two  application  reviewers. 

There  are  four  steps  that  lead  to  the 
connected  work-group  phase  and  the 
benefits  that  it  promises.  First,  make  the 
case  for  commitment  to  the  connected 
work-group  phase.  Most  corporations 
have  already  built,  or  are  building,  the 
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CREATING  THE  ABILITY  to  restructure  business 
processes  to  take  advantage  of  both  emerging 
technolo^es  and  past  learning  represents  the  biggest 
challenge  to  IS  in  making  the  transition  to  the  connected 
work-group  phase. 


prerequisite  knowledge  base  and  recog¬ 
nize  that  end-user  computing  will  play  a 
leadership  role  in  future  corporate  infor¬ 
mation  systems. 

Second,  become  proficient  in  the  per¬ 
sonal  phase.  Encourage  end  users  to  be¬ 
gin  taking  responsibility  for  learned  tasks, 
such  as  finding  the  fonts  on  their  hard 
disks  without  having  to  call  for  support. 


Begin  consolidating  resources  for  greater 
efficiency,  including  considering  the  use 
of  tactical  support  services  from  third- 
party  suppliers.  Corporate  management 
must  see  that  resources  become  better 
focused  on  business-critical  issues. 

Third,  initiate  and  support  connected 
work-group  pilot  projects  to  pioneer  this 
new  environment.  Identify  and  test  new 


approaches  to  business  processes. 

Finally,  call  for  an  architected  view  of 
information  technology,  including  acces¬ 
sible  data,  integrated  applications,  flexi¬ 
ble  communications  and  advanced  tech¬ 
nologies.  The  full  benefits  of  the 
connected  work-group  phase  will  not  be 
achieved  until  a  rational  structure  is  pro¬ 
vided  for  information  technology  across 
the  organization. 

All  organizations  have  seen  the  posi¬ 
tive  impact  that  end-user  computing  can 
have  on  their  productivity.  However,  the 
benefits  achieved  to  date  have  been  isolat¬ 
ed  and  limited.  End-user  computing  has 
the  potential  to  significantly  affect  the 
way  an  organization  does  business.  The 
development  of  a  conscious  program  for 
change  will  allow  it  to  happen.  • 


Get  Project  Workbench®  -  Advanced  System 
from  Software  Spectrum  for  just  $778. 

As  project  manager,  vour  job  is  to  keep 
things  under  control.  But  when  you’ve  got  dozens 
of  interrelated  variables  to  manage,  that’s  no  easy 
task.  First,  you  rack  vour  brain  to  put  all  your  re¬ 
sources  into  a  logical  plan  of  attacK.  And  then 
something  comes  along  that  throws  your  plan 
off  schedule. 

When  you’re  ready  to  fight  back,  get 
Project  WDikbench  -  Advanced  System  Release 
3.0.  It’s  the  one  microcomputer  software  package 
that  combines  all  the  tools  you  need  to  more  effi¬ 
ciently  plan,  track  and  execute  your  projects.  No 
matter  now  complex  those  projects  might  be. 

In  minutes.  Project  Workbench’s  Auto¬ 
schedule  feature  lets  you  do  what  would  take 


hours  to  accomplish  by  hand.  Just  input  your  data 
and  the  program  automatically  creates  your  op¬ 
timum  project  schedule.  Project  Workbench  also 
gives  you  unlimited  "what-if  ’  capability,  strong 
resource  management  functions,  context  sensitive 
help,  presentation-quality  graphics  and  much 
more.  There’s  even  an  Interactive  Gantt  Chart  and 
Resource  Spreadsheet  that  mn  on  a  single  screen. 

Software  Spectrum’s  price  for  Project 
Workbench  -  Advanced  System  is  neariy  $500 
below  su^ested  retail.  And  our  service  is  un¬ 
matched  by  any  other  source  in  our  industry. 

So  don’t  let  the  projects  under  your  control 
get  control  over  you.  For  more  information  about 
Project  Workbench,  or  to  open  a  corporate  account, 
call  Software  Spectrum  at  1-800-624-0503. 


iscrrmRE 

•SPECTRUM 

10420  Miller  Road  •  DaUas,  Tfexas  75238  •  800-624-0503 

Profea  Wbrkbench  is  a  registered  trademarit  of  Applied  Business  Ttchnolo©'  Corporation. 
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THEIR  INTERFACE 


OUR  INTERFACE 


Easy  Choice.  AutoMateIMVS 


The  choice  is  so  easy  that  four  times  as  many  com¬ 
panies  have  picked  AutoMate/MVS*  over  other 
automated  operations  products. 

Choose  AutoMate/MVS  for  true  integration 
through  a  real  Open  Interface.  You  use  many  pro¬ 
ducts  from  many  different  vendors.  Protect  this  in¬ 
vestment  with  AutoMate/MVS,  the  first  automated 
operations  tool  that  provides  an  Open  Interface  for 
integrating  automated  operations  with  all  of  your 
applications  like  Omegamon,  CA-7,  NetView,  RMF, 
and  IMF,  as  well  as  your  other  LEGENT  products 
like  TPX,  MICS,  NetSpy,  and  TSO/MON.  Other 
vendors’  interfaces  only  integrate  with  their  own 
products. 


Choose  AutoMate/MVS  for  stability  and 
customer  support.  LEGENT  has  been  developing 
operations  productivity  software  for  over  a  decade. 
Console  automation  in  1981.  Remote  operations 
support  in  1984.  Automated  system  operations  for 
MVS  in  1987,  VM  in  1988.  Report  distribution  in 
1989.  And  rated  #1  in  customer  support  by  close  to 
100%  of  our  clients. 

Make  the  easy  choice  today.  Call  a  LEGENT 
representative  at  800-323-2600  (in  Pennsylvania, 
call  412-323-2600). 


'«#/////////  / 

LEGENT 


•By  LEGENT 

NelWwand  RMF  are  trademarks  of  IBM.  CA-7  is  a  trademark  of 
Computer  /\ssociates.  Omegamon  and  AF^Operator  are  trademarks  of 
Candle  Corporation.  IMF  is  a  trademark  of  Btxile  &  Babbage. 
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COMPUTER  INDUSTRY 


INDUSTRY 

INSIGHT 

Peter  Bartolik 

Storm  watch 
in  effect 

Does  anyone 
really  know 
what’s  going  on 
in  the  industry 
these  days? 

The  erratic 
performance  of 
computer  hardware  and  soft¬ 
ware  vendors  is  sending  up 
storm  warnings  on  Wall  Street, 
and,  for  once,  the  investment 
community  may  be  right  on  the 
money. 

With  a  few  high-flyers  rock¬ 
eting  along  to  ever  greater  profit 
and  revenue  benchmarks  and 
many  former  stalwarts  mum¬ 
bling  about  currency  exchange 
rates,  increased  costs  of  sales 
and  difficult  market  conditions, 
investors  can  hardly  be  blamed 
for  retreating  to  the  sidelines. 

What  is  obvious  to  the  in¬ 
vestment  community  is  that  the 
computer  industry  is  scram¬ 
bling  to  deal  with  changing  tech¬ 
nological  realities  and  in  the 
process  may  be  digging  a  deeper 
hole. 

Through  dimly  lit  windows, 
the  casual  observer  sees  this: 

•  The  prospect  of  supercom- 
puting-class  products  screaming 
into  a  commercial  information 
systems  processing  environ¬ 
ment  has  vanished  into  thin  air. 

Continued  on  page  77 


CONFRONTING  MERGERS 

When  your  vendor  is  bought 


BY  PHILIP  J.  GILL 

SPECIAL  TO  CW 


Information  systems 
managers  who  have 
seen  their  suppliers 
merge  or  be  acquired 
remain  relatively  un¬ 
fazed;  they  cite  both  positive 
and  negative  consequences  of 
the  deals.  However,  the 
growing  scope  of  buyouts 
among  vendors  is  reinforcing 
the  commitment  of  managers 
to  some  precautionary  strate¬ 
gies  and  tactics. 

In  the  past,  uncertainty  in 
the  computer  industry  has  of¬ 
ten  driven  users  to  the  security  of  the  local  IBM 
sales  representative.  Today,  however,  turmoil 
generated  by  computer  industry  consolidation 
is  leading  more  IS  managers  to  see  their  safety 
net  in  open  systems  rather  than  in  IBM  or  other 
industry  giants. 

Mergers  among  suppliers  of  hardware  and 
software  are  also  prompting  IS  managers  to 
avoid  the  companies  they  view  as  buyout  candi¬ 
dates,  thus  assuring  that  they  have  access  to 
source  code  for  purchased  software  and  can  de¬ 
velop  contingency  plans  for  the  takeover  of  a 
vendor. 

Despite  IBM’s  traditional  position  as  the  in¬ 
dustry  comfort  zone,  Wayne  L.  Bell,  data  center 
manager  at  Dr.  Pepper  Co./Seven-Up  Compa¬ 
nies,  Inc.  in  Dallas,  does  not  think  the  spate  of 
mergers  and  acquisitions  will  strengthen  IBM’s 
appeal  to  users. 

IBM  may  be  the  biggest.  Bell  says,  but  users 
know  it  is  not  necessarily  the  best,  and  it  is  not 
his  first  choice  for  certain  key  IS  purchases.  The 
same  goes  for  other  large  vendors.  Bell  says.  "I 
particularly  don’t  like  to  buy  my  software  from 


NICULAE  ASCIU 

hardware  vendors  like  IBM,”  he  says. 

Instead,  IS  managers  say  they  have  begun  to 
weigh  seriously  a  move  toward  open  systems 
such  as  Unix.  “We  want  to  keep  our  options 
open,  not  close  them,”  says  Jim  Ault,  informa¬ 
tion  services  director  at  Creighton  University 
in  Omaha. 

“It’s  easier  to  go  with  a  major  vendor,  but  I 
sure  would  hate  to  see  this  industry  reduced  to 
three  or  four  large  companies,”  says  Eric 
Thomas,  director  of  information  systems  and 
services  at  John  Lincoln  Hospital  in  Phoenix, 
who  adds  that  he  frets  over  what  impact  such  a 
development  would  have  on  entrepreneurship 
and  innovation. 

“The  concept  of  open  systems  and  multiven¬ 
dor  computing  is  a  very  good  one,”  Thomas 
says.  “My  hope  is  that  it  ends  up  being  truly 
open.  They’ve  promised  standards  before,  but 
then  each  vendor  implements  these  things  dif¬ 
ferently,  and  it  gets  vendor-dependent  again. 
I’m  skeptical,  but  I  sure  hope  it  works.” 

Harold  Cole,  data  processing  director  for 
Continued  on  page  77 


A  method  to  Racal  telecom  strategy 


BY  ELISABETH  HORWITT 

CW  STAFF 


FORT  LAUDERDALE,  Fla.  — 
Unlike  some  of  its  competitors, 
communications  equipment  ven¬ 
dor  Racal-Milgo,  Inc.  seems  to 
have  some  method  behind  its  re¬ 
cent  bout  of  merger-mania. 
I  Through  an  aggressive  strategy 

ij  of  OEM  agreements,  internal 

I  product  development  and  acqui- 

:  sitions  —  three  so  far  this  year 

I  —  the  company  has  carved  out  a 

'  much  stronger  position  in  the 

'  crowded  and  cutthroat  telecom¬ 

munications  market,  according 
to  Jack  Freeman,  a  senior  ana¬ 
lyst  at  Boston-based  consulting 

Efirm  The  Yankee  Group. 

Racal-Milgo,  a  subsidiary  of 
I  $2.7  billion  UK  company  Racal 

j  Electronics  PLC,  needed  to  ex- 

I  pand  beyond  its  roots  in  the  mo- 

i  dem  market,  “which  is  not  a 


growth  area,”  said  Racal-Mil- 
go’s  recently  elected  president, 
James  Norman.  A  related  aim 
was  for  Racal-Milgo  to  become  a 
provider  of  the  range  of  equip¬ 
ment  users  need  for 
their  increasingly 
complex  networks, 

Norman  indicated. 

In  its  pursuit  of 
this  strategy,  Racal 
made  the  following 
moves  during  the 
past  few  years; 

•  It  merged  sales 
and  manufacturing 
organizations  for  the 
Racal-Milgo  leased- 
line  modem  division 
and  Racal-Vadic  dial-up  modem 
division,  “since  customers  no 
longer  make  as  much  distinc¬ 
tion”  between  the  two  types, 
Norman  said. 

•  It  entered  the  T1  market,  first 


through  an  agreement  to  resell 
Digital  Communications  Asso¬ 
ciates,  Inc.’s  high-end  System 
9000  line,  and  then  through  its 
own  midrange  product,  the  Om- 
nimux  8000.  Ac¬ 
cording  to  Norman, 
Racal  deliberately 
chose  to  source  out 
high-end  multiplex¬ 
ers  because  “we  felt 
we  had  the  expertise 
to  do  a  super  job  in 
Tl  if  we  didn’t  bite 
off  more  than  we 
could  chew.” 

•  It  entered  the  lo¬ 
cal-area  network 
market  by  acquiring 
Interlan  from  Micom  Systems, 
Inc.  earlier  this  year.  By  inte¬ 
grating  Interlan’s  products  with 
its  own  Tl  equipment,  Racal- 
Milgo  will  be  able  to  “make  hay” 
with  the  exploding  LAN-to-LAN 


Racal-Miigo’s 

Norman 


connectivity  market  —  “provid¬ 
ed  it  can  cope  with  Interlan’s  cul¬ 
tural  problems,  which  Micom 
choked  on,”  Freeman  said. 

•  It  launched  itself  into  fiber-op¬ 
tic  systems  through  the  acquisi¬ 
tion  of  Quanta  Communications 
Systems  earlier  this  year. 

•  It  entered  into  satellite  ser¬ 
vices  through  the  acquisition  of 
Skynetworks. 

Concurrent  with  its  expan¬ 
sion  into  new  markets,  Racal- 
Milgo  has  worked  energetically 
to  integrate  its  proliferating 
product  lines  —  both  organiza¬ 
tionally  and  in  terms  of  network 
management. 

The  biggest  problem  users 
have  is  integrating  increasingly 
complex  network  systems,  Nor¬ 
man  said. 

Racal-Milgo  is  now  address¬ 
ing  this  need  through  its  inte¬ 
grated  network  management 
strategy,  code-named  Sunrise. 
The  vendor  offers  Multi- 
Continued  on  page  75 


Embattled 
Phoenix 
seeks  CEO 


BYNELLMARGOLIS 

CW  STAFF 


NORWOOD,  Mass.  —  In  Ught  of 
the  recent  litany  of  woes  at 
Phoenix  Technologies  Ltd.,  in¬ 
cluding  a  staff  layoff  after  a  $1 
million  quarterly  loss,  last 
week’s  news  that  the  company  is 
hunting  for  a  new  chief  executive 
officer  startled  few. 

However,  company  insiders 
and  industry  observers  insisted 
the  departure  of  former  CEO 
Lance  Hansche  from  the  front 
office  is  not  a  demotion.  Rather, 
they  said,  his  segue  from  CEO  to 
executive  vice-president  in 
charge  of  Phoenix’s  computer 
and  business  development  group 
is  recognition  that  both  the  man 
and  the  company  will  be  best 
served  if  Hansche  is  allowed  to 
pursue  the  talents  that  led  sever¬ 
al  sources  to  refer  to  him  as  a 
“market  visionary.” 

“This  might  not  be  a  lay-up, 
but  it’s  the  right  step  for  Phoe¬ 
nix,”  said  David  Bayer,  who  fol¬ 
lows  the  firm  for  Montgomery 
Securities  in  San  Francisco, 
which  also  participated  in  under¬ 
writing  Phoenix’s  initial  public 
offering.  “I  think  Lance  recog¬ 
nizes  where  his  talents  lie.” 
Those  talents,  Bayer  said,  were 
among  the  technological  and 
conceptual  strengths  that  fueled 
Phoenix’s  steUar  rise  from  sales 
of  $2.4  million  to  $44.8  million  in 
revenue  in  its  first  five  years. 

“Now  Phoenix  needs  a  CEO 
who  can  ask,  ‘Where  are  sales? 
Where  are  the  numbers?  Where 
are  the  expenses  going?’  That’s 
not  Lance’s  forte,”  Bayer  said. 

One  man  whose  forte  it  is,  an¬ 
alysts  agreed,  is  Phoenix  board 
member  Theodore  Joseph,  the 
longtime  veteran  of  Honeywell, 
Inc.  who  served  a  stint  as  Phoe¬ 
nix’s  president  and  chief  operat¬ 
ing  officer  and  now  will  occupy 
the  CEO’s  office  on  an  interim 
basis.  Joseph  is  not  a  candidate 
for  the  permanent  job,  said 
Phoenix  spokesman  Bruce 
Crane.  Though  he  could  be  a 
model  of  the  seasoned  manager 
the  search  committee  is  seeking. 
Crane  said,  “Ted’s  real  ambition 
is  to  start  his  own  company.” 

Inside 

•  TOPS  refutes  claims  of 
problems,  dissent.  Page  75. 

•  Consolidation  could  lead  to 
antitrust  claims.  Page  77. 
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IN  BRIEF 

Ever  a  bridesmaid 

Graphics  systems  vendor  Adage, 
Inc.’s  urge  to  merge  was  frustrat¬ 
ed  once  more  when  General  Busi¬ 
ness  Investment  Corp.  (GBIC) 
staged  an  eleventh-hour  bolt  from 
negotiations  after  the  companies 
failed  to  agree  on  terms.  Earlier  this 
year,  merger  plans  between  Adage 
and  Multiflow,  Inc.  also  fell 
through.  According  to  Adage  presi¬ 
dent  James  Norrod,  GBIC  —  part  of 
an  investor  group  that  owns  ap¬ 
proximately  19%  of  Adage  —  may 
well  look  for  an  alternate  route  to 
gain  control  of  its  former  intended 
target.  Adage,  meanwhile,  will  con¬ 
tinue  its  search  for  the  right  corpo¬ 
rate  mate. 


New  Wave 
hits  Japan 

Two  weeks  after  a  preliminary  rul¬ 
ing  in  the  Apple  Computer,  Inc. 
V.  Microsoft  Corp.  and  Hewlett- 
Packard  Co.  look-and-feel  lawsuit 
took  some  pressure  off  the  defen¬ 
dants,  HP  announced  plans  to  mar¬ 
ket  its  New  Wave  software  through 
Canon,  Inc.  in  Japan.  Canon  will  de¬ 
velop,  in  cooperation  with  HP,  New 
Wave  for  MS-DOS,  OS/2  and  Unix 
for  the  Japanese  market. 


CEO  shuffle, 
part  IV 

Datapoint  Corp.  has  named  Mi¬ 
chael  Michigami  to  replace  ex-Chief 
Executive  Officer  Robert  Potter, 
who  resigned  last  week.  Michigami, 
former  president  of  United  Tech¬ 
nologies  Corp.’s  Control  Systems 
division,  is  the  fourth  Datapoint 
chief  in  five  years.  Though  Data¬ 
point  returned  to  profitability  in 
1988  under  Potter,  it  is  expected  to 
post  a  loss  for  the  fiscal  year  ended 
July  31. 


Mead  Data 
snags  ex-IBMer 

The  former  technical  director  of 
IBM’s  AIX  Systems  division  has 
signed  on  as  technology  chief  at 
electronic  news  service  company 
Mead  Data  Central,  Inc.,  pur¬ 
veyor  of  the  Nexis  and  Lexis  re¬ 
search  and  information  services. 
Claymon  Cipione’s  hiring  is  part  of 
the  company’s  plan  to  boost  finan¬ 
cial  commitment  to  technology  de¬ 
velopment. 


MCI  founder 
heads  north 

MCI  Communications  Corp.  foun¬ 
der  John  Goeken  has  crossed  the 
border  to  Canada,  where  he  will  be¬ 
come  director  of  Cam-Net  Conunu- 
nications  Network,  Inc.  The  Van¬ 
couver-based  telecommunications 
company  serves  the  $8  billion  Cana¬ 
dian  market. 


NICKELS  &  DIMES 


Bolstered  by  a  30%  jump  in  its  traditional, 
or  non-General  Motors,  business.  Elec¬ 
tronic  Data  Systems  Corp.  registered 
a  10%  increase  in  net  income  and  a  15% 
rise  in  total  revenue  in  the  second  quar¬ 
ter,  the  Dallas-based  company  an¬ 
nounced.  EDS,  a  wholly  owned  subsidiary 
of  General  Motors  Corp.,  said  that  for  the 
quarter  ended  June  30,  net  income  rose 
$9.2  million  to  a  record  $104.9  million, 
compared  with  $95.7  million  in  the  corre¬ 
sponding  period  last  year.  Second-quarter 
revenue  increased  from  $1.20  billion  a 
year  ago  to  $1.38  billion  in  1989. 

Software  vendor  Borland  Internation¬ 


al,  Inc.  in  Scotts  Valley,  Calif.,  reported 
that  net  income  for  its  first  fiscal  quarter 
increased  216%.  For  the  quarter  ended 
Jime  30,  Borland  had  a  profit  of  $1.6  mil¬ 
lion,  compared  with  $501,000  a  year  ear¬ 
lier.  Revenue  increased  to  $23  million, 
from  $21.9  million. 

First-quarter  net  earnings  of  $13.1  mil¬ 
lion  were  up  12%  from  $11.7  million  a 
year  ago,  according  to  Computer  Sci¬ 
ences  Corp.  Earnings  per  share  were  82 
cents,  compared  with  73  cents  a  year  ear¬ 
lier.  Revenue  for  the  quarter  ended  June 
30  rose  14%  to  $342.1  million  from 
$299.3  million. 


Zenith  Electronics  Corp.  reported  a 
net  loss  for  the  second-quarter  1989  of 
$13  million,  or  49  cents  per  share,  com¬ 
pared  with  a  loss  of  $12.1  million,  or  46 
cents  per  share  in  the  second-quarter 
1988.  The  loss  was  principally  caused  by 
currency  value  shifts,  increased  interest 
expense  and  lower  margins  on  computer 
product  sales.  Zenith’s  sales  in  the  second 
quarter  increased  15%  to  $676  million. 

Printer  maker  Dataproducts  Corp.  in 
Woodland  Hills,  Calif.,  reported  revenue 
of  $83.3  million  and  net  income  of 
$17,000  for  the  quarter  ended  June  24. 
This  compares  with  revenue  of  $85.4  mil¬ 
lion  and  net  income  of  $810,000,  or  4 
cents  per  share,  for  the  same  period  a 
year  ago. 


The  IBM  AS/400 
Midrange  Solution. 


Ever  hear  someone  ask  to 
have  their  computer  system  made 
smaller?  We  haven’t  lately. 

Growth  is  the  name  of  the 
game,  and  it’s  one  of  the  first 


realities  that  the  IBM  Application 
System/400  "  was  designed  for. 

From  smallest  to  largest 
(from  a  few  users  to  hundreds),  all 
models  of  the  AS/400  share  the 
same  architecture  and  operating 
system.  So  even  if  you  can’t  pre¬ 
dict  how  big  your  system  will  ulti¬ 
mately  need  to  be,  you  can  count 


on  your  applications  to  always 
work,  and  your  investment  in  soft¬ 
ware  and  training  will  be  secure. 

Hardware  growth  isn’t  so 
hard  either. 

Most  models  of  the  .\S/400 
come  rack-mounted  like  a  stereo 
system  to  give  you  latitude  right 
from  the  start. 


'c;  1989  IBM  Corporaton  IBM  is  a  registered  trademark  and  Application  SysterTv400is  a  trademark  of  IBM  Corp 
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Racal 

CONTINUED  FROM  PAGE  73 

link  4,  which  is  said  to  allow  the  user  to  ac¬ 
cess  up  to  four  network  management  sys¬ 
tems  on  different  windows  of  the  same 
workstation.  Racal-Milgo’s  next  step  will 
be  to  provide  a  common  database  and 
command  structure  through  support  of 
industry  standards  such  as  Open  Systems 
Interconnect,  as  well  as  AT&T's  Unified 
Network  Management  System  and  IBM’s 
Netview,  Norman  said. 

In  addition,  Racal-Milgo  has  organized 
its  sales  and  support  forces  to  meet  cus¬ 
tomers’  integration  needs.  One  organiza¬ 
tion  specializes  in  designing  and  optimiz¬ 
ing  “turnkey  network  solutions;’’  a 
second,  the  Industry  Sales  Group,  ad¬ 
dresses  the  needs  of  individual  organiza¬ 
tions  and  vertical  industries. 

Racal-Milgo’s  strategy  has  enabled  it 
to  “come  up  against  the  big  guys,’’  Free¬ 
man  said.  He  added  that  in  the  systems  in¬ 
tegration  arena,  “We  have  noticed  over 
the  last  year  and  a  half  that  they  are  com¬ 
ing  up  on  clients’  short  lists,  along  with 
Martin  Marietta,  Computer  Sciences 
Corp.  and  EDS.”  In  the  equipment  arena, 
Racal  is  appearing  on  the  same  list  as  Net¬ 
work  Equipment  Technologies,  Inc.  and 
Digital  Communications  Associates,  Inc., 
Freeman  added. 

Racal’s  success  is  all  the  more  impres¬ 
sive  because  the  company  easily  could 
have  fallen  by  the  wayside.  Freeman  said. 
“They  missed  out  on  the  T1  equipment 
explosion  and  didn’t  have  the  world’s 
most  modem  line  of  packet  switches,  mo¬ 
dems  and  muxes,”  he  said,  “but  they  have 
managed  to  sell  comfort  as  a  systems  inte¬ 
grator  that  can  put  the  equipment  togeth¬ 
er  and  manage  it,  even  if  it’s  only  10%  Ra¬ 
cal  equipment.”  Proof  of  the  success  of 
Racal’s  strategy  lies  in  the  company’s 
steady  growth.  The  Racal  Data  Commu¬ 
nications  Group  reported  $500  million  in 
revenue  for  fiscal  1 989,  an  1 1  %  growth  in 
revenue  from  fiscal  1988. 


Reports  of  decline  are  ‘greatly 
exaggerated/  TOPS  argues 


BY  PATRICIA  KEEFE 

CW  STAFF 


ALAMEDA,  Calif.  —  In  recent  weeks, 
the  TOPS  Division  of  Sun  Microsystems, 
Inc.  has  spent  almost  as  much  time  com¬ 
bating  “ignorance”  about  alleged  internal 
dissent  and  technical  problems  as  it  has 
promoting  efforts  to  broaden  the  reach  of 
its  distributed  network  server  software. 

The  reports  of  TOPS’  decline  are 
greatly  exaggerated,  according  to  the 


firm,  though  rumors  of  problems  persist. 

TOPS  has  been  shadowed  by  tales  of 
slowing  sales,  database  compatibility  is¬ 
sues,  the  delayed  and  since  scrapped  Ver¬ 
sion  2.2,  the  departures  of  a  number  of 
marketing  executives  and  speculation 
that  Sun’s  interest  in  TOPS  and  its  tech¬ 
nology  has  waned.  Sun’s  alleged  lack  of  in¬ 
terest  is  fueled  in  part  by  the  need  to  ad¬ 
dress  its  first-ever  quarterly  loss  and 
several  high-level  defections. 

TOPS  was  bought  in  April  1987  by  a 


then  high-flying  Sun,  which 
wanted  to  sell  its  worksta¬ 
tions  through  TOPS’  dealer 
channel  and  add  Sun’s  Net¬ 
work  File  System  support  to 
TOPS  software  in  order  to 
bridge  DOS  local-area  net¬ 
works  to  Sun’s  Unix  net¬ 
works.  A  newly  sobered  Sun 
has  since  backed  off  those 
plans,  giving  TOPS  back  its 
autonomy. 

Meanwhile,  industry  mur- 
murings  reached  such  a  crescendo  that  at 
least  one  TOPS  employee  felt  compelled 
to  ask  Sun  President  Scott  McNealy 
whether  the  unit  was  for  sale.  It  is  not, 
said  Richard  Shapero,  TOPS  vice-presi¬ 
dent  and  general  manager. 


“Sun  is  very  high  on 
TOPS,”  added  Robert  Clark, 
an  analyst  at  Santa  Clara, 
Calif. -based  market  research 
firm  Infonetics  and  former  di¬ 
rector  of  TOPS  product  mar¬ 
keting.  Shapero  also  claimed 
TOPS  sales  are  not  down. 
“We  grew  by  400%  last  year, 
and  we  don’t  expect  a  repeat 
this  year,”  he  said. 

Meanwhile,  TOPS  execu¬ 
tives  were  caught  off  guard 
by  reports  of  incompatibilities  with  multi¬ 
tasking  databases,  which  they  subse¬ 
quently  tracked  down  to  one  product  — 
Fox  Software,  Inc.’s  Foxbase  -I- .  Fox  used 
some  Appletalk  File  Protocol  calls  that 
TOPS  did  not  support.  This  will  be  cor¬ 
rected  in  the  next  release  of  Foxbase. 

Meanwhile,  a  database  called  Omnibus 
reportedly  ran  into  trouble  related  to  in¬ 
compatibilities  down  at  the  file-  and  rec¬ 
ord-locking  level.  Shapero  said  that  prob¬ 
lem  also  had  been  resolved,  adding  that 
TOPS  was  unable  to  corroborate  other 
reports  regarding  data  corruption  issues. 
“But  we  did  uncover  the  potential  for  oth¬ 
er  databases  to  do  something  that  would 
create  that  problem,”  Shapero  said. 

Users  waiting  for  TOPS  2.2  can  stop. 
TOPS  has  decided  to  move  ahead  to  Ver¬ 
sion  3.0  “because  there’s  enough  new 
and  different,”  Shapero  said. 


VP  Shapero  is  up 

on  TOPS 


You  don’t  have  to  buy  more  sys¬ 
tem  than  you  need  because  adding 
to  it  is  so  easy.  Components  slide  in 
and  out,  and  if  you  need  more  than 
one  rack  you  can  attach  another. 

But  no  matter  how  you  conhg- 
ure  it,  multiple  racks  does  not 
mean  multiple  computers.  However 
big  an  AS/400  becomes,  it’s  always 


one  tightlv  integrated  system. 

4b  learn  more,  call  your  IBM 
Marketing  Representative  or 
IBM  Business  Partner,  or  dial 
1-800-365-4  IBM. 

4'he  IBM  AS/400.  As  your 
needs  grow,  it - —  ~(i») 

along  w  ith  you.  = - —  ~  = 


The  IBM  As/m  MmM  mo. 


‘'‘Bmirig  a  midrange  computer 
little  like  biding  a  belt.\buH  better  mal« 
sure  there’s  room  for  expansion’.’ 
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UNIX  International  Members 


88  Open 

Data  General 

Acer 

Dell  Computer 

Addamax 

Du  Pont  Fibers 

Alcatel-SMH 

EMSCA 

Alliant 

Encore 

Amdahl 

Ericsson 

Arix 

ERSO,  ITRI 

ASCII 

AT&T  DSG 

EPS  Computing 

AVCOM 

Fujitsu 

Canon 

Fuji  Xerox 

CBIS 

GUUG 

CETIA  (Thomson  Inc.) 

HCL  America 

Citibank 

HCR 

C.  ITOH 

ICL 

Concurrent 

Informix 

Control  Data 

INTEL 

Convergent 

Interactive  Systems 

CTG 

Locus 

Micro  Focus 

Sequent 

MIPS 

Sequoia 

MODCOMP 

Silicon  Graphics 

Motorola 

SONY 

NCR 

SSBA 

NEC 

Stellar 

Nihon  Unisys 

Stratus 

Nippon  Steel 

Sun  Microsystems 

Oki  Electric  Industry 

Sybase 

Olivetti 

Tandem 

Omron 

Tata 

Oracle 

Texas  Instruments 

Phoenix  Technologies 

Tolerant 

Prime 

Toshiba 

Prisma 

UniSoft 

Pyramid 

Unisys 

Relational  Technology 

Wang 

Ricoh 

Xerox 

As  you  can  see,  some  of  the  biggest 
names  in  the  business  have  a  stake  in 
the  UNIX®  System  V  operating  sys¬ 
tem.  They’re  UNIX  International,  the 
organization  dedicated  to  guiding  the 
development  of  the  industry- 
standard  open  operating  system,  UNIX 
System  Y  And  keeping  it  open. 


So  if  you  want  to  have  a  real  say  in  the 
future  of  the  UNIX  system,  as  well  as 
access  to  its  customer  base,  code 
specs,  and  promotional  activities, 
join  UNIX  International. 

For  more  information,  and  to 
find  out  how  you  can  join  UNIX  Interna¬ 
tional,  call  1-800-UI  UNIX  5. 


UNIX  is  a  regiscercd  trademark  of  AT&T  in  the  US.  and  other  countries. 
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11.  President.  Owner/Partner  General  Mgr 

12.  Vice  President/Assl  VP 

13.  Treasurer,  Controller,  Financial  Officer 

41.  Engineering,  Scientific  R4D,  Tech  Mgt 

51.  Sales/Mktg  Mgt 

OTHER  PROFESSIONALS 

60.  Consulting  Mgt 

70.  Medical  Legal.  Accounting  Mgt 

80.  Educators.  Journalists.  Librarians  Students 

90.  Others  _ 

(Please  specify) 

3  •  COMPUTER  INVOLVEMENT  (CircN  all  trial  apply)  Types  ol 

equipment  with  which  you  are  personally  involved  either  as 
a  user  vendor  or  consultant 

A.  MaintrameS/Supermims 

B.  Minicomputers/Small  Business  Computers 

C.  Microcomputers/Desklops 

D.  Communications  Systems 

E.  Office  Automation  Systems 

F.  No  Computer  Involvement 
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Be  prepared 

In  response  to  computer  industry  mergers,  IS  managers 
are  trying  to  do  the  /bibwing: 

•  Give  greater  consideration  to  open  systems 

•  Ensure  user  access  to  software  source  code 

•  Consider  mergers  in  weighing  purchases 

•  Place  greater  value  on  the  popularity  of  products 

•  Form  contingency  plans  for  mergers  of  suj^liers 

CW  CHAST:  FRANK  C,  O'CONNELL 
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the  South  Carolina  Department 
of  Education  in  Columbia,  con¬ 
tends  that  the  wave  of  mergers 
and  acquisitions  of  suppliers  is 
not  an  issue  to  spend  a  lot  of  time 
on.  In  fact,  he  says  his  depart¬ 
ment  does  not  worry  about  it  at 
all,  even  though  Computer  Asso¬ 
ciates  International,  Inc.  has 
bought  Cullinet  Software,  Inc. 
and  its  IDMS/R  relational  data¬ 
base  management  system, 
which  the  department  uses. 

First,  Cole  says,  if  managers 
have  concerns  about  the  longev¬ 
ity  of  a  vendor,  they  probably 
should  not  be  dealing  with  the 
firm  in  the  first  place. 

Second,  he  says  that  his  orga¬ 
nization’s  contracts  for  software 
purchases  contain  a  provision 
that  guarantees  a  copy  of  the 
program’s  source  code  if  the 
product  should  be  discontinued 
or  its  supplier  goes  under. 

Cole’s  department  also  relies 
on  its  own  sl^s  if  the  worst  hap¬ 


pens  to  a  supplier  or  product  in 
the  aftermath  of  an  acquisition, 
he  says.  “It’s  not  like  we  couldn’t 
work  our  way  out  of  it,”  he  says. 
“As  long  as  it’s  a  stable  product, 
we  can  continue  to 
use  it  and  take  care 
of  it  ourselves.” 

Ault,  who  is  the 
president  of  USE, 
the  largest  organiza¬ 
tion  for  Unisys  Corp. 

1100  users,  reports 
one  hit  and  one  miss 
with  computer  in¬ 
dustry  mergers  and 
acquisitions  thus  far. 

Concerning  prod¬ 
ucts  from  the  former 
Sperry  Corp.  and 
Burroughs  Corp.,  now  combined 
as  Unisys,  Ault  is  enthusiastic. 
“The  bottom  line  is,  they  have 
gotten  better,”  he  says.  “They 
are  better  as  a  new  company 
than  the  two  were  in  their  earlier 
forms.” 

Among  the  benefits  Ault  says 
he  has  seen  are  improved  price/ 
performance  in  Unisys  products. 
Also,  because  of  the  company’s 


commitment  to  making  incom¬ 
patible  systems  architectures 
work  together,  it  has  developed 
a  lot  of  useful  knowledge  in  com¬ 
munications  among  disparate 
hardware,  he  says. 

As  satisfied  as 
Ault  is  with  Unisys 
—  and  despite  dif¬ 
fering  reactions 
elsewhere  —  he  is 
down  on  CA.  The 
university  was  a 
long-time  user  of  the 
DB4  database  man¬ 
agement  system  and 
Resource  Manage¬ 
ment  System  human 
resources  program 
from  Uccel  Corp., 
which  Computer  Associates  ac¬ 
quired  two  years  ago.  Ault  says 
service  and  support  have  gone 
downhill  since  the  acquisition  to 
the  point  where  the 
university  has 
stopped  all  new  ap¬ 
plications  develop¬ 
ment  with  DB4. 

Because  of  this 
experience,  Creigh¬ 
ton  has  become  one 
of  the  few  organiza¬ 
tions  to  plan  for 
mergers  or  acquisi¬ 
tions  of  computer 
vendors,  weighing 
whether  prospective 
suppliers  might  be 
someday  merged  or  acquired. 

Ault  and  his  boss,  the  vice- 
president  of  operations,  also 
scrutinize  service.  “If  the  ser¬ 
vice  is  bad,  we  have  to  move  on,” 
Ault  says.  “There’s  no  point  in 
wasting  time  and  energy  arguing 
back  and  forth.  If  the  vendor 
isn’t  your  partner,  what’s  the 
point?” 

For  the  most  part,  IS  manag¬ 
ers  report  that  very  little  has 
changed  —  for  good  or  ill  — 
when  new  owners  or  manage¬ 
ment  have  taken  over  vendors. 
IS  consultants  agree.  “I’ve  not 
seen  any  complaints,  pain  or  dis¬ 
comfort  over  the  change  of  prod¬ 
ucts  from  one  vendor  to  another 


with  our  clients,” 
says  George 
Hathaway,  a  part¬ 
ner  at  Index 
Group,  Inc.,  a 
Cambridge, 

Mass.,  consulting 
firm. 

Hathaway  at¬ 
tributes  such 
calm  in  the  face  of 
possible  uncer¬ 
tainties  to  the 
fact  that  ac¬ 
quirers  have  gen¬ 
erally  bought  not  just  products 
but  also  the  people  who  support 
them.  That  approach  tends  to 
calm  the  waters  at  Dr.  Pepper: 
“We  prefer  to  deal  with  people 
we’ve  had  success  with,”  Bell 
says. 

Jay  Park,  the  director  of  data 
processing  at  Fisher  Camuto 
Group,  a  Stamford, 
Conn.-based  manu¬ 
facturer  of  women’s 
shoes,  has  a  typical 
reaction  to  comput¬ 
er  industry  mergers. 
Fisher  Camuto  uses 
the  Datacom/DB  re¬ 
lational  database 
management  sys¬ 
tem,  which  CA  ac¬ 
quired  from  ADR 
Corp.  about  IV2 
years  ago. 

“CA  is  doing  ex¬ 
actly  what  it  said  it  would  do 
when  they  bought  the  product,” 
Park  says.  “They  are  keeping  up 
support,  they  have  issued  a  new 
release  schedule,  and  they  are 
keeping  to  it.” 

In  fact.  Park  says 
his  organization  has 
actually  benefited  — 
albeit  in  a  small  way 
—  from  the  acquisi¬ 
tion.  Like  many  us¬ 
ers,  his  IS  shop  used 
both  ADR  and  CA 
products.  Since  the 
acquisition,  product 
support  has  been 
consolidated  at  CA. 

“That  saves  us 


time,”  he  says. 

Park  and  others  believe  the 
trend  toward  increased  consoli¬ 
dation  of  suppliers  in  the  com¬ 
puter  industry  through  mergers 
and  acquisitions  will  continue. 

To  cope,  he  suggests  that  IS 
managers  fall  back  on  tried-and- 
true  methods.  For  one  thing, 
they  should  place  a  strong  em¬ 
phasis  on  product  strength  and 
technology. 

“That  is,  you  evaluate  the 
strength  of  the  product  and  the 
reputation  of  the  vendor,  and  the 
development  of  the  product,” 
Park  says.  “If  a  product  has  a 
good  reputation  and  market  de¬ 
mand,  the  new  owner  will  put  up 
the  effort  to  keep  it  market¬ 
able.” 

For  Thomas,  the  threat  of 
continued  mergers  and  acquisi¬ 
tions  means  that  IS  must  use 
some  common  sense  and  a  little 
blind  faith.  “Once  you’ve  decid¬ 
ed  to  buy,  you’ve  got  to  believe 
that  that  person  is  going  to  be 
around  for  a  while,  or  don’t  both¬ 
er  buying  the  prod¬ 
uct  in  the  first 
place,”  he  says. 

However,  Thom¬ 
as  questions  wheth¬ 
er  developing  con¬ 
tingency  plans  for 
possible  mergers  or 
acquisitions  among 
suppliers  is  a  useful 
exercise. 

“There’s  only  so 
much  you  can  do,” 
he  says. 


Antitrust  fears 


Information  systems  managers  generally  agree  that  the 
computer  industry  will  continue  to  undergo  consolida¬ 
tion.  In  the  case  of  hardware  vendors,  they  are  con¬ 
cerned  about  antitrust  violations,  particularly  the  possi¬ 
bility  that  prices  may  rise  as  competition  fades.  “Big  is 
not  necessarily  bad,  but  I  don’t  like  to  see  that  happening  be¬ 
cause  then  our  choices  are  limited,”  said  Wayne  L.  Bell,  data 
center  manager  for  Dr.  Pepper/Seven-Up  Co.,  Inc.  in  Dallas. 

With  many  competing  suppliers,  users  can  compare  prices, 
play  competitors  against  one  another,  wrangle  discounts  and 
pursue  other  tactics  to  stretch  the  IS  budget,  but  there  will  be 
less  opportunity  to  do  so  with  consolidation.  Bell  said. 

As  hardware  companies  join  hands,  they  might  “push  cus¬ 
tomers  around,”  said  Harold  Cole,  data  processing  director  for 
the  South  Carolina  Department  of  Education  in  Columbia.  But 
it  is  also  important  for  vendors  to  be  large  enough  to  provide 
thorough  support,  he  added.  In  the  software  industry,  minimal 
capital  is  required  for  a  company  to  get  up  and  running,  which 
encourages  continued  competition,  he  said. 
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•  Mainframe  vendors  are 
scrambling  to  justify  big-bucks 
proprietary  investments  in  the 
face  of  ever  more  powerful,  com¬ 
modity  microprocessor  tech¬ 
nology. 

•  The  minicomputer  market,  as 
we’ve  known  it,  is  dead,  dead, 
dead;  like  mainframes,  propri¬ 
etary  midrange  systems  are 
harder  to  justify  when  it  comes 
to  cost,  and  because  customers 
have  less  of  an  applications  in¬ 
vestment  here,  it’s  easier  to 
yank  them  out  and  replace 

I  them  with  vanilla  “open  sys¬ 
tems”  devices. 

•  There’s  plenty  of  money  be¬ 
ing  made  at  the  personal  com¬ 
puting  level,  but  it’s  finding  its 
way  into  the  pockets  of  fewer 
and  fewer  vendors,  which  are 


scrambling  to  load  up  super  PC 
systems  with  thousands  of  dol¬ 
lars  worth  of  memory  and  soft¬ 
ware  to  compensate  for  lower 
margins. 

Open  systems,  once  the  pipe 
dream  of  cost-conscious  infor¬ 
mation  systems  executives,  are 
rapidly  becoming  a  reality.  Un¬ 
fortunately,  they’re  also  be¬ 
coming  the  justification  for  ram¬ 
pant,  short-term  cost-cutting  in 
corporate  America. 

We’ve  been  here  before. 
About  four  years  ago,  the  com¬ 
puter  industry  went  on  the 
skids  —  and  IS  execs  went  on 
the  dole  —  as  corporate  ac¬ 
countants  came  to  the  conclu¬ 
sion  that  a  massive  build-up  in 
technology  was  not  paying  off. 
Thankfully,  they  soon  realized 
that  difficult  as  it  was  to  justify 
technology  on  a  cost-benefit 
basis,  it  was  even  more  hazard¬ 
ous  to  allow  domestic  or  foreign 


competitors  to  get  a  leg  up  on 
the  information  age. 

Deja  vu?  Maybe.  Barely  a 
week  goes  by  without  some  cor¬ 
poration  moving  to  chop  costs 
by  downsizing,  outsourcing  or 
cleaning  out  the  executive 
ranks  of  IS  departments.  While 
congressmen  and  economists 
debate  a  “soft  landing,”  chief  ex¬ 
ecutive  officers  are  clearing  the 
decks  as  though  a  recession 
were  already  here. 

This  time  around,  we’re 
missing  the  mysticism  of  com¬ 
puter  technology.  Top  execu¬ 
tives  have  been  continually  bom¬ 
barded  with  technology  stories 
in  their  daily  journals  and  coffee- 
table  magazines.  They  have 
read,  as  have  we,  of  the  mega¬ 
cheap  millions  of  instructions 
per  second  now  available  from 
reduced  instruction  set  com¬ 
puting-based  systems. 

Who  can  blame  them  for 


wondering  why  they  can  have  a 
mainframe-on-a-desk  for  a  few 
grand  but  still  have  to  pay  for  le¬ 
gions  of  high  priests  catering  to 
the  demanding  needs  of  back¬ 
room  systems  delivering  the 
same  horsepower  for  a  cost  fac¬ 
tor  thousands  of  times  higher? 

The  industry  is  playing  to 
these  emotions,  with  vendors 
falling  all  over  one  another  to 
bring  out  a  cost-effective  hot 
iron  that  undercuts  the  value  of 
their  former  “solutions”  pack¬ 
ages.  Who  Ccui  blame  them?  No¬ 
body  can  risk  the  loss  of  market 
share  in  the  hopes  of  leveraging 
prior  investments. 

But  if  the  vendors  don’t  de¬ 
liver  on  the  full  promise  of  open 
systems  and  distributed  archi¬ 
tectures,  one  of  these  days  some 
corporate  executives  are  going 
to  realize  that  they’ve  traded  in  a 
$700  dumb  terminal  to  put  a 
$20,000  package  of  hardware 


and  software  on  the  desk  of  a 
$19,000-a-year  data-entry 
clerk.  Costs  cut  from  a  central¬ 
ized  operation  may  well  reap¬ 
pear  in  hundreds  of  departmen¬ 
tal  budgets. 

That’s  defensible  if  soft¬ 
ware,  systems  integration  and 
networking  technology  keep 
pace  with  raw  horsepower.  But 
in  this  industry,  the  hardware 
has  always  been  and  still  is  light- 
years  ahead  of  applications 
technology. 

If  that  doesn’t  change  soon, 
corporate  America  may  find  that 
it  has  traded  in  one  uncomfort¬ 
able  expense  for  another  that  is 
even  harder  to  control.  Should 
that  day  ever  arrive,  the  open 
systems  converts  aren’t  going 
to  be  struggling;  they’re  going  to 
be  buried. 


Bartolik  is  Computerworld's  news  edi¬ 
tor. 
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What’s  good  for  the  boss . . . 

A  new  breed  of  chief  executive  is  shaping  critical  success  factors  for  CIOs 


BY  HERBERT  Z.  HALBRECHT 

SPECIAL  TO  CW 


The  first  point  I 
would  like  to 
make  about 
chief  informa¬ 
tion  officers  is 
that  it  is  the  role 
of  the  person  that  is  important, 
not  the  title.  Calling  oneself  a 
CIO  does  not  mean  a  thing;  le¬ 
gitimacy  is  bestowed  by  top 
management  through  the  dele¬ 
gation  of  authority.  As  William 
Synnott  wrote  in  his  book  The 
Information  Weapon,  “It  is  the 
senior  management  that  pro¬ 
vides  the  form  and  substance 
(and  authority)  of  the  new  posi¬ 
tion,  not  the  information  manag¬ 
er.” 

In  a  nutshell,  the  CIO  goes  be¬ 
yond  the  traditional  information 
systems  director’s  role  of  auto¬ 
mating  existing  processes  to 
achieve  greater  efficiency  or  ef¬ 
fectiveness.  Instead,  he  fosters 
transformation  of  the  enter¬ 
prise’s  operations  and  manage¬ 
ment.  The  CIO  strives  for  quah- 
tative  changes  in  areas  such  as 
responsiveness  to  the  market¬ 
place,  product  development  pro¬ 
cesses,  product  quality  and  dis¬ 
tribution. 

Like  an  enterprise,  the  CIO 
can  be  thought  of  in  terms  of  crit¬ 
ical  success  factors  (CSF),  a  stra¬ 
tegic  planning  concept  applied  to 


organizations  by  John  Rockart  of 
MIT’s  Sloan  School  of  Manage¬ 
ment.  The  CSFs  of  a  CIO  reflect 
the  CSFs  of  his  organization. 
Thus,  they  can  vary  greatly  from 
industry  to  industry,  with  differ¬ 
ences  in  the  role  and  importance 
of  technology. 

Often  the  CSFs  are  a  function 
of  the  newer  breed  of  chief  exec¬ 
utive  officer,  who  are  not  only 
more  adaptable  than  their  prede¬ 
cessors,  but  are  committed  to 
change.  They  are  willing  to  reex¬ 
amine  all  assumptions,  abandon 
overly  rigid  bureaucracies  and 
leverage  technological  innova¬ 
tions.  Such  tendencies  often  lead 
the  new  CEO  to  decentralize  IS, 
minimize  the  permanent  staff, 
outsource  noncritical  work  and 
buy  and  sell  divisions  as  neces¬ 
sary. 

These  trends  are  putting 
pressure  on  CIOs  today.  They 
must  be  able  to  realistically  eval¬ 
uate  what  their  enterprise  is  ca¬ 
pable  of  doing.  They  must  pur¬ 
sue  economies  of  scale  but 
realize  what  the  company  is  not 
capable  of  handling  and  what 
would  be  better  done  by  outside 
suppliers. 

With  the  increasing  globaliza¬ 
tion  of  business  —  particularly 
the  globalization  of  networks  and 
intellectual  resources  —  the 
CIO’s  familiarity  with  outside 
suppliers  should  extend  to  off¬ 
shore  operators.  The  CIO  should 


be  familiar  Avith  pools  of  exper¬ 
tise  in  such  places  as  the  Carib¬ 
bean,  Singapore,  India  and  the 
Philippines.  He  should  feel  com¬ 
fortable  Avith  great  distances  and 
cultural  differences. 

With  the  work  in  question  of 
such  strategic  value,  an  execu¬ 
tive  must  be  Avilling  to  go  any¬ 
where  to  take  advantage  of  the 
best  resources.  On  the  other 


Another  CSF  is  the  ability  to 
relate  to  top  management  and 
gain  the  acceptance  of  senior  ex¬ 
ecutives.  Acquiring  this  kind  of 
credibility  means  that  the  chief 
executive  knows  what  the  CIO  is 
doing,  knows  why  he  is  doing  it 
and  supports  the  actions. 

The  CIO  should  meet  regular¬ 
ly  with  users  to  lay  out  what  the 
IS  organization  has  promised  and 
accomplished  and  to  solicit  the 
users’  reactions.  Two  of  the 
“critical  failure  factors”  of  a  CIO 
are  overselling  —  creating  the 
Avrong  level  of  expectations  — 
and  not  producing  in  accordance 


ITH  THE  increasing  globalization  of 
business  —  particularly  the 
globalization  of  networks  and 
intellectual  resources  —  the  CIO’s  familiarity 
with  outside  suppliers  should  extend  to  offshore 
operators. 


hand,  he  should  also  know  when 
to  look  far  afield  because  neces¬ 
sary  work  is  routine  or  its  output 
is  of  a  commodity  nature. 

In  any  enterprise,  one  CSF 
for  CIOs  is  to  shift  the  IS  organi¬ 
zation’s  mind-set.  It  is  necessary 
to  move  the  organization  from 
the  attitude  that  it  is  going  to 
solve  users’  problems  alone  to  a 
Avillingness  to  feel  users  out 
about  their  problems  and  work  in 
tandem  Avith  them  to  solve  the 
problems.  The  CIO’s  role  can  be 
likened  to  that  of  a  quarterback 
—  handing  off  technologies  to 
business  partners. 


Avith  an  agreed-upon  plan.  CIOs 
should  not  trip  over  their  own 
egos. 

The  CIO  must  be  able  to  fa¬ 
cilitate  innovation  throughout 
the  enterprise,  particularly  if 
new  technologies  Avill  bring 
about  major  changes  in  ways  of 
doing  business.  Generally  speak¬ 
ing,  the  less  technologically  ori¬ 
ented  the  organization,  the 
greater  the  potential  for  embed¬ 
ded  resistance  to  such  changes. 
However,  the  attitude  of  top 
managers  can  resemble  a  reli¬ 
gious  conversion  when  they  see 
evidence  that  competitors  are 


doing  important  things  Avith  in¬ 
formation  technology. 

Given  the  demand  for  inter¬ 
personal  skills  and  other  CSFs, 
many  of  today’s  CIOs  are  spring¬ 
ing  from  general  business  units 
rather  than  IS  organizations,  and 
many  more  Avill  do  so  in  the  fu¬ 
ture. 

These  line  managers  Avill  re¬ 
place  inciunbents  that  top  man¬ 
agement  may  Anew  as  more  nar¬ 
row,  Avith  an  insular  focus  on 
technology  and  a  lack  of  ability  to 
relate  to  general  managers. 

The  traditional  IS  manager 
tends  to  rehsh  order  and  logic, 
focus  on  tough  intellectual  prob¬ 
lems  and  value  precision  and  dis¬ 
cipline.  He  came  up  through  a 
staff  organization  Avith  a  cost- 
center  orientation.  The  line 
manager,  Avith  a  profit-center 
orientation,  tends  to  be  more 
comfortable  dealing  Avith  ambi¬ 
guity  and  incomplete  informa¬ 
tion  and  relies  on  intuition  and  in¬ 
ductive  reasoning. 

Companies  do  assume  risks  in 
appointing  a  general  manager  to 
the  post  of  CIO.  While  the  gener¬ 
al  manager  may  be  comfortable 
weighing  profit  and  loss  and 
understanding  the  trade-offs 
among  costs,  benefits  and  risks, 
he  or  she  could  get  blindsided  by 
an  inability  to  sufficiently  grasp 
technology.  The  key  require¬ 
ment  here  is  that  the  CIO  must 
avoid  being  snowed  when  it 
comes  to  questions  of  technical 
proficiency. 


Halbrecht  is  president  of  Halbrecht  As¬ 
sociates,  Inc.,  a  Stamford,  Conn,  execu¬ 
tive  search  firm  specializing  in  IS. 
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COMPUTER 

PROFESSIONALS 


COAST  TO  COAST 


IS  CLOSER  THAN  YOU  THINK 


F-o-r-t-u-n-e  Personnel  Consultants  is  one 
of  the  largest  national  networks  of 
independently  owned  and  operated  offices 
specializing  in  the  placement  of  Computer 
Professionals.  Wo  understand  your  needs 
and  can  help  you  find  the  position  to 
enhance  your  career  or  the  people  to  fill 
your  company  openings. 


Coast-to-coast  wo'rccloser  than  you  think. 
To  reach  our  entire  network,  write  to  us  at 
655  Third  Ave.,  Dept.  CW;  New  York,  NY 
10017  and  wo  will  forward  your  resume  for 
confidential  consideration  or  call  us  TOLL 
FREE  lor  a  specialist  serving  your  area  of 
interest. 


1-800-221-4864 

or 

212-697-4314 
in  NY  State 


Htor-t-une 

I’crsonncI  Consultants 


PROGRAMMER 
ANALYSTS 


Armour  Food  Company,  a  ConAgra  operating 
company,  has  a  need  for  Programmer/Analysts 
in  its  Omaha  headquarters.  These  opportunities 
support  corporate  management  for  one  of  the 
largest  meat  processors  in  the  nation.  Vacan¬ 
cies  exist  for  both  IBM  System  3090  and  38  in¬ 
stallations,  supporting  sales,  advertising/promo¬ 
tion,  production  scheduling,  inventory  control, 
order  processing  and  transportation  audit/pay¬ 
ables  systems. 


Qualifications  for  these  positions  include: 

•  BS/BA  Computer  Science  or  related  field 

•  1-3  years  experience  on  System  3090  or  38 

•  Proficiency  in  COBOL  required;  DIAL  280, 
ADSO  and  IDMS  helpful 

•  Ability  to  work  with  minimal  guidance  in  a 
rapidly  changing  environment 

•  Effective  interaction  skills 


We  can  provide  a  competitive  compensation 
and  benefit  package.  Interested  candidates 
should  submit  a  resume.  Only  the  most  qualified 
applicants  will  receive  a  response,  although  we 
greatly  appreciate  each  applicant’s  interest  in 
Armour  Food  Company.  Apply  to:  ARMOUR 
FOOD  COMPANY,  Manager,  Human 
Reaources-CCS/PA,  One  Central 
Park  Plaza,  Omaha,  Nebraska 
68102-1679.  We  are  an  equal  oppor- 
tunity  employer. 


ARMOUR. 


a  Corttgn  cemcorv  ( 


UNIVERSITY  OF 
WASHINGTON 
MEDICAL  CENTER 


CHIEF  INFORMATION  OFFICER 

Associate  Executive  Director  for 
Medical  Centers  Information  Systems 


The  University  of  Washington  Medical  Center  (UWMC)  is  seeking  quaiified 
candidates  for  the  position  of  Associate  Executive  Director  for  Medicai 
Centers  Information  Systems.  This  is  the  senior  position  responsible  for 
the  joint  planning,  management,  and  direction  of  information  systems  tor 
both  Harborview  Medical  Center  and  UWMC  under  the  general  guidance 
of  the  Executive  Director  of  the  UWMC. 


Minimum  requirements  include  a  Bachelor's  degree  in  an  information  sys¬ 
tems  or  related  field  with  at  least  6  years'  senior-level  management  experi¬ 
ence  in  health  care/hospital  organizations  and  a  minimum  of  5  years^  se¬ 
nior-level  information  systems  management  experience,  perferaWy  in  the 
health  care  industry. 


Please  submit  your  resume  by  October  2,  1 989,  to: 


Mr.  Ted  A.  Winings 
Hospitals  Personnel 
325  Ninth  Avenue 
Seattle,  Washington  98104 


Affirmstive  Action 
Equal  Opportunity  Employer 


TANDEM 

TANDEM 

The  dynamic  TANDEM  technology  has  created  a 
strong  demand  for  SY.STEMS  PROFESSIONAL.S 
to  design  and  develop  sophisticated  systems.  Are  you 
ready  for  the  reward  and  the  challenge? 
CALL  or  send  your  resume  for  a  personal  and 
confidential  consultation. 


THE  SEARCH  FIRM,  INC. 

595  MARKET  STREET,  SUITE  HOO,  SAN  FRANCISCO,  CA  94105 
(415)  777-3900  FAX  777-8632 
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COMPUTER  CAREERS 


Just 

Rewards 


That’s  just  what  you’ll  receive 
from  PSC  if  you’re  proficient  in 
software  development  -  lots  and  lots 
of  justified  rewards  for  your  skills 
and  hard  work. 

Rewards  like  outstanding  salary  and 
benefits,  consistent  career  growth, 
challenging  projects  and  prestigious 
positions  from  programming  through 
DBA  to  project  management. 
Justifiably,  we  reward  a  lot 
because  we  require  a  lot  -  technical 
expertise  ...  interpersonal  savvy  ... 
an  attention  to  details... 

Now  hiring  for  immediate  openings  in: 


ORACLE 

DB2 

UNIX/C 

INFORMIX 

DLS 

VAX/VMS,  RDB 
MS  WINDOWS 
NATURAL 


PARADOX 

NOMAD 

PICK 

TANDEM 

COMETS 

NETBIOS 

AS400 

AI/EXPERT 


...  if  you  have  what  it  takes,  call 
David  Graziano,  Vice  President  of 
Recruiting  at  PSC  to  learn  more 
about  getting  your  just  rewards. 

Rewarding  Careers 
for  Remarkable  People. 


Programming  &  Systems 
('onsiiltants 


11720  Borman  Dr..  Suite  102  St.  Louis.  MO  63146 

(314)  567-1396 


ANALYSTS,  PROGRAMMERS,  DESIGNERS 


If  You  Have  The  Right  Stuff . . . 


2  years  minimum  professional  experience, 
stable  work  history,  good  technical  references, 
U  S.  citizenship  or  green  card,  and  competence 
in  at  least  one  of  the  following: 

•  UNIX/C  *  VAX/VMS  *  IBM  MVS  *  AS/400 

•  Syslem/38  •  Tandem  *  Ada  *  RPG  III  ♦  DB2 

»  SQL  *  IDMS-ADS/O  *  IMS  *  CICS  *  ORACLE 

•  INFORMIX  *  SYBASE  *  PACBASE  *  FOCUS 

•  INGRES  *  ADABAS  *  SNA  *  VTAM  *  M&D  *  MSA 

•  MAPICS 

•  Communications  •  Networking  •  Operating  Systems 

•  Compilers  •  Controls  •  Parallel  Processing 

•  Distributed  Systems  •  Object  Oriented  Programming 

•  Windowing  •  DB  Development  OR  Administration 

•  SQA/IV&V  OR  CM  •  ASW/Sonar  •  Radar 

•  Supercomputing  •  CASE  •  Expert  Systems 

•  Circuit  Simulation  •  Microprocessors 


. . .  We  Have  the  Right  Service 

Thousands  of  placements  of  computer  professionals 
since  1966:  over  1000  client  companies  and  200 
affiliates  nationwide:  resume  preparation  and  select¬ 
ive  distribution;  no  cost  or  obligation  to  you;  no 
sales  pressure 

TO  APPLY:  Mall  or  FAX  resume  or  call  Howard  Levin. 

RSVP  SERVICES 

Oept.  C.  Suite  614.  One  Cherry  Hill  Mali.  Cherry  Hill.  NJ  08002 
800-222DI53  or  FAX:  609-667  2606  (reler  to  Oept.  C| 


SR.  ANALYST/PROGRAMMER: 
Analyze,  design,  program  applica¬ 
tions  systems  under  OS  Opwabng 
System  using  IBM  mainfrebiss  for 
various  difxm.  Use  ADABAS/NA- 
TURAL  database  &  COBOL  to  de- 
velop  appli.  systems.  Use 
TSO/SPF  programming  tools  & 
XL  &  VSAM.  Analyze  specs.  & 
develop  program  specs.  Review  & 
analyze  program  specs.  Develop 
Implemenlation  plans  &  monitor 
pl^.  Prepare  test  data,  test  & 
debug  Prepare  documentation  & 
XL  a  put  job  Into  production.  Es¬ 
timate  tasks,  develop  &  implement 
plans  &  report  status  against 
schedule.  Manage/lead/train  pro¬ 
gramming  team  as  required.  Pro¬ 
vide  advice  &  assistance  to  diertts. 
Ensure  commitments  to  clients  are 
met  within  cost  &  time  schedule. 
Requires.  B.S.  in  Math  or  Comput- 


anal^.  design,  programming, 
testing  &  Implement,  of  WVAca- 
tlons  systems  using  COBOL, 
VSAM,  i  NATURAUaLaBAS  da¬ 
tabases  in  IBM  mainframe  environ. 
$36,500/yr.,  40  hratwk.  Apply  at 
the  Texas  Einployment  Commis¬ 
sion,  Dates.  Texas  or  sand  re¬ 
sume  to  the  Texas  Employment 
CommMon.  TEC  Bulding.  Aus¬ 
tin,  Texas  78778,  X#5517584. 
Ad  Paid  by  Equal  Employment  Op¬ 
portunity  Employer 


Senior  Semiconductor  Device 
Modeling  Engineer  to  work  In  inte¬ 
grated  circuit  interconnect  reliabil¬ 
ity  group.  Responsible  for  devel¬ 
opment,  implementation  and 
testing  of  computer  simulation 
models  of  imerconnect  structures, 
modeling  the  physical  processes 
leading  to  wear-out  failures  In  inte¬ 
grated  circuit  interconnects,  rTKxl- 
ellng  of  Interconnect  characteris¬ 
tics  affecting  circuit  pertormarx*. 
Use  these  rrxxtels  to  evaluate  arxl, 
whertever  possible,  to  Improve  in¬ 
terconnect  reliability  arxf/or  circuit 
per1ormatx».  Provide  complete 
technical  support  of  the  process 
simulator  SAMPLE,  including  cali¬ 
bration  of  photolithographic,  depo¬ 
sition  and  etching  simulators 
against  expenmerrtal  data.  Re¬ 
quirements  are  a  Ph.D  in  Materials 
Science  (with  a  backgrourxt  in 
Physics).  Expertise  In  finite  differ¬ 
ence  procedure  applied  to  theoret¬ 
ical-numerical  modeling.  Back¬ 
ground  in  solid-state  theory, 
electronic  materials  and  devices 
arxl  plasma  physics.  No  experi¬ 
ence  required.  Salary:  (44.960.00 
to  $47,960.00  per  year.  If  you  are 
interested  in  arxl  qualified  for  the 
above  position,  please  forward 
your  resume  to:  Massachusetts 
Division  of  Employment  Training, 
Special  Programs  Department. 
Case  #91179,  19  Staniford 
Street.  Boston.  MA.  02114. 


M, 


Every  month, 
v/eVe  expandinq 
the  boundaries  of 
on-line  systems. 


leeting  the  needs  of  an  ever-changing  market¬ 
place  takes  a  company  committed  to  advancing  the 
latest  technologies.  At  Tandem,  that  commitment 
starts  with  our  leadership  in  on-line  transaction 
processing  (OLTP),  with  systems  that  process  and 
deliver  information  as  it’s  created.  It  also  means  we’re 
committed  to  exploring  new  alternatives,  such  as 
applying  RISC  to  future  UNIX*  systems  from  Tandem. 

We’re  not  stopping  there.  Today,  we’re  focusing  on 
an  emerging  environment  called  the  on-line  enter¬ 
prise.  In  this  environment,  organizations  are  brought 
on-line  to  combine  the  power  of  enterprise-wide 
resources  in  one  seamless  system.  An  interconnected 
network  of  computer  systems  and  distributed  data¬ 
bases,  the  on-line  enterprise  elicits  far-reaching  im¬ 
pact  that  breaks  new  boundaries  in  OLTP. 

SYSTEM  SOFTWARE 

■  Software  Quality  Assurance  Developers 

Develop  tests  to  miniframe /mainframe  OS  code,  disk/ 
communications  code  and  diagnostics  software  code. 

■  Diagnostic  Developers 

Develop  microcode  for  OS  extension  software  and 
develop  on-line  maintenance  and  diagnostics  soft¬ 
ware  code. 

(Contact  Melinda  Rowe,  (408)  285-0115,  Code: 
MRCW821) 

OLTP 

■  CASE  Tools  Manager 

Direct  development  of  software  tools.  Requires 
strong  technical  background  in  UNIX,  worksta¬ 
tions  and  production  tools. 

■  Trusted  Systems  Manager 

Manage  Software  Developers  working  on  security 
products.  Prefer  specialized  knowledge  of  security 
NCSC  evaluations. 

■  Transaction  Management  Development  Manager 
Manage  the  extension  of  our  distributed  transac¬ 
tion  management  and  logging  facility  for  remote 
databases.  Requires  OS,  transaction  logging  and 
database  internals  experience. 

■  Pathway  Development  Manager 

Lead  software  development  of  our  Pathway  prod¬ 
uct  which  manages  on-line  transaction  processing 
applications.  Requires  experience  in  OLTP  areas 
such  as  process  management,  transaction  manage¬ 
ment  and  message  queuing. 

(Contact  Melinda  Rowe,  (408)  285-0115,  Code; 
MRCW821) 

MIS 

■  Applications  Programmer/Analysts  (COBOL) 

■  Computer  Operations  Manager 

■  Operations  Tape  Library  Supervisor 

■  Technical  Specialist /Networks  and  Operations 

(No  phone  calls  please,  Code:  HFCW821) 


CUSTOMER  SUPPORT 

These  positions  require  a  strong  technical  founda¬ 
tion  in  the  development  and/or  support  of  systems 
or  applications  software  in  a  minicomputer  or  main¬ 
frame  environment.  Experience  with  Tandem  systems 
and  architecture  is  strongly  preferred.  Customers  in¬ 
clude  Tandem’s  Field  Analysts  and  customers’  MIS 
professionals.  Current  needs  are  for; 

■  Software  Course  Developers  and  Instructors 

■  Software  Support  Specialists 

■  Technical  Program  Managers 

■  Systems  Integration  Specialists 

■  Account  Analysts 

■  Project  Managers 

(Contact  Kathy  Gallagher,  (408)  447-8300,  Code: 
KGCW821) 

DATA  COMMUNICATIONS 

■  Section  Managers:  SNA,  OSI,  V(AN  Access 

■  SNA  Developers  LU6.2  and  PU2.1 

■  X.25  Development  and  QA 

■  TCP/IP  Development  and  QA 

■  Software  Methodology/Structural  Analysis  Engineers 

■  3270  Emulation  &  BISYNC  &  Protocol  Support 

■  OSI/MAP;  X.400/OS1  Elearonic  Message-Development 
&  QA 

■  Network  Management  (User  Interface/Operation 
Console) 

(Contact  Kaaren  Berman,  (408)  865-4827,  Code: 
KBCW821) 

SOFTWARE  TECHNICAL  PUBLICATIONS 

■  Section  Managers 

■  Senior  Technical  Writers 
Datacomm— X.400,  X.25,  SNA,  OSI/MAP 
Database — SQL/4GL — Operating  Systems 
Compilers/Languages/Tools 

(Contact  Kaaren  Berman,  (408)  865-4827,  Code: 
KBCW821) 


Tandem  Computers  offers  an  outstanding  compensation 
and  benefits  package  with  a  very  progressive  work 
environment.  To  apply,  please  call  or  send  your  resume 
(PLEASE  UST  CODE  ON  ENVELOPE/RESUME)  to  the  ap¬ 
propriate  individual.  Tandem  Computers  Incorporated, 
19333  Vallco  Parkway,  MS229-17,  Cupertino,  CA  95014- 
2599.  We  are  an  equal  opportunity  employer  m/f/h/v. 

•UNIX  is  a  registered  trademark  of  AT&T. 


Where  you  con  moke  a  difference. 


DP  PROFESSIONALS 

Due  to  major  growth  and  expanskxi,  we  are  offering  exciting 
career  opportunities  to  experienced  individuals  seeking  a  cre¬ 
ative  environment.  We  have  immediate  openings  for  the  follow¬ 
ing  positions; 

*  PROGRAMMER/ANALYST 

With  5-1-  years  experience  in  an  IBM  environment. 
Knovriedge  of  COBOL  and  an  insurance  background 
is  required. 

*  HP  PROGRAMMER/ANALYST 

With  2-4  years  experience  using  View,  TRANSACT. 

KASAM  &  COBOL.  Knowledge  of  RF^  II  would  be  a 
plus. 

PC  experience  and  relational  Data  Base  experience  would  be  a 
plus.  Additional  DP  openings  available.  Excellent  suburban  lo¬ 
cation  and  comprehensive  benefits  package.  On-site  day  care 
available.  Salari^  commensurate  with  experience.  For  consid¬ 
eration,  serxf  resume  to  Ellen  Rifkin  at  1 1 222  Quail  Roost  Drive, 
Miami,  FL  33157. 

AMERICAN  BANKERS 
INSURANCE  GROUP 

EOE 


MAINE  -  NH 

We  have  specialized  in 
data  processing  profes¬ 
sional  placement  in 
Maine  &  NH  for  a  quarter 
of  a  century.  If  you  qualify 
for  positions  in  the 
$25,000-$50,000  range, 
please  contact  us  in  total 
confidence.  Our  clients 
pay  our  fees  and  provide 
relocation  assistance. 


SfiRCMIAiC; 

Att:  Dept.  2 
P.O.  Box  7040DTS 
Portland,  ME  04112 
(207)773-4749 


You  Can  Have  It  All  — 

Career  and  Florida  Lifestyle 

We  are  COMPLfTERPEOPLE,  DP  specialists  in  contracting 
and  placement  We  employ  and  place  analysts,  program- 
mers.  and  technical  supfxxt  staff  with  skills  in  any  of  the 
following  areas 

•  CICS  •  vMyc 

•  IMS  DB/tX  •  RP(jllt/38 

•  EDP  Auditors  •  ALC 

•  Systems  Programmers  •  MvyCOBOL 


mmPUTEPlPEOPLE 


12225  28tb  St.  N ,  St  Petersburg,  FL 33716  8I3-57T2626 
2005  W  Cypress  Creek  Rd  Ste  3,  Ft  Lauderdate.  FL  33309 
800-777-8603  or  305-77 1  -8603 

20  Noftri  Orange  Ave,  Suite  1400,  Orlando.  FL  32801  800-888-1064 
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COMPUTER  CAREERS  EAST 


ON  THE  MOVE  WITH  NY 


Computer  Professionals 

Your  Systems  Expertise  Will 
Keep  New  York  Moving. 

The  New  York  City  TVansit  Authority  is  the  largest,  most  complex  tran¬ 
sit  system  in  the  country,  moving  over  5  million  riders  every  day.  Right 
now  we’re  looking  for  computer  professionals  to  make  sure  that  our 
computer  systems  meet  the  needs  of  our  transit  system.  The  following 
opportunities  are  available: 

Computer  Specialist 

Candidates  for  this  position  must  have  a  Bachelor’s  degree  and  four 
years’  computer  software  experience,  one  of  which  should  have  been  as 
a  project  leader  or  as  a  major  contributor  on  a  complex  project.  At  least 
three  years’  COBOL/IDMS  experience  in  a  mainframe  environment  is 
also  required.  Ref.  CS. 

Computer  Associate 

A  Bachelor’s  degree  and  three  years’  computer  programming  ex¬ 
perience  is  necessary  for  this  position,  combined  with  at  least  two  years’ 
COBOL/IDMS  experience  in  a  mainframe  environment.  Ref.  CA. 

Computer  Programmer  Analyst 

This  position  requires  a  Bachelor’s  degree  and  one  year’s  computer  pro¬ 
gramming  experience  in  a  COBOL/IDMS  mainframe  environment. 

Ref.  CPA. 

In  all  positions,  experience  with  Distribution,  Materials  Management, 
Purchasing  Applications  and  knowledge  of  CICS  are  highly  desirable. 

In  addition  to  a  challenging  environment,  we  offer  excellent  salaries  and 
a  choice  of  comprehensive  benefits  including;  no-cost  family  plan,  den¬ 
tal,  prescription  drug,  optical,  m^or  medical  and  pension  plan.  Plus 
free  NYC  public  transportation.  Send  your  resume  (which  must  include 
position  reference  code)  with  salary  history  to:  Recruitment,  NYC 
lYansit  Authority,  Dept.  821-CW,  370  Jay  Street,  Room  620,  Brooklyn, 
NY  11201.  We  are  an  equal  opportunity  employer  m/f/h/v. 


New  York  City 

Transit 

Authority 


Systems 

Programmer 


Monsanto  Chemical  Company  is 
seeking  a  VAX/VMS  Systems 
Programmer  for  its  M  group.  The 
ideal  candidate  will  have  a  BS  in 
Computer  Science  and  3  years 
experience  with  VAX/VMS  operat¬ 
ing  system  support  and  local  area 
networks. 

This  person  will  be  responsible 
for  maintaining  systems  software 
and  layered  products  on  a  VAX 
Closter,  performance  monitoring, 
and  consulting  with  applications 
implementors. 

Monsanto  provides  an  excellent 
compensation  package  as  well  as 
opportunities  for  advancement. 

Please  send  resumes  to: 


Lori  Heffelfinger 
Monsanto  Chemical  Co. 

730  Worcester  St. 
Springfield,  MA  01151 

Equal  Opportunity  Employer  M/F/H/V 


Monsanto 


NEW  ENGLAND 

(MASS/NH/RI/ME) 

Thinking  about  bringing  your  systems  expertise  to  New 
England?  We've  specialized  in  the  placement  of  com¬ 
puter  professionals  in  Eastern  New  England  for  over  25 
years.  If  you  quality  for  Info  Systems  positions  in  the 
$30,000  to  $50,000  range — one  call  puts  you  in  touch 
with  opportunities  throughout  the  region.  Client  com¬ 
panies  assume  all  fees. 

ROBERT  HALF 
Systems  Division 
101  Arch  Street 
Boston,  MA  02110 
(617)  951-4000  (FAX:  617-951-0904) 


CALL  OUR 

NEW  AND  IMPROVED 
24  HOUR  ON-LINE 
CONTRACT  AND  PERMANENT 
JOB  LISTINGS 


SENIOR 

SYSTEMS 

PROGRAMMER 

($28,892  -  $42, 688/year) 

Professional  position  invoiving  the 
Implementation,  operation  and 
support  of  computer  operating 
systems  with  the  County  of  Lou¬ 
doun.  Requires;  Bachelor's  De¬ 
gree  In  computer  sderKe,  2  years 
experience  in  computer  program¬ 
ming  and  5  years  experiei^  in  the 
support  of  computer  operating 
systems.  Prefer  IBM  experience. 
MVS/TSO/CICS/DB2.  To  receive 
an  application  contact  (703)  777- 
0536.  For  further  information  con¬ 
tact  County  of  Loudoun,  Depart¬ 
ment  of  Human  Resources,  102 
Heritage  Way,  NE,  Suite  305, 
Leesburg,  VA  22075,  (703)  777- 
0213,  Metro  478-8410.  E.O.E. 


COMPUTER  PROGRESS 
CORPORATION 
$40,000  to  $60,000 


We  provide  Fortune  500  compa¬ 
nies  with  consulting  and  program¬ 
ming  services  We  have  imm^iale 
positions  available  for  Program¬ 
mers  and  Aitalysts  in  Kentucky, 
Ohio,  Indiana,  and  Tannassaa 
with  one  of  the  following  skills 

IMS  DB/DC 
DB2/SQL 

Send  resume  or  call: 

Computer  Progress  Corp. 

12730  Townepark  Way 
Louisville,  KY  40243 
(502)  245-6533 


CONSULTANTS 

CSP/FLORIDA 

Long  term  assignment 
for  Senior  CSP 
consultant  in  Florida. 

Immediate  Opportunity. 

THE  REGISTRY 

40  Washington  Street 
Wellesley,  MA  02181 

FAX  (61 7)  237-0723 
Phone  (61 7)  237-91 19 


SYSTEM/38 

PROGRAMMER 

ANALYST 

Rpsitkxi  available  for  indi¬ 
vidual  with  at  least  2  years 
experience  System/38, 
RPG  III,  arxf  command  larv 
^ua^.  AS400  planned  for 

Competitive  salary  and 
benem,  with  relocation 
assistance. 

Send  resume  or  contact 

Parsonnal  Offlca 

IREDELL  MEMORIAL 
HOSPITAL 

P.O.  Box  1400 
Statasvlllo,  NC  28677 
(704)  873-5661,  sxt  3538 
EOE 


SYSTEMS  ENGINEER  New  York, 
N.Y.  area.  Prepare  analysis  of  us¬ 
ers  requirements.  Design  software 
and  programs  for  use  on  IBM  PCs. 
Install  ASSET  brand  software 
components  fitting  users  need  and 
train  users  in  use  of  that  software 
system.  Enhance  and  modify  soft¬ 
ware  components  for  specific  and 
custom  needs.  Utilize  COBOL, 
ASSEMBLER,  atxj  C  computer 
languages.  Bachelors  Degree  In 
Computer  Science  or  equivalent. 
Employer  will  accept  2  yrs  college 
plus  additional  2  yrs  experience  as 
equivalent.  3  years  experience  re¬ 
quired.  $50,0(X)/year  40  hrs/week. 
Apply  to  Datanamics,  Inc.  80  Var- 
icK  Street,  New  York,  New  York 
10013. 


Systems  Analyst  (healthcare)  - 
Bachelors  In  Computer  Science  or 
Applied  Math  Sciences  plus  2 
years  additional  experience  In 
software  analysis,  or  Masters  In 
Computer  Science  or  Applied 
Math  Sciences.  Will  design,  ana¬ 
lyze,  test  arxl  install  interraces  for 
healthcare  Industry  network  sys¬ 
tems,  and  do  database  mana^ 
merit.  Must  have  1  year  experi¬ 
ence  (or  2  semesters  acad^lc 
work)  with  PASCAL,  C  &  Module 
II.  $»,688.00/yr.  40  hrs./wk.  Ap¬ 
ply  at  Georgia  Department  of  La¬ 
bor,  1535  Alfcinaton  Road,  Law- 
rwicevllle,  Georgia  30243,  or  to 
the  neareat  Georgia  Job  Sorvica 
Center.  Control  #GA  5377184. 


COMPUTER 


IBM  OR  VAX  P/A'S 


Two  years  minimum  professional  data 
I  processing  experience,  no  job  hopping, 
4-year  degree,  solid  IBM  mainframe 
•  or  DEC  VAX  experience,  and  enjoy 
working  in  a  team  environment. 

If  you  meet  the  above  qualifications,  enjoy  a  fast-paced  environment,  and  are 
interested  in  working  for  a  major  corporation  in  the  Philadelphia  or  Wilmington 
area,  our  professional  staff  will  do  the  rest  for  you. 

If  you  qualify,  our  immediate  openings  -  in  growth-oriented  companies  who  are 
concerned  about  employees'  career  development  -  will  produce  the  job  offer  for 
you.To  apply,  mail  or  FAX  your  resume,  or  call: 

Suzanne  Fairlie,  (215)  834-8260,  FAX  (215)  834-0912 

OCR 

140  W.  Ganr«nl0Wn  Pike,  D»pL  C,  SuUb  108, 

^ymouih  Mmtfog,  RA 19482 

Equal  opportunity  employer  m/f/hAi 


919-222-0979 

PLEASE  TELL  YOUR  DP  FRIENDS 
ABOUT  IT! 

DP  RESOURCES,  INC. 

P  O  Box  5057 
Burlington,  NC  27216-5057 


SALES 

REPRESENTATIVES 

Immediate  openings  for  Sales 
Reps  with  a  minimum  of  2  yrs 
DP  sales  experience  for  a  NY, 
NJ,  CT,  PA,  DC  DP  consult¬ 
ing  group.  Requires  bright, 
aggressive  Individuals  with 
good  telecommunication  and 
one-on-one  sales  skills  to 
market  DP  consulting  ser¬ 
vices  to  Fortune  500  compa¬ 
nies.  We  offer  a  competitive 
compensation  package  in¬ 
cluding  salary,  commissions 
and  benefits. 

Send  resumes  including  sala¬ 
ry  history  in  confidence  to  or 
call: 

LANCASTER 
SYSTEMS,  INC. 


NORTH  CAROLINA 
LOCATIONS 


Permanent  & 
Contract  Positions 
Two  or  More 
Years  Experience 

•  INGRESS 

•  SQL/DS 

•  VAX/SCIENTIFIC 

•  FOCUS 

•  COBOL/CICS 

•  IMS  DB/DC 

•  DB2 

•  CSP 

•  MSA 

•  HP  1000/FORTRAN 

•  METHOD/I 

COMPUTER 
INTELLIGENCE,  INC. 


Data  Processing 
Professionals 

Why  vacation  in  Paradise, 
When  you  can  live  there?!?! 


Tampa,  Florida 

ComTech  Systems  of  Florida,  one  of  the  East  Coast's 
most  progressive  technical  consulting  firms,  is  current¬ 
ly  planning  on  hiring  over  40  additional  consultants  to 
work  in  our  Tampa  office.  Full  benefits  package  and  no 
required  travel. 

If  your  technical  skill  set  includes  the  following,  please 
fax  or  mail  your  credentials  as  noted  below: 


OFFICE  VISIOS  ASSEMBLER 
APPC/HLLAPI  IMS  DB/DC 
C+  +  DB2 

C-Unix  CSP 

COBOL  INFORMIX 

RAMIS  CICS 

FOCUS  CUST 


CASE  TOOLS 
INFOMAN 
TERR  AD  AT  A 
AIX 

DIALOG  MGR 
WMS 


ComTech  Systems  of  Florida 
3001  N.  Rocky  Point  Road  E 
Suite  430 
Tampa,  FL  33607 


WCOMTICM 

ItvsnMS 
or  FIOMOA 

A  om»«M  w  coMTtcM  smtMt  mc 


EOE 


Fax  813-889-9200 
813-886-8907 
Phone  813-886-5354 


PrincipaJs  Only 'We  are  not  an  agency 


SO.  CAL. 


— Immediate  Contracts 

•  ADABAS  NATURAL 

•  HP  3000 

•  Sys36DMAS 

•  AS  400  RPG  III 

•  MRP  Proj.  Ldr 

•  VAX  COBOL  RDB 

•  Banking  Analysis 


— Short  and  Long  Term 


the  people  company 

200  Corporate  Pointe.  Suite  465 
Culver  City.  CA  90230-7613 

1(800) 537-3620 
(Outside  CA) 

(213)  568-1030 
(Within  CA) 


1600  Harrison  Ave. 
Mamaroneck,  NY 
10543-3134 
(914)  698-6869 
FAX  (914)  698-5556 


STATE-OF-THE-ART  SHOPS 
100  SOP  OPPORTUNITIES 


FULRLLING  DREAMS 
IN  SOUTHERN  SUNSHINE 


dCS-P/A's.  MVS  Of  DOS  $27-36K 

OCSorDeH-Mlg  AppI  Cobol  S26-40K 

MS  DB0C-P/A  s  $27-36K 

lOMS-ADSG-P/As  $2e-36K 

ADABASMATL-PAs  $28  36K 

BANR-IBMoreurTPAs  $26-38K 

IMS.-ALC,  LIFE  COM,  LIFE  70  $3(M2K 

MSA-PA's.  G  L  or  Payroll  S33'40K 

McCormclii  Dodge  P'As  S3dA2K 

ORACLE  S30-36K 

Dk  Vax-ROB  S27-3SK 

F0CUS-VMA>4S  S28-3SK 

IDEAL  Datacom  S27-3&K 

Snsm-PiKs  II,  III,  CobOi  $27-36K 

S/3i-Ll(eAS400P/A-S/As  S30-3eK 

MARCS,  RPG  II.  RPG  HI.  PA  s  $27-36K 

HP3000.CflboiCo9nos  S27-3$K 

HP  3000.  Cobol  ASK  MANMAN  $27-36K 

UMVAClIOOPAsM^ipef  S28-3SK 

06  2-PA  s  SQL  $2M0K 

Sy*.  Prog.  MVSOCA  NCP.  VT/M(il  $38-48K 

DMa  Bate  Anal'»,  IMS  Of  lOMS  $40A9K 


Major  Co  '9  seeking  conhdeot  profnotable. 
0  P  Protessnnals  W/  2  *  yrs  work  expr 
Locations  Nabonwide 
AMI  Bob  Taylor.  OP  Spec  |S04)  29S-1240 

BADON’S  DP  Div. 

5637  GALERIA.  BATON  ROUGE.  LA  70616 
imer^ews  6  Fee  s  PaK]  by  Cbem  Co  $' 


5000  Falls  of  the  Neuse  Rd. 

Raleigh,  NC  27609 
Toll-Free:  (800)  832-3443 
FAX:  (919)  876-2127 
EOE 


Systems  Analyst  to  provide  spe¬ 
cialized  consulting  services  on  lo¬ 
cation  to  design,  develop,  and  an¬ 
alyze  system  applications 
software  for  state  of  the  art  large 
mainframe  IBM  and  Burroughs 
computers  using  COBOL,  Pascal. 
C,  Fortran,  Lisp  and  SAS  lan¬ 
guages,  knowledge  of  Rnandal 
Systems  Architecture  (FSA)  Glob¬ 
al  Financial  Systems  (GFS),  Docu¬ 
ment  Processing  utilizing 
S3000/4000/6000  computers, 
LINC,  Unix,  compiler  construc¬ 
tions  and  data  communications  irv 
terfaces.  Require  B.S.  In  Comput¬ 
er  or  Mathematicai  Science  with  2 
years  of  experierkra  or  M.S.  de¬ 
gree  in  one  of  the  stated  disci¬ 
plines  in  lieu  of  2  years'  experi¬ 
ence.  25%  travel  and 
demonstrated  ability  to  perform 
stated  duties.  Salary:  $30,000  per 
year.  Apply  with  resume  to:  Geor¬ 
gia  Department  of  Labor.  1535  At¬ 
kinson  Road.  LawrencevWe,  Geor¬ 
gia  30243,  or  to  the  nearest 
Georgia  Job  Service  Center.  (Con¬ 
trol  #5377753). 


CAREERS 

NETWORK 


Now  you  can  reach  the  qualified  com¬ 
puter  professionals  you’re  looking  for 
with  Computer  Careers  Network. 

Every  week,  the  new  IDG  Communica¬ 
tions  Computer  Careers  Network  of  five 
leading  computer  and  communications 
newspapers  delivers  your  recruitment 
advertising  to  an  audience  of  highly  qual¬ 
ified  computer  and  communications  pro¬ 
fessionals.  When  you  put  the  proven, 
weekly  authority  or  Computerworld  and 
specialized  readerships  of  InfoWorld, 
Network  World,  Digital  News,  Federal 
Computer  Week  to  work  for  you,  you 
get  the  best  chance  ever  to  target  the 
qualified  professionals  you  need  to 
reach. 

Select  the  publications  you  need  to 
reach  the  talent  you’re  looking  for.  Then 
target  your  audience  by  region.  Or  blan¬ 
ket  the  entire  nation. 

To  put  the  Computer  Careers  Network 
to  work  for  you,  call  the  sales  office 
nearest  you  today. 

Sales  Offices:  John  Corrigan,  Classified  Advertising  Director, 
508-879-0700; 

BOSTON:  Nancy  Percival,  800-343-6474.  (in  Mass.  508-879- 
0700); 

NEW  YORK:  Warren  Kolber,  201-967-1350;  Jay  Novack,  800- 
343-6474. 

WASHINGTON,  D.C.:  Katie  Kress,  703-573-4115;  Pauline 
Smith,  800-343-6474. 

CHICAGO:  Patricia  Powers,  312-827-4433;  Ellen  Casey,  800- 
343-6474. 

LOS  ANGELES:  Barbara  Murphy,  714-250-0164;  Chris  Glenn, 
800-343-6474. 

SAN  FRANCISCO:  Barbara  Murphy,  714-250-0164;  Chris 
Glenn,  800-343-6474. 
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COMPUTER  CAREERS  EAST 


DP  OPPORTUNITIES 


NUTFORD,  CT  06103 
(203)  271-7170 
FU  i  (203)  27041320 
Oflt  Coiniiitrciai  Plan 


LURR  002 

3-t-  yrs  of  strong  IBM  COBOL  skills  with 
exposure  to  CCS  or  VSAM  provides  op- 
pty  for  this  company  to  train  you  in 
0B2.  IMS/0L1  exp  a  plus.  Salary  to 
$40,000 


FirLMRLTSTS 

Up  thru  the  ranks  tech  skills  with 
strong  fin’l  systems  bkgd  affords  oppty 
to  gain  extensive  user  contact  and  high 
level  analysis/design  with  local  subur¬ 
ban  growth  firm.  Salaries  to  $45,000 


IBM  M’S 

Major  CT  Hn’l  Ser  Corp  has  openings 
for  50-1-  career/business  minded  DP 
profs!  Skils  sought;  IBM,  COBOL,  IMS, 
DB2,  CCS  or  FOCUS.  Super  benefits. 
Salaries  to  $39,000 

BUFFILO,  RT  14202 
ai6)  1424)801 
FU  « (716)  842-0470 
420  Main  Street 
1112  Uberiy  Bldg. 


TCCRHIULMIM.TST 

High  profile  Buffalo  area  research  com¬ 
pany  is  seeking  a  Technical  Support 
Analyst  for  their  VSE/VM  systems  dept. 
Requires  BA/BS  degree  and  minimum  5 
years  experience.  Background  should 
include  Analysis,  Systems  Program¬ 
ming,  some  Assembler  knowledge.  You 
win  work  with  systems,  software,  uti¬ 
lities  and  communications.  Unique  op¬ 
portunity  to  join  first  class  company. 
To  $41,000 


SOFTWARE  ENGIHEERS 

Outstanding  fortune  500  mfg  company 
has  urgent  requirement  for  several  soft 
ware  engineers  with  a  strong  engineer 
ing  background.  Prefer  EE  Degree  and 
a  minimum  3  years  experience.  Appli 
cations  should  be  CIM  or  Process  Con 
trol.  VAX  &  Fortran  knowledge  essen 
tial.  Company  offers  continuous  career 
growth  and  excellent  relocation.  De 
lightful  living  standard  in  rural  setting 
To  $48,000 


CRARLOHE,  RC  28244 

(704)  33941550 
FU  «  (704)  342-2700 
1710  Charlotte  Haza 


MAHACEMERT  C0HSULTIH6 

Prestigious  SE  firm  has  immediate  need 
for  systems  professionals  with  3-15 
years  of  experience.  Must  have  ex¬ 
cellent  academic  record,  very  profes¬ 
sional  image  and  strong  ambition.  IBM 
mainframe,  manufacturing  and  finan¬ 
cials  (MSA,  M  &  0,  or  SI  a  strong  plus) 
are  desired  background.  Excellent  op¬ 
portunity  for  professional  growth.  Salary 
to  $60,000 


SYSTEMS  ARO  PROGRAMMIRG  MARAGER 

Large  Southeastern  corporation  seeks 
strong  manager  for  MIS  division  of  state- 
of-the-art  IBM  mainframe  shop.  Position 
requires  10-|-  years  systems  experi¬ 
ence  with  4-1-  years  in  management 
capacity.  Knowledge  of  Project  Life  Cy¬ 
cle  and  CASE  technology  de¬ 
sired.  Previous  experience  with  P  -f-  C 
Insurance  application  a  big  plus!  Salary 
open 


ASf400 

Leading  NC  firm  specializing  in  sys/3x 
software  development  has  immediate 
need  for  P/A’s  and  Sr  P/A’s  with  3-i- 
years  Sys/38,  RPG  M  or  Sys/36  to 
AS/400  conversion  experience.  Out¬ 
standing  opportunity  for  systems  pro 
who  seeks  professional  challenge. 
Salary  open 


1 


DATA  PROCESSING 

PERSONNEL  SPECIALISTS 


Contact  Manager  at  office  Hsted  above.  Client  Companies  Assume  All  Fees. 


o 


System  One,  a  subsidiary  of  Texas  Air  Corporation,  is  an 
information  management  and  computer  automation 
company  serving  the  aviation  and  travel  industries.  Our 
data  and  technology  centers  are  located  throughout  the 
United  States,  and  our  customers  are  located  around  the 
world. 

System  One's  reservation  system  automated  over  132 
million  passengers  on  over  100  carriers.  Our  travel 
agency  automation  sold  over  $6  billion  in  services.  And 
our  communications  facilities  provided  over  90  million 
hours  of  high  quality  voice  and  data  communications. 

System  One  is  today’s  leader  in  travel  automation,  with  a 
major  commitment  to  our  customers’  needs  of  the  future. 
Join  System  One  and  be  a  part  of  that  future. 

Unysis  Programmer 

Position  requires  a  minimum  of  2  years  of  UNISYS 
experience  including  programming  with  ECU,  TIP,  USAS, 
- 00  and  COBOL 


DMS  1 100  i 


)L  as  well. 


System  One  Corporation  offers  a  professional  working 
environment  and  an  excellent  compensation  package 
including  worldwide  travel  benefits.  If  your  skills 
match  the  qualifications  above  and  you  are  interested 
in  joining  our  progressive  organization,  please  submit 
vour  resume  to:  System  One  Corporation,  Human 
kesources.  Dept.  SA,  9250  NW  36  St.,  Miami,  FL  33178. 
An  Equal  Opportunity  Employer. 


One 

Company. 


Keane  employees  enjoy  what  all  technical  profes¬ 
sionals  want.  The  stability  of  full-time  consulting 
work.  State-of-the-art  technologies  including 
fourth-generation  languages,  databases  and  pro¬ 
ductivity  tools.  The  opportunity  to  apply  their 
application  expertise  at  Fortune  1000  manufac¬ 
turers,  insurance  companies,  banks,  services  com¬ 
panies  and  government  agencies.  The  chance  to 
work  for  the  premier  project-oriented  consulting 
company  in  the  industry.  Technical,  management 
and  project  management  training.  Competitive 
salaries,  comprehensive  benefits,  40 IK  plan,  tuition 
reimbursement,  and  vacation  condominiums.  For 
one  career  offering  endless  possibilities,  consult 
with  Keane. 

Programmers/ 

Programmer 

Analysts 

If  you're  a  computer  programmer  with  2-5  years’ 
experience  in  the  following  areas,  we  want  to  hear 
from  you. 


IMS 
COBOL 
DB2 
AS  400 
PL/1 


TELON 
ADABAS 
System  38 
FOCUS 
ASSEMBLER 


IDMS 

VAX 

CICS 

WANG 

C 


For  more  information,  call  Renee  Southard  at 
1  -800-36-KEANE  or  send  your  resume  to  her  at¬ 
tention  at  Keane,  Inc.,  10  City  Square,  Boston, 
MA  02129.  An  equal  opportunity  employer. 


I 


r 


Arlington,  VA 
Akron,  OH 

Endless 

POSSBILITIES. 

Baltimore,  MD 
Bedford,  NH 
Bethlehem,  PA 
Boston,  MA 
Chicago,  IL 
Cleveland,  OH 
Endicott,  NY 
Hammond,  IN 
Hartford,  CT 
Kingston,  NY 
Melville,  NY 
Meriden,  CT 
Minneapolis,  MN 
New  Providence,  NJ 
New  York,  NY 
Philadelphia,  PA 
Portland,  ME 
Princeton,  NJ 
Providence,  HI 
Rochester,  MN 


KEANE 


A  Terrific 
Opportunity 


Computer  Consulting  Group, 
one  of  the  SoutheasLs  fast¬ 
est  growing  contract  pro¬ 
gramming  and  consulting 
firms,  has  immediate  open¬ 
ings  for  talented  Programmer- 
/Analysts  with  2  or  more 
years  experience  Excellent 
salary  &  benefits  package 
We  re  especially  seeking 

DEC/INGRES 

URSA  [Hitmmn  Res.) 

DEC/VAX/FORTRAN 

VAX/RDB 

DBA/IMS 

WANQ/COBOL 

DBA/ VAX/RDB 

ADABAS/NATURAL 

VAX/COBOL 

COBOUCICS 

INTERQRAPH/NETWORKING 
VAX/C/ELN 
IDMS/AD$0/MANUF 
IMSDB/DC 
MACTINTOSH  (T/W) 

Computer 
Consulting 
Group 

Contract  Professional  Services 


Research  Triangle  Area 

4109  Wake  Forest  Rd 
Suite  307 
Raleigh.  NC  27609 

1-800-222-1273 
(803)738-1994 
FAX  (803)738-9123 


CONTRACTORS 

Min.  2  yean  experience: 

•  PC,  C.  MS-WINDOWS 

•  DB2,  TELON  or  CSP 

•  VAX,  VMS,  FORTRAN 
‘PARADOX  *ADF2 
•NOMAD  ‘ORACLE 

‘  AS4O0,  S/38,  RPG3 
Please  caH.  fax  or  mail  resume  to: 

PAR,  INC. 

4615  S.W.  Fwy,  Suite  400 
Houston,  TX  77027 
(713)622-3711 
FAX  (713^22-3778 

PAR,  INC. 

3100  Monticallo.  Suite  606 
Dallas.  TX  75205 
(214)841-3111 


PROGRAM  YOUR  FUTURE 


'  RIDENT  DATA  SYSTEMS  is  a  dynamic,  fast  growing  profes¬ 
sional  services  firm  within  the  information  management  and 
technical  security  industries.  We  currently  have  the  following 
outstanding  opportunities: 

ORACLE  DATABASE  ADMINISTRATOR 
Qualified  applicant  will  have  demonstrated  hands-on  experience 
with  ORACLE  as  well  as  with  UNIX  in  a  network  environment. 
Knowledge  of  ORACLE’S  distributed  RDBMS  architecture  and 
experience  with  database  management  systems  security  and 
administration  required. 

SENIOR  COMPUTER  SYSTEM  ENGINEER 

Qualified  candidate  will  have  5-10  years  experience  with 
networking  and  3COM,  BANYAN  and/ or  NOVELL  LANs. 
Experience  with  UNIX,  C  and  C  -1--1-,  TCP/IP  and  knowledge  of 
OSl  standards  is  necessary. 

NETWORK  MANAGER 

Hands-on  experience  with  TCP/IP  protocol,  protocol  analysis, 
network  performance  tuning  and  large  (>800  nodes)  LAN’s 
and  WAN’s.  Experience  with  network  maintenance,  operation, 
administration/management  as  well  as  with  networked  PC’s 
is  necessary. 

Similar  positions  are  also  available  in  the  Los  Angeles  area. 

RIDENT  DATA  SYSTEMS  offers  competitive  salaries,  company 
'  paid  benefits  and  the  opportunity  for  professional  growth. 
Interested  applicants  please  send  your  resume  to:  R-ident  Data 
Systems,  Dept.  RDCW821, 4900  Seminary  Rd.,  Suite  650, 
.Alexandria,  VA  2231 1,  .Attn:  Clay  Rogers. 


Trident  Data  Systems 


EOE  ,M/F/H  US.  Citizenship  Ma>  Be  Required 
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Application 

Development 

Supervisor 


Monsanto  Chemical  Company 
is  seeking  candidates  for  the 
job  of  Application  Development 
Supervisor.  The  position  re¬ 
quires  a  background  in  large 
systems  development  and  su¬ 
pervisory  skills  to  manage 
multiple  projects  through  all 
phases  of  their  life  cycle. 
Experience  in  Design  metho¬ 
dology  using  4GL  relational 
database  software  and  tools 
(e  g.  ORACLE)  also  required. 
Candidates  should  also  have 
a  BS  in  Computer  Science  or 
related  area. 

Monsanto  provides  an  excel¬ 
lent  compensation  package  as 
well  as  opportunities  for 
advancement. 

Please  send  resumes  to; 

Lori  Heffelfinger 
Monsanto  Chemical  Co. 

730  Worcester  St. 

Springfield,  MA  01151 


Equal  Opportunity  Employer  M/F/H/V 


Monsanto 


Data  Processing 

VSE/SP 

Opportunity 

CONTROL  DATA  BUSINESS  MANAGEMENT 
SERVICES,  a  leader  in  data  processing  services, 
has  immediate  openings  for  qualified  System 
Analysts. 

Positions  involve  designing  and  developing 
system  enhancements  for  our  current  batch  en¬ 
vironment,  as  well  as  for  migration  to  a 
cooperative  environment  with  a  relational 
database  manager. 

Requirements  include  3-5  years  of  strong  design 
and  development  experience  in  the  IBM  VSE  en¬ 
vironment  with  IBM  Assembler,  VSAM  macros 
and  file  management  systems.  A  Bachelor’s 
degree  or  at  least  five  years  equivalent  ex¬ 
perience.  Experience  with  IBM’s  SQL/DS,  CICS 
and/or  BSC/SNA  is  a  plus. 

We  offer  competitive  salary  plus  a  comprehensive 
benefits  package.  Interested  applicants  please 
send  resume  to:  Jim  Lucas,  CONTROL  DATA 
CORPORATION,  300  Embassy  Row,  Suite  200, 
Atlanta,  GA  30328.  Principals  only,  please.  An 
Affirmative  Action  Employer. 

@  g)  CONTRPL  DATA 


MVS  SYSTEMS 
PROGRAMMER: 

Lge  Houston  based  fin'l 
company  seeks  individual 
w/mln  of  5  yrs  MVS  sys¬ 
tems  programming  exp. 
Strong  JES2  is  a  must  XA, 
IMS.  CICS  Is  a  plus.  To 
$60,000  FEE  PAID 

BANKING . $55,000 

Nationwide  fin'l  firm  looking 
for  S/A.  Strong  analysis  & 
design  on  uDA  req'd. 
DOS/VSE,  COBOL,  ALC. 

OS . $35,000 

Gulf  Coast  corp  needs 
add'l  P/A's.  Insurance  exp 
a  plus  ISM,  COBOL.  CICS. 

S/A . $80,000 

National  firm  seeks  Individ¬ 
uals  with  COBOL,  CICS, 
DB2,  C  &  Windows.  Fabu¬ 
lous  benefits,  3  weeks  va¬ 
cation  after  1  yr.  Great  relo¬ 
cation  and  direct  path  to 
management. 

ROBE«IT  MnLF 

OF  HOUSTON 

DATA  PROCESSING 
1360  Poet  Oak  BWd. 
#1470 

_  Houaton,  Texas  77056 

dJ  (p600/356-1994 


ANALYSTS/SR  ANALYSTS 


REDSHAW,  INC.,  a  leader  in  Pitts¬ 
burgh's  high-tech  community,  is 
seeking  several  highly  motivated 
and  energetic  professionals  for 
our  data  processing  team. 

Qualified  candidates  will  have  a 
Bachelor's  degree  in  computer 
science  or  related  discipline.  Mini¬ 
mum  three  years  experierKe  in 
programming,  systems  deslgn/de- 
velopnDent,  telecommunications, 
PC  arxl/or  minicomputer  is  essen¬ 
tial.  Knowledge  of  property  and 
casualty  insurance,  Wbng  2200, 
and  Basic  language  is  a  plus. 

We  offer  a  competitive  salary  and 
comprehensive  benefits  package. 
If  Interested,  send  resume  and  sal¬ 
ary  history  in  confidence  to: 

Personnel  Dept. 

REDSHAW,  INC 


PROGRAMMER/ 
ANALYST  POSITIONS 
SYSTEMS  PROGRAMMERS 
(UP  TO  $50,000) 

With  at  least  3  years  experience  in 

*  IMS  DB/DC,  DL1  *  CICS 

*  NATURAL  *  ADABASE 

*  PL1  *  COBOL 

*  DB2/SQL  *  ORACLE 

*  VM/MVS  *  RPGII/III 
•VAX/VMS  ‘IDMS/ ADS/0 

*  FOCUS  *  C  LANGUAGE 

Please  Send  Resume 
in  Confidence  to: 


Management 
Solutions,  Inc. 

1416  South 
Third  Street, 
Louitville,  KY 
40208 


Applied  JiSlq 
Computer 
Engineering 
technology 


680  Andersen  Dr 
Foster  Plaza  X 
Pittsburgh,  PA  15220 

An  Equal  Opportunity  Employer 


PROGRAMMER/ ANALYSTS 
a  SYSTEMS  PROGRAMMERS 


DP  Professionals  $40-$75K 

CICS  wrth  IDEAL  Of  DL/1 
DB2  with  CSP  or  CICS 
AOABAS/NATURAL  w/any  lang 
MS  WINDOWS,  Kemal  or  PM 
UNIX/C  with  AT&T  or  PC  Equip 
IMS  DB/DC  with  COBOL,  PL/1 


FOR  CAROLINAS 
AND  SOUTHEAST 

We  have  opportunities  for 
on-line  and  database  pro¬ 
grammers  for  both  in- 
house  and  consulting  po¬ 
sitions.  Fee  Paid.  Please 
call  or  send  resume  to: 

Keith  Relchle,  CPC 
Systems  Search,  Inc. 

203  Heritage  Parle 
Lake  Wylie,  S.C.  29710 
803/831-2129 

(Local  to  Charlotte,  NC) 


BomuAPMIMocMtton 

Acetech 

2065-1100  Ppydras  St 
New  Orieans,  LA  70163 
(504)  569-2001 


IMMEDIATE  OPENINGS! 

Contract  &  Permanent 

2  Yn  Min  Programming  Exp 

•  “SYS  38  or  AS/400-PL/1” 

*  COBOL-UNIVAC  *  IMS-CICS 
MDMS-ADSO  *SAS 

*  PL/1-CMS-EXEC-DMS 

*  COBOL-CICS 

*  ORACLE-LAN-IBM/VAX 

*  DB2-CSP 

*  NOMAD-VM/CMS-EXEC 

•TELON 

*  MVS-COBOL-CtCS-VSAM 

Permanent  &  Contract 
(Texas  &  Michigan) 

IDMS-ADSO 


COME  JOIN  OUR  TEAM  IN 


FLORIDA 


CPU,  a  nationally  known  growth.oriented  company  with  offices  in 
Florida,  NY,  VA  and  OH,  is  currently  seeking  bP  Professionals  with  2 
or  more  years  experience  In  any  of  the  following  areas: 


COBOL,  IMS,  CICS,  DB2 

PU1 .  BAL,  C,  IDMS.  AS/400,  UNISYS, 
Telephony/Telecommunications 


•  P/A,  SEN.  P/A,  DBA.  Designers,  Tech.  Witers 


•  ALL  INamRIES  WELCOME  * 

CPU  provides  a  professionally  challenging  work  environment,  growth 
potential,  excellent  compensation,  paid  OT,  401 K.  relocation  and 
trainirtg.  Permanent  full-time  positions  arxf  contract  options  available. 
Call  (813)  889-9020,  Fax  (813)  882-4532  or  send  resume  to:  CPU. 
Inc.,  2709  Rocky  Point  Drive,  Suite  103,  Tampa,  FL  33607,  Attn:  Jim 
Ruggiero.  EOE. 


Atlanta  Group  Syatami  Inc.  (AQSI)  has  provided  data  processing 
consulting  and  contracting  services  natkxiwide  since  1980.  We  spe¬ 
cialize  in  banking,  riealthure.  insuraix»  arxf  financial  software  sup¬ 
port.  As  orte  of  our  consultants,  you  would  have  the  cTtarx^  to  work 
on  both  short  and  kxtg  term  assignments  and  enjoy  excellent  com¬ 
pensation  with  liberal  benefits. 


If  you  are  a  self-motivated  person  with  experierK»  In  any  of  the  fol¬ 
lowing  areas,  we  are  looking  for  you: 

DB2.  APL,  COBOL/CICS,  IDMS.  UNISYS,  IMS  DB/DC, 
AS/400,  or  Policy  Management  Systems 


For  confidential  consideration  and  Interview,  please 
your  resume  arxl  salary  history  to  Roz  Alford 


can.  fax,  or  mail 


ACSI 


ATL.^NT,^  GROUP  SY.STF.M,S.  INC 
2971  Flowers  Rd.  Sooth.  Ste.  275,  Atlanta.  GA  30341 
404-455-7783  1 -800-768-AGSI  F/0(#  1-404-451-5163 

Announcing  Our  OroonviUo,  SC  Otfico  B03-234.788S. 


TEMPORARY  (9/1/89  -  8/31/90): 
Systems  Programmers/Analysts 
(4  positions)  to  design,  develop 
and  Impferrient  major  manage¬ 
ment  information  system;  analyze 
existing  problems  and  devise 
methods  to  solve  user's  needs:  In¬ 
terface  with  both  hardware  and 
software:  and  make  recommerxla- 
tions  as  to  systems  enharK«- 
ments:  must  have  2  years  exper., 
or  2  years  as  Programmer  Analyst 
/or  Consultant  with  proficiency  In 
JCL  arxl  COBOL/CICS  arxf  have 
experlerice  in  Adabas/Natural  on 
IBM  mainframe;  40  hrs/wk,  Mon- 
Fri  9  AM  -  5  PM;  $25.000/year:  If 
Interested,  serxf  resume  to  P. 
LawrerK»;  Pan  American  Wbrkf 
Airways.  Miami  International  Air¬ 
port,  2152  NW  42nd  Avenue, 
Building  3095,  Miami,  Florida 
33122;  must  be  U.S.  Citizen  or 
work  authorized. 


RESEARCH  TRIANGLE 
OPPORTUNITIES 

Currently  recruiting  experienced 
computer  pros  with  background 
in  any  of  the  following;  |6M  CO¬ 
BOL  MAINFRAME  APPLICA¬ 
TIONS;  CICS;  IDMS;  IMS;  ADS/0; 
ORACLE;  DB  2;  UNIX;  SAS; 
VM/CMS;  S/38  RPGIII  or  COBOL; 
AS400;  OEC/VAX  COBOL  or 
FORTRAN;  PICK  0/S;  Financial; 
Mfg.;  Health  Care;  Banking;  In¬ 
surance;  MVS.  VM.  NCP/YTAM 
or  CICS  Systems  Progrs;  DEC/ 
VAX  Systems  Mgrs;  RACF; 
CPCS;  Adabas  Internals;  PC 
LAN;  Database  Analysts;  Office 
Automation.  Partial  listing  of  lo¬ 
cal,  regional  &  nat'l  fee  paid  po¬ 
sitions.  Call  or  write; 

The  Underwood  Group,  Inc. 

3924  Browning  PL,  Suite  7 
Raleigh,  NC  27609 
(919)782-3024 


Cal/Send  Resume  S  Reterences  to: 

ECOM 

10333  N.W.  Fwy.  #406 
Houston,  Texas  77092 
(713)686-6740 
FAX  (713)  68S-94S4 


CONTRACT 

PROGRAMMERS 


2-1-  Years  Experience  In 
Any  of  the  Following: 

e  IBM  COBOL/CICS 

•  IBM  ASSEMBLER 

•  CPCS 

•  IMS  DB/DC 

•  SYSTEM  38 

INTEGRATED  COMPUTER 
SERVICES 

P.O.  Box  341334 
Memphis,  TN  38184 
(800)  727-0856 


Assistant  MIS  Dirsetor,  Largo.  Flori¬ 
da  $28,537  -  $30,000  (D.O.Q.).  A 
Chalenging  oppcrtixilty  exists  kx  a 
highly-motjvated  irxlvldual  on  Fkxi- 
da's  Suncoast  (Tampa  Bay  area). 
Requfres  Bachelor's  degree  ri  Com¬ 
pute  Science.  Business  Administra¬ 
tion  or  doaeiy  rsiated  lieid;  three 
years  progressively  resportsfcie  ex- 
perierxie  In  systems  design,  pro¬ 
gramming.  and  system  manager 
rurx:tlons  preferabty  supplemented 
by  hM)  years  supervisoiy  experl- 
erx».  Marxlatory  experierx»  uttzlng 
DlgM  EqiipmM  VAX  Computer 
117785  Computer  System,  or  eqiiv- 
aieW  hardware.  SeixJ  resume  speci¬ 
fying  poeitjon  to:  Human  Flesotroes. 
aty  of  Largo,  P.O.  Box  296,  Largo. 
FL  346490296  by  September  1. 
1989.  EOE,  M/F/hA/-VP 


Now  you  can 
recruit 
the  right 
people  in 
the  right 
places  at 
the  right  price 

It’s  the  IDG  Communications  Computer  Careers 
Network,  and  it  lets  you  run  the  most  targeted  and 
cost-efficient  recruitment  program  possible. 

Its  many  options  help  you  recruit  qualified  computer 
and  communications  professionals  -  regionally  or  na¬ 
tionally  -  with  combination  buys  of  up  to  five  leading 
newspapers.  And  all  together,  the  Computer  Ca¬ 
reers  Network  delivers  your  message  to  an  audience 
of  well  over  1  million  qualified  computer  profession¬ 
als. 


Look  at  what  the  Computer  Careers  Network 
lets  you  do: 

Customize  your  recruitment  program.  The  Net¬ 
work’s  five  newspapers  -  Computerworld, 
InfoWorld,  Network  World,  Digital  News,  Federal 
Computer  Week  -  let  you  tailor  your  recruitment  pro¬ 
gram  to  your  specific  needs.  You  can  buy  as  many 
as  five  newspapers  with  add-on  options.  That  way 
you  can  recruit  from  the  combination  of  computer 
and  communications  professionals  that’s  best  for 
you. 

Target  your  ad  placement.  You  can  place  your  ad¬ 
vertising  exactly  where  you  want.  If  you  wish  to  re¬ 
cruit  within  a  specific  area,  you  can  advertise  in  the 
regional  editions  of  the  newspapers  you  choose  - 
East,  West,  or  Midwest.  Or  you  can  extend  your 
reach  by  running  in  two  regions  -  or  even  nationally. 
Plus  -  you  can  still  take  advantage  of  stand-alone  na¬ 
tional  rates  for  individual  newspapers. 

Reach  qualified  professionals  cost  efficiently.  Gone 
are  the  days  when  you  have  to  worry  about  paying 
for  waste  circulation.  The  Computer  Careers  Net¬ 
work  lets  you  buy  the  combination  of  newspapers 
that  will  deliver  your  recruitment  message  to  quali¬ 
fied  computer  and  communications  professionals  - 
and  only  those  qualified  professionals  you  need  to 
reach. 

To  put  the  new  Computer  Careers  Network  to  work 
for  you  -  regionally  or  nationally  -  call  the  sales  office 
nearest  you,  or  contact  John  Corrigan,  Classified 
Advertising  Director,  at  508-879-0700  ext  676. 

One  quick  phone  call  can  give  you  all  the  information 
you  need  to  run  your  recruitment  advertising  in  up  to 
five  leading  industry  newspapers. 
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COMPUTER  CAREERS 


I 


INFORMATION  SERVICES 
PROFESSIONALS 

Mayo  Clinic 
Rochester,  MN 


Mayo  Clinic’s  Section  of  Information  Services,  comprised  of  over 
200  Applications  and  Sy^ems  Programmers,  is  seeking  qualified 
professionals  to  join  their  team.  These  stimulating  opportunities 
in  one  of  the  world’s  largest  private  medical  complexes  offer 
responsibilities  in  a  multiple  large  IBM  3090  CPU  environment. 

Successful  candidates  should  have  a  Bachelor’s  degree  in  com¬ 
puter  science  or  related  field  or  equivalent  experience.  Strong 
problem  solving,  interpersonal,  and  written  communication  skills 
are  necessary. 

Current  openings  exist  in  these  specialties; 

SYSTEMS 

•  Minimum  of  2-3  years  as  a  MVS  Systems  Programmer  with 
experience  in  several  of  the  following  areas:  MVS,  VM,  VSE, 
RACF,  VTAM,  NCR  NETVIEW,  TSO,  SMP/E,  and  related  third 
party  systems  software  products.  Knowledge  of  Assembler 
required  and  COBOL  experience  preferred. 

APPLICATIONS 

•  1-4  years  experience  using  COBOL,  VSAM,  and  CICS,  and 
experience  in  one  of  the  following  areas: 

—  McCormack  and  Dodge  vendor  package  systems  in 
MVS 

—  MSA  vendor  package  in  A/P,  general  ledger  and  inven¬ 
tory  in  DOS/VSE 

—  HBO  patient  accounting  in  MVS 

•  1-5  years  experience  with  MVS  JCL;  DB2,  CSP,  and  COBOL 
a  definite  plus.  IBM  Assembler  preferred  but  not  required. 

Mayo  Clinic  is  located  in  Rochester,  Minnesota,  a  dynamic  com¬ 
munity  of  62,000  located  75  miles  southeast  of  Minneapolis/St. 
Paul.  The  Mayo  Medical  Center,  with  a  staff  of  over  14,000  em¬ 
ployees,  is  a  leader  in  health  care,  education,  and  research.  In  ad¬ 
dition  to  a  stimulating  and  exciting  work  environment,  Mayo  pro¬ 
vides  an  attractive  compensation  package  including  an  oustand- 
ing  personal  security  and  benefits  program.  Interview  and 
relocation  expenses  are  provided.  Contacts  will  be  kept  in  strict 
confidence.  Interested  and  qualified  candidates  should  send  re¬ 
sume  including  salary  requirements,  available  transcripts,  and 
credentials  to: 


Mr.  Mike  Schryver 
Personnel  Section 
MAYO  CLINIC 
200  First  Street  S.W. 
Rochester,  MN  55905 

Mayo  is  an  Equal  Opportunity  Employer 


SENIOR  ACP/TPF 
SYSTEMS  ENGINEER 
Involvos  TPF  design  and  analysis  of 
softwaie  systems  and  operating 
systems  using  ACP/TPF,  Basic  As¬ 
sembler  Programming,  and  CMS 
Test  Tod  Development  language. 
VM  analyze,  develop.  Implement  and 
support  software  In  the  real  time 
contrd  programs  Internals  area. 
Contrd  program  Internals  include 
the  software  that  controls  the  hard¬ 
ware.  schedules  resouroes  and  pro¬ 
vides  fadHes  to  appications  and 
system  programmers  worWng  on 
the  real  time  system.  WM  work  on 
project  to  migrate  real  time  system 
from  ACP/TPF  to  IBM  TPF2.4^ re¬ 
searching  impact  of  new  TPF2.4 
system  architecture  on  existing 
hardware  and  software  arxl  devel¬ 
oping  new  fadties  to  allow  pro¬ 
gramming  staff  to  fully  exploit  the  irv 
creased  capacity  of  the  new 
Architecture. 

Appicant  required  to  have  Bachelors 
Degree  in  Computers.  Math  or  Engi- 
neerirtg  with  at  least  4  years 
ACP/TPF  UtJities  Design  arxl  Corv 
ltd  Program  Internals  experierx*. 
Education  and  experience  wi  be 
found  acceptable  if  appicant  has  a 
combination  of  professional  develop¬ 
ment  courses,  training,  arxl  experi- 
erxe  equivalent  to  a  Bachelors  De¬ 
gree  in  Computers  plus  four  years 
experierxe  ACP/TPF  Utilties  Design 
arxl  Contrd  Program  Internals. 
Amual  Salary  wl  be  $46.000/year 
for  a  40-hour  work  week.  Additional 
Sdary  up  to  $56.000/year  may  be 
paid  If  education  arxl  experierx» 
wanant. 

Interested  appicants  contact  the 
Oklahoma  Employment  Security 
Commission  (7202).  3105  E.  Skely 
Drive.  Tulsa.  Oklahoma  74105- 
7202.  Phone:  (918)  749^1 .  Refer 
to  Job  order  number  091144.  Ad 
paid  by  an  Equal  Opportunity  Em- 
ployer. 


Systems 
Programmers 
&  Programmer/ 
Analysts 

Southeast 


QCS  Sys.  Prog.  |GBis/Maint.| .  S44K 

Banking  P/A  |Fin  Apps/COBOLI .  S38K 

QCS  Prog.  Analyst  (Mfg.  Apps./COBOLI  .m 
MVS  Sys.  Prog  IProb  Solvt/Gensl  . . .  S4SK 
MSA  Prog  Analyst  (Fin.  A|ips./(X«0L|  .m 

CHS  Sys.  Prog  IMainl  /Otbngl .  SASH 

IDMS  Prng  Analyst  |Mtg.  A|ips./C0e0L|  $38H 
ICP/VTAM  Sys.  Prog  |Gens/Tunrrrg|  . .  SASH 
0B2  nr  IMS  Prrrg.  Analyst  (SMtO/CSBOLI  S38K 
Specialtzing  in  DP  for  over  10 
years  from  coast  to  coast. 
Please  send  resume  to  Robert 
Montgomery  or  call  919-870- 
5162. 

The  Data  Group 

P.O.  Box  17968 
Raleigh,  NC  27619 


CAREER  INDEX 
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PERCENT  OF  SPACE  PLACED  BY  VENDOR  VS.  USER  COMPANIES 


I  I  Vendor  U ser 

*  Analysis  of  computer  recruitment  advertising  space  in  Computerworld  and  selected  major  U.S.  newspapers 


SOl'RCE:  CW  PUBUSHINO.  INC.S  RECRUITMENT  MARKET  RESEARCH  DATABASE 


CW  CHART  FRANK  t.  O'CONNELL 


1 


Data  Processing 
Professionals. 

ADR/  Datacom  /  Ideal 


SettiTig  the  pace  requires  people  who  can  keep  up.  At  ADP,  we 
know  the  real  reason  why  we’ve  enjoyed  tremendous  success 
in  providing  a  broad  range  of  computing  services  to  major 
clients  in  all  areas  of  business,  industry  and  government.  It’s 
thanks  to  our  talented  and  dedicated  professionals  —  people 
like  you.  We’ve  earned  an  enviable  reputation  as  a  stable 
corporation  run  by  excellent  management.  And  in  return,  our 
growing  needs  provide  you  with  unmatched  opportunities  to 
grow  in  your  career.  Right  now,  we’re  seeking 
individuals  who  possess  ADR/ 

Datacom/ldeal 
experience. 


Lett 


^pi-ogrom*^ 

Aiw^D*** 


Eight  plus  years’ 
experience  in  conducting,  documenting, 
feasibility  and  requirement  studies  essential.  Thorough 
knowledge  of  ADR  ideal  language  and  Datacom  relational 
theory,  as  well  as  excellent  oral  and  written 
communications  skills 
required. 


n 


Five  plus  years' 
experience  programming  specifications 
of  batch  and  on-line  systems  essential.  Proven  ADR/ 
Ideal/Datacom  skills  for  development  systems,  and  the  ability 
to  work  with  users  in  order  to  translate  their  needs 
into  design  specifications 

Eight  plus  years’ 

A*  analysis/design  experience  with 

emphasis  on  preparation  of  systems  specifications 
from  business  requirements  through  functional  design.  You  will 
be  responsible  for  overseeing  the  development  life  cycle 
including  the  following:  developing  problem  statements  and  ' 
user  requirements:  assisting  in  project  estimates;  developing 
systems  solutions  and  written  systems  specifications;  par¬ 
ticipating  in  the  development/administrations  of  test  plans;  and 
providing  guidance  throughout  the  entire  development  life 
cycle.  Knowledge  of  relational  database  concepts,  as  well  as 
excellent  oral  and  written  interpersonal  skills  essential. 

We  offer  highly  competitive  salaries,  excellent  benefits  and  a 
technical  environment  conducive  to  enhancing  your  skills.  For 
immediate  consideration,  please  send  your  resume  with  salary 
history,  indicating  position  of  interest,  to:  Manager  of 
Technical  Recruiting,  Automatic  Data  Processing,  Inc., 
One  ADP  Blvd.,  Mail  Stop  251,  Roseland,  NJ  07068. 
Relocation  assistance  available.  An  equal  opportunity  employer. 


Sr.  Quality  Engineer  for  semi-con¬ 
ductor  manufacturing  operation. 
Responsibilities  Include:  electrical 
test  audits  of  digital  and  analog 
products,  development  arxl  en- 
harx»ment  of  quality  plans  to 
guarantee  part  performarxie  to 
corporate  requirements.  Introduc¬ 
tion  of  statistical  process  controls, 
development  and  Implementation 
of  equipment  and  process  charac¬ 
terization  and  acceptance  plans, 
disposition  of  non-conforming  ma¬ 
terial  and  initiation  of  a  corrective 
action  program.  Requirements  are 
a  Bachelor’s  c^ree  in  Electrical 
Engineering  with  three  (3)  years 
component  engineering  experi¬ 
ence  In  both  digital  and  analog  cir¬ 
cuit  design  and  analysis,  develop¬ 
ment  of  electrical  test  hardware 
arxl  software.  VAX  commarxf  lan¬ 
guage  to  perform  data  analysis, 
based  hardware  arxl  software, 
notvconforming  material  disposi- 
tioo  process,  corrective  action 
programs  and  analysis  of  electrical 
test  failures.  Working  knowledge 
of  equipment  characterization 
techniques  aixj  knowledge  of  sta¬ 
tistical  process  control  methods 
and  component  test  equipment. 
FamHiaitty  with  MIL  STD  883C  and 
M38510.  Salary:  $39,852.00  to 
$42,000  per  yev.  If  you  are  inter¬ 
ested  In  arxl  qualified  for  the 
above  position,  please  forward 
your  resume  to:  Massachusetts 
faivislon  of  Employment  Training. 
Special  Programs  Department. 
Case  #91 '180.  19  Stanitord 
Street.  Boston.  MA.  02114. 


Consultants 
$30,000  -  $75,000+ 


Posirions  exist  NATIONWIDE  at  all  levels  for 
individuals  with  IBM  or  VAX  "hands-on" 
technical,  functional  or  sales  experience  with 
any  of  the  following  products: 

•  McCormack  A  Elodge  •  INGRES 

•  Management  Science  America  •  CASE  Tcxtls 

•  Computer  Asscxiates/UCCEL  *  Genesys 

•  Tesseract  •  Walker 

■  ]D  Edwards  ■  Comshare 

•  Telon  •  DB2 

Join  the  exdting  field  of  consulting  with  a 
prestigious  "BIG  EIGHT"  firm.  Top  salaries 
and  benefits  are  available  in  most  major  cities. 
RUSH  resume  to: 


EX}nald  C.  Thomas 
&  Associates,  Inc. 

1410  N.  Westshore  Blvd.  #806 
Tampa,  Florida  33607 

Sr«rl«M»»4  1104  Piixooml  Swvtci 
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Brilliant 

Performance 


fsX?  v,'sc,  ■^sy<3r 


Renowned  for  our  accomplishments  in  providing  our  customers 
with  software  performance  management  solutions,  Boole  8t 
Babbage's  brilliant  performances  address  the  on-going,  complex 
needs  of  the  IBM  and  IBM  compatible  mainframe  environments. 
Even  "Great  Performances'  can  be  enhanced.  That's  why  we 
seek  your  expertise. 

National  Account 
Representatives 

We  have  excellent  openings  in  our  Sales  offices  throughout  the 
United  States.  Successful  candidates  selected  for  these  high 
visibility  positions  will  be  super  achievers  with  proven  sales 
techniques,  willing  to  take  on  the  challenges  of  developing  and 
maintaining  systems  software  sales  to  Fortune  500  companies 
across  the  country. 

We  are  looking  for  sales  professionals  with  solid  experience 
working  with  msyor  accounts  on  a  national  basis,  a  proven  track 
record  of  successful  accomplishments  and  the  demonstrated 
ability  to  handle  large,  multiple  CPU  data  processing  sites. 

These  assertive  individuals  must  have  extensive  experience 
selling  MVS,  IMS,  CICS  or  DB2  systems  software  in  an  IBM 
mainframe  environment.  Experience  selling  to  Fortune  500 
accounts  is  a  must.  Excellent  verbal,  written  and  presentation 
skills  are  also  required.  Some  travel  is  necessary. 

Qualified  candidates  may  send  a  resume  and  salary  history  to: 

Boole  6e  Babbage,  C.  Danhof,  Dept.CW,  510  Oaktnead 
Parkway,  Sunnyvale,  CA  94086.  We  are  an  Equal  Opportunity 
Employer. 


Boole 
Babbage' 


Senior  Consultants 
and  Programmers 


CIV  Systems  Inc.,  is  a  leading  consulting 
firm  specializing  in  custom  software  develop¬ 
ment  projects  using  the  latest  software  engi¬ 
neering  techniques  in  challenging  environ¬ 
ments.  If  you  have  proven  skills  in  one  of  the 
following  areas,  please  call  and/or  send  your 
resume  to  the  addresses  below: 

ADABAS/NATURAL 

DB2/TELON 


600  Congress  Ave 
Ste2780,  CW/7-17 
Austin,  TX  78701 
(512)  469-0245 


2925  Briarpark 
Ste  830,  CW/7-17 
Houston,  TX  77042 
(713) 781-7466 


15851  Dallas  Pkwy 
Suite  675,  CW/7-17 
Dallas,  TX  75248 
(214)450-5815 


SYSTEMS 

PROGRAMMER 

Southern  Baptist  Hospital,  located 
In  the  historic  Garden  District  of 
New  Orieans  Is  currently  seeking  a 
Systems  Programmer  to  work 
with  an  IBM  4381 ,  VM-DOS.  Mini¬ 
mum  requirements  include  2  years 
systems  programming  experrerxie 
with  DOS-VSE  and  CICS.  South¬ 
ern  Baptist's  newly  renovated  In¬ 
formation  Center  offers  a  pleasant 
working  environment  ak^  with 
the  opportunity  to  become  an  inte¬ 
gral  part  of  the  ongoing  growth  ex¬ 
perience  In  health  care  automa¬ 
tion.  Excellent  salary  and  benefits 
to  Irxilude  relocation  allowance,  tu¬ 
ition  reimbursement,  day  care, 
summer  camp  for  kids,  health 
dub.  credit  union  and  much  more. 
Send  resume  to: 

SOUTHERN  BAPTIST 
HOSPITAL 

Human  Resources 
2700  Napoleon  Avenue 
New  Orteans.  LA  70115 
MorvThurs..  9airv12rxxxi 
1-800-877-4724 
EOE/MFH 


S>sltm  l)e\ elopers 

l-SiHI-’.t|-.>')2ll 


Attention. 

There  are  nationwide 
openings  for  software  en¬ 
gineers  and  developers 
with  background  in  UNIX*, 
Macintosh,  OS/2,  VMS 
data  communications,  sci 
entific  applications,  oper 
ating  systems,  languages, 
etc. 

We  are  a  professional 
employment  firm  managed 
by  graduate  engineers. 
Fees  are  paid  by  the  em¬ 
ployer.  Call  today  for  a  free 
Resume  Workbook  &  Ca¬ 
reer  Planner  or  send  your 
resume  to: 

Scientific  Placement,  Inc. 

P.O.  Box  19949  Dept  CW9 
Houston,  Texas  77224. 


Sriciiliric  I’laccnK'nl. 
liK'iiriHiraU'd 


POSITION  WANTED 

Contract  Software 
Consultant 

Boston  Area 

Skilled  in  - 

Ada  -  Assembler  -  Basic 
C.  -  Cobd  -  MS/DOS 
Pascal  -  PLI,  etc. 

Other  areas  of  expertise 
include: 

RIe  and  Database  Systems, 
Spreadsheets.  SQL,  dBase, 
Communication  -  Kermit  and 
Interactive  Forms  Display 
Contact: 

Bruce  Donaldson 

Lionel  Software 

108  Fox  Hill  Street 
Westwood,  MA  02090 
(617)326-2280 


CA&  AZ 
CONTRACTS 


P.  Murphy  a  AHOClotM.,  IrK. 

4406  IWERSIDE  DRIVE.  SUITE  100 
BURBANK.  CA  91506 
(618)641-2002  (714)662-0606 
FAX;  (616)  641-2122 


SOUTH  FLORIDA 
Consulting  Firm 
SEEKS: 

Contract/Permanent 


AS/400 

S/38 

DB2 

Fin’l  Appl 


Managers 
Project  Ldrs 
Andysts 
Programmers 


Excellent  Compensation 
“BIG  8”  experience  a  + 

ReplytoCW-BS194, 
Com^erworid,  Box  9171 
Framingham,  MA  01701-9171. 


SYSTEMS  ANALYST:  Will  use  In- 
fonnix-4GL  and  Intormix-SQL  to 
develop  various  computer  sys¬ 
tems.  Will  design,  modify,  arxl  de¬ 
velop  an  Internal  computerized  ac¬ 
counting  system  and  subsystem 
Including  the  capacity  to  analyze 
the  appropriate  financial  data  and 
developing  reporting  systems  lor 
use  in  financial  and  accounting 
analysis.  Will  develop,  modify,  and 
maintain  the  computer  databases 
including  development  of  mathe¬ 
matical  pathways  to  optimize  the 
flow  of  data.  Will  coordinate  arxl 
modify  via  modem  the  computer 
systems  of  three  affiliated  compa¬ 
nies  and  assure  proper  Integration 
of  computer  systems  and  ac¬ 
counting  systems  functions.  Will 
develop  database  informational 
system  In  MS/DOS  and  Unix.  Re¬ 
quires  M.S.  degree  In  Computer 
Science.  Also  requires  one  year 
experience  in  the  job  to  be  per- 
fonned  or  one  year  experience  as 
a  Computer  Tax  Consultant.  Edu¬ 
cation  to  include  two  courses  In 
computer  algorithms  and  one 
course  in  each  of  the  following:  da¬ 
tabase  design,  mathematical  mod¬ 
eling  (use  of  statistics  to  analyze 
and  optimize  business  data). 
Hours;  9:00  a.m.  -  5:00  p.m.  40 
hours  per  week  at  $610.00  per 
week  salary.  Please  send  resume 
to:  ILLINOIS  DEPARTMENT  OF 
EMPLOYMENT  SECURITY,  401 
South  State  Street  -  3  South,  Chi¬ 
cago,  Illinois  60605,  Attention: 
Connie  M,  Evans,  Refererx*  #V- 
IL-9484-E.  AN  EMPLOYER  PAID 
AD. 


Principal  Software  Engineer  to 
play  a  major  role  In  synthesis  pro¬ 
tect.  Develop  state-of-the-art  syrv 


tect.  Develop  state-of-the-art  syrv 
thesis  functionality,  extend  capa¬ 
bilities  of  current  synthesis  tools, 
and  make  significant  contributions 
to  project  technical  direction,  ftr- 
form  advanced  research  and  de¬ 
velopment  In  applications  such  as 
synthesis  of  digital  system  de¬ 
signs,  synthesis  of  behavioral  level 
de^ns,  partitioning,  and  irxxe- 
mental  synthesis.  In  addition  to 
current  sophisticated  synthesis 
techniques,  use  LISP  and  knowl¬ 
edge-based  programming  tech¬ 
niques  to  solve  complex  digital 
systems  design  problems  encoun¬ 
tered  by  high  performance  sys¬ 
tems  engineers.  Implement  lange 
and  complex  software  systems 
that  meet  high  standards  for  quali¬ 
ty  and  meuntalnability.  Require¬ 
ments  for  this  position  are:  a  f^.O 
In  Electrical  arxl  Computer  Engi¬ 
neering  with  a  strong  research 
concentration  and  demonstrated 
expertise  In  synthesis  of  digital 
systems;  demonstrated  ability  to 
Implement  large  software  sys¬ 
tems:  broad  knowledge  of  com¬ 
puter-aided  design;  expertise  In 
Imowledge-based  systems  and 
USP.  S^:  $51,189  to  $54,000 
per  year.  No  exp.  req.  40  hr/wk. 
8:15am-5pm.  If  you  are  interested 
In,  and  qualified  KX  the  above  posi¬ 
tion,  please  forward  your  resume 
to:  Massachusetts  Department  of 
Employment  arxl  Training,  Case 
#91142,  Charles  F.  Hurley  Build¬ 
ing.  Boston,  Massachusetts 
02114 


Analyst  to  train  15  em- 
&  other  corp.  staff  In  com¬ 
puter  usage  &  systems  operation; 
program  business  system  software; 
review  &  computerKe  point  of  sale 
system;  do  inventoty,  acetg  &  ex¬ 
pense  control  systems;  analyze 
business  &  management  problems; 
&  supervise,  upgnkle  &  schedule 
employees.  Must  be  skied  In  IBM 
corhpAible  hwdware  &  have  good 
Interpersonal  communication  skis. 
Must  have  B.Sc.  In  business  admirv 
istration  or  equiv.  &  M.Sc  In  infor- 
matian  systems  or  computer  sd.  or 
equiv.  graduate  level  academic 
training.  40  hrs/wk,  9am-6pm, 
$23,61 1/yr.  Eviderxte  of  authoriza¬ 
tion  to  work  In  U.S.  is  req'd.  Send 
resume  to  N.M.  Dept,  of  Labor,  PC 
Box  1908,  CC  1010,  Santa  Fa.  NM 
87501 .  Job  order  #276194. 


Systems  Analyst/Consultant  -  de¬ 
velop  &  customize  Item  &  docu¬ 
ment  processing  systems  on  UN¬ 
ISYS  V  &  A  series  computers. 
Work  with  Flnarx^ial  Systems  kr- 
chHecture  &  Global  FinarxJal  sys¬ 
tems;  undertake  compiler  cotv 
struction  &  data  communication 
interfaces;  use  XE  520,  UNIX,  CC- 
BCL,  C.  B.S./Electrical  Engineer¬ 
ing  or  Computer  Sderxte.  2yrs/ 
exp.  doing  abv.  or  2yrs/exp.  as 
Systems  Analyst/Engkieer  using 
combination  of  abv.  40hr/wk. 
(9am-6pm)  $36.000/yr.  Apply  In 
person  or  serxl  resume  to:  Geor¬ 
gia  Dept,  of  Labor,  2972  South 
Cobb  Drive,  Smyrna,  GA  30080  or 
nearest  Georgia  Job  Service  Can¬ 
ter.  Control  #GA  5375019 


PROQRAMMER/ANALYST 
^Ive  Positions  Available). 
Partake  In  development, 
maintenarxte  arxf  enhance¬ 
ment  of  flnarxilal  systems  on 
Honeywell  Bull  DPS/90  mairv 
freune  under  OS/GCOS  6 
with  DMIV/TP  database.  Re¬ 
quire  2  years  experience  with 
Honeywell  Bull,  JCL, 
DMIV/TP  and  structured 
methodology.  Salary: 
$29,000  per  annum.  Hours: 
40  per  week.  Job  Location: 
Nashville.  TN.  Resume  to: 
Job  Service,  Program  and 
Technical  Support,  Tennes¬ 
see  Department  of  Employ¬ 
ment  Security,  Nashville,  TN 
37245-1200.  Attention: 
Kathy  Malo. 


Every  week 
Computerworld 
deKvers 
more  qualified 
job  candidates 
than  any  other 
newspaper. 

That’s  why  more  companies 
place  more  recruitment  advertis¬ 
ing  in  Computerworld  than  in 
any  other  specialized  business 
newspaper. 

To  place  your  ad,  call  Lisa 
McGrath  today  at  800-343-6474 
(in  MA,  617-879-0700). 


COMPI^^CAREers 


COMPtniRWORID 


iNSiDC  Booster  IBM  fires  up 

srsEt  shots  for 


Weekly.  Regional.  National. 
And  it  works. 
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Computer  Professionals: 

Some  people  have  won  simply 
because  they  refused  to  lose. 

The  taie  measure  of  a  man  or  woman  is 
how  they  handle  adversity  in  seeking 
their  career  objectives.  Certainly  it  is 
easier  to  surrender  than  it  is  to  fight... but 
that,  obviously,  does  not  lead  to  victory. 

Yet  the  decision  to  fight  for  what  you 
want  dictates  that  you  must  have  some 
staunch  allies  to  help  you  in  your  battle. 
You’ll  find  them  at  NCA.  We  can  “give 
you  the  tools  you  need  so  you  can  finish 
the  job.”  They  are:  thousands  of  career 
opportunities,  thousands  of  client 
contacts  (locally  and  nationally),  skilled 
and  experienced  counselling  and 
professional  representation. 

Come  in.  Call.  Or  mail  your  resume  to 
the  NCA  firm  nearest  to  you.  No  charge 
to  you  ever.  Confidentiality  is  assured. 

We  can  advance  your  computer  career  as 
we  have  for  thousands  of  others.  You 
may  then  be  moved  to  say,  “Never  has  so 
much  been  owed  by  so  many  to  so  few.” 

National 
Computer 
Associates 


ATUVTA:  DataPro  Parsonntl  Consuttants 
400  Panmattr  Cantar  Tarraca.  Suita  050 
AHanta.  GA  30346  (404)  392-4242 
MLTMW:  CIPS  Inc 
101  W.  Aiooaly  Road.  Suita  7A  &  6A 
Utharvilie.  Mb  21093  (301)  252-9000 
NSTM:  Roban  Klavan  &  Co. ,  Inc. 

P.O.  Box  636 

Lexmoton.  MA  02173  (617)  861-1020 
CWCAtO'.  Thomas  Hirtz  &  Associates 
150  North  Wacker  Onva,  Suite  1700 
Chrcapo.  IL  60606  (312)  977-1555 
CHCmMTl:  Task  Group 
7875  Raadino  Road 
Cinannati,  OH  45237  (513)  821-8275 
CUVEUUB:  innovative  Resources,  Inc 
Statler  Office  Tov«r.  Suite  426 
East  12th  &  Euclid 

Cleveland.  OH  44115  (216)  621-4220 
CQUNMUS:  Michael  thomas.  Inc. 

450  W  Wilson  Bridge  Road.  Suite  340 
Worthington.  OH  43065  (614j  846-0926 
mi  At'  DataPro  Personnel  donsultants,  Inc 
13355  Noel  Road.  Suite  2001 
Dallas  TX  75240  (214)  661-8600 
tBKWt  Abacus  consultants.  Inc 
1777  South  Harrison  Street.  Suite  404 
Denver,  CO  80210  (303)  759-5064 
KlIRNI:  Electronic  Systems  Personnel 
3000  Town  Center,  Suite  2580 
Southfield.  Ml  46075  (313)  353-5560 
flREEMMM:  DataMasters 
PO.  Box  14548 
Greensboro.  NC  27415-4548 
(919nW461 

HARTFORO:  Compass  Incorporated 

900  Asylum  Avenue 

Hartford,  CT  06105  (203)  549-4240 

HOUITOM:  Career  Consultants.  Inc 

1980  Post  Oak  Boulevard,  Suite  1050 

Houston.  TX  77056  (713)  626-4100 

mWAt  CfTT:  OP  Career  /Usociates 

6405  Metcalf,  Suite  502 

Shawnee  Mission.  KS  66202  (913)  236-8286 

UK  AMQEitt:  Superior  Resources.  Inc 

22653  Pacific  Coast  Highway,  Suite  1-106 

Malibu,  CA  90265  (818)884-3000 

MUMI:  Data  Sciences  Personnel.  Inc 

PO.  Box  8577 

Hollywood,  FL  33024  (305)  434-6112 

mWMO:  EDP  Consultants.  Inc 

Chancellory  Park  II,  Suite  350 

350  N  Sunnyslope  Road 

Brookfield.  Wl  53005  (414)  797-6655 

MMS./TT.  PAUL  Electronic  Systems  Personnel  I 

880  International  Centre 

900  2nd  Avenue  South 

Minneapolis.  MN  55402  (612)  338-6714 

KW  JEMEY:  Systems  Search 

2040  Millburn  Avenue 

Maplevrood,  NJ  07040  (201)  761-4400 

KV  TOM:  Botal  Associates.  Inc 

7  0ey  Street.  Suite  410 

New  York.  NY  10007  (212)  227-7370 

PMAKLPMA:  Systems  ^rsonnel,  Inc 

115  west  State  Street 

Media,  PA  19063  (215)  565-8880 

PWEMI:  Professional  Career  Consultants 

4725  North  Scottsdale  Road.  Suite  209 

Scottsdale.  A2  65251  (602)  274-6666 

PfTTSMMM:  KCS  Computer  Services.  Inc 

400  Penn  Center  Blvd  Suite  320 

Monroeville.  PA  15235  (412)  823-8632 

WCHESTElt  Traynor  Confidential  Ltd. 

10  Gibbs  Street.  Suite  400 
Rochester.  NY  14604  (716)  325-661.0 
SM  MEM  Technical  Directions  Inc. 

5005  Texas  Street.  Suite  304 
San  Dieoo,  CA  92108  (619)  297-5611 
SAI  FRAUCtSCO:  The  Computer  Resources 
Group  Inc  . 

303  Sacramento  Street 
San  Francisco.  CA  94111  (415)  398-3535 
SEATTIE:  Houser.  Martin.  Morris  &  Associates 
110 110th  Avenue  N.E.,C-90015 
Bellevue,  WA  98009  (206)  453-2700 
STAMFORD:  Hipp  Waters  Professional  Recruiting 
707  Summer  Street 
SUmford.  CT  06901  (203)  357-8400 
ST.  URNS:  Executive  Career  Consultants 
795  Office  Parkway,  Suite  lOO-CW 
St  Louis,  MO  63141  (314)  994-3737 
SYRACUSE:  CFA  Associates  Personnel  Inc. 

5790  Widewalers  Parkway 
Dewitt,  NY  13214  (315)  446-8492 
VASMMTOI K:  Bill  Young  &  Associates 
8322  Professional  Hill  Drive 
Fairfax,  VA  22031  (703)  573-0200 
AUSTRALIA:  For  information,  contact  the 
NCA  firm  nearest  to  you 


SENIOR  ACP/TPF 
SOFTWARE 
SYSTEMS  ENGINEER 

Involves  Analysis  and  des^  of 
systems  software  in  ACP/TPF  en¬ 
vironment  using  ACP/TPF,  CMS 
test  tool  development  and  Basic 
/Vssembler.  Implementation  and 
support  of  application  software  In 
real  time  environment.  This  is  a 
Systems  Engineering  position  in 
the  real  time  systems  data  base 
area.  The  data  base  area  Is  re¬ 
sponsible  for  the  organization,  ac¬ 
cessibility,  and  availability  of  all 
real  time  systems  Informal  kept 
on  storage  devices.  WW  act  as 
prolM  leader  to  n^grate  existing 
ACP/TPF  database  with  new 
TPF2.4  methodology. 

Applicant  required  to  have  Bache¬ 
lors  Degree  In  Computers,  Math  or 
Englnaertng  wtth  at  least  4  years 
MjPfTPf  Software  Design  &  As¬ 
sembler  Programming  experience. 
Education  and  experience  will  be 
found  acceptable  ll  applicant  has  a 
combination  of  professional  devel¬ 
opment  course,  tralrtlng,  and  ex- 
parlerKie  ec^alem  to  a  Bachelors 
Degree  In  Cornputers  plus  4  years 
expsrlerxse  ACP/TPF  software  de¬ 
sk^  anc' 

Annual! 
for 

tional  Salary  up  to  $50,000/year 
may  be  pan  It  education  arxi  expe- 
riarioe  warrant. 


Oklahoma 
Commission  ( 
ly  Drive.  Tuisa.  OMahoma  74105- 
7202.  Phone:  (91 8)  749-6861 .  Re- 
lar  to  job  order  number  091143. 
Ad  paid  by  an  Equal  Employment 
Opporturtity  Employer. 


VERMONT 

k,  Rui.tl  N  New  England 


*  Programmer/Analysts 

*  Systams  Analyst*  •  DBAs  •  TCA’s 

*  Systams  Programmers 

3-5  yrs  Mfg  .  Ins  or  Banking 
expananca  &  IBM  43XX  CX)SA7S^ 
30XX  OS/MVS.  3090  MVS/XA. 
COBOL.  6AL.  CICS.  IDMS/ADSO. 
IMS.  OB2.  OL/1.  S/36RPGM.S/38 
RPGIII.  HP3000  FORTRAN.  DEC 
“C'  Co.  fee  paid  Salaries  $16  to 
45K  plus  relocation  assistance 
Ptaasa  send  raaum^  in  confidence 
John  Hodska 

EDP  PLACEAAENT  ASSOCIATES 

PO  Box  1377C.  Stowe.  VT 05672 
(802)  666-5601 


BOSTON  AREA 
MACPAC-D  or  MRPII 

Boston  area  client  with  potential  multi-year  contract 
requires  Senior  Level  Analysts/Programmers  with 
MACPAC-D.  Will  consider  MRPII-Contracts  experience. 
Highly  competitive  base  rates  with  additional  Per-Diem. 
Call  or  FAX  your  resume  to  Wayne  Robison 
@  (508)  651-8200 
FAX  (508)  651-2936 
DATA  ARTS  &  SCIENCES,  INC. 

8  Strathmore  Rd.,  Natick,  MA  01760 


Programmer.  Engineering  &  Sden- 
btlc  needed  by  Colorado  company 
which  provides  computer  services 
to  dieni  companies.  Provide  pro¬ 
gramming  support  to  Circuit  De¬ 
sign  Group  arxi  Integrated  Circuit 
Layout  Group.  Responsibititiea  in¬ 
clude:  confer  with  technical  people 
to  Identify  areas  for  computer 
automation:  transform  require¬ 
ments  arxi  solutions  Into  flow 
charts  and  block  dlMrams  arxi  de¬ 
velop  Computer  Aided  Design 
(CAD)  software;  manage  Cell  (Cir¬ 
cuit)  Ubrahes:  design  next  genera¬ 
tion  of  software  tools  to  support 
hierarchical  and  high  density  Mery 
Large  Scale  Integrated  (VLSI)  sys¬ 
tems:  analyze  parameters  from 
various  Circuit  Layout  data  bases 
and  express  their  Interrelationship 
In  comfxjter-processed  equations: 
review  results  of  above  arxi  deter¬ 
mine  necessary  modifications.  Re¬ 
quires  B.S.  or  M.S.  in  Computer 
Sclerx»  or  Electrical  Engineering. 
Also  must  be  tamWar  with  large- 
scale  Computer  Aided  Design 
software  developmani  tor  en^ 
neering  applications  and  CAD  data 
bases.  (FWnWarlty  may  be  gained 
through  employment  or  In  educa- 
tlonal  program).  $42, 000/year: 
8:00  a.m.  -  5:00  p.m.,  M-F.  Re- 
spoexi  by  resume  to  Colorado  De¬ 
partment  of  Labor  &  Employmant. 
Division  of  Employmant  &  Trakv 
Ing.  600  Grant  Street,  Suite  900. 
Denver,  CO  80203,  ATT:  Jim  Shl- 
mada,  and  refer  to  Job  Order  No. 
CO3052665. 


HEIDELBERG  GERMANY 

DIRECTOR,  INFORMATION 
SYSTEMS  AND 
ADMINISTRATIVE 
COMPUTING 

The  Univeristy  of  Maty- 
laixi's  European  Division  in¬ 
vites  applications  for  the  posi¬ 
tion  ol  Director,  Information 
Systems  and  Administrative 
Computing.  This  position 
oversees  a  staff  or  ten  re¬ 
sponsible  for  all  administra¬ 
tive  computing  needs  of 
Maryland  s  university  pro¬ 
gram  of  SO.tXM  students  n  16 
European  countries. 

Mealy,  candidates  should 
have  a  rnlnlmum  ol  five  years 
of  computer  system  manage¬ 
ment  experierxie  and  proven 
administrative  capabilities, 
preferably  In  a  urkversity  envi¬ 
ronment.  A  graduate  degree 
Is  required.  Salary  wW  be 
commensurate  with  qualifica¬ 
tions  arxi  experlerx». 

Review  ol  applications  wi 
begin  15  September  1989. 
Expected  starting  date  during 
January  1990.  Applicants 
shouM  submit  a  letter  of  Inter¬ 
est,  a  cunant  resume,  arxi 
three  reterarKes  to: 

The  umverslty  of  Maryland 
Search  Committee:  Director, 
ISAC 

Im  BoeseMom  30 
6900  Hetdetrerg 
F.R.  Germany 

FAX:(49)  6221-378300 


Software  Engineer  In  Uftrtx  Net- 
twxk  Group  responsible  for  devel¬ 
opment  of  operating  system  soft¬ 
ware  platform  used  to  manage, 
configure,  arxi  tune  large  net¬ 
works.  VM  be  actively  Involved  In 
all  phases  of  design  and  develop¬ 
ment.  from  Initial  corxept  through 
product  release.  Participate  In  anal¬ 
ysis.  design,  coding,  testing,  arxi 
documentation  pha^  of  key  com¬ 
ponents  of  product.  Implement  the 
Comnxxi  Information  Management 
Protocol  and  Services.  Provide 
portable  implementation  that 
works  on  both  the  Ultrix  and  VMS 
systems.  Manage  Ultrix  systems. 
Develop  networking  utilities.  Sup¬ 
port  customer  sites  during  FleM 
Test.  Coordinate  product  perfor¬ 
mance  analysis  with  external 
groirps.  Develop  furxftional  specifi¬ 
cations  of  complex  programs.  Re¬ 
quirements  ^  this  posrtkxi  are:  A 
Master  of  Science  in  Computer  and 
Systems  Engineering  with  exper¬ 
tise  In  Simple  Gateway  Mcxiltoring 
Prot(xx>l  arxi  network  management 
protrxxXs:  profiderxw  in  use  of 
VAX/VMS  arxi  ULTRIX  operating 
systems:  knowlet^  of  operating 
systems,  networking  Irxtudlng  to¬ 
ken  bus  networking.  Code  Rartabil- 
Ity,  MAP,  and  hardwaire;  rtemorv 
strated  ability  to  use  C.  Salary: 
$36,005  to  $38,000  per  year.  No 
exp.  req.  40/hr  wk.  8:15am-5pm.  If 
you  are  Interested  In.  arxi  qualified 
for  the  above  prjsition,  ple^  for¬ 
ward  your  resume  to:  Attention: 
Job  Order  #89-199,  New  Flamp- 
shlre  Department  (Df  Employment 
Security,  Employment  Service  Bu¬ 
reau.  32  South  Main  Street.  Con¬ 
cord.  NH  03301-4857. 


JOIN 
‘Team  38’ 

What  do  you  have  in  common  with 
this  high  profile  leasing  &  racing 
company? 

■  A  love  of  the  38/400  technology. 

*  A  bristling  excitement  over  the 
continuing  growth  of  the  business- 
-our  client  has  doubled  this  last 
year! 

*  An  appreciation  of  a  comfortable 
countryside  location  near  the 
charming  F%nnsylvania  Dutch  and 
Amish  homelands. 

*  High  regard  for  a  respected  top 
management  team  who  will  work 
hard  to  make  your  work-life  a  suc¬ 
cess. 

Cill  Miiy  K.  Hibii.  CPC.  PirtHr 
ROMAC  &  ASSOCIATES 
too  Presidential  Boulevard 
Bala  Cynwyd,  PA  19004 
(215) 667-7351 
(609)  663-2860 
(302)  428-8998 
FAX#  (215)  667-2980 

g&ROMAC. 


SOFTWARE 

OPPORTUNITIES 

1-800-423-5383 
19S9  Salary  Survey 

Let  our  National  Award  winning 
computer  specialists  assist  you 
in  your  search.  We  have  over 
300  aftiliated  offices  around  the 
country  ready  to  work  for  youl 

LIFE  INSURANCE  To  $60K 
UNIX  INTERNALS  To  $60K  + 

SYSTEM/38  To$40K  + 

lOMS,  IMS  or  ADABAS  To  $S0K 
P/A  (COBOL  or  ALC)  To  $40K 
UNIX/C  To  $55K 

MVS  or  VM  INTERNALS  $  OPEN 
ACF/VTAM/NCP  To  $50K 
DB2/SQL  To$60K  + 

COBOL/CICS  To  $40K 

Software  Engineers  To  $60K 
OVERSEAS  $  Open 

ROBERT  SHIELDS  & 
ASSOCIATES 

P.O.  Box  890723,  Dept.  C 
Houston,  Texas  77289-0723 


Systems  Analyst  -  Atlanta  -  ana¬ 
lyze  users'  needs:  design,  deveMp 
and  test  new  futures  and  en¬ 
hancements  to  banking  packages 
within  GFS  envlrxximet^:  Devdop 
database  structures:  Convert  sys¬ 
tems  as  needed:  Um  UNISYS  A 
and  V  series.  COBOL  86.  COBOL 
74.  COMS,  UNC  11  and  QMS. 
Bachelors  Degree  In  Computer 
Science  or  Electrical  Engineering. 
2  years  experience.  40  hours  per 
week.  $35.000/year.  Apply  In  per¬ 
son  or  by  resume  to:  Georgia 
Oept.  of  Labor,  1535  Atkinson 
Road.  Lawrencevllle,  Georgia 
30243  or  to  nearest  Georgia  Job 
Service  Center.  Control  #GA 
5372987. 


PROGRAMMERS 

Contract 
Assignments 
S25-30 
Per  Hr.+ 


Jr  to  Sr.  level  programmers 
with  1*  yrs.  exp  in  IBM  & 
other  languages  (P/tSCAL.  'C." 
ASSEMBLER.pl  1,  etc  )  Con¬ 
tract  assignments  12  mos  * 
S25-30/hr  •  benefits  package 
In  conMance;  contael  A! 
madaan.  CEC 
CORPORATE  PERSONNEL 
CONSULTANTS.  INC. 

ejm  UMt  artiis  SNR  3ia 
awMLKJKII 

(TtM)  aaa-teoo 


ADABAS/NATURAL  2  or  DB2 


THE  GOOD  NEWS 

•  We  have  immediate  vacancies  in  our  offices  in  SAN  FRANCISCO, 
NEW  YORK.  CHICAGO  and  LOS  ANGELES 

•  We  have  a  need  for  experienced  staff  for  people  with  skills  ranging  from 
programmers  through  project  leaders 

THE  BETTER  NEWS 

•  Our  environment  is  entirely  politics  free 

•  We  offer  a  great  career  to  application  software  professionals  who  don’t 
have  to  become  managers  to  reach  the  top 

IF  YOU  ARE  ONE  OF  THE  VERY  BEST,  WHO  WANTS  TO  BE 

RECOGNIZED  FOR  INSPIRED  PERFORMANCE,  SPL  IS  FOR  YOU. 

THE  BEST  NEWS 

•  We  pay  top  salaries 

•  We  reimburse  relocation  expenses 

•  You  will  have  the  opportunity  to  work  on  leading  edge  technology, 
making  effective  use  of  4GL’s,  code  generators,  entity  models  and 
state-of-the-art  methodologies 

•  You  will  get  experience  BUILDING  systems— not  just  planning  them, 
controlling  them  or  talking  about  them 

•  You  will  work  with,  learn  from  and  interact  with  some  of  the  top  people 
in  the  industry 

•  You  can  influence  a  growing,  dynamic  environment 

•  YOU  WILL  HAVE  FUN 


ABOUT SPL 

•We  are  a  consulting  company 

•We  develop  mainframe-based  application  systems  for  our  clients 
•We  made  the  Inc.  500  list  of  fastest  growing  companies  in  the  U.S. 
•We  work  40  (intense)  hours  a  week— NO  MORE 
•We  have  three  weeks  vacation  a  year 


Send  your  resume  to: 


systems  programming  limited 

110  The  Embarcadero,  San  Francisco,  CA  94105 

An  equal  opportunity  employer 

Other  offices:  Chicago  Los  Angeies  New  York 


CONTRACT  PROGRAMMERS 

WITH  A  MINIMUM  OF  4  YRS  EXP, 

Up  to  $35  per  hour 

IMS/OB/DC 
SQL,  DB2,  ADF 
TELON,  IDEAL 
ADR/DATACOM 
ADABAS/NATURAL 
IDMS/ADS/O/CICS 
MSA  EXPERT 
McCormack  &  Dodge 
PRIME  9000 
INFO/BASIC 
IBM  SYSTEM  36/38 
UNISYS,  ADA 
FORTRAN,  GKS 
DEC,  VAX 
PDP-11,  FMS 
PACBASE 

NOMAD  PC  SPECIALIST 

We  have  openings  in  CA,  TX. 
LA,  MO,  OK,  IL,  OH,  Ml,  NC, 
VA,  and  West  VA. 

J.P.S.  INC. 

P.O.  Box  690007 
Houston,  TX  77269-0007 

(713)  820-0024 
Fax  (713)  370-8021 
Call  Tollfree  800-633-0391 

Me  trmlneea  or 
tamrt-Ume  posHlone 

Equal  Opportunity  Employer 


SOFTWARE  SYSTEMS  ENGI¬ 
NEER:  Responsible  for  Memory 
Management  and  Batch  Manage¬ 
ment  components  of  operaong 
s^tem  kidixiing  maintanance.  en¬ 
hancements  and  extensions  to 
ooerponents.  University  level  train¬ 
ing,  research  backgrtxxid,  or  ex- 
penerxse  in  operating  systems, 
data  structures  and  process  syrv 
chronizatian  corxxpts.  Master's 
or  aquiv.  In  Computer  Sdervse. 
$2.800/mo.  Job  Site:  Hillsboro. 
OR.  cap  this  ad  and  send  with  re¬ 
sume  to  Employmeni  Division: 
Attn.  Job  Order  No.  2418615,  875 
Union  Street  N.E..  Room  203:  Sa¬ 
lem.  Oregon  9731 1  not  later  than 
9/5/89. 


SUNBELT  &  ATLANTA 
$25,000  to  $95,000 
IDMS/ORACLE/DATACOM/IMS/DB2 
VAX/MAPICS/FOCUS/SYS  38/ AS  400 
TECHWRITERS/DP  SALES/IDMS 

Need  Programmers,  Programmer/Analysts  for  Full-Time 
and  Consulting  Positions  in  IBM  Shops.  Relocation  Ex¬ 
penses  Paid.  Send  resume  to: 

Jim  Heard,  EDP  Consuitants,  inc. 

3067  Bunker  Hill  Road,  Suite  202 
Mariena,  Georgia  30062 

24-HOUR  FAX:  PHONE: 

404-973-4052  404-971-7281 


Rapidly  growinq  Florida  company 
for  Application  Development  Programmers  with  a  back¬ 
ground  in  the  VA)</VMS  operating  system,  C  program¬ 
ming  language,  ORACLE,  and  SQL/4GL  development 
environment.  Strong  background  in  the  development 
and  implementation  of  end  user  applications  with  an 
emphasis  on  RDBMS  applications  and  a  minimum  of 
one  (1)  year  ORACLE  experience. 

Wb  offer  a  competitive  benefits  and  compensation 
package  based  on  experience.  Relocation  assistance  is 
available.  Send  resume  with  salary  history  to: 

CW-B5195 

Computerworld 

80x9171 

Framingham,  MA  01701-9171 


DALLAS  IS  HIRING 

SEND  RESUME  NOW! 

MS  DOS  Application  Software  Architect.  BS/MSCS  required.  $70, (XX). 
Software  QA  especially  in  Com  Hardware  environment.  $60,000. 

UNIX/C  Systems  Integrator.  Development  and  implementation. 
$56,000. 

VAX  plus  DBMS  like  INGRES.  INFORMIX,  ORACLE,  etc.  $50,000. 

MSA  Programmer  Analyst.  HR,  GL,  AP,  AR,  and  IE.  $40,000. 

IMS  to  062  conversion.  IMS/DC  required.  Will  train  to  DB2.  $36  to 
$48,000. 

Western  Computer  Consultants,  Inc. 

4101  McEwen  Suite  350,  Dallas.  Texas  75244 
FAX:  214/980-4159  214/980-4090 
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COMPUTERWORLD 


COMPUTER  CAREERS 


Sunbelt  Opportunities 


TAN06M  Prog/Anal’S . . .  30-38K 

TANOeM  Sys  Prog's . 3S  SDK 

AOABAS/NATUfUL  Prog/Anal’S  ....  30  40K 
System  38  Prog/Anal's  (PPG  IH)  29  36K 

062  SOL  Prog/Anal'S .  30  40K 

OruaESa  Prog/An^'s .  29  39K 

OATACOM-OeAL  Prog/Anal's .  30  35K 

FOCUS  ProgAral'S . 29-3SK 

CICS  Prog/Anal's  (MVS  or  DOS)  .  30-3SK 

lOMSAOSo  Prog/AnM's .  29  35K 

IMS  OartC  Prog/Anal's .  29  36K 

MSA  Prog/Anal's  or  Sys  Anal's  .  30  40K 
McCormack  &  Dodge  Prog/Anal's  30  40K 

Retail  Prog/Anal's .  30  35K 

Bank  Prog/Anal's .  30  35K 

Insurance  Prog/Anal’s . 30'35K 

ASSEMBLER  Programmers  (IBM)  29  34K 

VAX  Prog/Anal's .  32  36K 

MVS/XA  Sys  Prog'S .  35-45K 

EDP  AudrtofS . - .  30  40K 


Charlotte's  largest  executive  search  tirm,  in 
business  smce  197S.  300  aflihates  We  place 
candidates  m  the  Southeast  and  nationwide 
Our  client  companies  pay  relocation  and  in¬ 
terviewing  expenses,  and  our  tees 

«  Corporate 

Personnel 

Consultents 

to  221739.  3705-320  Ljirobe  Dfivt 
CTivlone.  NC  20222  (704)  366-1000 


Atlanta 
Positions: 
to  45,000 

I  Numerous  positions  exist 
for  programmer/analysts 
with  3+  yrs  of  experi- 
ence.  Your  experience  in 
a  Cobol  OS/MVS  envi¬ 
ronment  with  any  combi¬ 
nation  of  CICS,  IMS,  or 
DB2  skills  will  qualify  for 
these  outstanding  oppor¬ 
tunities.  Call  for  further 
details. 


ini 

I  ■  *  ?i 


ROBEMT  M«ai.F 

DATA  PROCESSING 
7733  Forsyth  Bhrd. 
St  Louis,  MO  63105 
(314)727-1535 
^  FAX;  (314)  727-1321 


Northern  California 

EXCLUSIVE 

POSITIONS 

Contract  &  Permanent 

IDMS,  CICS,  IMS 
VAX-RDB 

*  Sr.  Prog.  Analyst 

*  Sr.  Bus.  Analyst 

*  Project  Managers 

*  Systems  Programmers 

*  Data  Base  Analysts 

*  Technical  Editors 

Chuck  Klein  &  Assoc. 

3840  Thorson  Or. 
Placerville,  CA  95667 
(916)  644-6396 


It’s  the  efficient 
way  to  recruit 

qualified 
computer 
professionals 


Now  you  can  target  your  recruitment  advertising  to  the  qualified  computer  profes¬ 
sionals  you  want  to  reach  -  where  you  want  to  reach  them.  All  you  need  is  the  new 
IDG  Communications  Computer  Careers  Network.  Here’s  how  it  can  work  for  you: 


You  choose  the  newspapers.  Depending  on  who  you’re  looking  for,  you  can  select 
the  combination  of  five  newspapers  that  best  suits  your  needs  -  Computerworld, 
InfoWorld,  Network  World,  Digital  News,  and  Federal  Computer  Week  Edi¬ 
tions. 


You  choose  the  region.  If  you  wish  to  recruit  within  a  specific  area,  you  can  adver¬ 
tise  in  the  regional  editions  of  the  newspapers  you  choose  -  East,  West,  or  Midwest. 
Of  course,  national  buys  of  individual  newspapers  or  various  combinations  are  also 
available  when  you  need  to  extend  your  reach. 

You  don’t  pay  for  readers  you  don’t  want.  Gone  are  the  days  when  you  have  to 
worry  about  paying  for  waste  circulation.  The  Computer  Careers  Network  puts  you 
in  touch  with  qualijfied  computer  professionals  -  and  only  those  qualified  computer 
professionals  you  need  to  reach. 


Programmer  needed  by  company 
In  Boulder,  C  '  '  ' '  ^ 


Colorado  which  pro¬ 
duces  business  seminars.  Design, 
develop.  Implement,  and  test  soft¬ 
ware  related  to  flnarxjial  systems, 
using  Speed  II  (a  4QL  DBMS). 
Mamnance  and  modification  of 

Bged  financial  software 
A/P.  F/A,  Q/L,  and  I/C), 
user  needs  and  train  users 
on  new  software.  Trouble-shoot 
software  problems  and  provide 
Mtem  administration.  Requires 
B.A.  or  B.S.  In  Mathematics  or 
Computer  Science  arxj  one  year 
expaderKa  with  Speed  II  program¬ 
ming  on  WBng  VS.  Also  requires 
working  knowledge  of  TOM'S 
Software  Acooundng  Packages. 
528.500/year;  8:00  a.m.  -5:00 
p.m..  M-F.  Respond  by  resume  to 
Colorado  Department  of  Labor  & 
Empiqymaot,  Division  of  Employ¬ 
ment  &  Training,  600  Qrant  Street, 
Suite  900.  Denver,  CO  80203, 
ATT:  Phil  Mkijarez,  and  refer  to 
Job  Order  No.  CO3052858. 


To  put  the  new  Computer  Careers  Network  to  work  for  you  -  regionally  or  nationally 
-  call  the  sales  office  nearest  you.  Or  contact  John  Corrigan,  Classified  Advertising 
Director,  at  508-879-0700. 


Sales  Offices 

John  Corrigan,  Classified  Advertising  Director,  375  Cochituate  Road,  Box 
9171,  Framingham,  MA  01701-9171;  508-879-0700. 

BOSTON:  375  Cochituate  Road,  Box  9171,  Framingham,  MA  01701- 
9171,  Nancy  Percival,  Regional  Manager;  800-343-6474.  (in  Massachu¬ 
setts,  508-879-0700);  Andrew  Rowe,  Account  Executive. 

NEW  YORK:  Paramus  Plaza  I,  140  Route  17  North,  Paramus,  NJ  07652; 
Warren  Kolber,  Regional  Manager,  201-967-1350;  Jay  Novack,  Account 
Executive  800-343-6474. 


Software  Engineer  (three  open- 
IngeL  Participate  In  aH  aspects  of 
the  design,  Implementation  arxj  In- 
stalatkxi  of  large  custom  network 
communication  systems  for  spe¬ 
cie  telecommunications  arxj  data 
comnxjnlcatlons  appkcatlona.  De¬ 
sign  communications  hardware  In¬ 
terface  arxj  algortthma  to  aolva 
spaclflc  engineenng  prxsbiems. 


Must  have  MSCS,  or  BSCS  and 
two  years  related  axperlanca.  and 
must  be  able  to  design  ootrvnunl- 
catkxis  hardware  Interface.  Must 
know  assembly  language,  oblao- 
tlva  C.  Clipper,  DBaaelll.  UNIX 
aystema,  X-\Mndow  programming 
tod.  INFORMIX.  MS-Wkxlow  2.1 
programming,  NOVELL,  Btieve, 
C-trea  arxj  systam  documenta¬ 
tion. 


WASHINGTON,  D.C.:  8304  Professional  Hill  Drive,  Fairfax,  VA  22031; 
Katie  Kress,  Regional  Manager,  703-573-4115;  Pauline  Smith,  Account  Ex¬ 
ecutive  800-343-6474. 

CHICAGO:  10400  West  Higgins  Road,  Suite  300,  Rosemont,  IL  60018; 
Patricia  Powers,  Regional  Manager,  312-827-4433;  Ellen  Casey,  Account 
Executive  800-343-6474. 

LOS  ANGELES:  18004  Sky  Park  Circle,  Suite  100,  Irvine,  CA  92714; 
Barbara  Murphy,  Regional  Manager,  714-250-0164;  Chris  Glenn,  Account 
Executive,  800-343-6^474. 


$35,000  par  yr.  Cup  ad  arxj  send 
with  resume  to  TaKnekron  Com- 
munlcatlona  Systems,  kx:.,  2121 
Alston  Way.  Berkeley.  CA  M704. 
Attn:  Vara  Lao.  no  later  than  Sep- 
tembar20, 1989. 


SAN  FRANCISCO:  18008  Sky  Park  Circle,  Suite  145,  Irvine,  CA  92714; 
Barbara  Murphy,  Regional  Manager,  714-250-0164;  Chris  Glenn,  Account 
Executive,  800-343-6^474. 
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MARKETPLACE 


Choose  a  consultant  carefully 

By  hiring  the  right  expert,  a  manager  can  turn  partnership  into  profit 


BY  JOHN  RODRIGUES 

SPECIAL  TO  CW 


Hiring  a  consultant  means  more 
than  buying  expertise.  Manag¬ 
ers  who  forge  an  effective  part¬ 
nership  with  their  expert-for- 
hire  can  reap  a  greater  return. 

With  the  successful  pairing  of 
manager  and  consultant,  the 
manager  gets  credit  for  the  con¬ 
sultant's  success,  and  the  consul¬ 
tant  can  see  his  skills  recognized. 
The  company  also  gets  a  team  on 
which  it  can  rely  —  a  particularly 
valuable  asset  when  a  consultant 
plays  a  role  in  customer  support. 

As  in  the  recruitment  of  a  per¬ 
manent  employee,  a  manager 
hiring  a  consultant  must  gauge 
the  individual’s  expertise,  expe¬ 
rience  and  reliability.  He  should 
look  for  these  traits: 

•  Strength  in  communicating 
technical  ideas  effectively. 

•  Mental  agility  in  comparing 
various  approaches  to  a  problem. 

•  The  ability  to  work  indepen¬ 
dently,  including  a  willingness  to 
correct  mistakes. 

•  The  ability  and  willingness  to 
quickly  identify  when  the  client's 
input  is  needed. 

•  An  understanding  of  the  com¬ 
pany’s  goals  for  a  project,  such  as 
speed  or  control  of  costs. 

The  manager  also  should  be 
prepared  to  coordinate  his  com¬ 


pany’s  needs  with  the  consul¬ 
tant’s  capabilities.  Situations  dif¬ 
fer,  but  the  manager  can  develop 
a  systematic  approach  that  cov¬ 
ers  the  basics  and  can  be  fine- 
tuned  as  needed.  The  elements 
of  this  approach  fall  into  three 
major  categories:  internals,  con¬ 
trols  and  communications. 

Internals.  The  internals  are 
requirements  and  resources  that 
the  hiring  company  brings  to  the 
table  when  dealing  with  the  con¬ 
sultant.  These  include  technical 
objectives,  budgets,  timetables, 
management,  staffing,  equip¬ 
ment  and  purchases.  Particular¬ 
ly  in  a  large  organization,  it  is 
helpful  if  an  individual  managing 
the  consultant  has  a  reasonable 
degree  of  control  over  this  range 
of  interests.  This  makes  it  easier 
to  handle  information  flow  and 
decision  making  with  the  consul¬ 
tant. 

The  manager  should  be  able 
to  authorize  any  contract  negoti¬ 
ations,  coordinate  meetings  be¬ 
tween  the  internal  staff  and  the 
consultant  and  serve  as  the  con¬ 
duit  for  proposals,  reports  or 
presentations.  Ideally,  he  should 
also  have  the  last  word  on  deci¬ 
sions  affecting  the  consultant’s 
work. 

Controls.  Development 
projects  require  measures  to 
keep  them  from  going  out  of  con¬ 


trol,  such  as  work  orders  that 
have  well-defined  responsibil¬ 
ities,  timetables  and  budgets. 
When  it  comes  to  identifying  and 
resolving  deviations  from  the  de¬ 
sired  outcome,  such  a  plan 
makes  it  easier  to  spot  problems 
sooner.  The  preparation  of  pro¬ 
ject  milestones  also  makes  it  eas- 


Consultants  vary  in  their  abil¬ 
ity  to  estimate  how  long  it  will 
t^e  them  to  do  something,  par¬ 
ticularly  with  design  work, 
where  it  may  be  hard  to  predict 
the  time  required  to  solve  a  new 
problem.  The  manager  should  be 
mindful  of  the  time  required  for 
research,  planning  and  review. 

Communications.  There 
may  be  disagreements  between 
the  manager  and  the  consultant; 
these  should  be  brought  out  into 
the  open.  They  are  often  the  re¬ 
sult  of  different  assumptions  on 


KEY  ASPECT  of  communication  is 
feedback.  The  manager  should  insist  that 
a  consultant  inform  him  when  any  major 
decision  points  are  reached  so  he  can  ensure  that 
the  consultant  stays  on  course. 


ier  for  the  consultant  to  identify 
priorities  when  trade-offs  be¬ 
come  apparent. 

Managers  in  companies  that 
do  not  employ  this  approach 
should  implement  some  sort  of 
formal  mechanism  for  measuring 
the  progress  of  consultants.  Ex¬ 
amples  include  standard  project¬ 
scheduling  techniques,  such  as 
the  Program  Evaluation  and  Re¬ 
view  Technique,  or  PERT,  and 
the  Critical  Path  Method. 

Either  the  manager  or  consul¬ 
tant  should  draft  the  project 
plan.  However,  both  parties 
should  review  the  plan  to  gauge 
its  feasibility. 


each  person’s  part,  and  if  as¬ 
sumptions  can  be  agreed  on,  sub¬ 
sequent  decisions  should  make 
sense  to  both  parties. 

A  key  aspect  of  communica¬ 
tion  is  feedback.  The  manager 
should  insist  that  a  consultant  in¬ 
form  him  when  any  major  deci¬ 
sion  points  are  reached  so  he  can 
ensure  that  the  consultant  stays 
on  course. 

Before  making  the  decision  to 
enter  into  a  contract,  managers 
and  consultants  must  agree  on 
specific  terms  for  fee  structures, 
nondisclosure  agreements  and 
payment  dates. 

Prospective  consultants  can 


be  located  through  consulting 
firms  that  employ  them  or  place¬ 
ment  agencies  and  trade  associa¬ 
tions  that  provide  referrals  for 
independent  contractors. 

Congressional  approval  of 
Section  1706  of  the  Tax  Reform 
Act  of  1986  has  generated  a 
great  deal  of  confusion  over  the 
income  tax  status  of  independent 
consultants  who  contract  with 
clients  as  individuals.  One  source 
of  up-to-date  information  on  the 
issue  is  the  50-page  Tax  and 
Business  Handbook  for  Consul¬ 
tants  and  Clients,  published  by 
the  Independent  Computer  Con¬ 
sultants  Association.  The  book¬ 
let  is  available  for  $24.95  from 
the  association,  which  can  be 
reached  at  933  Gardenview  Of¬ 
fice  Pkwy.,  St.  Louis,  Mo. 
63141. 


Rodrigues  is  owner  of  CADsmith,  Inc. 
in  Marlboro,  Mass.,  and  was  previously 
vice-president  of  software  engineering 
at  Management  Systems  Research,  Inc. 
in  Natick,  Mass. 
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The  BoCoEx  index  on  used  computers 

Closing  prices  report  for  the  week  ending  August  11, 1989 

Cloaing 

price 

Recent 

high 

Recent 

low 

IBM  PC  Model  176 

$450 

$625 

$400 

XT  Model  086 

$750 

$1,150 

$700 

XT  Model  089 

$975 

$1,400 

$950 

AT  Model  099 

$1,625 

$1,850 

$1,400 

AT  Model  239 

$1,800 

$2,100 

$1,700 

AT  Model  339 

$1,800 

$2,000 

$1,700 

PS/2  Model  50 

$1,675 

$2,000 

$1,600 

PS/2  Model  60 

$3,000 

$3,300 

$2,500 

Compaq  Portable  I 

$475 

$750 

$325 

Portable  II 

$1,700 

$2,100 

$1,700 

Portable  III 

$2,875 

$2,950 

$2,200 

Portable  286 

$1,650 

$2,000 

$1,650 

Plus 

$900 

$1,200 

$900 

^  Deakpro  286 

$1,950 

$2,350 

$1,700 

i  Deakpro  386 

$2,750 

$2,900 

$2,500 

Apple  Macintoah  512 

$450 

$650 

$300 

512E 

$600 

$925 

$600 

Plua 

$1,000 

$1,150 

$750 

II 

$3,350 

$4,175 

$2,500 

To8hibaT-3200 

$2,650 

$3,000 

$2,475 

NEC  Multiapeed 

$725 

$825 

$650 

INFORMATION  PROVIDED  BY  THE  BOSTON  COMPUTER  EXCHANGE  CORP. 

Buy /Sell/Lease 


VAX  RENTALS 


MV  3600 
MV  3800/3900 
VAX  6000  SERIES 
VAX  8000  SERIES 
Systems  &  Peripherals 

•  Fast  Turnaround 

•  Dependable  Products 

•  Upgrade/Add  On  Flextbility 


•  6  Months  *12  Months  •  24  Months 


BRCXDKVALE  ASSOCIATES 
riuft  rtm 


EAST  COAST  WEST  COAST 

(516)  273-7777  (206)  392-9878 


Buy  IBM  Sell 
36  38  4300 

DISPLAYWRITERS 

DEC 

WANG 

XEROX 

Printers  •  Terminals  •  Disk's 

LRK  RESOURCES 
UNLTD  INC. 

713-437-7379 

FAX  713  437-4945  800-523-8903 


IBM  SPECIALISTS 


SELL  •  LEASE  •  BUY 
S/34  S/36  S/38  AS/400 
3741  3742 

,  New  and  Used  •  IBM  Maintenance  Guaranteed 

•  All  Peripherals  •  Immediate  Delivery 

•  Upgrades  and  Features  •  Completely  Refurbished 

800-251-2670  as| 

IN  TENNESSEE  (61 5)  847-4031  ^21 


CM^i 


COMPUTER  MARKETING 


PO  BOX  71  •  610  BRYAN  STREET  >  OLD  HICKORY,  TENNESSEE  37138 


Systems 

Components 


ligital 

jomputer 

lesale 


call:713 
445-0082 

600  RervcK  Ste  C22 
Houston  Ti  77060 


FOR  SALE 

Best  Offer 
Pyramid  90X 

•  8  MB  *  Fujitsu  470MB  Disk 

•  48  Ports  *  6250  Tape  Drive 

•  FPA 

Qould  PN  9080 

*  9  MIPS  *  800  MB  Disk 

*  8MB  *  48  Ports 

*  6250  Tape  Drive 

Call:  UCLA  R.  Sessions 
213-206-1080 
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CLASSIFIED 


-i'l 


Buy/SellAease 


^ft^P?c^»V 


SALE  or  LEASE 


DEC  VAX 


RA81-CA  TU81E-AA 


ELIGIBLE  FOR 


MAINTENANCE 


617-267-8600 

EQUIPMENT  REMARKETING  CO. 
BOSTON  MASS 


BUY  OR  SELL 
NEW  OR  USED 


IBM  PC  *  XT  *  AT  *  PS/2 
COMPAQ  *  HP  *  AT&T  *  WANG 
MACINTOSH  *  APPLE  2 


1-800-262-6399 


DEC  VAX  &  AT&T 
BUY-SELL-NEW-USED 


Systems,  Peripherals,  Options 
available  for  sale 


Lookii 
and 


X)king  to  purchase  VAX 
AT&T  Systems,  Hardware 


LAKEWOOD  COMPUTER 
CORP. 


438  Link  Lana 
Ft.  ColUnt,  CO  80524 


(303)  493-6406  FAX:(303)  493-6409 


dcfo 


NEW-USED-AS-IS 
computers 
and  peripherals 


Industrial 

Electrosurplus 

Tel.  (508)  768-3480 
FAX  (508)  768-3479 


IF  YOU’RE  BUYING,  WE’RE  SELLING 


HI] 


IF  YOU’RE  SELLING,  WE’RE  BUYING 


IBM  SYSTEMS 

Buy  •  Sell  •  Lease  PERIPHERALS 


(800)  331-8283 

TOLL  FREE 


(213)  394-1561 

CALIFORNIA 


Ocean  Computers,  Inc. 

919  Santa  Monica  Blvd,  Ste.  200 


Santa  Monica.  CA  90401 


IBM  Unit  Record 
Equipment 


Data  Modules/Disk  Packs 
Magnetic  Ta  pe/Diskettes 


029-082-083-084-085-088 
129-514-51 9-548-557- 1 88 


231 6-3336(1  )&(1 1)-3348(70) 
80-200-300  MB 
Disk  Packs 


Thomas  Compuitert’  Corp. 

5638  W.  Howard  Chicago  It  80648 
800-621-3906  312-647-0880 


Reconditioned 

SDSDDglOm 

Equipment 


Whatever  your  requirements  are  for 
Digital  Equipment,  call  CSI  first/ Buying, 
selling,  trading,  leasing,  consignments  - 
we  do  it  alll 


CSI  sells  all  equipment  with  a  30 
day  unconditional  guarantee  on  part: 
and  labor  and  is  •Uglbl*  for  DEC  o 
IBM  mmlntonmnco. 


Offering  systems,  disk  drives,  tape 
drives,  printers,  terminals,  memory,  op¬ 
tions,  boards,  upgrades  and  many 
more. 


C^c 


I  Compurei  Systems,  Inc. 
7S  Tosca  Dr.  Stoughton,  MA  02072 
CALL  TOLL-FREE  1-800-426-5499 
In  Mass.  (617)  344-8600 
FAX  (617)  344-4199 


Classified 

MARKETPLACE 


Where  Computer 
Professionals  Shop 


(800)  343-6474 

(In  MA;,  (508)  879-0700) 


PRIME 


EXPERIENCED 
SYSTEMS  AND 
PERIPHERALS 


BUY-SELL-LEASE-BROKERAGE 


NEW  PLUG-COMPATIBLE 
DISK,  TAPE.  MEMORY 


PLUS 

THE  FASTEST  I/O 
AVAILABLE  ANYWHERE 


1ST  SOLUTIONS,  INC 
11460  N  CAVE  CREEK  ROAD 
PHOENIX,  AZ  85020 
602-997-0997 
ASK  FOR  DON  SHIFRIS 


WE  RENT  VAX 


MV  3500/3600 
Micro  VAX  II 


VAX  Station  3100 


3-  to  6-month  term 
Immediate  delivery 
Purchase  accruals 


“Since  1966“ 


Equipment  Corpofotion 


:ics: 


26319  1-45  North 
The  Woodlands,  TX  77380 


ooo 


Fax:  713-292-1474 


1-800-333-5922 


We  buy  surplus  DEC/VAX 


COMPUnRlMORID's 


Classified 

Marketplace 


showcases  your  ad  by 
product  category! 


Whether  it's  used  equipment,  software,  time,  services  or 
just  about  any  other  category  of  computer  product  or  ser¬ 
vice,  Computerworld's  Classified  Marketplace  is  organized 
to  make  your  ad  visible  and  to  make  buying  your  product 
easy. 


Just  look! 

Computerworld’s 
Classified  Marketplace 
Product  Categories 


buy/sell/lease 

hardware 

software 

communications 

graphics/desktop/ 

publishing 

time/services 

bids/proposals/ 
real  estate 

business  opportunities 


So  if  you're  selling  computer  products  or  services,  adver- 

that  ‘  ' 


tise  in  the  newspaper  that  showcases  YOUR  product  or 
service.  Advertise  in  Computerworld's  Classifi^  Market¬ 
place! 


For  more  information,  call: 

800/343-6474 

(in  MA,  508/879-0700). 


COMPUTERWORLD 


CLASSIFIED  MARKETPLACE 


Where  a^computer  buyers  and  sellers  can  go  to  market. 


% 


'J 


I 
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CLASSIFIED 


CLASSIFIED 


Buy /Sell/Lease 


. . 

IBM 

Member 

BUY • SELL • 

Computer  Dealers 
&  Lessors  Association 

CALL  US  LAST 


GET  YOUR  BEST  PRICE 
Then  Call 

COMPUTER  BROKERS,  INC. 

For  The  Best  Deal 
WE 

Buy  -  Sell  -  Lease  -  Rent 
New  and  Used  IBM  Equipment 
AS400  -  System  36,  38,  43XX 


A.WEftUAS 

nx:tcr>  Of 

COMPITE* 

DEAl£RS 


Call  800-238-6405 
IN  TN  901-372-2622 

COMPUTER  BROKERS,  INC. 
2978  Shelby  St.,  Memphis,  TN  38134 

“Since  1974" 


CB 
CB 
CB 
CB 
CB 
CB 
CB 
CB 
CB 
CB 
CB 
CB 
CB 
CB 

CB  CB  CB  CB  CB  CB  CB  CB  CB 


WE  BOUGHT 


By  the  thousands. 

And  we  still  do.  Computer  Marketplace  has  bought  thousands  of  IBM 
AS/400,  Series  1,  S  3X,  43XX,  30XX,  tapes,  drives,  printers  and  other 
peripherals  and  we  are  very  interested  in  offering  you  top  dollar  for  yours. 

We  also  deal  in  data  communication  ecpjipment  such  as  multiplexors, 
modems  and  protocol  converters. 

Or  if  you  have  a  need  to  buy,  call  us  first  and  BUY  DIRECT  from  the... 

COnPUTEB"  800-858-1144 

In  California,  dial  (714)  735-2102 
205  East  5th  Street,  Corona,  CA  91719 


MHKKLlFLNLb 


ajTrfc 

cy 


IBM  IS  A  REGISTERED  TRADEMARK  OF  INTERNATIONAL  BUSINESS  MACHINES.  INC. 


Computeiworid's 

Classified  Marketplace 

Gives  you  reach  to  over 
612,000  potential  buyers! 


And  this  audience  is  even  verified  by  the  Audit  Bureau  of  Cir¬ 
culations  in  the  only  independently  audited  pass-along  sur¬ 
vey  of  its  kind.  What’s  more  Computerworld’s  Classified 
M^etplace  penetrates  buying  companies  in  all  major  indus¬ 
tries.  TTiat’s  because  Computerworld’s  total  audience  blan¬ 
kets  key  vertical  markets  that  are  major  users  -  and  major 
buyers  -  of  computer  products  and  services. 

So  if  you’re  selling  computer  products  and  services,  adver¬ 
tise  in  the  newspaper  that  delivers  over  612,000  |x>tential 
buyers.  Advertise  in  Computerworld’s  Classified  Market¬ 
place! 


For  more  information,  call 

800/343-6474 

(In  MA,  508/879-0700) 


COMPUTERWORLD 

CLASSIFIED  MARKETPLACE 

Where  all computer  buyers  and  sellers  can  go  to  market. 


•  Processors  [lEUFSEIJ 

•  Peripherals 

•upgrades  ^  BSSCBHliai 


18377  Beach  Blvd.,  Suite  323 

Huntington  Beach,  CA  92648  (714)  847-8486 


(800)  888-2000 


rwMivmi 


LEVEL  6  DPS  6  SERIES  16 

•  Complete  Minicomputer  Line 

New  &  Used 

•  All  Peripherals  and  Terminals 

•  Upgrades  and  Features 

•  Depot  Repair  Capability 

•  Honeywell  Maintenance 

Guaranteed 

•  Immediate  Delivery 
Low  Prices 

•  HDS  5  and  HDS  7 
Compatible  Terminals 

The  Recognized  Leader 
in  Honeywell  Minicomputer 
Sales  and  Support 


BOUDREAU  COMPUTER  SERVICES 
100  Bearfoot  Road. 
Northboro,  MA  01532 
(508)  393-6839 
FAX  508-393-3781 


GTEX 

11  FINANCIAL 
S  GROUP,  Inc. 

liB  eOm^AENT  teSSOR  AND  0€AL£R 

IBM 

BUY  SELL  LEASE 

PS/2  OPERATING 
LEASES 

3084  3090 

PERIPHERALS 

OEM/PCM 

LEASES 

800-888-7568 

FAX  214/783-1379 


com 


EST. 

1978 


Guar-an-tee^,  n. 

1.  A  pledge  or  assurance;  specifically,  (a)  a  pledge 
that  something  is  as  represented  and  will  be  re¬ 
placed  if  it  does  not  meet  specifications;  (b)  a 
positive  assurance  that  something  will  be  done 
in  the  manner  specified. 

Tri-dex ,  n. 

A  company  that  offers  guarantees;  specifically, 

(1)  All  of  the  new  equipment  you  purchase  is 
guaranteed  for  12  months.  Any  used  equipment 
is  warrantied  as  well.  (2)  Any  of  your  equipment 
will  be  repaired  or  replaced  within  48  hours  if  it 
malfunctions.  (3)  We  are  committed  to  offering 
the  best  prices  available. 


TRIDBC 


Phone:  603-886-0383 
Fax:  603-886-0914 


CORPORATION 

375A  WEST  HOLLIS  ST.  NASHUA,  NH  03061 


^sun 

microsystems 


Buy  •  Sell  •  Lease  •  Repair  •  New  •  Used 


Int’l  Computer  Exchange,  Ltd. 

163  Main  St.,  Kingston,  MA  02364 


George  H.  Trawlnskl 
617-585-8688 
FAX;  617-585-9177 


•  Data  General  •  Fujitsu 

•  Data  Products  •  CDC 

•  Printronix  •  Zetaco 


BUY 


SELL  TRADE 


(617)  962-9664 
FAX!  (617)  871-4456 


IBM 

5525  —  OFFICE  SYSTEMS 
5219  —  5253  —  5258 
6670  PRINTERS 
SYSTEM/36 
DISPLAYWRITERS 

WANG 

OIS  VS  PC 


CDB 


FINANCIAL,  INC. 


3520  DILIOO  ROAD 
DALLAS,  TEXAS  75228 


214-324-3491 


•SINCE  1977' 


FOR  SALE 

Bull 

DPS  7000 

8mb,  4  SOOmb  disks, 
1600/6250  tape  drive, 

900  LPM  printer  w/power  stacker, 
3MIU,  data  net  8/05. 

For  more  information  call: 

(314)  361-3600 

Ask  for  C.  Bagley 
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CLASSIFIED 


Buy/Seil/Lease 


Software 


BASIC 


9520  &  PERIPHERALS 
617-267-8600 
SALE  or  LEASE 
EQUIPMENT  REMARKETING 


LEdS  MK  International® 

Call  Toll  Free  1'800'532'7725  [U  ^ 

2120  LeasPak  Parkway  •  Bedford,  TX  76021  •  817-267-2841  •  1-800-532-7725 

8283  N.  Hayden  Rd.,  Ste.  278  •  Scottsdale,  AZ  85258  •  602-951-4511  •  1-800-678-4409 

BEST  PRICE  • 

DELIVERY 

•  SERVICE 

SYSTEM/36 

•All  Models  Available 
•B  to  D  Upgrades 
•Memory  Upgrades 
•  Disk  Upgrades  200/358  MB 
•All  Features 
•In  Stock 

Immediate  Delivery 

AS/400™ 

9404  -  All  Models 
9406  -  All  Models 

DISPLAY  STATIONS 

3476  3196  3197 

IBM  PRINTERS 

6262  5224  4234 
5225  4245  4224 

DASD 

9332  -  All  Models 

9335  -  All  Models 

5363  -  All  Models 

ALL  FEATURES 
AND  UPGRADES 

Immediate  Delivery! 

CONTROLLERS 

5394  -  All  Models 

5294  -  All  Models 

CALL  FOR  THE  LOWEST  LEASE 

RATES  ON  ALL  EQUIPMENT 

NOW  BUYING  USED  $$$  WE  PAY  CASH  $$$ 

S/36's  •  S/38’s  •  PERIPHERALS  (All  equipment  subject  to  prior  sale  or  lease.) 

BURROUGHS 

UNISYS 

B20  -  B7000 
A  Series  -  V  Series 
All  Peripherals 

Low  Lease  Rates 
Depot  Maintenance 
LDI/ 

COMPUTER  PROVISIONS 
CORPORATION 

(216)  687-0307 


Series/ 1 
AS/400 
937X 

System  36,  38 
4300 
RT 


Buy,  Sell,  Lease,  Rent 

612-942-9830 

All  IBM  Machines  and  Parts 

DATATREND 


Inc. 


10250  Valley  View  Rood 
Surte  M9 

Eden  Prairie,  Minnesota  55344 


WANTED 

OBSOLETE 
AND  EXCESS 
COMPUTER 
EQUIPMENT 

Top  Cash  Paid 

We  purchase  all  types  of  obsolete 
or  excess  computer  equipment 
and  peripherals.  We  pay  costs  for 
all  shipments  as  well  as  top  prices. 

Call  today  for  a  quote 
on  your  system. 

COMPU-SCRAP,  Inc. 

Randolph,  MA  02368 

(617)  341-2695 

Call  Collect! 


9370 

All  Models 

New  &  Used 
60  to  90 
Upgrade  Special 

612/931-9000 

UJ#RLD 

DRTn  PRODUaS 

12800  Whitewater  Drive,  Suite  130 
Minnetonka,  Minnesota  55343  U.S.A. 
FAX  612/931-0930 


COMPUTERWORLD’e 

CLASSIFIED  MARKETPLACE 

Examinee  the  Iseuea  whHe  Computer  Profeaelonala  examine  your  meaaape. 

Call  for  all  the  details. 

IBOO)  343-6474 

In  MA.,  (508)  879-0700 


NORTHEAST  MINICOMPUTER,  INC. 
55  High  Street,  Unit  6 
Billerica,  MA  01862 

Wants  to  Buy  Your  Surplus 
DEC  Computer  Equipment 

We  Pay  dash  for  Your 
Unwanted  Computer, 
Peripherals,  Options, 
Memory,  and  Terminals. 

Call  1-800-343-8302 
or  in  Mass. 
1-508-663-2550. 

Or  Fax  Your  List 
1-508-667-0718 

Turn  Your  excess  inventory 
into  Cash  $$$$ 


c»o  C 


fir 


HEWLETT  ■  PACKARD 


1000  •  3000 
9000 

Computers  •  Peripherals 
Terminals 

Buy  •  Sell  •  Rent  •  Lease 


€UROMTh  IhC. 

2574  Sheffield  Road 
Ottawa,  Canada  K1B  3V7 

613-745-0921 

FAX:  613-745-1172 


ATP’s#S/70 
7937H  •  7933H 

Available  in  Quantity 

Processors  •  Peripherals 
Systems 

All  In  Stock  -  Immediate  Delivery 

All  warranted  to  qualify  for 
manufacturer's  maintenance 

BUY  a  SELL*  TRADE 
RENT*  LEASE 

ConAm  Corporation 

It’s  Performance  That  Counts! 
800/643-4954  213/829-2277 


Computerworld’s 

Classified 

Marketplace 

works. 

Just  ask  Chuck  Youngblood, 
President  of  Mountain  Marketing, 
a  Houston,  Texas,  company  spe¬ 
cializing  in  buying,  selling,  and  in¬ 
stalling  the  special  raised  flooring, 
power  sources  and  climate  control 
equipment  for  data  centers.  “In  six 
weeks  Computerworld’s  Classi¬ 
fied  Marketplace  pulled  customers 
I  otherwise  couldn 't  have  gotten  to 
In  six  years.  No  other  publication 
has  delivered  the  kind  of  valuable 
customers  Computerworld’s  Clas¬ 
sified  Marketplace  has. " 

Or  ask  any  one  of  the  hundreds  of 
companies  who  successfully  sell 
their  products  to  readers  of  Com¬ 
puterworld’s  Classified  Market¬ 
place,  They'll  tell  you  why  they  ad¬ 
vertise  in  Computerworld. 
Because  it  works. 

For  more  information,  call: 

800/343-6474 

(in  MA,  508/879-0700) 


FREE  BUYER’S  GUIDE 


When  you  need  programmer’s  develop¬ 
ment  tools,  Programmer’s  Connection  is 
your  best  one-stop  source.  We  are  an 
independent  dealer  representing  more 
than  300  manufacturers  with  over  800 
software  products  for  IBM  personal 
computers  and  compatibles  including; 
COBOL  compilers  and  utilities,  relational 
databases,  and  much  more.  Call  today 
to  receive  a  FREE  comprehensive 
Buyer’s  Guide,  and  find  out  why 
Programmer’s  Connection  is  your  best 
connection  for  software  tools. 

Programmer’s  Connection 

7249  Whipple  Ave  NW 
North  Canton,  Ohio  44720 

US . 800-336-1166 

Canada . 800-225-1166 

International . 216-494-3781 

FAX . 216-494-5260 

Telex . 9102406879 


ROOMER2 


Create  computer  room  layouts  and  3D  views  with 
your  IBM  PC  or  compatible.  New  library  of  com* 
puter  components  makes  it  quKk  and  easy.  From 
S29S  Call  for  free  brochure  Money  Back 
Jjuarantee _ J 


Hufnagel  Software  •  PO  Box  747 
Clarion.  PA  16214  •  (814)  226  $600 


Qo  Shopping  In  ComputorworM’i 
CLASSIFIED  MARKETPLACE 
Call  for  all  the  datalla 
(800)  343-6474 

(In  MA,  (508)  879-0700) 


TiSk 

Project  Planning 
Accounting  and 
Tracking 

Mainframe  MIS 
CICS  or  ISO 
175  Users 

The  Bridge  Inc. 

800-423-4303 


Hardware 


BUY  SELL 
LEASE 

DEC/VAX 

CALL 

LDI/ 

COMPUTER 

PROVISIONS 

Lou  Vascek 

(216)  687-0307 


It’s  the 

CLASSIFIED 

MARKETPLACE 

Reach  Computer 
Professionals 
Where  They  Shop 

□  Buy/Sell/Lease 

□  Hardware 

□  Software 

□  Perlpherals/Supplles 

□  Communications 

□  Graphics/Desktop  Publishing 

□  Time/Services 

□  Bids/Proposals/Real  Estate 

□  Business  Opportunity 

CALL  NOW 
800-343-6474 

(In  MA.,  508/879-0700) 


Bids/Proposals/Real  Estate 


MISSISSIPPI  CENTRAL 
DATA  PROCESSING  AUTHORITY 

Sealed  proposels  will  be  received  by  the 
CDPA.  301  N.  Lamar  St.,  301  Building,  Suite 
508,  Jackson,  MS  392()1  for  the  following 
equipment  and  services: 

Raaueet  for  Proposal  No.  1638,  due 
Wednesday,  September  8, 1989  at  3:30  p.m. 
for  the  acquisition  of  public  domain  tax  asses¬ 
sor/tax  collector  software  package  for  the 
STATE  AUDITOR'S  OFFICE. 

Request  for  Proposal  No.  1640,  due  Tues¬ 
day,  September  5,  1989  at  3:30  p.m.  for  the 
acquisition  of  8  80386  microcomputers,  8 
3270  emulation  cards  and  8  dot  matrix  print¬ 
ers  for  the  DEPARTMENT  OF  PUBUC  SAFE¬ 
TY  -  Mississippi  Highway  Safety  Patrol. 

Requeat  for  Proposal  No.  1641,  due  Tues¬ 
day,  September  5, 1989  at  3:30  p.m.  tor  the 
acquisition  of  18  327X-type  controllors,  18 
327x-type  terminals  and  38  327X  compatible 
printers  for  the  DEPARTMENT  OF  PLIBLIC 
SAFETY  -  Mississippi  Highway  Safety  Patrol. 

Detailed  specifications  may  be  obtained  from 
the  CDPA  office.  The  CDPA  reserves  the  right 
to  reject  any  arxl  all  bids  arvl  propcxials  and  to 
waive  Informalities. 

Patsy  Stanley  C  (Ml)  369-2604 


CITY  OF  LOS  ANGELES 

DEPARTMENT  OF 
BUILDING  AND  SAFETY 

is  seeking  a  computer  systems  vendor 
to  imjblement  an  automated  Plan  Check 
Impection  Status  System.  Thepropoeed 
system  will  bring  together  land  de\^p- 
ment  and  building  permit  information, 
which  currently  residea  In  various 
incompatible  manual  and  computer 
baaed  files,  into  one  set  of  data  bases. 
Plan  check  and  building  permit  activity 
will  be  monKored  by  the  system.  Each 
inspection  required  for  construction  of  a 
project  will  also  be  captured  using  hand¬ 
held  terminals.  Selected  data  will  be 
wriOanto  a  City-wide  building  inventory 
file  for  use  in  subsequent  code  enforce¬ 
ment  and  poet  disaster  damage  assess¬ 
ment  activities.  The  project  request  for 
proposal  and  system  requirements  may 
be  obtained  by  contacting  Mr.  Ken 
Deeowitzat(213)  485-4949.  Proposals 
are  due  by  11:00  a.m.  OcL  11, 1969. 


Computerworld's 

Classified  Marketplace 

needs  only  6  days  notice  to  run  your  ad! 

When  you’re  selllna,  you  want  your  advertising  to  hit  the  market  quickly  and 
frequently.  You  can^t  afford  to  wait  for  an  issue  that's  coming  out  several  weeks 
-  or  months  -  into  the  future.  With  Computerworld,  there’s  no  waiting  for  the 
next  available  issue  because  we’ve  got  one  waiting  for  you  every  week.  What’s 
more,  your  ad  can  appear  In  the  Monday  Issue  of  Computerworld  If  you  order  it 
as  late  as  6  days  prior  to  the  Issue  (Tuesday) . 

So  If  you’re  selling  computer  products  or  services,  advertise  In  the  newspaper 
that  won’t  keep  you  waiting.  Advertise  In  Computerworld’s  Classified  Market¬ 
place! 

For  more  Information,  call 

800/343-6474 

(In  MA,  508/879-0700) 
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CLASSIFIED 


Time/Services 


Your 

Used  computer 
equipment  deserves 
a  second  chance. 

tf  you  have  used  computer  equip¬ 
ment  to  sell,  Computerworld’s  Clas¬ 
sified  Marketplace  Is  the  best  place 
to  do  your  selling.  That's  because 
the  Classified  M^etplace  features 
a  Buy/Sell/  Lease  sec^  to  help  you 
maiket  your  equipment  to  the  very 
people  who  are  looking  to  buy. 

And  when  you  advertise  In  Compu- 
terworld  Classified  Marketplace,  you 
reach  a  total  (ABC-audited)  audience 
of  over  612,000  computer  profes¬ 
sionals  who  turn  to  Computerworld 
for  news.  Information,  features  -  and 
the  Classified  Marketplace  -  every 
week. 


Ive  your  used  computer  equlp- 
a  second  chance  today.  Call: 


So  gi 
merit 


800/343-6474 

(In  MA,  508/879-0700) 

To  reserve  your  space. 


ON-UNEWITH 

COMPUSOURCE 

A  Multiple  centers 

JMVS/XA 

VM,  DOS 

A  RACK,  CICS,  IMS 

A  SAS,  DB2 

A  Volume  and  term 
discounts 

A  Worldwide  access 

A  Full  technical 
support 

A  Laser  printing 

A  Disaster  recovery 
services 

.iSCOMPUSOuRCE 

(919)469-3325 


Advertise  Your 
Products  In  The 

CLASSIFIED 

MARKETPLACE 


Featuring: 

□  Buy/Sell/Lease 

□  Hardware 

□  Software 

□  Peripherals/Supplies 

□  Business  Opportunities 


□  Communications 

□  Graphics/Desktop  Publishing 

□  Time/Services 

□  Bids/Proposals/Real  Estate 


Reach  over  612,000 
Computer  Professionals  by 
placing  your  ad  in  the 
Classified  MARKETPLACE. 


Name:. 

Title:- 


Company:. 

Address:— 


City:. 


State:. 


Zip:. 


□  I  am  enclosing  ad  material  with  this  form. 

Ad  size: 

_ columns  wide  x _ inches  deep. 

Return  this  form  and 
advertising  material  to: 


Computerworld 

375  Cochituate  Road 
P.O.  Box  9171 

Framingham,  MA  01701-9171 

(800)  343-6474 

(In  MA.,  (508)  879-0700) 


COST-EFFECTIVE 
COniPUTING 
SERVICES  tor 
TODAV  and ... 


COIVIDISCO 
COMPUTING 
SERVICES  CORP. 

provides  you  with 
low-cost,  state-of- 
the-art  computing 
services. 


•  IBM"  CPUs  and 
Peripherals 

•  Systems  Software: 
MVS/XA,  TSO/E, 
ISPF/PDF,  CICS,  VM/XA, 
VM/SP.  HPO,  CMS 

•  Application  Software; 
Database  Management 
Application  Development 
4/GLs 

Statistical  Analysis 
Graphics 

•  Multiple  Communications 
Methods 

•  Technical  Support 

•  Pricing  to  fit  your  needs 

IBM  IS  a  registeicd  trncJeinnik  of 
InietTintioi’ial  Business  Machirios 
Corpoialion 

For  more  information 
Call  Jeff  Daum 

201-896-2030 


comoi/co 


COIVIDISCO  COMPUTING 
SERVICES  CORP. 

P.O.  Box  26 
Carlstadt.  NJ  07072 


COMPUTING  SERVICES 


MVS/XA  VM/370 
DOS/VSE  CICS 
TSO  CMS 
DB2  IMS/DBDC 
4GL  SAS 

MULTIPLE  CPUs  - 
50+  MIPS 

TELENET,  TYMNET 

IBM  INFORMATION 
NETWORK 

DEDICATED 

SYSTEMS 

AVAILABLE 


CIS 


INFORMATION  SYSTEMS,  INC. 


815  COMMERCE  DRIVE 
OAK  BROOK,  IL  60521 

312-574-3636 


Reliable  Third  Party  Service 
and  Maintenance  of  Multi-Vendor 
Computer  Products.  With  state-of-the-art  service 
centers  throughout  the  U.S.  and  Canada,  staffed  by  factory- 
trained  technicians,  Dow  Jones  offers  unparalleled  single¬ 
source  support.  Our  convenient  and  flexible  array  of  service 
alternatives  include: 


On-site 
Express  Depot 
Manufacturing  Depot 
Extended  Factory 
Warranty 


Emergency  Repairs/ 

Time  &  Materials 
Specialists  in  Board  Repair 
SMD  Repairs 
Reconditioning 


FOR  COMPETITIVELY  PRICED  SERVICE 
SOLUTIONS  NATIONWIDE,  CALL: 

1-800-532-7373 

HDowlones 

^  SERVICE 


EXCLUSIVE  OFFERING 

FREE  TRIAL  PERIOD-MAJOR  COST  SAVINGS 

FULL  SERVICE  COMPUTER  PROCESSING 

IBM  3090  Processor- MVS/XA  &  VM/HPO,  TSO,  CICS 

■  Broad  Software  Support  Product  Line 

■  Domestic  &  International  Network 

■  PROFS,  Decision  Support  Products 

■  Data  Base  Management 

•  Banking/Financial  Services 

CALL  1-800-443-8797 

Guaranteed  Lowest  Rates  in  the  Industry 
Allowances  for  Peak/Cyclical  Processing 


IHFINANCIAL  TECHNOLOGIES 


CHANTILLY,  VIRGINIA 


CONVERTING? 


Honeywell  to  IBM 
Assembler  to  Cobol 
CICS  Macro  to  Command 
DOS  to  MVS 
Any  Cobol  to  any  Cobol 

Professional  staff, 
experienced  in  conversion. 

Specific  methodologies  for: 

•  Conversion  Project  Management 
•  Feasibility  &  Planning 
•  Techrucal  Conversion 

NEOSYNETICS,  INC. 

3158  Des  Plaines  Avenue 
Des  Plaines,  Illinois  60018 
312/299-0900 


INCOMPATIBLE  COMPUTERS? 
Dlik  Inlmhangi  Stnict  ComptMiy  spedaluss  in 
transfWTing  files  betwnen  incompatible  com¬ 
puters  Our  seven  conversion  sy^ems  support 
1000+  lormals: 

•  9-TIUCK  TM>I  TO  DISKETn 

•  DEOtCATEO  WORD  PROCESSORS 

•  3.5",  !»'  «  S'  FORMATS 

Additional  Services  include 

•  database  S  Spreadsheet  Conversions 

•  Custom  ProgramminiyOata  Relormatbng 

•  data  Entry 

Disk  Interchange  Service  Co.  (DISC) 

2  Park  Drive  •  Wesrkxd,  MA  01 886 
(5081 692+»50 


Disk  duplication 
All  formats 

EVERLOCK  copy  protection 
Label/sleeve  printing 
Full  packaging  services 
Warehousing 
Drop  shipping 
Fulfillment 
4S-hour  delivery 
Consultation  &  guidance 

800-243-1515 


Star-Byte  Jnc. 


2880  Bergey  Rd.  Hatfield,  PA  19440 


WANTED: 

IDMS 

MACHINE  TIME 


We  will  pay  a  rental  fee  or  pro¬ 
vide  free  consulting  services 
for  IDMS  machine  time  to  test 
a  software.  (In  NYC  area). 
Please  call  Henry  Wang. 

Datanct  Software 
212-730-2562  or 
201-882-9164. 
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CLASSIFIED 


Time/Services  I  Graphics/Desktop  Publishing 


SYSTEM  ENGINEERING 


Applied  System 
buildini 


and  Development  Corporation  (ASED)  is 


opment 

g  a  reputation  as  a  Multi- Vendor  Integration  Specialist  in  Voice, 
Data  and  Video  ^tems.  Let  us  provide  you  with  'TOMORROW'S 
TECHNOLOGY  TODAY"  and  Integrate  your  System  Requirements 
into  a  cost  effective  "TOTAL  SYSTEM"  solution. 

Listen  to  what  our  customers  are  saying: 

*  ASED  provided  m  a  Mai  Multi- Vendor  Network  Management  solu¬ 
tion,  and  when  something  goes  wron^  we  make  only  one  phone  call.. 
....and  its  fixedr 

*  "Experience  a  change  in  the  way  systems  are  being  built" 

*  Total  system  solutions  with  only  one  point  of  contact  Our  system  con¬ 
tains  over  40  vendor  products  all  engineered,  integrated  and  supported 
by  ASED  Corporation" 

*  "Estimated  savings  of  over  35%  over  existing  and  proposed  vendor  so¬ 
lutions" 

*  "ASEiys  turn-key  video  conferencing  solution  has  already  saved  us 
over  $330K  in  travti  costs" 

*  "Excellent  technical  support  and  services,  we  only  have  to  make  one 
phone  call" 

ASED  can  provide  your  company  the  same  dedication  and 
support  to  your  system  requirements. 

ASED  'Total  Solutions"  include: 

•  Video  Teleconferencing  *  Testing  and  Network  Management 
•  System  Engineering  and  Support  Services 
•  Multi- Vendor  System  Int^ation  and  Technical  Support 

For  more  information  call  Ron  Johnson  today:  (919)  469-0564, 
or  send  yotir  requirements  to:  ASED  Corp., 

2000  Regency  Plovy.,  Suite  185,  Cary  NC  27511 


n 


_ MIS 

SUCCESS  WITHOUT 
STRESS 


NATIONWIDE  REMOTE 
COMPUTING  SERVICES 

•  Fixed  Price 
Computing 

•  Remote  Facilities 
Management 

•  General  Time¬ 
sharing  Services 

•  Image/Forms  Design 
and  Laser  Printing 

•  Integrated  Financial 
Applications 

•  Major  Third  Party 
Software  Packages 

•  Micro/Mainframe 
Applications 

•  Nationwide  Network 

•  Operating  System 
Conversions 

•  Overflow  Processing 

DATA  CENTERS: 

Boston,  MA 
Los  Angeles,  CA 
Washington,  DC 


CALL  1  800  PLAN  LCS 
1  800  752-6527 


Litton _ 

Computer  Services 


DEC  -  20 


We  run  your  programs 
while  you 
work  on  the  future. 

LANDART  SYSTEMS,  INC. 

65  Broadway,  NY,  NY  10006 

212-363-3170 


Qo  Shopping  In  ComputarwofM’t 
CLAMingO  MAKKETPLACM 
CaN  for  all  tha  datalls 
(BOO)  343-6474 

(In  MA.  (508)  879-0700) 


Let  Us  Be 

Your  Data  Center 

Get  high-quality  computing 
service  that  can  make  a 
difference  to  your  bottom  line. 
From  MCN  Computer  Services. 

Full  IBM  compatability 
including: 

MVS-ESA 

VM/XA  DB2 

CICS  IMS 

TSO/E  IDMS/R 

•ROSCOE  QMF 

PROFS 

Programmer  Productivity  Aids; 

•  FILE- AID 

•  CICS  PLAYBACK 

•  dBUG-AID 

•  ABEND-AID 

•  CICS  ABEND-AID 

We  provide  state-of-the-art 
systems,  software  and  security 
for  major  clients  across  the 
country.  And  we  deliver 
high-quality,  cost-effective 
services  that  include; 

•  Computer  Electronic 

Printing 

•  Letter  Shop 

For  more  information,  call 

Karen  Gray  at; 

1-800-521-0444 

Computer  Services,  Inc. 

5225  Auto  Club  Drive 

Dearborn,  MI  48126 

NEW  AND  USED 
RAISED 
FLOORING 

Immediate  Delivery 
Quality  Installation 
Raised  Computer  Floors 

One  Charles  Street 
Weetwood,  NJ  07675 

(201)  666-8200 

FAX  (201)  666-3743 

REMOTE  COMPUTING 
AND  FACILITY 
MANAGEMENT  SERVICES 


•  IBM  MVS/XA  Environment 

•  DB2,  IDMS/R,  Model  204 
and  4GLs 

•  Professional  Support  Staff 

•  Experienced  Migration 
Management  Team 

•  Full  Supporting  Services 
—  Media  Conversion 

—  Laser  and  Impact  Prinfshop 
—  Application  Programming 

•  Simplified  Pricing  and 
Invoicing 

•  Technical  Support  — 

24  Hours  a  Day  -  7  Days 
a  Week 


May&S|ieh,inG. 

1501  Opus  Place 
Downers  Grove,  IL  60515-5713 

(312)  964-1501 

For  More  Information 
Contact:  Tony  Ranieri 


ICOTECH 

MVS/XA  VTAM 

T80/ISPF/SDSF  FILE-AID 

CICS  INTERTEST 

ADABAS  SAS 

DB2  SIMWARE 

ACF2  ADC2 

LIBRARIAN  $AVRS 

•  24  hour  availability 

•  Intemational  acceaa 

•  Superior  tochnical  lupport  atan 

-  Umaterrupted  Power  Supply 

-  Certlfled  on-alte  vault 

-  Disaster  recovery 

-  Imiieccable  service 

Call  Now  -  Sdlvo  Your 
Compofiiig  Worries 

TODAY  &TOMORBOW! 

(201)  685^400 


COMPUTER 

TIMESHARING 


e  We  broker  computer  time, 
e  Wb  find  your  lowest  prices 
e  N||ionwide  service  since 

e  All  mainframes. 

e  NEVER  a  charge  to  the 
Buyer. 

e  Our  fees  paid  by  the  Seller. 

Call  Don  Seldon  at 

Computer  Reserves,  Inc. 

(201)688-6100 


COMPUTERWORLD’s 

CLASSIFIED 

MARKETPLACE 

Examines  the  issues  while 
Computer  Professionals 
examine  your  message. 

Call  for  all 
the  details 

(800)  348-6474 

In  MA.,  (508)  879-0700 


Look  to  BOXLIGHT 
for  the  Largest  Selection  of 
LCD  Projection  Pads 

NOW — Project  Your 

IBM  TERMINAL 
SCREEN  to 
BIG  SCREEN 

for  just  ^2117 

Compatible  with  IBM  3163,  3164, 
3179,  3192G,  3197  and  3270  PC, 
VGA,  EGA,  CGA,  MDA  &  Macintosh 

Other  systems  from  ^599 

M/C,  VISA,  AMEX  &  COD 

&  BOXLIGHT 

CORPORATION 

415/892-4744 

Computer-Based  Presentation  Systems 
Since  1984 


Computerworld’s 

CLASSIFIED 

MARKETPLACE 

Reaches  Over 
612,000 

Computer  Professionals 
When  They  Reach  For 

COMPUTERWORLD! 

Call  for  more  information 

(800)  343-6474 

(In  MA,  (508)  879-0700) 


Peripherals/Supplies 


The 

CLASSIFIED 

MARKETPLACE 

Reach  Over  612,000 
Computer  Professionals 
When  They  Reach  For 

COMPUTERWORLD! 

(800)  343-6474 

(In  MA.  (508)  879-0700) 


Computeiworid's 

Classified  Marketplace 

Gives  you  reach  to  over 
612,000  potential  buyers! 

And  this  audience  is  even  verified  by  the  Audit  Bureau  of  Cir¬ 
culations  in  the  only  independently  audited  pass-along  sur¬ 
vey  of  its  kind.  What’s  more  Computerworld’s  Classified 
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Preparing  IS  execs  for  CASE 

Top  managers  must  learn  to  understand  it,  get  behind  it  and  support  it 


BY  MARK  DUNCAN 

SPECIAL  TO  CW 


It  is  safe  to  say  that  without  ef¬ 
fective  management  participa¬ 
tion,  the  implementation  of  com¬ 
puter-aided  software  engin¬ 
eering  (CASE)  will  never  hap¬ 
pen.  Without  management  inter¬ 
vention,  there  will  be  a  high  po¬ 
tential  for  early  failure. 

Management  participation 
consists  of  the  following  ele¬ 
ments: 

•  Understanding  the  potential 
benefits  of  CASE. 

•  Conunitting  to  CASE  as  a 
strategy. 

•  Sustaining  that  support  once  it 
is  implemented. 

Imparting  an  understanding 
of  the  potential  benefits  of  CASE 
involves  convincing  manage¬ 
ment  that  developing  and  main¬ 
taining  systems  traditionally  is 
not  viable.  Firms  can  not  toler¬ 
ate  long  life  cycles,  manual  de¬ 
sign  and  coding,  a  lack  of  unifor¬ 
mity  and  standardization  and 
minimal  user  participation. 

Several  factors  are  driving 
demand  for  an  alternative  devel¬ 
opment  style:  the  ubiquitous  ap¬ 


plications  backlog,  a  more  de¬ 
manding  and  computer-sawy 
user  community,  shorter  deliv¬ 
ery  times  aimed  at  gaining  com¬ 
petitive  advantage  and  a  more  di¬ 
verse  portfolio  of  critical 
applications. 

Rnancial  mix 

Commitment  to  CASE  as  a  strat¬ 
egy,  the  second  element  of  man¬ 
agement  participation,  has  one 
simple  ingredient:  money.  The 
trainer  is  obliged  to  inform  man¬ 
agement  that  CASE  is  expen¬ 
sive.  Money  has  to  be  spent,  not 
only  on  development  tools  but 
possibly  on  methodologies. 

A  mature  IS  shop  might  have 
a  development  methodology  in 
place  that  is  modem  and  com¬ 
fortable  for  the  staff.  For  this 
shop,  all  that  is  needed  is  to  se¬ 
lect  the  CASE  tools  that  best 
automate  the  methodology. 
However,  those  IS  departments 
that  have  neglected  to  adopt  a 
stable  methodology  face  the  ad¬ 
ditional  cost  of  buying  one,  hiring 
consultants  to  customize  one  or 
developing  one  in-house. 

Financing  the  methodology 
and  tools  is  only  part  of  the  com¬ 


mitment  to  CASE.  Management 
must  be  prepared  to  fund  ade¬ 
quate  training  for  the  applica¬ 
tions  development  staff  as  well. 
Nothing  will  doom  CASE  to  fail¬ 
ure  more  than  a  lack  of  skills  in 
the  new  tools  and  techniques. 

Commitment  also  stretches 
to  embrace  organizational- 
changes  necessitated  by  CASE. 
If  there  is  one  word  that  most 
characterizes  CASE,  it  is  disci¬ 
pline  —  the  discipline  of  method¬ 
ology,  tools  and  functional  IS 
units  operating  in  concert. 

In  addition  to  the  applications 
development  organization,  im¬ 
plementation  of  CASE  requires 
the  participation  of  the  develop¬ 
ment  center  and  such  groups  as 
data  administration  and  quality 
assurance.  The  development 
center  carries  the  responsibility 
for  tool  research  and  implemen¬ 
tation.  It  is  a  support  group  for 
applications  development,  pro¬ 
viding  training  in  new  tools  and 
techniques  as  well  as  consulting 
on  systems  development. 

Data  administration  has  ac¬ 
quired  more  legitimacy  with  the 
advent  of  CASE,  which  relies  on 
control  of  the  entire  data  re¬ 


source,  from  departments  to  the 
corporate  level.  Data  adminis¬ 
tration  is  responsible  for  defin¬ 
ing,  developing  and  maintaining 
a  comprehensive  organizational 
business  model,  the  data  archi¬ 
tecture  and  the  data  inventory. 
Having  a  single-source  data  ref¬ 
erence  dictionary  enables  IS 
management  to  elevate  its  auto¬ 
mation  strategy  from  isolated, 
department-level  functions  to  in¬ 
tegrated,  corporatewide  ones, 

QA  on  patrol 

Quality  assurance  —  invariably 
mistaken  for  its  sister  function, 
quality  control  —  is  the  watch¬ 
dog  of  the  process.  It  scrutinizes 
the  systems  development  pro¬ 
cess  to  ensure  that  it  is  the  best 
it  can  be  and  that  it  is  based  firm¬ 
ly  on  preventing  errors  rather 
than  correcting  them. 

The  final  element  of  manage¬ 
ment  participation  in  CASE  im¬ 
plementation  —  sustained  sup¬ 
port  —  is  as  critical  to  success  as 
understanding  and  commitment. 
A  lot  of  rhetoric  about  immedi¬ 
ate  and  massive  productivity 
gains  has  accompanied  the  emer¬ 
gence  of  CASE,  and  pioneering 
organizations  have  demonstrat¬ 
ed  dramatic  improvements  in 
system  development. 

But  they  are  also  finding  that 
it  takes  time,  money  and  a  good 
deal  of  perseverance  and  pa¬ 


tience  to  reach  a  state  in  which 
all  new  systems  will  be  devel¬ 
oped  through  CASE  by  function¬ 
al  IS  groups  operating  together. 
Furthermore,  indications  are 
that  the  return  on  investment 
will  increase  due  to  the  quality  of 
software  rather  than  productivi¬ 
ty  improvements. 

In  the  wave  of  change  that  is 
being  triggered  by  CASE,  it  is 
natural  for  the  technical  issues  to 
surface  most  quickly  and  to  dom¬ 
inate  sales  pitches  of  software 
vendors  and  thoughts  of  IS  man¬ 
agement.  This  view  tends  to  fo¬ 
cus  attention  on  questions  such 
as  which  tool  does  what,  how  and 
at  what  cost. 

Experience  is  demonstrating, 
however,  that  these  are  not  the 
first  questions  that  should  be 
asked,  nor  are  they  the  most  im¬ 
portant  ones.  Probably  the  most 
critical  success  factor  governing 
the  implementation  of  CASE  is 
readiness  —  a  combination  of 
technical,  cultural  and  organiza¬ 
tional  factors. 

The  impact  of  change  accom¬ 
panying  the  implementation  of 
CASE  is  not  confced  to  the  tech¬ 
nical  programming  staff;  man¬ 
agement  will  undoubtedly  be  af¬ 
fected  and  must  be  an  essential 
part  of  the  preparations. 


Duncan  is  a  quality  assurance  consul¬ 
tant  at  a  large  Dallas  bank. 
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Evolving  Technologies  Corporation 
Announces: 

International  Executive 
Management  Symposium 
on  Information  Systems 

This  event  is  the  first  CASE  educational 
forum  targeted  at  the  needs  of  the  Chief 
Information  Officer.  It  will  have  a  major 
impact  on  Data  Processing  Manage¬ 
ment  and  the  growth  of  the  CASE  In¬ 
dustry. 

(617)  696-0427  or 
(508)  668-6543 
for  symposium  registration. 

See  our  ad  on  page  54  for  details. 


Computerworld's 

Training 

Editorial  Schedule 

August  28 

b  tcsdng  the  only  way  to  measure  job 
performance 

September  4 

How  to  make  end-users  more  self- 
sufficient  In  problem  solving 

September  11 

dosing  the  gap  between  CBT  and  live 
Instruction  with  artificial  Intelligence 


Wfe  Cover  All  the  Bases. 


For  over  16  years,  On-Line  Software  has  provided  the  finest 
software  training  to  IBM* *  users.  We  offer  the  most  current 
courses,  taught  at  the  latest  releases. 

Classes  offered: 


■  CICS  B  VSAM 

B  DB2  B  IMSWSDB(DL/1) 

B  SQL  B  VTAM 

We  also  offer  training  in  the  use  of  our  products — RAMIS,®  UFOt 
InterTestf  and  VERIFY.®  All  courses  are  held  at  locations  through¬ 
out  the  U.S.  and  Canada,  and  are  also  available  on-site. 


For  course  details,  or  for  more  information,  call  the  Education 
Department  toll-free  at  8(X)-642-0177.  In  (Canada,  call 
201-592-0009. 


^Register  by  August  31, 1989  and — upon  completion  of 


I  a  course — receive  a  FREE  copy  of  Command  Level 
I  Programming  by  William  Bruno  and  Lois  Bosland, 

_  a  $19.95  value. 

i  Redeem  this  coupon  for  your  free  book.  Only  original  coupon  will  be  accepted. 


I 

I 

I 


IBM  is  a  registered  trademark  of  International  Business  Machines. 
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terworld.  74  Lu  Gu  Road,  Box  750,  Beijing  100039,  Peo¬ 
ple's  Republic  of  China.  Tel:  (Oil)  47  81  0044.  Telex; 
(716)  222214  (CCW  CN). 

SINGAPORE;  Asia  Computerworld  Communications  Ltd., 
1 1-08/10  Tower  Block,  Gold  Hill  Plaza.  51  Newton  Road, 
Singapore  1130,  Republic  of  Singapore,  Phone:  (Oil)  65 
250  4444.  Telex:  (786)  RS  37003  (Comwor).  FAX;  (Oil) 
65  250  4296. 

SOUTH  KOREA:  Young  S.  Gimm,  Hi  Tech  Information,  Inc. 
3rd  floor,  Youngjae  Building,  1 600-7  Seocho  3  Dong,  Seo- 
chogu,  Seoul  137-073  Korea.  Tel:  (01 1)  62  2  588  8922. 
FAX:  (01 1)82  2  582  9823. 

SPAIN:  Paco  Zabala,  CW  Communications.  S.A.,  Rafael 
Calvo,  16.  4B,  28010  Madrid,  Spain.  Phone;  (01 1)  34  ! 
419  4014.  Telex:  (831)  45522  (CW  E).  FAX:  (Oil)  341 
419  61  04. 

SWEDEN;  Bengt  Mamfeldt,  CW  Communications  AB,  Sodra 
Hamnvagen  22,  S-1 15  41  Stockholm.  Sweden.  Tel:  (Oil) 
46  8667  9180.  Telex;  (854)  14904  9  (NOVACW).  FAX; 
(011)46  8665  3132. 

SWITZERLAND:  Qebhard  Ostenvalder,  CW  Publikatlonen 
AG.  Witikonerstrasse  no.  15,  ft)Stfach  253,  CH  -  8030  Zu¬ 
rich,  Switzerland.  Phone:  (01 1)  41  1  55  10  77.  Telex:  (845) 
816  710  (CWCI  CH).  FAX:  (01 1)  41  1  55  1 135. 

TAIWAN:  David  Chu,  IDG  Communications/Taiwan,  4F-2, 
No.  137,  Fu  Hsin  South  Road,  Sec.  1  Taipei,  Taiwan.  Tei: 
(Oil)  886  2777  5335.  FAX:  (01 1)  886  2777  5339. 

LONDON;  Martin  Durham,  CW  Communications  Ltd.,  99 
Grays  Inn  Rd.,  London,  WCI  6UT.  United  Kingdom.  Phone: 
(Oil)  44  I  831  9252.  Telex:  (851)  262346  (THEPUB  Q). 
FAX:  (01 1)44  1  405  2347. 

UNITED  KINGDOM:  Colin  Smith,  Oliver  Smith  &  Partners,  16 
Abbeville  Mews.  88  Clapham  Road,  London  SW4  7BX. 
United  Kingdom.  Phone:  (01 1)  44-1-978-1440.  FAX:  (01 1) 
44-1-978-1550. 

VENEZUELA:  Kalman  von  Vajna  Nagy.  IDG  Communications 
C.A.,  C.R.L.  Torre  Maracaibo.  Piso  13,  Oficina  H,  Av.  Uber- 
tador,  Caracas,  Venezuela.  Phone:  (01 1}  58  2  72  76  30. 
FAX:  (011)58  2  724970. 

WEST  GERMANY:  Eckhard  Utpadel,  IDG  Communications 
Vedag  AG.  Rhelnstrasse  26/86,  Postfach  40  04  29.  8000 
Munich  40,  West  Germany.  Phone:  (01 1)  49  89  360860. 
Telex:  (841)  5215350.  (COMW  D).  FAX:  (01 1)  49  89  3  60 
86109. 


IDG  COMMUNICATIONS/INC. 

Pstrtcli  J.  McCo¥«rfi  Ax*l  L^blols  Boyd  William  P.  Murphy 

Board  Chairman  Vlca-Chalrman  Praaldant  Vice  PreeJdent/Tlnance 
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Have  A  Problem  With  Your  Subscription? 

We  want  to  solve  it  to  your  complete  satisfaction,  and  we  want  to  do  it  fast. 
Please  write  to; 

COMPUTERWORLD,  P.O.  Box  2043, 

Marion,  Ohio  43305-2043. 

Your  magazine  subscription  label  is  a  valuable 
source  of  information  for  you  and  us.  You  can 
help  us  by  attaching  your  magazine  label  here,  or 
copy  your  name,  address,  and  coded  line  as  it 
appears  on  your  label.  Send  this  along  with  your 
correspondence. 

Address  Changes  or  Other  Changes  to 
Your  Subscription 

All  address  changes,  title  changes,  etc.  should  be 
accompanied  by  your  address  label,  if  possible, 
or  by  a  copy  of  the  information  which  appears 
on  the  label,  including  the  coded  line.  Please 
allow  six  weeks  for  processing  time. 

Your  New  Address  Goes  Here 

Nam* 

Company 
Address 

City  State  Zip 

Address  shown:  □  Home  □  Business 


Other  Questions  and  Problems 

It  is  better  to  write  us  concerning  your  problem  and  include  the  magazine 
label.  Also,  address  changes  are  handled  more  efficiently  by  mail.  However, 
should  you  need  to  reach  us  quickly  the  following  toll-free  number  is 

available:  1-800-669-1002 


Outside  U  S.  call:  (614)  382-3322 
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Computerworld  Stock  Trading  Summary 


CLOSINGPRICES  WEDNESDAY,  AUG.  16, 1989 

E 

, _ 

- PRICE- 

X 

52-WEEK 

CLOSE 

WEEK 

WEEK 

c 

RANGE 

AUG.  16, 

NET 

PCT 

H 

1989 

CHNGE 

CHNGE 

Communications  and  Network  Services 

N 

AMERICAN  INFO  TECHS  CORP 

63 

44 

60.125 

0.9 

1.5 

0 

ANDREW  CORP 

26 

16 

23.5 

0.3 

1.1 

Q 

ARTEL  COMM  CORP 

6 

2 

7.125 

0.3 

3.6 

N 

AT&T 

41 

24 

39.125 

-1.0 

-2.5 

Q 

AVANTEKINC 

7 

4 

6 

0.1 

2.1 

N 

AYDINCORP 

19 

13 

17.5 

0.1 

0.7 

N 

BELL  ATLANDC  CORP 

100 

68 

96.375 

-0.6 

-0.6 

N 

BEUSOUTHCORP 

54 

39 

51.125 

-0.9 

-1.7 

Q 

COMPRESSION  LABS  INC 

10 

3 

9.625 

1.0 

11.6 

Q 

COMPUTER  NETWORK  TECH 

3 

1 

2.719 

0.0 

-1.2 

Q 

CONTELCORP 

66 

35 

62.875 

1.1 

1.8 

Q 

DATA  SWITCH  CORP 

7 

4 

4 

0.1 

3.2 

0 

DIGITAL  COMM  ASSOC 

31 

17 

23 

2.1 

10.2 

0 

DYNATECHCORP 

22 

17 

18.5 

-0.3 

-1.3 

Q 

FIBRONICS  INTERNATIONAL 

INC 

7 

3 

6.25 

0.5 

8.7 

0 

GANDALF  TECHNOLOGIES 

7 

4 

6.25 

-0.4 

-5.7 

N 

GENERAL  DATACOMM  INDS 

6 

3 

5.625 

0.3 

4.7 

N 

GTE  CORP 

61 

40 

57.875 

-1.6 

-2.7 

0 

INFOTRON  SYS  CORP 

13 

10 

9.75 

-0.3 

-2.5 

N 

nr  CORP 

64 

46 

62.25 

0.9 

1.4 

N 

M  A  COM  INC 

10 

7 

7.25 

-0.1 

-1.7 

Q 

MCI  COMMUNICATIONS  CORP 

42 

16 

37.625 

0.6 

1.7 

N 

NETWORK  EPUIPMENT  TECH 

INC 

25 

14 

23.875 

-1.0 

-4.0 

0 

NETWORK  SYS  CORP 

12 

8 

9.125 

0.0 

0.0 

N 

NORTHERN  TELECOM  LTD 

21 

14 

20.375 

0.1 

0.6 

Q 

NOVELL  INC 

38 

24 

25 

-3.9 

-13.4 

N 

NYNEXCORP 

84 

63 

79 

-0.6 

-0.8 

N 

PACIFIC  TELESIS  GROUP 

45 

28 

43.25 

0.1 

0.3 

A 

PENRILCORP 

6 

3 

6 

0.0 

0.0 

N 

PLESSEYPLC 

46 

25 

43.5 

-1.0 

-2.2 

N 

SCIENTIFIC  ATLANTA  INC 

21 

10 

19.5 

-0.4 

-1.9 

N 

SOUTHWESTERN  BELL  CORP 

58 

36 

55 

-1.1 

-2.0 

0 

3  COM  CORP 

29 

12 

11.875 

-2.1 

-15.2 

N 

US  WEST  INC 

74 

53 

71.625 

-0.4 

-0.5 

Computer  Systems 

0 

ALUANT  COMPUTER  SYS 

6 

3 

5 

0.0 

0.0 

0 

ALPHA  MICROSYSTEMS 

8 

5 

6.75 

-0.6 

-8.5 

Q 

ALTOS  COMPUTER  SYS 

9 

6 

6.125 

-0.1 

-2.0 

A 

AMDAHL  CORP 

23 

14 

14.75 

-0.3 

-1.7 

0 

APPLE  COMPUTER  INC 

50 

34 

40.375 

-3.6 

-8.2 

N 

BOLT  BERANEK  &  NEWMAN 

17 

7 

8.625 

0.4 

4.5 

N 

COMPAQ  COMPUTER  CORP 

102 

50 

92 

-5.3 

-5.4 

N 

COMMODORE  INTERNATION- 

AL 

20 

9 

11.125 

0.6 

6.0 

Q 

COMPUTER  AUTOMATION  INC 

7 

3 

3.25 

0.4 

13.0 

N 

CONTROL  DATA  CORP 

24 

16 

19.5 

-0.4 

-1.9 

Q 

CONVEX  COMPUTER  CORP 

15 

7 

13.125 

-1.1 

-7.9 

N 

CRAYRESH  INC 

81 

41 

44.5 

-0.8 

-1.7 

Q 

DAISY  SYS  CORP 

9 

3 

3.875 

-0.3 

-6.1 

N 

DATA  GEN  CORP 

21 

14 

15.75 

-1.0 

-6.0 

N 

DATAPOINTCORP 

6 

3 

5 

-0.1 

-2.4 

P 

DELL  COMPUTER  CORP 

13 

6 

7.125 

-0.3 

-3.4 

N 

DIGITAL  EQUIP  CORP 

122 

86 

101.25 

-0.8 

-0.7 

N 

FLOATING  POINT  SYS  INC 

4 

2 

2.375 

-0.1 

-5.0 

N 

HARRIS  CORP 

35 

25 

34 

-0.1 

-0.4 

N 

HEWLETT  PACKARD  CO 

62 

44 

52.5 

-4.0 

-7.1 

N 

HONEYWELL  INC 

92 

57 

88.375 

-2.5 

-2.8 

N 

IBM 

131 

106 

115.5 

-1.6 

-1.4 

0 

INFORMATION  INTL  INC 

16 

13 

15.25 

-0.4 

-2.4 

Q 

IPLSYSINC 

9 

2 

7.375 

-0.5 

-6.3 

N 

MAI  BASIC  FOUR  INC 

20 

5 

4.75 

-0.9 

-15.6 

N 

MATSUSHITA  ELEC  INDL  LTD 

205 

158 

178 

7.0 

4.1 

0 

MENTOR  GRAPHICS  CORP  (S) 

22 

12 

16 

-20.4 

-56.0 

N 

NBI  INC 

4 

1 

2 

-0.1 

-5.9 

N 

NCR  CORP 

65 

51 

62 

-1.8 

-2.7 

N 

PRIME  COMPUTER  INC 

21 

12 

18.125 

0.3 

1.4 

P 

PYRAMID  TECHNOLOGY 

20 

9 

13 

-0.8 

-5.5 

P 

SEQUENT  COMPUTER  SYS 

INC 

31 

14 

28.125 

-0.4 

-1.3 

P 

SHAREBASECORP 

4 

2 

2.125 

-0.2 

-8.1 

P 

SlUCON  GRAPHICS  CORP 

21 

14 

20.5 

0.5 

2.5 

P 

STRATUS  COMPUTER 

35 

21 

29.5 

-1.8 

-5.6 

P 

SUN  MICROSYSTEM  INC 

23 

13 

13.75 

-1.4 

-9.1 

P 

SYMBOLICS  INC 

3 

I 

1.5 

-0.3 

-17.3 

N 

TANDEM  COMPUTERS  INC 

24 

12 

23.25 

-0.1 

-0.5 

N 

TANDY  CORP 

49 

38 

45.75 

-1.6 

-3.4 

N 

ULTIMATE  CORP 

13 

7 

10 

0.4 

3.9 

N 

UNISYS  CORP 

33 

20 

21.75 

0.0 

0.0 

A 

WANG  UBS  INC 

11 

5 

6 

-1.3 

-17.2 

Software  &  DP  Services 

p 

ADVANCED  COMP  TECH 

4 

1 

1.25 

0.2 

17.6 

p 

AMERICAN  MGMT  SYS  INC 

19 

11 

12.5 

-0.1 

-1.0 

p 

AMERICAN  SOFTWARE  INC 

18 

9 

17 

-0.1 

-0.7 

N 

ANACOMPINC 

10 

5 

5.75 

-0.6 

-9.8 

p 

ANALYSTS  INTL  CORP 

19 

7 

18.5 

-3.5 

-15.9 

p 

ASHTONTATE 

28 

13 

13 

-1.0 

-7.1 

p 

ASK  COMPUTER  SYS  INC 

18 

11 

11.625 

-0.9 

-7.0 

N 

AUTO  DATA  PROCESSING 

44 

35 

42.75 

0.1 

0.3 

p 

AUTODESK  INC 

41 

23 

38.25 

-2.0 

-5.0 

p 

BMC  SOFTWARE  INC 

24 

8 

22.25 

-0.4 

-1.7 

p 

BOOLE  &  BABBAGE  INC 

20 

9 

13.5 

-0.3 

-1.8 

N 

BUSINESSLANDINC 

15 

10 

11.875 

-0.5 

-4.0 

P 

COGNOSINC 

9 

5 

5.875 

-0.1 

-2.1 

N 

COMPUTER  ASSOC  INTL  INC 

22 

12 

15.5 

-3.9 

-20.0 

p 

COMPUTER  HORIZONS  CORP 

10 

7 

7.75 

0.5 

6.9 

N 

COMPUTER  SCIENCES  CORP 

56 

44 

51.75 

-0.9 

-1.7 

N 

COMPUTER  TASK  GROUP  INC 

17 

11 

12.5 

-0.3 

-2.0 

P 

COMSHARE  INC 

35 

18 

32.125 

-0.1 

-0.4 

P 

CORPORATE  SOFTWARE 

16 

9 

13.75 

0.0 

0.0 

N 

CULUNET  SOFTWARE  INC 

10 

4 

7.625 

-1.8 

-18.7 

N 

GENERAL  MTRS(CLSE) 

55 

39 

53.125 

-1.0 

-1.8 

p 

HOGAN  SYS  INC 

7 

4 

5.75 

0.0 

0.0 

p 

INFORMIX  CORP 

12 

7 

8.375 

-0.1 

-1.5 

p 

INTELUCORPINC 

5 

2 

4 

-0.1 

-3.0 

p 

KEANE  INC 

19 

7 

15.5 

-0.5 

-3.1 

p 

LEGENTCORP 

31 

16 

28.25 

-1.3 

-4.2 

p 

LOTUS  DEV  CORP 

28 

15 

25.375 

-2.4 

-8.6 

p 

MANAGEMENT  SCI  AMER 

12 

6 

10.875 

-0.4 

-3.3 

p 

MICROSOFT  CORP 

65 

45 

55.875 

-2.9 

-4.9 

p 

NATIONAL  DATA  CORP 

35 

19 

33.875 

-0.1 

-0.4 

N 

ON  LINE  SOFTWARE  INTL  INC 

7 

4 

6.5 

0.1 

2.0 

Q 

ORACLE  SYS  CORP 

18 

7 

17.125 

-0.8 

-4.2 

N 

PANSOPHICSYSINC 

18 

12 

15.625 

1.9 

13.6 

P 

PHOENIX  TECHNOLOGIES  INC 

19 

4 

5.125 

0.3 

5.1 

P 

POUCY  MGMT  SYS  CORP 

35 

21 

33.75 

0.4 

1.1 

P 

PROGRAMMING  &  SYS  INC 

20 

13 

18.5 

0.5 

2.8 

P 

RABBIT  SOFTWARE  INC 

3 

1 

0.938 

0.0 

0.0 

P 

RELATIONAL  TECH  INC 

17 

8 

8.75 

-0.3 

-2.8 

N 

REYNOLDS  &  REYNOLDS  CO 

34 

18 

25.625 

-0.4 

-1.4 

p 

SEICORP 

20 

16 

18.25 

-0.3 

-1.4 

p 

SHARED  MED  SYS  CORP 

20 

14 

15.75 

-0.1 

-0.8 

p 

SAGE  SOFTWARE  INC 

10 

6 

6.75 

-0.4 

-5.3 

p 

SOFTWARE  PUBG  CORP 

29 

16 

21.5 

-2.8 

-11.3 

A 

STERUNG  SOFTWARE  INC 

8 

5 

8 

0.4 

4.9 

P 

SUNGARD  DATA  SYS  INC 

20 

13 

19 

1.5 

8.6 

P 

SYSTEMATICSINC 

37 

26 

35.25 

-0.3 

-0.7 

N 

SYSTEM  CENTER  INC 

26 

13 

24 

-0.1 

-0.5 

N 

SYS.  SOFT  INC 

27 

12 

26.25 

1.8 

7.1 

p 

WORDSTAR 

3 

2 

2 

0.2 

10.3 

Semiconductors 


N 

ADV  MICRO  DEVICES  INC 

12 

7 

8.5 

-0.1 

-1.4 

N 

ANALOG  DEVICES  INC 

13 

10 

10.375 

-0.3 

-2.4 

Q 

ANALOGIC  CORP 

11 

7 

9.75 

-0.1 

-1.3 

Q 

CHIPS  &  TECHNOLOGIES  INC 

26 

11 

23.125 

-1.6 

-6.6 

Q 

INTEL  CORP 

34 

19 

28.875 

-2.6 

-8.3 

Q 

LSI  LOGIC  CORP 

12 

8 

8.875 

0.0 

0.0 

Q 

MICRON  TECHNOLOGY  INC 

26 

13 

14.375 

-0.1 

-0.9 

N 

MOTOROLA  INC 

62 

36 

57.125 

-2.6 

-4.4 

N 

NATL  SEMICONDUCTOR 

11 

7 

7.375 

0.5 

7.3 

N 

TEXAS  INSTRS  INC 

47 

35 

38.375 

-2.3 

-5.5 

A 

WESTERN  DIGITAL  CORP 

15 

8 

10.125 

0.9 

9.5 

Peripherals 


Q 

ALLOY  COMP 

4 

1 

2 

-0.1 

-5.9 

N 

AM  INTL  INC 

6 

5 

5.5 

0.4 

7.3 

Q 

ASTRESHINC 

13 

7 

8.125 

-0.5 

-5.8 

Q 

AUTO  TROL  TECH  CORP 

6 

4 

4.5 

0.0 

0.0 

Q 

BANCTEC  INC 

16 

8 

16 

0.8 

4.9 

Q 

CIPHER  DATA  PRODS  INC 

11 

7 

8 

0.3 

3.2 

A 

COGNITRON ICS  CORP 

7 

2 

6.125 

0.1 

2.1 

Q 

CONNOR  PERIPHERALS 

15 

7 

11.375 

-1.4 

-10.8 

A 

DATAPRODUCTS  CORP 

18 

10 

13.375 

-0.3 

-1.8 

A 

DATARAMCORP 

12 

7 

11.125 

0.0 

0.0 

N 

EASTMAN  KODAK  CO 

52 

42 

49.875 

-0.8 

-1.5 

N 

EMCCORPMASS 

6 

3 

5 

-0.3 

-4.8 

Q 

EMULEX  CORP 

12 

8 

8 

-0.1 

-1.5 

Q 

EVANS  &  SUTHERLAND 

25 

13 

24.25 

1.3 

5.4 

Q 

ICOTCORP 

4 

1 

1.375 

-0.3 

-15.4 

Q 

INTERLEAF  INC 

11 

6 

7.625 

-0.4 

-4.7 

Q 

IOMEGA  CORP 

5 

2 

2.688 

-0.1 

-4.4 

Q 

LEE  DATA  CORP 

4 

2 

2.5 

0.0 

0.0 

Q 

MASSTOR  SYS  CORP 

4 

2 

3.125 

0.0 

0.0 

Q 

MAXTOR  CORP 

11 

6 

9.625 

0.4 

4.1 

Q 

MICROPOLISCORP 

12 

3 

3.625 

-0.6 

-14.7 

Q 

MINISCRIBE  CORP 

11 

1 

2.25 

-0.3 

-12.2 

N 

MINNESOTA  MNG  &  MFG  CO 

80 

35 

79.75 

1.4 

1.8 

Q 

PERSONAL  COMP  PROD  INC 

6 

4 

4.5 

0.0 

0.0 

Q 

PRIAM  CORP 

2 

0 

0.375 

-0.1 

-14.4 

Q 

PRINTRONIX  INC 

11 

7 

8.625 

0.0 

0.0 

N 

QMS  INC 

11 

6 

10.25 

0.3 

2.5 

Q 

QUANTUM  CORP  (S) 

14 

4 

13.25 

-13.5 

-50.5 

N 

RECOGNITION  EQUIP  INC 

13 

6 

8.625 

-0.1 

-1.4 

Q 

REXON  INC 

8 

6 

7.25 

0.0 

0.0 

Q 

SEAGATE  TECHNOLOGY 

16 

7 

11 

-1.5 

-12.0 

N 

STORAGE  TECH  CORP 

24 

11 

12.125 

-0.4 

-3.0 

Q 

TANDONCORP 

2 

0 

0.563 

0.0 

0.0 

N 

TEKTRONIX  INC 

24 

19 

21.875 

-0.8 

-3.3 

Q 

TELEVIDEOSYSINC 

1 

0 

0.281 

0.0 

0.0 

N 

XEROX  CORP 

69 

52 

67.125 

-0.8 

-1.1 

Leasing  Companies 


Q 

AMPUCON  INC 

115 

11 

13 

-0.4 

-2.8 

N 

CAPITAL  ASSOC  INTNL  INC 

9 

5 

7 

-0.1 

-1.8 

N 

COMDISCO  INC 

30 

19 

29.5 

-0.5 

-1.7 

Q 

CONTINENTAL  INFO  SYS 

5 

0 

0.563 

0.1 

12.6 

Q 

LDI  CORPORATION 

17 

13 

16 

0.8 

4.9 

Q 

PHOENIX  AMERN  INC 

5 

3 

4.25 

0.0 

0.0 

Q 

SELECTERM  INC 

9 

5 

8.375 

0.4 

4.7 

EXCH:N  =  NEW  YORKjA  ”  AMERICANjQ  =  NATIONAUS  -  SPLIT 


No  relief 


Technology  shares  wilt  as 
summer  dold rums  hit  hard 

Whether  its  earnings  dip  was  caused  by  slow 
sales,  a  strong  dollar  abroad  or  last  week’s  lu¬ 
nar  eclipse,  the  result  was  the  same:  Com¬ 
puter  Associates  International,  Inc.  slid  1 
point  to  close  Thursday  at  16. 

Hewlett-Packard  Co.  announced  plans  to 
control  costs  and  hiring  levels  in  an  attempt 
to  reduce  expenses;  these  measures  were 
taken  after  the  firm  said  its  recent  reduction 
in  earnings  were  partly  the  result  of  errors 
made  in  predicting  demand  for  its  products. 
HP  fell  41/4  points  to  finish  at  5 1 . 

The  week  brought  no  rest  to  Wang  Lab¬ 
oratories,  Inc.  After  expecting  to  hear  that 
the  troubled  firm  would  restructure  its  debt 
payment  schedule,  analysts  were  surprised 
when  Wang  rejected  the  repayment  plan  ap¬ 
proved  by  its  banks.  Wang  shares  finished  at 
5%,  off  1  point.  Compaq  Computer  Corp.  fell 
3%  points  to  close  at  90. 

Ashton-Tate  Corp.’s  high  inventory  lev¬ 
els  were  not  matched  by  customer  demand, 
leading  that  firm  to  predict  a  substantial 
third-quarter  loss.  If  customers  were  slow  to 
react,  though,  so  were  investors:  Ashton¬ 
Tate  dipped  only  %  of  a  point  to  close  at 
13^2.  IBM  finished  at  1 14%,  off  %  of  a  point, 
and  Digital  Equipment  Corp.  edged  down  % 
of  a  point  to  100. 

One  of  the  week’s  few  winners  was  Tan¬ 
dem  Computers,  Inc.,  which  added  2  points 
to  close  at  23V2. 

JOSEPH  J.  FATTON 
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Weapons 

FROM  PAGE  1 

“When  the  computer  goes 
down  on  the  B-1  [bomber],  you 
can’t  tell  what’s  wrong  with  it. 
And  if  the  computer  on  the  B-2 
goes  down,  you  don’t  crank  en¬ 
gines,  you  don’t  taxi,  you  don’t 
fly.  I’m  not  sure  that’s  too 
smart,’’  Dilda  said. 

While  West  Pointers  are  not 
yet  strutting  to  a  voice-synthe¬ 
sizing  computer,  most  observers 
agree  that  computer-based  tech¬ 
nology  will  be  as  important  to 
the  soldier  of  the  1990s  as  a  bay¬ 
onet  was  to  the  Marine  of  1942. 
Computer  technology  already 
plays  a  crucial  role  in  weapons 
ranging  from  M-1  tanks  to  Navy 
diving  suits.  And  the  Stealth 
bomber,  at  more  than  $500  mil¬ 
lion  per  plane,  will  be  one  of  the 
most  sophisticated  computer- 
based  weapons  ever  produced. 

Critics  say  many  of  these  bud- 
get-draining  armaments  are  sim¬ 
ply  not  living  up  to  their  hype. 
“Much  of  the  technology  is  in¬ 
herently  unreliable  because  it 
hasn’t  gone  through  extensive 
testing,  it’s  often  difficult  to  re¬ 
pair,  and  when  it  breaks,  it  tends 
to  have  rather  catastrophic  ef¬ 
fects,’’  said  Gary  Chapman,  ex¬ 


ecutive  director  at  the  Palo  Alto, 
Calif. -based  Computer  Profes¬ 
sionals  for  Social  Responsibility. 

Reports  ranging  from  a  B-1 
bomber  crashing  when  it  hit  a 
pelican  to  the  embarrassing  Di- 
vad  project  —  a  computer-oper¬ 
ated  anti-aircraft  gun  that  once 
identified  a  rotating  latrine  fan  as 
the  closest  threatening  target 
—  have  initiated  brass-filled  in¬ 
vestigative  hearings.  Additional¬ 
ly,  Air  Force  Col.  John  Boyd  has 
repeatedly  challenged  the  “gold 
plating’’  of  weapons  with  exces¬ 
sively  costly  gadgetry  that  con¬ 
stantly  breaks  down. 

The  trouble  is,  the  military 
culture  may  already  be  too  infat¬ 
uated  with  leading-edge  devices 
to  ever  turn  back.  While  the  hu¬ 
man  mind  has  never  been  at  a 
loss  for  improvements  in  the  way 
people  kill  one  another  —  ma¬ 
chine  guns,  nerve  gas,  napalm 
and  nuclear  weapons  all  stand  as 
testaments  to  thinking  as  inven¬ 
tive  as  it  is  diabolic  —  the  Penta¬ 
gon’s  commitment  to  computer 
technologies  is  too  deep-seated 
to  be  changed  easily. 

During  World  War  II,  analog 
computers  helped  anti-aircraft 
guns  track  high-speed  bombers 


and  V-1  rockets  aimed  at  the 
UK.  In  Vietnam,  computers  be¬ 
came  essential  to  the  U.S.  mili¬ 
tary’s  method  of  waging  war  by 
feeding  endless  streams  of  data 
from  intelligence  reports  into 
huge  banks  of  computers  in  Sai¬ 
gon  and  Nha  Trang. 

Those  trends  do  not  appear  to 
be  diminishing.  For  most  of  this 
decade,  the  armed  forces  bene¬ 
fited  from  the  greatest  peace¬ 
time  buildup  in  the  history  of  the 
U.S.  At  its  peak,  the  money 
spent  for  military  research  hit 
$40  billion  annually,  or  nearly 
65%  of  all  federal  money  target¬ 
ed  for  research  and  develop¬ 
ment. 

Much  of  that  cash  has  gone 
for  high-tech  weapons.  The  Cen¬ 
ter  for  Defense  Information  in 
Washington,  D.C.,  reports  that 
the  Pentagon’s  electronics  pro¬ 
curements  have  more  than  tri¬ 
pled  since  the  beginning  of  the 
decade  and  now  account  for 
more  than  40%  of  the  military’s 
production  costs. 

Soldiers  said  that  when  the 
computer-based  systems  are  up 
and  working  properly,  they  are  a 
welcome  addition.  Vin  Collins,  a 
10-year  veteran  of  the  Army  Re¬ 
serve  who  serves  as  a  tank  com¬ 
mander  at  Fort  Devens  in  Mas¬ 
sachusetts,  said  the  M60  tank’s 


computer-assisted  fire  control 
unit  is  one  of  the  machine’s  best 
features. 

“Automotively,  the  tank  is  a 
dog,’’  Collins  said.  “But  the  fir¬ 
ing  unit  is  practically  idiotproof, 
and  it  makes  our  job  a  heck  of  a 
lot  easier.’’ 

Collins  noted,  however,  that 
problems  sometimes  occur  when 
less-experienced  soldiers  take 
the  word  of  on-board  computers 
as  gospel,  sometimes  even  rely¬ 
ing  on  computer-generated  tra¬ 
jectory  and  firing-distance  infor¬ 
mation  that  is  clearly  contradic¬ 
tory  to  what  the  soldier  can  see 
from  the  tank’s  viewing  ports. 

Sophisticated  technologies 
have  also  been  assigned  the  job 
of  safeguarding  weapons. 
Stunned  by  incidents  such  as 
finding  Stinger  anti-aircraft  mis¬ 
siles  in  Iranian  hands,  the  De¬ 
partment  of  Defense  is  reported¬ 
ly  investigating  a  method  that 
would  require  a  personal  identifi¬ 
cation  number  to  fire  the  missile, 
thus  preventing  its  use  if  it  were 
stolen  or  fell  into  enemy  hands. 
In  addition  to  making  the  weap¬ 
on  inoperable,  a  satellite  could 
also  track  a  code  transmitted 
from  an  installed  chip  and  disable 


the  unit. 

The  Department  of  Defense 
has  also  integrated  computer- 
based  strategic  planning  into  the 
grander  defensive  picture,  but 
they  have  often  met  bitter  resis¬ 
tance  on  that  front.  Last  year, 
the  Congressional  Office  of 
Technology  Assessment  said  the 
large  fault-tolerant  battle  man¬ 
agement  software  package 
needed  for  the  proposed  Strate¬ 
gic  Defense  Initiative  was  so 
complex  that  the  chances  of  it 
experiencing  a  “catastrophic 
failure’’  during  its  first  real  war 
test  were  great  [CW,  June  13, 
1988]. 

The  agency  countered  such 
distrust  with  a  more  decentral¬ 
ized  strategy  called  “brilliant 
pebbles,’’  in  which  most  of  the 
computer  processing  would  oc¬ 
cur  on-board  thousands  of  space 
satellites  about  the  size  and 
shape  of  an  overweight  first- 
grader:  three  feet  tall  and  100 
pounds. 

The  weakest  link 

However,  some  critics  say  the 
military  is  overlooking  one  im¬ 
portant  point.  “The  weapons 
might  be  the  most  advanced 
thing  going,  but  the  designers 
forget  the  weakest  link  in  the 
chain  —  the  human  operator,’’ 
said  Steve  Kosiak,  an  analyst  at 
the  Center  for  Defense  Informa¬ 
tion.  “To  the  Pentagon,  high 
technology  often  translates  into 
complicated  technology.’’ 

Some  Army  officers  claim  it 
can  take  a  soldier  20  hours  per 
week  just  to  stay  familiar  with 
the  scores  of  instructions  needed 
to  point  computer-guided  artil¬ 
lery  pieces. 

Similarly,  weapons  specialists 
claim  it  takes  more  than  two 
years  to  learn  how  to  operate 
RCA  Corp.’s  Aegis  system.  The 
complex  Aegis,  a  network  of  ra¬ 
dar  antennas,  computers  and 
missile-firing  devices  designed 
to  protect  large  ships,  blasted  an 
Iranian  airbus  out  of  the  sky  in 
July  1988  [CW,  July  11, 1988]  af¬ 
ter  the  crew  mistakenly  identi¬ 
fied  the  117-foot  civilian  jet  as  a 
62-foot  F-14  jet  fighter  em¬ 
ployed  by  the  Iranian  air  force. 

Although  the  crew  of  the  USS 
Vincennes  reportedly  claimed 
that  the  Aegis  tracking  compo¬ 
nent  showed  the  plane  descend¬ 
ing  in  its  direction  —  in  contra¬ 
diction  to  other  sightings  that 
showed  it  climbing  —  the  Penta¬ 
gon  subsequently  blamed  the  di¬ 
saster  on  human  operator  error. 

Military  officials  contend  that 
those  problems  are  being  ad¬ 
dressed  aggressively.  At  the 
U.S.  Military  Academy  at  West 
Point,  heavy  emphasis  is  put  on 
becoming  technologically  nim¬ 
ble.  But  instruction  goes  beyond 
rote  memorization.  Chief  of  Aca¬ 
demic  Computing  Maj.  Robert  J. 
Schuett  said  young  cadets  are 
taught  that  they  should  treat  the 
computer  as  a  tool,  not  as  an  offi¬ 
cer-in-command. 

“One  of  our  most  critical  les¬ 
sons  is  teaching  our  cadets  when 


to  rely  on  a  computer’s  informa¬ 
tion  and  when  to  analyze  the  sit¬ 
uation  on  your  own,”  Schuett 
said.  “We  don’t  want  to  teach 
the  cadets  to  be  intimidated  by 
it,  because  if  they  start  using  it  as 
a  crutch,  we’re  in  trouble.” 

However,  a  soldier’s  reliance 
or  nonreliance  may  be  a  moot 
point  when  faced  with  the  task  of 
simply  operating  technically  so¬ 
phisticated  armament.  The  Stin¬ 
ger  anti-aircraft  missile  is  often 
cited  as  one  of  the  most  confus¬ 
ing  weapons  around.  To  operate 
the  weapon,  the  gunner  must 
complete  18  steps,  some  of 
which  are  complex,  and  make 
rapid  decisions  about  the  type  of 
aircraft  being  fired  on.  All  this 
must  occur  in  the  confusion  and 
heat  of  battle. 

Other  weapons  may  simply  be 
too  clever  for  their  own  good.  In 
theory,  a  surface-to-air  missile  is 
incredibly  accurate  because  it 
can  pick  up  on  subtle  clues  to  find 
and  destroy  the  enemy.  But  if 
these  same  clues  are  changed,  it 
can  be  alarmingly  easy  to  dis¬ 
able.  A  79-cent  roll  of  aluminum 
foil,  for  example,  when  cut  into 
small  ribbons  and  released  from 
an  aircraft  or  ship,  may  be 
enough  to  befuddle  the  radar 
tracking  system  on  a  missile  of¬ 
ten  costing  upwards  of  $50,000. 


Because  the  list  of  the  Penta¬ 
gon’s  high-tech  goof-ups  is  long, 
the  Defense  Department  has  be¬ 
gun  to  seriously  investigate  the 
use  of  artificial  intelligence.  Ob¬ 
servers  noted  that  if  these  ef¬ 
forts  pick  up,  developers  are 
sure  to  follow  closely  behind.  As 
Gary  Martins,  former  manager 
of  advanced  software  research 
and  development  at  Rand  Corp., 
put  it,  “When  the  Department  of 
Defense  takes  a  big  bag  of  money 
and  paints  ‘AI’  on  it,  this  instant¬ 
ly  creates  a  lot  of  believers  in  ar¬ 
tificial  intelligence.” 

Unfortimately,  this  does  not 
create  a  working  technology. 
Critics  contend  that  war  is  kalei¬ 
doscopic,  filled  with  constantly 
changing,  unexpected  and  con¬ 
fusing  situations  that  some  feel 
cannot  be  completely  satisfied 
by  mathematical  formulas  or  set 
rules. 

Nevertheless,  the  debate 
over  how  much  technology  is  re¬ 
quired  for  the  average  fighting 
soldier  to  do  his  job  effectively  is 
likely  to  go  on  as  long  as  war 
does.  “This  is  one  issue  that  is 
not  going  to  go  away,”  Schuett 
added.  “Our  job  right  now  is  to 
equip  the  soldier  rather  than 
man  the  equipment.  If  we  suc¬ 
ceed  there,  half  the  battle  is  al¬ 
ready  won.” 


Zeroing  in  on  fiber 


One  important  target  for  Defense  Department  dollars 
is  communications.  Whether  it  is  a  five-star  general 
calling  down  orders  or  an  airborne  missile  receiving 
them,  the  military  is  relying  heavily  on  fiber  optics  to 
get  the  message  across. 

The  military  has  found  a  lot  to  like  about  fiber  optics.  The 
signals  are  difficult  to  tap  because  they  do  not  radiate  and  are 
not  susceptible  to  data  corruption  from  high-noise  environ¬ 
ments  such  as  the  operation  of  nearby  heavy  electrical  machin¬ 
ery.  In  the  early  1990s,  analysts  predict,  fiber  optics  will  be 
found  everywhere,  from  the  sea  floor  —  where  they  will  be 
used  to  string  together  hydrophones  that  listen  for  submarines 
—  to  the  stratosphere,  where  they  will  hang  from  surveillance 
balloons. 

Portable  local-area  networks  have  also  crossed  the  Penta¬ 
gon’s  sightlines.  The  Second  Marine  Division  in  Fort  Pickett, 
Va.,  for  example,  has  used  a  portable  lOnet  Communications, 
Inc.  LAN  for  electronic  mail  and  planning  military  strategies 
during  week-long  war  games. 

JAMES  DALY 


The  trouble  is,  the  military  culture 
may  already  be  too  infatuated  with  leading- 
edge  devices  to  ever  turn  back.  While  the 
human  mind  has  never  been  at  a  loss  for 
improvements  in  the  way  people  kill  one 
another,  the  Pentagon’s  commitment  to 
computer  technologies  is  too  deep-seated  to  be 
changed  easily. 
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“What  I’ve  seen  in  the  last 
few  weeks  is  real  fear  from  very 
large  customers,”  said  Wendler, 
who  estimated  that  he  has  talked 
with  about  three  dozen  Wang  us¬ 
ers  in  the  last  two  weeks. 

A  month  ago,  Forrester  Re¬ 
search,  Inc.  in  Cambridge, 
Mass.,  reported  a  similar  con¬ 
versation  with  what  it  said  was 
one  of  Wang’s  largest  custom¬ 
ers.  “It’s  not  uncommon,  and  it’s 


happening  every  day”  among 
this  class  of  user,  Wendler  said. 

Meanwhile,  small  to  medium- 
size  shops  are  reportedly  setting 
their  own  time  limits  for  Wang  to 
straighten  out  its  problems  —  a 
year,  according  to  many  of  the 
users  interviewed  during  the  last 
two  weeks  by  Computerworld 
and  Gartner  Group. 

Analysts  are  unanimous  that 
Lowell,  Mass.-based  Wang  can¬ 
not  work  much  longer  under 
what  they  describe  as  a  “black 
cloud”  of  financial  uncertainty. 
The  issue  really  is  not  its  bad 


Wang  reneges  on  debt 


An  Wang  takes 
financial  action 


BY  PATRICIA  KEEFE 

CW  STAFF 

No  more  Mr.  Nice  Guy. 

In  a  grim  game  of  one-upman¬ 
ship,  poker-faced  Wang  Labora¬ 
tories,  Inc.  first  rejected  a  loan 
restructuring  plan  offered  by  its 
creditors  and  then 
surprised  everyone 
by  suspending  pay¬ 
ment  of  the  principal 
and  interest  on 
roughly  $300  million 
in  debt. 

Technically, 
creditors  could  force 
Wang  into  bankrupt¬ 
cy  after  a  30-day 
grace  period.  But 
this  is  highly  unlike¬ 
ly,  said  analysts,  who 
see  Wang  in  the  driver’s  seat. 

An  Wang  “understands  that 
he  has  the  banks  over  a  barrel,” 
said  Steve  Wendler,  a  program 
director  at  Gartner  Group,  Inc. 
in  Stamford,  Conn.  He  noted  the 
banks  would  not  walk  away  from 
a  $1  billion  investment. 

Following  the  expiration  of 
two  successive  waivers  of  com¬ 
pliance  regarding  its  revolving 
credit  agreements,  Wang  and  its 
bankers  remained  deadlocked  in 
yet  another  round  of  “difficult, 
arduous  and  complex”  negotia¬ 
tions,  said  Paul  Henning,  Wang’s 
Director  of  Investor  Relations. 

Michael  Geran,  an  analyst 
with  Nikko  Securities  Interna¬ 
tional,  recalled  Control  Data 
Corp.’s  battle  with  creditors  four 
years  ago.  “I’ve  Uved  through 
the  ‘Perils  of  Pauline’  fakes.”  In 
the  end,  Geran  said,  both  sides 


will  settle,  coming  out  less  happy 
than  when  they  went  in. 

Henning  suggested  Wang  had 
rejected  the  banks’  financial 
terms.  Most  analysts  speculated 
that  the  banks  most  likely  asked 
for  one  or  both  of  the  following: 
that  An  Wang  step  down  as  chief 
executive  officer  or 
that  Wang  come  up 
with  collateral  possi¬ 
bly  in  the  form  of 
personal  holdings 


outside  of  Wang 
stock. 

Wang  also  is  rac¬ 
ing  the  clock  to  com¬ 
plete  its  search  for  a 
president.  That  un¬ 
dertaking  and 
Wang’s  quest  for  a 
white  knight  are  un¬ 
likely  to  succeed  without  a  guar¬ 
antee  of  complete  authority  in  a 
firm  where  80%  of  the  voting 
stock  is  controlled  by  the  Wang 
family. 

“No  one  is  going  to  come  in 
and  lay  down  a  bunch  of  money  in 
a  company  already  financed  to 
the  hilt  and  have  the  Wang  family 
maintain  control,”  Wendler  said. 

In  a  separate  announcement, 
Wang  confirmed  the  long-ru¬ 
mored  departure  of  Ian  W. 
Diery,  executive  vice-president 
of  Worldwide  Operations,  who 
resigned  to  pursue  other  inter¬ 
ests.  Diery  anticipated  his  exit  in 
an  interview  with  Computer- 
world  after  assuming  his  post. 
“If  I  didn’t  perform  for  the  next 
two  years  I  would  expect  to  have 
difficulty  maintaining  my  reputa¬ 
tion  and  my  job.  That’s  life,”  he 
said.  [CW,  May  18, 1987]. 


debt.  “You  don’t  want  orders  to 
fall,”  observed  Michael  Geran, 
an  analyst  at  Nikko  Securities  In¬ 
ternational. 

“Resolution  of  this  issue  will 
certainly  bring  some  calm  out 
there  [among  customers],”  con¬ 
ceded  Paul  Henning,  Wang’s  di¬ 
rector  of  investor  relations. 

Last  week’s  action,  however, 
did  not  calm  the  bond  market. 
Standard  &  Poor’s  Corp.  Friday 
downgraded  the  risk  ratings  on 
Wang’s  subordinated  deben¬ 
tures  and  removed  ratings  on 
commercial  paper  issues  by  the 
company  and  its  credit  corpora¬ 
tion.  S&P  said  the  next  interest 
payment  date  on  a  rated  Wang 
bond  issue  is  Aug.  3 1 . 

Customers,  however,  are 
waiting  for  action  that  affects 
their  investment  in  the  compa¬ 
ny’s  products.  “We  hope  that  as 
intelligent  business  people,  all 
parties  could  get  together  and 
agree  on  something  of  benefit  to 
Wang’s  customers,”  said  Mat¬ 
thew  Gillman,  chairman  of  the 


steering  committee  of  the  U.S. 
Society  of  Wang  Users. 

Recent  surveys  by  Compu¬ 
terworld  [CW,  Aug.  14]  and  oth¬ 
ers  conclude  that  small  to  mid¬ 
range  Wang  users,  as  well  as 
some  developers,  are  enthusias¬ 
tic  about  Wang’s  technology; 
many  believe  it  gives  them  a 
competitive  edge.  It  is  also  true 
that  regardless  of  their  feelings, 
these  users  are  less  able  finan¬ 
cially  to  walk  away  from  invest¬ 
ments  in  Wang,  Gillman  agreed. 

Ironically,  the  customers  who 
are  the  most  able  to  withstand 
the  ebb  and  flow  of  a  vendor’s  fi¬ 
nancial  fortunes  are  the  ones 
most  likely  to  reassess  their 
commitment  to  Wang,  according 
to  analysts. 

For  example,  consultant 
Frank  Dzubeck  said  he  recently 
spoke  to  a  client  who  was  in  the 
process  of  installing  Wang  sys¬ 
tems  in  a  large  number  of  branch 
offices.  “He  [wound  up]  in  the 
vice-president’s  office  attempt¬ 
ing  to  defend  his  job,”  said  Dzu¬ 


beck,  who  is  president  of  Com¬ 
munications  .  Network  Archi¬ 
tects,  Inc.  in  Washington,  D.C. 
“If  you  are  a  Wang  salesman, 
you’ve  got  to  be  worrying  about 
this  now.” 

“We’re  talking  about  ac¬ 
counts  that  have  5,000  to 
10,000  users,  even  beyond 
10,000,  with  revenue  streams  in 
excess  of  $50  billion,”  Wendler 
said.  He  added  that  many  cus¬ 
tomers  were  already  dissatisfied 
with  Wang  on  a  number  of  issues 
and  were  cutting  back  on  some 
purchases.  But  the  public  fight 
over  Wang’s  credit  line  has 
turned  the  spigot  off,  he  said. 

Of  course,  large  companies 
tend  to  do  long-term  strategic 
plans,  rethinking  their  technical 
strategy  every  five  years  or  so, 
said  Judith  Hurwitz,  a  senior  con¬ 
sultant  at  Patricia  Seybold’s  Of¬ 
fice  Computing  Group  in  Boston. 
She  noted  that  there  are  large 
users  such  as  John  Hancock  Co. 
and  Johnson  &  Johnson  Co.  that 
are  standing  by  Wang. 


Mixing  business,  technical  savvy 


BY  ALAN  J.  RYAN 

CW  STAFF 


“You  have  got  to  know  your 
business  to  be  successful  in  in¬ 
formation  systems.  ” 

That  statement,  heard  at 
most  IS-related  conferences  in 
the  last  three  years,  might  leave 
some  wondering  just  how  deeply 
entrenched  in  the  business  they 
should  be,  or  how  far  they  can  go 
without  stepping  on  chief  execu¬ 
tive  toes. 

There  are  no  easy  answers. 
Two  IS  managers  at  southern- 
based  manufacturing  firms  re¬ 
cently  said  having  knowledge 
about  their  businesses  is  impor¬ 
tant,  but  their  main  priority  is  to 
act  as  a  service  organization. 
Said  one,  “They  are  paying  me 
to  be  the  EDP  person  of  this 
business.  The  functional  manag¬ 
ers  run  the  business,  and  I  can’t 
tell  them  what  to  do.  ” 

Yet,  eight  other  IS  directors 
and  consultants  interviewed  re¬ 
cently  agreed  only  partially  or 
disagreed  altogether  with  that 
sentiment.  Those  who  have  an 
understanding  of  the  business 
that  is  as  deep  as  the  CEO’s  are 


more  likely  to  be  successful,  they 
said.  Max  Hopper’s  success  at 
American  Airlines  is  a  classic  ex¬ 
ample,  one  said. 

“If  you  don’t  understand  the 
business,  then  you  are  a  great 
data  processor.  That’s  OK,”  said 
George  Buick,  vice-president  of 
IS  and  chief  information  officer 
at  Highland  Superstores,  Inc. 
“But  you  get  a  lot 
more  out  of  some¬ 
body  who  knows  the 
business.” 

Some  of  those  in¬ 
terviewed  said  the 
extent  to  which  the 
systems  chief  should 
know  the  business 
depends  on  the  type 
and  size  of  the  opera¬ 
tion. 

“The  MIS  direc- 


Highland’s  Buick 

says  busi  ness fi  rst 
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tor  doesn’t  belong  in  the  com¬ 
puter  room  unless  it’s  a  one-man 
shop,”  said  Robert  C.  Walsh,  di¬ 
rector  of  MIS  and  corporate  con¬ 
troller  at  Schwinn  Bicycle  Co.  in 
Chicago.  Instead,  he  said,  the 
manager  should  be  sitting  in  at 
top-level  meetings.  “If  an  MIS 
guy  is  lost  in  the  bits  and  bytes, 
he  will  make  some  decisions  that 
are  less  than  optimal.” 

The  IS  officer  must  have 
enough  business  sense  to  be  a 
translator,  said  consultant  Dud¬ 
ley  Cooke,  president  of  the  Exec¬ 
utive  Insight  Group  in  Bryn 
Mawr,  Pa.  He  “has  to  be  able  to 
understand  what  the  CEO  is 
thinking  and  translate  that  into 
action,”  he  said. 

Being  a  translator  is  also  im¬ 
portant  at  Heller  Financial,  Inc. 
in  Chicago,  said  Senior  Vice- 
President  of  Information  Man¬ 
agement  Charles  Mallet.  “Our 
job  is  to  understand  how  to  help 
users  articulate  what  they 
want.” 

And  that  understanding  be¬ 


gins  in  the  executive  suite.  “The 
really  successful  IS  executives 
are  the  ones  involved  with  senior 
management  when  they  are  talk¬ 
ing  about  mergers  and  acquisi¬ 
tions;  they  are  the  ones  that  par¬ 
ticipate  in  all  the  discussions  on 
strategy,”  said  M.  Victor  Janu- 
laitis,  CEO  of  Positive  Support 
Review,  Inc.  in  Los  Angeles. 

Five  of  the  seven 
IS  directors  inter¬ 
viewed  said  they 
work  closely  with 
their  CEOs  and  feel 
comfortable  propos¬ 
ing  both  systems  and 
straight  business 
ideas. 

Another  way 
many  IS  managers 
get  their  ideas  to  the 
top  is  by  working 
with  the  functional  areas  they 
support,  attending  meetings  and 
planning  sessions.  Both  Dan  Ca- 
vanagh,  senior  vice-president  of 
IS  at  Metropolitan  Life  in  New 
York,  and  Albert  Hyland,  direc¬ 
tor  of  worldwide  systems  at 
Cambridge,  Mass.-based  Polar¬ 
oid  Corp.,  said  they  use  that  ap¬ 
proach. 

Still,  some  say  a  preoccupa¬ 
tion  with  business  might  over¬ 
shadow  the  need  for  a  strong 
technical  background  in  the  top 
IS  post.  In  the  1970s,  most  IS  di¬ 
rectors  were  technically  orient¬ 
ed.  There  has  now  been  a  shift  to 
a  business  orientation.  But  in  the 
1990s,  according  to  Gartner 
Group,  Inc.  Executive  Vice- 
President  Bruce  Rogow,  compa¬ 
nies  will  need  CIOs  who  are  both 
technically  oriented  and  busi¬ 
ness-minded. 

“There  will  be  real  heU  to  pay 
in  those  organizations  where  the 
CIO  doesn’t  understand  the 
technology”  during  the  1990s, 
Rogow  said. 
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OVERVIEW 


TRENDS 


Percent  of  micros 
purchased  in  1987 
(Total:  199,000) 


Zenith  Data 
Systems  59% 


Other  26% 


IBM  9% 

NCR  3% 

WYSE  3% 

The  lowest  bidder  is  the 

one  who  captures  the  largest 
share  of  the  federal  market. 
In  this  case,  Zenith  is  at  the 
helm. 

SOURCE;  INPUT.  MOUNTAIN  VIEW.  CALIF. 


MICROCOMPUTERS 
IN  THE  FEDERAL  MARKET 

With  the  expanding  functionality  of  today’s  micros  and  the 
continuing  trend  of  application  downsizing,  the  federal 
micro  market  demand  is  expected  to  grow  from 
$390  million  to  $510  million  in  1994. 


Applications  being 
downsized  to 
micros 


Accounting 

35% 


Inventory  20% 


Financial  15% 

Management 
systems  13% 

Data  entry  9% 

Information 
processing  7%' 


Microcomputer 

preferences 

Percent  of  mentions 
(Base  of  103) 


AT  class  45.6% 


386-based  machines 

17.4% 


Apple  15.5% 

PS/2  15.5%  . 

)Cr  class  6.7% 


Accounting's  many 
modules  make  it  the 
application  most  frequently 
downsized. 


AT-ciass  machines  still 
remain  the  machine  of  choice 
among  government  micro 
users. 
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NEXT  WEEK 


No.  2  companies  V 
always  have  to  try 
harder.  Cleveland-based 
American  Greetings, 
which  occupies  that  slot  in 
the  greeting-card  indus¬ 
try,  realizes  that  means  in¬ 
formation  technology  is 
not  just  an  advantage,  but  a 
competitive  necessity.  A 
look  at  the  firm’s  strategy 
under  Vice-President  of  IS 
Dean  Trilling  appears  in 
Manager’s  Journal. 


Like  many  other  kinds 
of  resources,  informa¬ 
tion  can  be  made  more 
useful  through  refinement. 
The  need  for  this  kind  of 
filtering  and  distillation  is 
growing  more  critical  as 
raw  data  multiplies  and  de¬ 
cision-making  time  com¬ 
presses.  Read  In  Depth  to 
find  out  about  refinement 
tools  that  may  soon  help  us 
extract  maximum  value 
from  data  deposits. 


mSIDE  LINES 

At  least  it’s  not  flu  season 

According  to  a  draft  copy  of  a  manual  on  coping  with  electron¬ 
ic  vandalism,  the  Fu  Manchu  virus  is  programmed  to  go  off  this 
month.  That’s  the  newest  strain  of  the  Jerusalem  virus,  which 
was  launched  from  that  city  about  two  years  ago,  said  the  Com¬ 
puter  Virus  Industry  Association.  And  because  it  takes  about 
two  years  for  a  single  virus  strain  to  spread  widely  enough  to 
cause  serious  problems,  watch  out  for  the  Jerusalem  virus, 
too.  Also  expected  to  make  the  roimds  are  two  strains  of  the 
Cascade  virus,  one  slated  for  Oct.  1  and  the  other  for  Dec.  1; 
the  Friday  the  13th  virus,  expected  on  Oct.  13;  and  the  poten¬ 
tially  devastating  Traceback  virus,  which  is  expected  to  ap¬ 
pear  any  time  between  Dec.  5  and  28,  depending  on  the  strain. 

Maybe  they’ll  be  Silverlake  Systems 

Mainframe  plug-compatible  maker  NAS,  which  has  been  un¬ 
der  fire  by  analysts  for  the  past  year  for  lack  of  marketing  sav¬ 
vy,  just  hired  James  Balassone,  IBM’s  former  director  of  busi¬ 
ness  practices.  Balassone  helped  develop  the  marketing  effort 
for  IBM’s  exceptionally  successful  AS/400  “Silverlake”  fam¬ 
ily. 

Not  enough  fiber  for  ya? 

Expect  DEC  to  finally  come  down  off  the  FDDI  fence  at  the 
Networld  conference  next  month.  The  company  is  expected  to 
hold  briefings  on  how  it  plans  to  integrate  the  fiber-based 
networking  standard  with  its  own  Ethernet-based  systems. 

Risen  from  the  dead 

Just  when  you  thought  Novell  was  too  embarrassed  to  ever 
mention  its  incredibly  overdue  Systems  Fault  Tolerance  Level 
III  file  server,  Darrell  Miller,  executive  vice-president  of  No¬ 
vell’s  software  group,  popped  up  last  week  with  the  declaration 
that  fault  tolerance  is  indeed  on  the  way.  He  told  attendees  at 
Multi-Net  Expo  in  Houston  that  sometime  next  year,  the  com¬ 
pany  will  be  showing  servers  that  actually  mirror  one  anoth¬ 
er.  Not  only  will  that  provide  backup  redundancy,  but  it  will 
also  assist  LAN  users  with  maintenance  chores,  he  said.  Oth¬ 
ers  say  to  look  for  a  maintenance  upgrade  on  Netware  Version 
2.1.5  next  month. 

Lotus  Cityside 

Lotus  plans  to  upgrade  Metro  and  Express  so  they  will  use 
less  memory  and  be  better  integrated  with  each  other.  Appar¬ 
ently,  memory  constraints  were  such  that  they  spawned  the 
following  joke:  Metro  is  in  the  midst  of  a  transit  strike. 

Surf’s  up! 

Hewlett-Packard’s  New  Wave  software  for  PCs  is  set  to  crash 
on  the  beachhead  of  IS  shops  Sept.  1.  Webb  McKirmey,  general 
manager  of  HP’s  Information  Systems  Division  in  Santa 
Clara,  Calif.,  says  the  direct-sales  force  has  been  primed  and 
100  software  engineers  have  prepared  for  the  rollout.  HP  will 
bundle  word  processing  and  E-mail  packages  with  the  icon- 
oriented,  IBM-compatible  New  Wave  for  $195  per  copy. 
About  15  applications  written  by  independent  developers  will 
follow  by  1990,  many  of  them  New  Wave  variations  of  exist¬ 
ing  Microsoft  Wmdows  products.  Some  200  companies  have 
beta-tested  New  Wave,  including  American  Airlines. 

The  market  is  breathless 

An  IBM  spokesman  disclosed  that  IBM  is  considering  an¬ 
nouncing  its  new  line  of  workstations  and  servers  —  which  will 
have  performance  of  at  least  20  million  instructions  per  sec¬ 
ond  and  an  entry  point  of  $20,000  or  less  —  later  this  year  or  in 
early  1990.  That  would  put  IBM  only  about  eight  months  be¬ 
hind  the  rest  of  the  workstation  market.  There’s  a  catch, 
though.  The  new  workstations  will  incorporate  the  Micro 
Channel  Architecture,  presumably  offering  some  sort  of  com¬ 
monality  between  them  and  PS/2s. 

The  Computerworld  bulletin  board  is  one  thing  that  hasn ’t 
been  disabled  by  the  Nynex  strike.  Call  us  up  with  your  tips, 
comments  and  questions  and  browse  through  our  massive 
library  of  virus-free  shareware  at  (508)  626-0165 or  (508)  626- 
0235.  Or  direct  your  tips  to  News  Editor  Peter  Bartolik, 
who’s  sometimes  awestruck  but  never  on  strike,  at  (800)  343- 
6474  or  (508)  879-0700. 
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Whose  ad  is  this,  anyway? 


That’s  a  very  good  question.  capability.  Whether  you’re  printing 

Because,  instead  of  being  an  ad  simple  text  for  everyday  correspon- 
for  the  20  very  different  companies  dence  or  complex  graphics  for  elec- 
you  see  here,  it’s  actually  an  ad  for  tronic  publishing,  PostScript 
the  one  industry  standard  that  makes  it  easy, 

makesthem  very  much  alike.  PostScript  also  gives  you 

The  PostScript®  language  absolute  freedom  to  select 

from  Adobe  Systems.  hardware  and  more 

Choose  a  printer  or  typesetter  than  4,000  software  programs  for 
from  one  of  these  companies  your  needs  and  budget, 

and  you  can  make  the  choice  for  That’s  called  compatibility  and 
PostScript.  Because  each  of  these  Adobe  PostScript  guarantees  it. 

manufacturers  has  licensed  So,  even  though  different  Post- 

Adobe’s  page  description  language.  Script  printers  and  typesetters  offer 
Why  did  they  do  it?  different  resolutions,  paper  handling 

Foronething,  PostScriptdelivers  options  and  output  speeds,  you  can 
the  ultimate  in  output  quality  and  be  sure  they  all  work  together. 


Because  they  all  speak  the  same  lan¬ 
guage.  The  language  of  PostScript. 
Now,  aren’t  you  glad  you  asked? 
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This  ad  IS  presented  by  Adobe  Systems  Incorporated,  which  encourages  you  to  look  lor  the  PostScnpt  symbol  on  computers,  printers  and  other  products  that  support  PostScript  software  from  Adobe  Systems,  it  s  your  guarantee  of  quality  and  compatibility  Adobe. 
PostScript  and  the  PostScnpt  logo  are  registered  trademarks  of  Adobe  Systems  Incorporated  in  the  U  S  A  The  logos  of  the  original  equipment  manufacturers  supporting  PostScnpt  are  the  trademarks  or  registered  trademarks  of  their  respective  companies 

ei989  Adobe  Systems  Incorporated  All  rights  resen/ed. 
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If  you  have  questions  about  the 
future  of  SAA/DB2,  we’ve  got  the  answers 
■  And  you  can  hear  them  at  the  SAA/DB2 
PERSPECTIVE  ■  A  free,  half-day  seminar 
where  chief  R&D  officers  from  McCormack 
&  Dodge  will  join  representatives  from 
IBM  to  discuss  future  trends  in  SAA  and 

20  YEARS  OF  SUCCESS  IN  FINANCIAL 


DB2  directions  ■  As  well  as  M&D’s  unique 
3-Point  Program  dedicated  to  providing 
customers  with  SAA/DB2  solutions  ■ 

To  register,  call  McCormack  & 
Dodge  at  1-800-343-0325  ■  It  could  prove 
to  be  the  most  productive  half-day  you 
ever  spend  out  of  the  office  ■ 

AND  HUMAN  RESOURCE  SOFTWARE. 


MXormack  &  Dodge 


B3  a  company  of 


The  Dun  &' Bradstreel  Corporation 


Aug.  29 

Aug.  30  (afternoon) 


Atlanta 
New  York 


Aug.  31  (morning)  New  York 
Sept.  7  Chicago 


Sept.  12  Los  Angeles  Sept.  13  (afternoon)  San  Francisco  Sept.  14  Dallas 

Sept.  12  Detroit  Sept.  14  (morning)  San  Francisco  Sept.  21  Boston 


©  1989  SAA  is  a  trademark  of  IBM. 


20 


20 


